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MTCEEM  C^BMET 


Extension  top  of  one 
seamless  sheet  of  mirror- 
bright  Aluminum. 

Top  cannot  warp,  will  not 
tarnish,  or  become  stained 
or  corroded. 

Cylindrical  flour  bin  with 
sifter  at  bottom.  Tilting 
device  for  filling.  Holds 
50  lbs. 

Dust  tight,  pertectly  sani- 
tary, cylindrical  sugar  bin 
with  faucet  to  regulate 
flow. 

Metal  bread  and  cake 
box  with  tight  lid.  Keeps 
contents  moist. 

This  is  only  one  of  the  twenty  different  cabi- 
nets we  manufacture. 


for  our  advertisements  in  the  leading 
home  journals  and  magazines  and  prepare  for  the 
demand.    It  will  pay  you  to  handle  the  Knechtel. 


DESCRIPTIVE  BOOKLETS  FOR  DISTRIBUTION  MAILED  UPON  REQUEST. 

Thm  Mm(B(^M(Bl  'KMAmm  CmhmmH  (^©og  Lnrnfedl 

(The  Kitchen  Cabinet  People) 
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The  Law  o£  Business 
as  o£  Life  is  Growth 


Character 

Quality 
Finish 

are  the  reasons  for  the  suc- 
cess of  the  Meaford  Line. 


In  Laying  the  Foundation 


for  Bigger  Business  as  in  our  steady  growth 
we  consider  the  following  very  essential  to 
our  success  and  your  satisfaction. 

But  one  price  to  every  dealer. 

Up-to-date  plant  and  equipment. 

Well  organized  and  loyal  staff  of  workmen. 

First  class  materials. 

Systematic  looking  after  the  little 
things. 

Furniture  for  the  masses,  well  made,  reason- 
able priced,  imitation  finishes  that  last  and 
look  like  real. 


THE  MEAFORD  MFG.,  CO.,  Limited 

MEAFORD  CANADA 
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BY  DAY 

"The  Daveno"  is  a  handsome, 
roomy  Davenport,  not  only  use- 
ful but  beautiful. 

"The  Daveno"  adds  to  a  room 
tliat  "homey"  appearance  so 
desirable  in  any  residence. 

There  is  nothing-  about  "The  Dav- 
eno" that  hints  at  a  bed  or  the 
bedding-  it  conceals. 

"The  Daveno"  fills  that  want 
where  an  extra  bed  is  always 
necessary  but  where  there  is  no 
chamber  to  put  the  bed. 

"The  Daveno"  gives  the  owner 
of  it  double  value  for  his  money, 
saves  space  and  time,  and  pre- 
vents discomforts. 

"The  Daveno"  is  always  ready 
for  either  day  or  night  service. 


Every  Home  in 
Canada  Needs  That 


BY  NIGHT 

A  simple  movement  chang-es  "The 
Daveno''  to  a  made-up-ready-to-get 
into-bed.  It  is  not  even  necessary  to 
pull  it  away  from  the  wall. 

"The  Daveno"  is  the  only  bed  in 
which  the  occupant  does  not  sleep  on 
the  upholstery. 

"  The  Daveno  "  is  as  comfortable  as  the 
most  costly  stationery  bed.  The 
people  who  use  it  say  so  as  well  as 
we  do. 

"The  Daveno"  contains  separate 
springs,  full-sized  mattress,  blankets, 
sheets  and  pillows. 

"The  Daveno"  is  guaranteed  tc  oper- 
ate satisfactorily,  easily  and  conveni- 
ently. The  construction  is  strong  and 
absolute  in  simplicity. 

In  the  morning  "The  Daveno"  is  made 
up  ready  for  night  use  and  promptly 
transformed  into  a  day  time  article  of 
furniture. 

"THE  DAVENO"  IS  MADE  IN  A  VARIETY  OF  STYLES  AND  FINISHES 


-  OWEN  DAVENO  BED  COMPANY  — 

HESPELER.  ONTARIO 
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A  FEW  GEMS  FROM  THE  CATALOGUE  OF  CANADA'S  SPECIALISTS  IN 

BED  ROOM  AND  DINING 
ROOM  FURNITURE .... 

PEOPLE  of  refinement,  culture  and  wealth  want  furniture  of  the 
very  highest  order — furniture  that  posseses  distinction  and 
elegance.    Such  is  the  Hespeler  kind.      Are  you  getting 
your  share  of   the  better  trade  in   your  community  ?  Hespeler 
Furniture  will  build  you  a  reputation  which  will  lead  to  bigger  and 
better  business. 

Our  Plant  is  Specially  Equipped  for  the  production  and 
delivery  of  "character  furniture"  in  any  quantity,  and  for 
Large  Special  Orders  in  original  design  or  designs 
of  any  period. 


THE  HESPELER  FURNITURE  CO. 

LIMITED 

HESPELER      -  ONTARIO 


« 
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Our  New 
Catalogue 


is  a  catalogue  you  will  need.  It  will 
help  you  in  your  buying  for  fall  trade, 
and  it  will  help  you  all  the  year  round. 
It  shows  a  pleasing  range  of  new  designs, 
everyone  of  which  is  a  proven  seller. 
There  are  individual  illustrations  and 
group  illustrations  of  high  class  fur- 
niture in  this  new  catalogue  which  will 
be  ready  for  mailing  in  September. 


WRITE  US  ABOUT  IT 

The  Strathroy  Furniture  Co. 

LIMITED 

Strathroy       ■  Out. 
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S 


The 

Dymond 
Colonial 

Co  S,  Ltd. 


Strathroy 

Ontario 


We  are  out  with  an  entire  new  line  of 

BEDROOM 
FURNITURE 

Consisting  of  over  One  Hundred 

Beds 
Dressers 
Chiffoniers 
Toilet  Tables 
Stands  and 
Somnoes 

Single  and  in  Suite  ;  the  latest  construc- 
tion ;  highest  standard  of  finish. 

Tops,  Fronts,  and  Gables  are  made  from 
three  to  five  ply  cross-banded  built-up 
stock,  guaranteed  to  never  shrink,  swell, 
warp  or  break,  and  showing  a  beauti- 
fully matched  figure  in  selected  Quar- 
tered Oak,  Mahogany  and  Circassian 
Walnut. 

We  consider  oiir  sales  complete  only 
when  every  reasonable  buyer 
is  absolutely  satisfied. 


6 


CANADIAN  FURNITUEE  WORLD  AND  THE  UNDERTAKER. 


From  Tree  to  Crate 


A  COMPLETE  LINE  of  cheap 

and  medium  fumiture  is  manufactured 
at  our  different  factories,  and  each 
factory  is  specialized. 

We  also  own  and  operate  Timber 
Limits  and  Sawmills.  That's  why 
we  are  able  to  give  such  good  value. 

THE 

Knechtel  Furniture  Co. 

LIMITED 

Hanover  Ontario 


INTRODUCTORY 


N  presenting  the  initial  number  of  "Canadian 
Furniture  World  and  the  Undertaker"  we  do  so 
K^^^^^  with  no  apologies  for  bringing  it  into  existence. 
I^^Sl^^^  Neither  do  we  presume  to  ask  our  prospecftive 
clientelle  to  believe  that  we  are  impelled  to 
undertake  this  venture  from  merely  philanthropic  motives 
because  of  assurances  that  we  would  "  fill  a  long  felt  want." 

To  be  candid  :  while  importuned  to  bring  out  a  monthly, 
combining  the  interests  of  the  furniture  and  undertaking  trades 
we  are  primarily  actuated  by  selfish  motives.  In  other  words, 
we  are  in  the  business  for  the  same  reasons  that  almost  every 
other  business  has  been  established. 

However,  as  the  life  of  any  enterprise,  not  diredly,  or 
indiredlly,  a  benefactor,  is  necessarily  uncertain  and  unsatis- 
factory, we  fully  appreciate  that  this  publication  must  demon- 
strate its  right  to  deserve  the  continued  support  and  co-operation 
of  that  portion  of  the  trade  that  has  already  shown  confidence 
in  us,  as  well  as  to  show  the  trade  at  large  that  it  will  be  a 
valuable  accessory  in  promoting  the  best  interests  of  the  trades 
we  desire  to  serve. 

In  the  charader  of  the  periodical  we  have  undertaken  to 
provide  we  will  rank  among  the  best  trade  journals  in  Canada, 
which  means  the  continent,  for,  in  proportion  to  the  possibilities, 
there  are  now,  in  Canada,  organs  of  various  trades  that  are 
second  to  none  anywhere  from  an  editorial,  mechanical  or 
commercial  Standpoint. 

No  matter  how  carefully  prepared  the  contents,  a  trade 
publication,  like  the  man  in  business,  particularly  the  young  man 
with  his  life  work  ahead  of  him,  cannot  do  his  best  in  shabby 
attire.  Whether  a  man  or  a  trade  journal  it  is  essential  to  favor- 
ably impress  those  with  whom  either  come  in  contact.  Hence 
while  we  believe  our  firSl  issue  is  good  in  appearance  it  muSl 
necessarily  carry  imperfections  that  future  issues  will  not  have. 
We  will  print  on  coated  paper  every  month,  and  not  for  the 
sake  of  the  firSl  good  impression  only.  We  believe  the  greater 
outlay  this  represents  will  be  justified  by  the  appreciation  of  both 
subscriber  and  advertiser. 

We  have  secured  the  co-operation  of  competent  writers 
in  both  the  Furniture  and  Undertaking  industries,  who  will  from 
time  to  time  contribute  pradical  articles  that  will  have  a  dollar 
and  cents  value  to  our  readers  in  their  everyday  work. 

Rather  than  make  extravagant  promises,  as  per  a  hoary 


old  custom  when  introducing  a  new  periodical,  we  prefer  to  let 
this  and  future  issues  speak  for  themselves.  We  can  say,  how- 
ever, that  in  view  of  the  representations  made,  the  Undertaking 
Department  will  be  given  very  special  attention.  This  is  with 
no  idea  of  detrading  from  the  Furniture  sedion  and  the  various 
lines  it  will  embrace,  but  to  add  Still  further  to  the  usefulness  of 
"  Canadian  Furniture  World  and  The  Undertaker "  to  that 
great  proposition  of  Furniture  Retailers,  who  derive  a  very 
material  portion  of  their  revenues  from  the  undertaking  business. 
For  this  department  arrangements  are  pradically  complete 
whereby  a  well  known  authority  on  embalming  will  in  the  near 
future  commence  a  series  of  articles  that  will  alone  make  the 
paper  invaluable. 

While  naturally  diffident  in  making  personal  references  to 
ourselves  we  admit  the  right  of  our  readers  to  know  who  we 
are,  if  they  so  desire. 

Mr.  John  A.  Fullerton,  who  is  responsible  for  the  putting 
into  effect  of  solicitations  made  to  bring  out  such  a  paper  as 
this  is  designed  to  be,  has  had  some  eighteen  years'  experience 
embracing  every  department  of  trade  paper  publishing.  Until 
six  years  ago  he  was  on  the  Staff  of  the  Acton  Publishing  Co., 
and  was  present  at  the  birth  of  their  present  Furniture  Journal, 
then  known  as  Canadian  Furniture  and  Upholstery  Journal  and 
to  which  Undertakers'  Gazette  was  afterwards  added. 

Resigning  his  connedion  with  the  Adon  firm  he  secured 
a  part  interest  in  the  Canadian  Music  Trades  Journal,  which 
he  now  owns  outright.  In  six  years  this  paper  has  grown  from 
a  twenty-page  sheet  to  one  of  sixty  pages,  and  the  nature  of  the 
piano,  organ  and  kindred  industries  makes  it  an  admirable  com- 
panion paper  to  one  serving  the  Furniture  and  allied  trades. 

Mr.  Harvey  A.  Jones  who  will  assist  in  the  management 
of  the  Editorial  and  Business  departments  has  had  a  valuable 
business  training  and  is  naturally  qualified  for  the  work  he  has 
undertaken.  To  connect  himself  with  this  institution  he  only 
recently  resigned  the  managership  of  one  of  the  Metropolitan 
Bank's  branches.  It  will  be  his  special  business  to  see  that  the 
various  departments  are  so  manned  as  to  produce  the  very  best 
paper  that  is  possible  to  get  out. 

In  the  meantime  we  are  proud  to  be  again  conneded, 
through  the  influence  of  members  of  the  Furniture  and  Under- 
taking trades,  with  what  has  developed  into  two  of  the  moSt 
important  of  the  country's  better  industries. 
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GENERAL  COMMENT. 

CHEAP  Credit. — Merchants  who  are  doing  busi- 
ness on  their  own  capital  and  paying  their  bills 
promptly  have  legitimate  reason  for  protesting 
against  that  capitalless  competition  that  is  fostered 
and  maintained  because  of  over  zealousness  of  the 
manufacturer  to  increase  the  volume  of  his  output. 
Almost  any  manufacturer  in  any  line  of  business  will 
admit  that  his  ledger  accounts  at  times  represent  more 
gamblers'  chances  than  is  good  for  any  business,  just 
because  of  a  lack  of  moral  stamina  to  close  down  on 
the  doubtful  customer  before  the  danger  zone  is 
reached.  One  credit  man  suggests  that  natural  greed 
is  the  probable  reason  that  so  many  unworthy  debtors 
get  credit  beyond  all  reason.  Apart  from  the  gamb- 
ling feature  which  is  sure  to  result  in  loss  in  the  end, 
there  is  the  unfairness  to  the  man  of  substance,  who 
pays  for  his  merchandise  and  still  competes  with  the 
man  who  is  doing  business  on  his  creditors'  money, 
with  nothing  to  lose  and  everything  to  gain.  As  a 
matter  of  fact  there  would  be  just  as  much  business 
done,  the  volume  would  be  just  as  great,  and  certainly 
the  final  inventory  more  dependable  and  satisfactory 
if  the  unreasonable  credits  that  so  generally  prevail 
were  materially  curtailed. 

Whose  Fault? — Anent  the  matter  spoken  of  in  the 
preceding  paragraph  a  member  of  the  National  Asso- 
ciation of  Credit  Men  of  the  United  States  observes 
that:  "The  fault  is  entirely  our  own  and  is  easily 
traced  to  two  conditions,  viz.,  credit  is  too  cheap  and 
personal  pets  too  many.  With  a  great  deal  of  pride 
you  printed  on  your  billheads  your  terms,  after  you 
figured  out  with  a  great  deal  of  care  jixst  what  those 
terms  should  be,  and  just  like  the  butcher  who  closes 
his  eyes  and  loses  his  conscience  and  weighs  his  hand 
with  every  piece  of  meat  he  sells,  you  turn  your  backs 
on  your  sound  business  calculations  and  violate  the 
laws  you  are  forced  to  adopt  for  your  own  guidance 
and  protection.  Because  we  fail  to  follow  that  chart 
of  safety  we  are  entitled  to  feel  ashamed  of  our  weak- 
kneed  attitude  in  not  living  up  to  the  attitude  we 
know  to  be  right.  The  merchant  with  capital,  colla- 
teral, character,  capacity,  and  especially  with  competi- 
tion, will  gladly  hail  the  day  when  distributors  and 
wholesalers  will  develop  sufficient  backbone  and  busi- 
ness stamina  to  enforce  the  terms  that  prudence  says 


forms  the  basis  of  all  legitimate  and  successful  busi- 
ness transactions.  Why  do  we  enable  a  poor  merchant 
to  compete  with  a  good-paying  customer?  The  second- 
rater  competes  with  a  good,  prompt-paying  customer 
on  the  jobber's  capital,  or,  in  other  words,  the  good- 
paying  customer  through  easy  credits  indirectly  sup- 
ports his  unworthy  competitor.  The  credit  depart- 
ment and  collecting  force  is  the  easy  medium  through 
which  this  system  so  easily  works.  And  right  here — 
don't  overlook  that  a  credit  department  is  of  no 
earthly  use  unless  the  collection  department  is  on  the 
job  every  minute.  The  very  best,  most  accurate,  never- 
failing  barometer  is  your  own  ledger  account  with  the 
man  who  owes  you  too  much." 

The  Borrowing  Habit. — A  successful  merchant  is 
credited  in  "System"  with  the  following  pertinent  ob- 
servations regarding  borrowing,  and  which  are  not 
without  their  application  in  Canada :  ' '  The  greatest 
and  most  constant  danger  that  has  confronted  me  has 
been  the  impulse  to  run  to  the  bank  for  a  loan.  I 
believe  in  borrowing  when  necessary,  but  only  when 
it  really  is  necessary.  It  is  such  a  simple  matter  to 
sign  a  note,  that  the  borrowing  craze  becomes  some- 
thing like  the  drug  habit  if  not  kept  in  check.  Once 
I  thought  it  imperative  to  borrow  .$10,000.  I  got  the 
money  without  the  slightest  trouble,  but  when  I  re- 
turned to  the  office  I  opened  my  ledger  and  sat  for 
ten  minutes  looking  at  the  entry.  It  was  a  neat  sum 
to  show  on  the  book,  but  my  pleasure  at  seeing  it  there 
was  clouded  by  the  thought  of  my  $10,000  promissory 
note  at  the  bank.  Trade  conditions  were  not  exactly 
bright,  and  I  looked  ahead  sixty  days  and  wondered 
if  I  would  have  $10,000  to  spare  when  the  note  came 
due.  That  night  I  was  unable  to  sleep,  but  I  went  to 
the  office  the  next  morning  with  a  fixed  resolve.  I 
took  up  the  note  as  soon  as  the  bank  opened,  for  the 
lump-sum  was  still  intact.  Then  I  went  through  my 
establishment  and  trimmed  every  out-go.  I  put  the 
screws  on  the  collection  department,  and  got  up  a 
series  of  letters  to  my  salesmen,  asking  their  co-opera- 
tion in  bringing  sales  up  to  a  certain  figure  during  the 
succeeding  two  months,  otfering  a  special  bonus  for 
results.  A  panic  struck  us  just  before  the  note  would 
have  matured,  but  I  found  myself  snug  in  harbor.  If 
the  bank  had  held  the  note,  I  should  have  spent  many 
a  sleepless  night  over  it.  The  best  of  it  was  that  I 
discovered  how  unnecessary  and  foolish  the  loan  had 
been.  I've  seen  many  a  man  go  under  simply  because 
he  found  it  too  easy  to  borrow  money." 

Fight  Fair. — It  is  a  low  principled  policy  that  coun- 
tenances the  fighting  of  a  competitor  by  trying  to  re- 
tard him  rather  than  by  speeding  up  one's  self.  It  is 
a  mistake  to  get  on  fighting  terms  with  any  competitor 
under  any  circumstances  unless  a  clean,  fair  competi- 
tion for  iDusiness  on  merit  can  be  called  fighting.  It 
is  no  disgrace  to  the  fair  fighter  to  be  outdistanced  by 
a  competitor.  Everyone  cannot  have  the  same  degree 
of  persistence,  aggressiveness  and  ability.  Everyone 
has  not  the  capacity  to  take  care  of  like  results.  The 
success  that  comes  to  one  man  as  a  matter  of  course 
would  make  an  abject  fool  of  another,  so  that  the  out- 
distanced competitor  can  console  himself  hy  ack- 
nowledging that  the  other  fellow  has  greater  ability. 
Nobody  can  tolerate  a  knocker,  and  certainly  the  cus- 
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tomer  who  is  treated  to  a  dissertation  on  the  short- 
comings of  the  rival  dealer's  wares,  is  not  a  bit  im- 
pressed in  the  knocker's  favor.  The  wonder  is  that 
he  cannot  see  it.  Courtesy  to  a  competitor's  lines  will 
hurt  no  one,  and  never  loses  a  sale.  Furthermore  no 
man  can  afford  to  take  the  time  and  effort  necessary  to 
wreck  or  retard  some  other  person's  business,  for 
while  so  doing  it  is  impossible  that  he  can  be  building 
up  his  own. 

The  East  Also. — While  the  West  has  been  develop- 
ing at  a  rate  that  dazzles  everybody  but  the  West- 
erner, the  East  has  also  been  forging  ahead.  The 
Maritime  Provinces  have  for  many  years  supplied 
brain  and  brawn  to  all  other  parts  of  the  country,  but 


no  realization  of  the  natural  wealth  of  the  country 
and  its  possibilities  as  a  market  In  the  New  Ontario 
clay  belt  instance  after  instance  can  be  related  of  far- 
mers settling  as  recently  as  four  years  ago,  who  were 
compelled  to  chop  clearings  on  which  to  erect  their  log 
homes,  and  are  now  owners  of  self  binders  and  all 
the  various  other  modern  machinery  now  found  on 
well  equipped  farms.  The  available  market  for  pulp- 
wood  and  railway  ties  and  timber  of  all  kinds,  as  well 
as  the  activity  of  the  government  in  building  roads 
and  railways,  has  made  it  possible  for  the  Northern 
Ontario  farmer  to  accomplish  as  much  in  four  years 
as  his  father  did  "out  at  the  front"  in  half  a  life 
time.    The  wisdom  of  the  Toronto  Board  of  Trade  in 
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the  people  have  awakened  to  the  immense  possibili- 
ties right  around  them,  with  the  result  the  Boards  of 
Trade  and  Chambers  of  Commerce  have  lately  be- 
come active  factors  in  the  exploitation  of  all  the  ad- 
vantages of  the  Eastern  Provinces.  To  the  President 
of  the  Toronto  Board  of  Trade,  Mr.  R.  S.  Gourlay, 
must  be  credited  much  of  tlie  success  of  the  initial 
results  in  turning  attention  to  what  is  generally 
known  as  "New  Ontario."  Residents  of  the  older 
settled  parts  of  the  Province  who  have  not  visited  that 
magnificent  clay  belt  north  of  Cobalt,  have  no  idea 
of  the  richness  of  it.  The  general  conception  )f 
"New  Ontario"  is  that  it  is  entirely  a  mining  country. 
Even  the  members  of  the  Toronto  Board  of  Trade  had 


turning  attention  to  this  part  of  the  Province  is  an- 
other evidence  of  the  energy  of  the  present  administra- 
tion of  that  important  body. 

Gum  Lumber. — It  is  stated  that  the  interests  be- 
hind the  exploitation  of  gum  lumber  have  an  appro- 
priation of  three  hundred  thousand  dollars  for  adver- 
tising purposes.  The  great  demand  for  and  scarcity 
of  hard  woods  has  set  these  interests  anticipating  the 
future  needs  of  the  market,  and  instead  of  waiting  for 
the  demand,  they  are  creating  it.  In  the  manufacture 
of  certain  lines  of  furniture  the  usefulness  of  gum 
lumbers  is  taken  for  granted,  but  for  other  purposes 
they  are  not  even  seriously  considered,  though  liow 
soon  this  field  may  find  serious  employment  for  what 
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has  hitherto  been  considered  only  a  cheap  article  of 
commerce  cannot  be  prophesied.  Here  is  a  sample 
of  how  the  material  is  being  exploited:  "If  you  are 
one  of  the  few  iisers  of  veneers  who  are  not  familiar 
with  Gum,  there  is  a  pleasant  surprise  in  store  for 
you.  Finished  natural,  or  with  a  slight  brown  stain, 
it  takes  a  satin-like  finish  that  is  second  to  no  other 
wood,  and  the  English  name  for  it,  Satin  Walnut, 
rings  true.  Or,  using  a  reddish  stain,  it  takes  a  beau- 
tiful mahogany  finish.  As  a  glue  wood  it  stands  at 
the  head,  and  the  demand  for  Gum  for  center  stock 
is  growing  by  leaps  and  bounds.  This  rapidly  in- 
creasing demand  is  in  itself  conclusive  evidence  of  its 
giving  entire  satisfaction.  Hence  it  is  simply  a  matter 
of  getting  acquainted  with  Gum.  Those  who  know  it 
best — who  work  it  constantly — are  its  staunchest 
friends  and  suporters.  You  can't  go  wrong  in  giving 
it  a  careful  investigation  and  try-out.  Once  you  be- 
come a  user  of  Gum  you  will  never  drop  it." 

Delivery  Rigs. — There  are  some  merchants  who 
have  never  yet  developed  an  adequate  appreciation  of 
the  value  of  an  attractive  delivery  outfit.  The  argu- 
ment is  sometimes  used  that  the  customer  does  not 
buy  the  delivery  rig  and  seldom  sees  it.  It  is  quite 
true  that  the  customer  does  not  buy  the  rig  and  she 
may  not  always  see  it,  but  she  knows  that  her  neigh- 
bors see  it,  and  she  wants  them  to  see  a  rig  with  a 
name  on  it  of  which  she  need  not  be  ashamed.  A  city 
man,  one  season,  bought  a  waggon  load  of  vegetables 
from  a  friend  in  the  country.  The  farmer,  who  was  pros- 
perous enough  to  have  a  good  team  and  waggon,  called 
at  his  city  friend's  house  with  such  a  rickety  old  fall- 
ing-to-pieces .waggon  and  bag-of-bones  horse,  that  the 
city  friend  would  never  buy  from  him  again.  It  is 
also  noticed  in  some  cities  that  the  delivery  rigs  of 
instalment  furniture  houses  have  nothing  on  them  to 
reveal  the  identity  of  their  owners.  The  theory  pre- 
sumably is  that  the  customer  does  not  wish  the  rest  i>f 
the  people  on  the  street  to  know  her  home  is  being 
furnished  "at  so  much  per  week."  This  merely 
shows  the  influence  of  the  delivery  rig.  The  motor 
truck  is  fast  attaining  an  important  place  among  de- 
livery outfits,  and  many  firms  who  have  used  them 
credit  the  motor  truck  not  only  with  greater  dispatch 
in  delivery,  but  greater  prestige. 

Telephone  Courtesy. — An  old  piece  of  copy-book 
philosophy  that  is  still  frequently  quoted  should  be 
revived  to  read,  "Where  ignorance  is  bliss  it  is  time  to 
get  wise."  Especially  has  this  reference  to  the  man- 
ner in  which  telephone  calls  are  answered  by  subor- 
dinates and  by  the  heads  also.  Usually  the  heads 
have  a  full  appreciation  of  how  highly  important  it  is 
to  converse  over  the  telephone  in  just  as  courteous  a 
manner  as  if  face  to  face  with  the  other  party,  but 
anyone  who  has  ever  given  this  matter  a  thought  must 
have  observed  what  lunkheads  some  clerks  are  who 
are  permitted  or  required  to  answer  the  telephone. 
Just  the  other  day  a  Toronto  manufacturer  had  occa- 
sion to  suspect  that  his  own  telephone  was  not  always 
answered  in  a  manner  that  it  should  be,  and  on  in- 
quiry his  suspicions  were  confirmed.  Whether  he  has 
lost  trade  through  this  fact  he  does  not  know,  but  this 
was  one  case  where  "ignorance  was  not  bliss."  An- 


other man,  a  retailer,  actually  lost  business  because  of 
the  downright  indifference  and  impertinence  of  a 
young  woman  in  his  employ,  who  invariably  answered 
telephone  calls  as  if  she  resented  being  interrupted. 
Such  cases  have  scores  of  parallels.  Another  big  To- 
ronto concern,  the  head  of  which  is  admirably  cour- 
teous at  all  times,  has  a  valuable  man  in  its  service, 
but  who  sliould  be  kept  away  from  the  telephone.  He 
yells  into  it  so  loudly  that  the  instrument  Avould  seem 
scarcely  necessary  to  carry  his  voice,  avd  his  abrupt 
"what's  that?"  when  he  cannot  hear  th;^  other  party, 
or  his  peremptory  demand  to  "speak  louder"  do  rot 
tend  to  increase  the  firm's  good  will.  There  is  in 
Toronto  a  retail  firm  who  have  built  up  an  excellent 
business,  and  they  largely  attribute  their  success  to 
their  policy  of  telephone  courtesy,  as  their  business  is 
almost  entirely  telephone  orders.  So  strenuous  is  com- 
petition and  so  promptly  does  the  pi^blic  resent  inat- 
tention that  the  value  of  telephone  courtesy  cannot  be 
too  strongly  emphasized. 

Vancouver's  Boom. — In  apropos  of  the  importance 
of  the  Western  market  the  following  editorial  in 
"B.  C.  Saturday  Sianset,"  the  editor  of  which  is  a 
native  of  Walkerton,  Ont.,  a  careful  observer  and  a 
forceful  writer,  is  of  interest: — "The  Toronto  World 
and  Ottawa  Journal  have  been  throwing  spasms  about 
Vancouver's  'busted  boom'  and  the  15,000  idle  men 
walking  the  streets  in  a  hopeless  search  for  work.  In 
the  best  part  of  a  column  published  under  a  flare  head- 
ing the  Toronto  World  makes  those  and  similar  asser- 
tions every  one  of  which  is  a  lie  out  of  whole  cloth. 
There  has  been  but  one  month  this  year  in  which  the 
building  and  banking  returns  have  not  exceeded  those 
of  the  same  month  last  year.  In  July,  1910,  the  build- 
ing permits  were  $600,000  and  at  this  writing  it  ap- 
pears that  for  July,  1911,  they  will  go  up  to  the  mil- 
lion mark.  In  June  the  carpenters'  strike  was  on, 
but  even  then  there  was  not  a  substantial  decrease 
over  June  of  last  year.  Altogether  Vancouver's  build- 
ing returns  for  1911  bid  fair  to  exced  $15,000,000.  As 
for  15,000  idle  men  that  is  a  pure  fabrication.  4,000 
men  of  the  building  trades  were  out,  but  even  of  these 
a  large  percentage  found  other  employment  during 
the  strike.  It  is  true  that  large  crowds  of  idle  men 
can  be  seen  loafing  on  the  courthouse  square  any  day, 
and  others  are  to  be  found  around  the  employment 
offices.  But  thes  men  are  only  temporarily  idle,  from 
choice.  Vancouver  is  the  clearing  house  of  labor  for 
this  province.  Men  going  to  or  coming  from  the  saAV- 
mills,  the  lumber  camps,  the  railway  camps,  all  pass 
through  Vancruver.  Usually  they  spend  a  few  days 
in  the  city  between  jobs  and  they  take  their  holidays 
mostly  in  sitting  in  convenient  places  watching  the 
life  of  the  city  go  by.  A  stranger  coming  into  the 
city  might  think  these  idle  men  could  not  get  work, 
but  the  reverse  is  the  truth.  Tlie  fact  is  there  are  not 
enough  men  for  the  work  now  going  on  in  the  prov- 
ince, north,  south,  east  and  west,  for  all  over  British 
Columbia  big  works  are  going  forward  with  all  speed 
and  the  demand  for  men  is  great.  The  Toronto  World 
is  fond  of  sensational  canards,  and  this  story  of  Van- 
eoiiver's  'busted  boom'  is  only  its  latest  manifesta- 
tion of  its  irresponsible  tendency  to  print  any  kind  of 
lie  that  will  make  the  paper  sell." 
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AMONG  THE  RETAILERS. 

J.  W.  Buck,  of  Beamsville,  Ont.,  has  recently  pur- 
chased a  A^ery  handsome  up-to-date  casket  waggon,  and 
is  seriously  contemplating  adding  a  first  call  buggy. 
Mr.  Buck  is  certainly  one  of  the  most  progressive  un- 
dertakers in  his  vicinity. 

A.  F.  Hawke,  dry  goods  merchant  of  Grimsby,  some 
time  ago  added  a  furniture  department  to  his  business ; 
this  repartment,  Mr.  Mawke  reports,  has  been  a  great 
success.  The  stock  is  well  assorted  and  well  taken  care 
of,  in  fact  the  general  prosperous  appearance  of  this 
establishment  reflects  great  credit  upon  the  ability  of 
Mr.  Hawke  as  a  manager. 

Mr.  T.  D.  McPherson,  the  well  known  furniture 
dealer  of  Niagara  Falls  South,  who  has  been  sojourning 
in  South  Carolina  for  many  months,  has  returned,  and 
is  looking  well.  It  is  rumored  that  when  in  the  South 
Mr.  Mac.  became  an  expert  golfist.  This  rumor,  how- 
ever, has  not  been  confirmed,  and  South  Carolina  is  a 
long  way  off. 

E.  W.  Williamson,  furniture  dealer  and  undertaker, 
of  Burlington,  Ont.,  has  added  to  his  undertaking  de- 
partment a  very  handsome  funeral  car,  built  by  A.  B. 
Greer,  of  London.  Mr.  Williamson's  funeral  equip- 
ment cannot  be  equalled  in  many  towns  much  larger 
than  Burlington.  He  reports  a  very  decided  increase 
in  his  business  this  year. 

N.  J.  Boyd  of  Mitchell,  has  recently  added  a  mas- 
sive and  very  handsome  funeral  car,  built  to  his  order. 

Messrs.  Brett  &  Masson,  of  Dunnville,  Ont.,  are  pro- 
gressive business  men,  and  occupy  very  handsome 
premises.  Their  stock  is  large  and  well  assorted,  and 
they  report  trade  generally  as  good.  We  understand 
that  Mr.  Masson  is  looking  forward  with  joyful  an- 
ticipation to  the  opening  of  the  buckwheat  pancake 
season. 

Sam  T.  Holmes  of  Seaforth,  the  genial  manager  for 
Broadfoot  Box  &  Co.,  reports  a  good  season's  business. 
Although  the  care  of  this  growing  business  does  not 
give  Mr.  Holmes  much  leisure,  he  still  finds  time  to 
supervise  the  management  of  his  small  farm,  which 
produces  a  large  assortment  of  vegetables  and  small 
fruits. 

The  undertaking  premises  of  Grabb  Bros.,  of  St. 
Catharines,  are  not  excelled  in  AVestern  Ontario.  They 
consist  of  a  handsome,  well  furnished  office,  a  large  and 
well  appointed  chapel  and  a  convenient  and  up-to-date 
morgue.  Grabb  Bros,  note  a  very  decided  improve- 
ment in  their  business. 

Mr.  H.  Buckley  of  Niagara  Falls,  Ont.,  will  soon  re- 
move to  his  new  premises.  This  building,  which  has 
been  erected  under  his  personal  supervision,  and  in  / 
accordance  to  his  ideas,  is  what  a  furniture  store 
should  be,  and  will  certainly  be  an  acquisition  to  the 
growing  city  of  Niagara  Falls,  Ont. 

A.  W.  Butler,  undertaker  of  Niagara  Falls,  Ont., 
has  sold  out  his  business  to  J.  A.  Russnell,  of  Niagara 
Falls,  N.Y. 

Blaehford  &  Son,  undertakers  of  Hamiltan,  have 
added  to  their  already  fine  outfit  a  handsome  electric 
coupe  for  the  use  of  the  funeral  director  and  clergy- 
man. 


D.  M.  Kemp,  who  was  in  the  furniture  and  under- 
taking business  in  Amherstburgh  for  over  30  years, 
has  sold  out  and  will  retire  from  active  business.  The 
business  will  be  continued  as  the  Kemp  Furniture  Co., 
and  will  be  under  the  management  of  Mr.  James  Sut- 
ton, who  was  for  several  years  assistant  to  Mr.  Kemp. 

During  the  absence  in  Europe  of  Mr.  William 
Anderson,  of  J.  Anderson  &  Son,  of  Gait,  the  under- 
taking department  will  be  in  charge  of  Mr.  Charles 
Barr,  of  Drumbo,  who  is  a  skilled  embalmer. 

Mr.  John  Brophy,  of  J.  Brophy  &  Son,  Goderich, 
has  retired  from  business.  Mr.  Brophy,  who  is  79  years 
of  age,  has  been  a  resident  of  Goderich  for  56  years, 
and  for  33  years  has  been  engaged  in  furniture  and 
undertaking  business  in  that  town. 

Mr.  Brophy  is  a  Fenian  Raid  veteran,  having  been 
at  the  front  in  1866,  with  tlie  Goderich  Battery.  He 
is  still  hale  and  hearty  now,  and  his  many  friends  hope 
that  he  has  still  before  him  many  years  of  leisure.  The 
business  will  be  continued  by  his  sons,  Joseph  and  Wil- 
liam, under  the  firm  name  of  J.  &  W.  Brophy. 

The  extensive  furniture  warerooms  of  Mr.  Samuel 
Avery  of  Caledonia,  are  situated  on  the  North  Bank 
of  the  Grand  River,  and  from  his  office  window  may 
be  had  a  fine  view  of  that  historical  stream  from  which 
cool  breezes  blow,  especially  in  January.  Mr.  Avery 
reports  business  as  good,  with  every  prospect  of  bet- 
ter business  later  on.  Proximity  to  the  placid  waters 
of  the  Grand  no  doubt  inspired  Mr.  Avery  with  the 
idea  that  ducks  would  be  a  good  thing  as  a  side  line  to 
the  furniture  business.  He  is  the  proud  possessor  of  a 
large'  flock  of  assorted  ducks  which  are  ripening  fast. 
It  has  been  stated  that  when  certain  travellers  are 
expected,  that  Mr.  Avery  puts  a  large  padlock  on  the 
door  of  the  duck  house. 

Mr.  R.  McCormick,  who  conducts  a  furniture  and 
undertaking  business  in  Chesterville,  Ont.,  has  started 
a  similar  business  in  Winchester.  He  purposes  carry- 
ing an  up-to-date  stock  of  furniture,  and  giving  par- 
ticular attention  to  the  undertaking  branch.  He 
holds  a  diploma  from  the  Canadian  Embalmers'  Asso- 
ciation. 

A  contract  for  the  remodelling  of  Climie's  Furnish- 
ing store  has  been  let,  according  to  a  Sault  Ste.  Marie 
paper,  which  states  that  the  front  will  be  constructed 
of  glass,  copper  and  Tennessee  marble,  and  adds: — "It 
is  expected  that  this  will  be  made  the  most  up-to-date 
store  front  in  the  Soo." 

Mr.  J.  P.  Macdonald,  of  Prince  Rupert,  has  opened 
a  branch  furniture  business  in  Hazelton,  B.C.,  accord- 
ing to  the  "Herald"  of  that  town,  which  says. — "Mr. 
J.  F.  Macdonald,  of  Prince  Rupert,  arrived  in  town 
on  the  Port  Simpson  on  Monday  night  arid  will  spend 
some  time  here  getting  his  new  furniture  business  into 
shape.  Mr.  Macdonald  is  a  well  known  business  man 
in  this  locality,  as  he  has  been  in  the  north  for  several 
years,  and  he  will  undoubtedly  receive  a  large  share 
of  the  furniture  business  of  this  country.  He  has  al- 
ready opened  uj)  a  stock  in  tlie  Rriin  building  and  he 
has  another  large  shipment  on  the  way  up  so  that  in  a 
short  tinui  he  will  be  in  a  position  to  supply  all  the 
needs  of  Hazelton  and  district." 
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A  Letter  to  the  Trade 

^  We  are  not  going  to  boast  about  our 

construction,   finish,  or  designs ;     let  the 

travellers  do  that  or  better  still,  let  the 

goods  speak  up  for  themselves. 

^  We  are  a  new  Company  but  we  have 
had  long  experience  in  the  business,  and 
as  our  foremen  have  all  been  hand- 
picked,  we  hope  soon  to  overtake  the 
handicap  of  newness. 

^  Just  one  thing  we  ask  of  the  Trade 
— please  do  not  compare  our  values  with 
others  on  the  basis  of  Square  Inches; 
rather,  after  you  have  the  goods  on  the 
floor,  compare  them  with  the  next  best. 

We  are. 

Yours  truly, 


The  Orillia  Furniture  Co. 

Limited 

Orillia,        -       -       -  Ontario 
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LARGER  Volume  Smaller  Profits. — It  is  the  ten- 
dency of  the  time  that  business  shall  be  done 
on  a  basis  of  larger  volumes  and  smaller  per 
centages  of  profits,  whether  the  retailer  or  the  manufac- 
turer favors  the  tendency  or  not.  There  can  be  no 
objection  to  this  fact  for  a  five  hundred  dollar  sale  at 
ten  per  cent,  yields  as  much  profit  as  a  two  hundred 
and  fifty  dollar  sale  at  twenty  per  cent.,  and  on  the 
theory  that  men  are  in  business  for  the  sake  of  being 
public  benefactors  at  a  reasonable  profit,  and  not 
merely  for  the  making  of  profits,  the  larger  volume 
which  is  made  possible  by  smaller  profits  has  its  in- 
fluence over  a  greater  area.  A  greater  consumption 
means  more  people  employed,  a  freer  use  of  the  things 
that  are  good  for  people  to  have,  a  more  steady  mar- 
ket, and  from  all  view  points  a  more  desirable  state 
of  affairs.  One  of  the  old  timers  in  business  told  this 
publication  that  it  almost  gave  him  heart  failure  when 
he  compared  the  smallness  of  to-day's  margins  with 
those  of  thirty  years  ago.  "Yes,"  acquiesced  the 
Canadian  Furniture  World,  "and  would  you  have 
worse  than  heart  failure  if  your  volume  of  sales  was  no 
bigger  than  it  was  thirty  years  ago?"  "My  friend," 
said  the  old  dealer,  vnth  a  twinkle  in  his  eye,  "the 
conditions  as  they  are  suit  me  well,  but  I  am  wonder- 
ing what  the  margin  will  be  thirty  years  from  now,  at 
the  present  rate  of  evolution." 

Sell  Better  Goods. — "It's  easy  for  you  felloAvs  to 
talk  about  selling  high  priced  stuff,  but  what  are  you 
going  to  do  when  a  farmer  comes  in  and  says  twelve 
dollars  is  his  outside  price  for  a  three  piece  bedroom 
suite  1 ' '  The  speaker,  a  furniture  retailer  in  a  town 
of  less  than  three  thousand,  was  one  of  a  group  of  fur- 
niture men  that  had  met  in  the  rotunda  of  a  city  hotel. 
"Well,  Charlie,"  said  the  traveller,  whose  remarks 
on  selling  better  goods  had  called  forth  the  retailer's 
query,  "if  you  Avant  to  let  your  customer  do  the  sell- 
ing as  well  as  the  buying,  he  will  never  sell  himself 
any  high  priced  stuff.  Now,  his  twelve  dollar  limit  is 
not  because  he  will  not  pay  twenty-four,  but  because 
he  thinks  he  does  not  need  to.  The  farmer  who  is 
wise  enough  to  know  that  a  team  of  work  horses  to- 
day at  $450  is  cheaper  than  a  pair  of  broken  down 
hacks  at  $75  a  piece,  is  wise  enough  to  see  the  differ- 
ence between  furniture  that  will  last  his  life  and  fur- 
niture that  has  to  be  thrown  out  in  less  than  ten  years. 
Take  it  from  me,  Charlie,  it's  a  question  of  selling, 
not  a  question  of  dollars.  What  are  you  in  business 
for  anyway,  to  give  people  any  old  thing  they  ask 
for,  or  to  persuade  them  to  buy  the  article  that  you, 
a  man  with  a  conscience,  know  you  should  sell,  to  give 
lasting  satisfaction.  People  will  remember  quality 
when  they  have  long  since  forgotten  price  and  don't 
you  forget  that." 

The  Casters. — "Casters  are  not  a  very  big  item  to 
build  up  a  reputation  on,  are  they?"  said  a  successful 


furniture  retailer  to  the  writer  a  short  time  ago. 
"No,"  admitted  the  scribe,  "they  do  not  seem  to  be 
the  most  important  part  of  furniture  retailing,  but 
they  have  been  the  cause  of  some  profanity  before 
now."  "That's  it,"  said  the  dealer  delightedly, 
"you've  got  the  idea  exactly,  there's  something  about 
the  human  capacity  of  patience  that  will  not  stretch 
over  a  defective  caster  in  a  favorite  chair,  or  the 
squeaking  one  in  a  dining  room  table,  or  the  one  in 
the  bed  that  will  not  roll.  Sliding  glass  shoes,  such  as 
are  now  being  promoted,  may  eventually  take  the 
place  of  casters  altogether,  but  in  the  meantime  there 
will  be  a  lot  more  casters  made  and  sold.  Now,  that 
is  one  point  that  I'm  a  crank  on,  and  I  tell  you  it  has 
paid."  "What  about  the  price?"  queried  the  listener. 
"Well,  the  difference  between  casters  that  will  do 
what  they  should  do  and  the  ones  that  won't,  is  not 
very  great.  Many  a  time  I  have  directed  a  customer's 
attention  from  some  imaginary  objection  by  showing 
how  nicely  the  casters  work,  and  if  you  notice,"  said 


At  the  Canadian  National  Exhibition. 

the  retailer,  indicating  the  floor  with  a  wave  of  his 
hand,  "this  is  just  about  as  right  as  it  can  be  for 
furniture  to  roll  smoothly.  Go  around  and  look  at 
everything  in  the  house,"  concluded  the  dealer,  "and 
you  will  find  the  goods  that  have  wheels  have  good 
wheels,  and  I  keep  a  stock  on  hand  to  replace  the 
cheap  ones  that  get  to  me  in  spite  of  my  explicit  in- 
structions to  have  the  casters  right."  Perhaps  there 
are  not  many  retailers  who  have  ever  given  the  subject 
of  casters  more  than  a  passing  thought,  but  there  is  a 
whole  sermon  in  them. 

It  is  the  Margin  That  Counts. — It  is  not  the  cost 
price  of  the  merchandise  on  his  floors  that  the  retailer 
need  lie  awake  at  nights  worrying  about,  nor  yet  the 
prices  at  which  he  should  sell  these  goods.  The  main 
point  is,  however,  the  margin  between  the  cost  and  the 
selling  price.  The  retailer  need  not  greatly  concern 
himself  about  whether  the  manufacturer  can  or  can- 
not suply  him  with  a  certain  line  at  a  certain  price. 
In  the  first  place  he  knows  to  a  certainty  that  one 
manufacturer  is  not  going  to  quote  him  ten  or  fifteen 
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No  mntter  how  beautiful 
the  home  interior,  or  what 
degree  of  refinement  its 
finishing  and  furnishing 
indicates,  it  is  incomplete 
without 
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The  two  styles  shown  on 
this  page  have  attractive 
points  apparent  to  only  a 
casual  observer,  but  a  close 
scrutiny  reveals  a  fund  of 
selling  advantages. 
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per  cent,  more  for  the  identical  article  that  he  can  get 
from  someone  else.  In  the  great  race  for  trade  manu- 
facturers are  so  governed  by  conditions  of  competi- 
tion that  prices  are  kept  on  a  level,  quality  for  quality, 
and  back  of  that  the  retailer  has  his  own  buying 
knowledge  that  is  the  growth  of  experience.  In  fixing 
his  selling  prices  the  retailer  must  make  allowance  for 
his  selling  cost,  and  it  is  just  on  this  point  that  so 
many  retailers  err.  Few  of  them  know  what  their 
selling  cost  is,  either  in  percentage  of  their  sales  or  in 
dollars  and  cents,  and  how  a  retailer  can  continue 
year  after  year  without  knowing  the  results  of  each 
year  accurately  is  difficult  to  understand.  It  is  a 
safe  prophecy  that  fifty  per  cent,  of  the  retail  furni- 
ture dealers,  or  for  that  matter,  retailers  in  any  line, 
are  making  actually  less  profits  than  their  methods  of 
figuring  show.  The  article  on  another  page  entitled, 
"Figuring  Retail  Costs  and  Profits,"  with  its  accom- 
panying table,  is  one  that  commends  itself  to  the  care- 
ful perusal  of  those  retailers  desirous  of  keeping  sys- 
tematic tab  of  their  cost  and  profit  percentages. 

Damaged  Goods. — It  is  not  on  record  when  the 
first  claim  was  made  by  a  furniture  retailer  for  allow- 
ance on  a  shipment  of  goods  because  of  damage,  but 
there  are  no  two  opinions  as  to  that  subject  being  al- 
ways present  in  all  its  intensity.  Within  a  month  two 
different  manufacturers  have  explained  to  the  Cana- 
dian Furniture  World  how  they  have  practically 
eliminated  losses  formerly  caused  by  a  too  ready  ac- 
cession to  demands  for  damages.  It  does  not  follow 
that  the  retailer  is  always  insincere  or  unfair  in  his 
claims,  for  he  cannot  be  expected  to  stand  the  losses 
of  damage  in  transit ;  sometimes,  however,  he  is  unfair 
in  asking  the  manufacturer  to  stand  all  the  loss,  while 
he  makes  the  regular  profit.  Suppose,  for  example,  a 
desk  costing  the  retailer  twelve  dollars  is  sold  for 
twenty,  the  margin  being  eight  dollars.  If  that 
article  is  damaged  and  the  dealer  accepts  fifteen  dol- 
lars for  it,  is  it  fair  that  the  shipper  should  reduce  the 
cost  to  seven  dollars,  in  order  that  the  retailer  may 
still  have  his  margin  of  eight  dollars?  Should  he  not 
go  half  way  on  the  loss?  It  has  been  demonstrated 
in  actual  experience  that  a  large  proportion  of  such 
claims  can  be  eliminated  if  the  manufacturer  will  in- 
sist on  the  damaged  article  being  returned.  The 
freight  both  ways  may  cost  more  than  the  concession 
asked,  but  there  will  be  a  minimizing  of  unfair  claims, 
and  the  shipper  will  be  in  a  position  to  trace  the  re- 
sponsibility for  the  damage  where  actual  damage 
exists.  It  is  frequently  observed  that  it  is  the  smallest 
buyer  who  makes  the  greatest  percentage  of  claims 
for  damage  allowances  and  is  the  most  insistent  in 
making  the  shipper  stand  the  difference  between  the 
regular  selling  price  and  the  reduced  price  because  of 
a  blemish. 

The  Other  Side. — Every  question  under  the  sun 
has  at  least  two  sides,  and  this  one  of  damaged  goods 
is  no  exception.  One  large  buyer  asked  by  this  pub- 
lication in  regard  to  his  policy,  stated  that  the  condi- 
tion in  which  goods  reached  his  store  had  its  influence 
on  the  amount  of  his  purchases,  from  a  manufacturer, 
as  well  as  the  prices,  designs  and  finishes.  He  stated 
that  when  buying  from  a  new  house  he  could  readily 


judge  for  himself  whether  the  shipping  department 
had  as  close  supervision  as  other  departments.  This 
buyer  also  volunteered  that  he  made  all  reasonable 
allowance  for  unavoidable  damages,  that  might  be 
caused  by  rough  handling  or  carelessness  of  train 
crews  or  carters,  and  let  his  repair  department  look 
after  anything  within  reason.  For  a  few  cents,  he 
stated,  many  evidences  of  slight  injury  could  be  re- 
moved, that  would  deduct  dollars  from  the  retail  sel- 
ling price,  or  in  fact  make  the  article  wholly  unsale- 
able. While  insisting  that  all  firms  do  not  have  model 
packers  at  all  times,  he  believed  there  should  be  a 
policy  of  give  and  take,  and  if  a  table  chiffonier, 
dresser  or  other  piece  is  badly  damaged  it  should  be 
returned  to  the  shipper,  so  that  he  could  have  an 
ocular  demonstration  of  the  damage  rather  than  being 
under  the  necessity  of  accepting  the  retailer's  word, 
and  perhaps  disbelieving  him  anyway.  ^ 

A  Retailer's  Mistake. — A  somewhat  amusing  inci- 
dent in  connection  with  a  retailer's  claim  for  damages 
was  related  by  a  manufacturer  recently,  but  which  also 
emphasizes  the  necessity  of  a  systematic  policy  of 
handling  this  question,  instead  of  giving  it  haphazard 
attention.  The  retailer  in  question  ordered  a  couple 
of  tables.  These  were  shipped  in  due  course,  and  soon 
after  a  request  came  in  for  an  allowance,  because  one 
of  the  table  tops  being  quite  badly  damaged  in  transit, 
a  considerable  indentation  having  been  gouged  in  it. 
The  manufacturer  and  his  superintendent,  as  well  as 
the  shipping  clerk,  were  quite  puzzled  as  to  how  the 
injury  as  described  could  have  occurred,  and  finally 
decided  to  have  .the  table  returned.  The  damage 
appeared  to  have  been  made  by  the  constant  rubbing 
of  the  caster  of  another  table  or  other  piece  of  furni- 
ture, the  protecting  cup  having  been  left  off.  Refer- 
ence to  the  private  mark  of  the  manufacturer  dis- 
closed the  information  that  this  particular  table  was 
one  of  a  shipment  of  several  months  before,  and  not 
one  of  the  more  recent  two  tables  ordered.  Needless 
to  say  this  case  was  handled  the  way  it  should  have 
been,  and  the  retailer  in  question  is  making  no  more 
similar  mistakes  with  this  particular  manufacturer. 

Uelivering  Furniture. — Speaking  of  damaged  goods 
suggests  that  while  there  is  provocation  enough  for 
the  retailer  in  being  under  the  necessity  of  making 
repairs  to  furniture  injured  in  transit,  there  is  noth- 
ing to  justify  placing  damaged  furniture  in  the  home 
of  the  customer.  Apart  altogether  from  the  customer 
having  no  facilities  for  making  even  slight  repairs,  he 
paid  for  an  article  without  defect,  and  is  entitled  to 
that.  Besides,  the  reputation  of  the  retailer  is  bound 
to  suffer,  and  no  retailer  can  afford  to  have  a  cus- 
tomer feel  that  he  has  not  been  fairly  treated.  It 
therefore  behooves  the  retailer  to  see  that  the  furni- 
ture is  so  handled,  packed  or  wrapped,  that  it  will 
not  be  susceptible  to  injury  between  the  store  and  the 
customer's  house.  Not  long  ago  a  Furniture  World 
representative  was  in  the  store  of  a  retailer  as  he  was 
loading  up  a  medium  priced  bedroom  suite  and  a  half 
dozen  good  oak  dining  chairs.  "It's  going  to  rain," 
suggested  a  bystander,  "better  wait."  But  he  v/ould 
not  wait,  and  as  a  consequence  the  furniture  got  a  part 
of  a  sliower. 
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WOOD  FURNITURE- 


MADE  IN  BERLIN 
MR.  DEALER,  HAVE  YOU  TRIED 

"Onward"'  Sliding  Furniture  Shoe 

Replace  the  old  fashioned  wheel  castors 

.  Made  with  Glass  Base  and  Mott  Metal  Base  in  all  sizes  and 
styles.  They  do  not  mar  polished  hardwood  floors  nor  destroy 
carpets.  When  placing  your  order  for  furniture  or  metal  beds 
with  the  manufacturer  see  that  you  get  the  "  Shoe''  in  place 
of  the  old  style  castor.  Every  furniture  dealer  should  handle 
them.    Write  for  our  free  descriptive  circular  and  discounts. 

Manufactured  only  by 

Onward  Manufacturing  Company 

Factories:  BERLIN,  ONT.,  MBNASHA,  WIS. 


FOR 
METAL  BEDS 


1911  Models 
Automatic  Vacuum  Gleaners 

Now  Ready 


Onward 


Our  1911  Models  of  "Automatic"  Hand 
Power  Vacuum  Cleaners.  The  only  Hand 
Power  Machine  that  has  proved  a  success,  and 
given  satisfaction,  ft  is  the  standard  of  efficiency 
to-day,  and  will  last  an  ordinary  lifetime.  Our 
exclusive  double  tank  device  separates  96%  of 
the  dust  automatically,  without  the  aid  of  screens, 
baffles  or  water.  liemember  this  machine 
"  Blows  "  as  well  as  "  Sucks." 

We  guarantee  that  this  machine  will  clean 
cleaner  in  less  time  than  any  other  Hand  Power 
Vacuum  Cleaner  on  the  market. 

Send  your  orders  early,  so  you  will  have 
them  on  hand  for  Fall  house  cleaning. 

Our  discounts  to  dealers  are  liberal.  Ex- 
clusive agencies  given.  Send  for  our  free 
circular. 


MANUFACTURED  BY 


ONWARD  MFG.  CO. 

BERLIN  .  -  -         -  ONTARIO 


Largest  Builders  of  Hand  and  Electric  Power  Vacuum  Cleaners  in  Canada, 
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FIGURING  RETAIL  COSTS  AND  PROFITS. 

TO  THE  average  retailer  there  is  bo  part 
of  his  business  so  unattractive  as  the  book- 
keeping. If  he  has  a  small  business 
and  does  his  own  accounting,  the  work  is  in- 
variably neglected,  for  to  it  he  will  only  devote  the 
time  with  which  he  can  do  nothing  else.  If  be  has  to 
employ  someone  specially  to  look  after  his  books  it  is 
difficult  to  make  him  realize  that  the  money  so  spent 
is  a  wise  expenditure  and  not  the  cost  of  a  necessary 
evil.  It  is  not  only  wise  to  have  a  correct  standing  of 
the  business  always  available,  but  it  is  necessary  that 
the  retailer  should  know  whether  he  is  making  or  los- 
ing money  and  how  much. 

It  would  be  safe  betting  that  the  average  retailer  is 
making  smaller  profits  than  he  thinks  and  the  number 
of  dealers  who  could  at  once  answer  the  questions, 
"What  is  your  cost  of  doing  business?"  "How  should 
profits  be  figured,  from  cost  or  from  selling  price?"  is 
surprisingly  small.    Methods  of  figuring  profits  are 


of  doing  business  is  25  per  cent.,  the  transaction  actu- 
ally represents  a  loss  of  614  cents,  which  is  5  per  cent, 
of  the  selling  price  or  6%  per  cent,  of  the  cost,  and 
right  here  is  where  there  is  much  difference  of  opinion. 

Usually  the  selling  price  is  arrived  at  by  advancing 
the  invoice  price  to  a  certain  figure  that  the  merchant 
knows  from  experience  can  be  realized  and  not  to  an 
amount  actual  figures  show  to  be  necessary  in  order  to 
secure  a  fair  profit.  It  is  contended  by  many  that  the 
percentage  of  profit  must  be  figured  from  the  selling 
price. 

Getting  back  to  the  example  quoted  above  the 
article  costing  $1.00  and  selling  at  $1.25  on  a  basis  of 
25  per  cent,  cost  of  doing  business  shows  a  loss  thusly. 
It  sold  at  $1.25,  the  cost  of  doing  business  is  25  per 
cent,  of  the  selling  price,  which  is  31iy4  cents,  to  be 
added  to  the  original  cost  of  the  article,  making  it  cost 
$1,311/4,  and  as  it  sold  for  $1.25  the  loss  is  6%  per  cent, 
of  the  original  investment,  or  5  per  cent,  of  the  selling 
price. 


TABLE  FOR  FIGURIIVG  NET  PROFITS 

Copyrighted  by  Butler  Bros.,  1909 

If  your  cost  of  doing'  business  figured  on  sales  is  represented  by  one  of  these  figures 
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Your  percentage  of  net  profit  is  represented  by  the  figure  at  the  junction  of  the  two  columns. 

ExPt.ANATiON. — If  your  cost  of  doing  business  is  fifteen  per  cent,  of  youi  gross  sales  and  you  mark  a  line  at  twenty-five  per  cent,  above  cost,  your  net 
profit  is  five  per  cent,  on  sales — as  shown  in  the  diagram.  If  your  cost  of  doing  business  is  eighteen  per  cent,  and  you  mark  a  line  at  sixty  per  cent,  above  cost, 
your  net  profit  is  nineteen  and  a  half  percent,  on  sales. 


many  and  varied,  and  it  is  safe  to  assume  that  the 
majority  of  dealers  in  making  the  selling  prices  of  their 
goods  add  a  percentage  to  the  invoice  price,  plus 
freiglit  perhaps,  in  order  to  get  the  selling  price  and 
herein  lies  the  deception  tliat  results  in  so  many  doing 
a  business  at  less  profit  than  they  realize. 

A  merchant  who  has  been  in  business  for  any  period 
longer  than  a  year,  sliould  know  his  annual  cost  of  do- 
ing business  and  can  readily  determine  what  it  is 
and  what  percentage  of  his  sales  it  amounts  to.  For 
example,  suppose  the  sales  total  $20,000  and  the  ex- 
penses $5,000,  including,  rent,  heat,  insurance,  freiglit, 
wages  of  help,  merchant's  own  salary,  interest  on  capi- 
tal invested,  advertising,  postage,  and  all  other  outlays 
of  money  that  enter  into  the  expense  of  doing  business, 
the  cost  of  doing  business  is  25  per  cent. 

Presuming  an  article  that  costs  $1.00  is  sold  for 
25  per  cent,  more  than  it  costs,  or  $1.25  and  the  cost 


If  the  same  article  had  been  sold  at  $1.50  with  the 
same  cost  of  doing  business  the  net  profit  is  just  12^/2 
per  cent,  on  the  invoice  price  of  the  article.  Figure  it 
out;  article  invoiced  at  $1.00;  sold  at  $1.50  at  a  cost  of 
doing  business  of  25  per  cent,  or  371/^  cents.  Add  371/2 
cents  to  the  invoice  price  of  the  article  gives  its  total 
cost  $1,371/2  the  net  profit  then  was  I21/2  cents  or  8  1-3 
per  cent,  on  the  selling  price. 

The  accompanying  table,  copyrighted  by  Butler 
Bros.,  shows  the  percentage  to  add  to  the  invoice  price 
of  goods  to  sell  at  a  specified  profit. 

It  would  seem  therefore  that  to  ari-ive  at  a  correct 
and  safe  basis  of  doing  business,  profits  and  cost  of  do- 
ing business,  must  be  figured  from  the  same  thing, 
which  is  the  selling  price. 

In  apropos  of  the  preceding,  what  one  authority, 
who  has  specialized  on  this  matter  says  is  of 
interest:       "The    merchant    obliged    to    do  busi- 
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WE   EXTEND  to  all  visitingf  Furniture  Dealers  a  cordial  invitation  to 
inspect  our  exhibit  of  Furniture — Baby  Carriages  and  Folders,  Sleighs, 
Wagons,  Doll  Carriages  and  Doll  Folders — in  the  Industrial  Building, 
at  Toronto  Exhibition,  or  at  our  Factory,  corner  Ontario  and  Duchess  Streets. 


NO.  1185.   HOOD  BABY  SLEIGH  NO.  140.   DOLL  CARRIAGE. 


The  GENDRON  MFG.  CO.,  Ltd 
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ness  under  a  very  heavy  expense,  say  25  per 
cent.,  and  who,  for  the  present,  cannot  add 
more  than  25  per  cent,  to  the  net  cost  of  his  goods,  does 
not  stay  in  business  very  long,  and  the  reason  why 
will  be  found  in  the  following  illustration :  Supposing 
the  cost  of  his  goods  to  be  $100,  he  will  add  25  per  cent, 
for  profit,  making  his  selling  price  $125.  But  his  ex- 
penses are  25  per  cent.,  and  as  these  must  always  be 
figured  on  sel.ing  price,  he  realizes  that  from  the  $125 
must  be  taken  $31.25  (or  25  per  cent.).  The  net  pro- 
ceeds of  sale  are,  therefore,  $93.75,  a  loss  of  $6.25,  or 
5  per  cent,  of  his  sale  price.  Again,  supposing  his  cost 
of  doing  business  is  only  10  per  cent,  and  that  he  ad- 
vances cost  of  goods  25  per  cent,  for  profit.  It  will 
work  out  this  way:  Cost,  $100;  add  25  per  cent,  for 
profit,  gives  $125  selling  price,  less  10  per  cent,  of  sell- 
ing price  for  expenses,  $112.50  net  proceeds,  $12.50  net 
profit,  or  10  per  cent,  of  selling  price. 

"Another  example,  to  make  the  process  of  calcu- 
lation still  clearer:  Cost  of  doing  business,  10  per 
cent.;  advance  on  cost  for  profit,  50  per  cent.;  selling 
price,  $150;  $15,  or  10  per  cent,  for  expenses;  net 
proceeds,  $135,  less  cost,  $100,  makes  profit  $35.  Sell- 
ing price  divided  decimally  into  profit  gives  23  1-3  per 
Gentage.  Say  that  the  cost  of  doing  business  is  10  per 
cent.,  and  that  25  per  cent,  is  added  for  profit.  Selling 
price,  $125,  less  10  per  cent.,  or  $12.50,  for  cost  of 
doing  business,  gives  $112.50  net  proceeds.  The  sell- 
ing price  divided  decimally  into  the  net  profit  gives 
percentage  of  profit,  wliich  in  this  case  is  10  per  cent. 
Goods  advanced  25  per  cent.,  show  a  loss  of  5  per  cent. 

"If  an  article  costs  $100  and  is  sold  for  $150  the 
cost  of  doing  business  being  25  per  cent.,  the  result  is 
not  a  profit  of  25  per  cent.,  but  8  1-3  per  cent.  The 
process  is  this :  Subtract  cost  from  selling  price,  the 
difference,  of  course,  being  profit.  Divide  the  latter 
decimally  by  the  selling  price  and  the  result  will  be 
the  true  profit.  In  other  words,  ascertain  what  pro- 
portion of  sale  was  or  would  be  profit — never  try  to 
arrive  at  percentage  of  profit  by  adding  to  cost  a  per- 
centage of  that  cost  equal  to  the  amount  of  profit  de- 
sired, or,  by  adding  50  cents  to  a  dollar,  assuming  that 
the  profit  will  be  50  per  cent.  The  point  must  be 
reckoned  on  the  selling  price.  To  effect  a  given  profit 
on  the  sales,  the  percentage  to  be  added  to  cost  is  as 
Follows :  Five  per  cent,  added  to  cost  is  4i/2  per  cent, 
profit  on  selling  price;  10  per  cent,  added  to  cost  is 
9  per  cent,  profit  on  selling  price ;  20  per  cent,  added 
to  cost  is  161/2  per  cent,  profit  on  selling  price;  33  1-3 
per  cent,  added  to  cost  is  25  per  cent,  profit  on  selling 
price.  Sometliing  to  think  about  for  many  of  our 
retailers  and  manufacturers  in  this  sermon  on 
business  profits." 

A  useful  adjunct  to  the  preceding  are  the  follow- 
ing "Simple  Suggestions  on  Expense  Figuring,"  which 
appeared  in  "System,"  and  will  give  the  interested 
merchant  additional  suggestion  as  to  items  that  should 
be  included  in  figuring  costs,  and  the  reasons. 

First — Figure  interest  on  the  net  amount  of  your 
total  investment  at  the  beginning  of  your  business 
year,  exclusive  of  real  estate. 

Second — Figure  rental  on  all  real  estate  or  build- 
ings owned  by  you  and  used  in  your  business  at  a  rate 
equal  to  what  it  would  cost  if  rented  from  others. 


Third — Figure  in  addition  to  what  you  pay  for 
clerk  hire,  canvassers,  extra  labor,  and  so  on,  an 
amount  equal  to  what  your  services  would  be  worth 
to  others.  Treat  in  like  manner  the  services  of  any 
member  of  your  family  employed  in  the  business  not 
on  the  regular  payroll. 

Fourth — Figure  depreciation  on  all  goods  carried 
over  for  which  you  may  have  to  take  a  reduced  price 
because  of  change  of  style,  damage  or  any  other  cause. 

Fifth — Figure  depreciation  on  buildings,  tools,  fix- 
tures, or  anything  else  suffering  from  age,  wear  and 
tear.  This  may  be  more  or  less  than  the  ten  per  cent, 
many  business  men  use. 

Sixth — Figure  all  fixed  expense,  such  as  interest, 
taxes,  insurance,  water,  lights,  fuel,  and  so  on,  pro- 
perly pro  rated  for  the  period  involved. 

Seventh: — Figure  all  incidental  expense,  such  as 
di  ayage,  postage,  office  supplies,  livery  or  expense  of 
horses  and  wagons,  telegrams  and  telephones. 

Eighth — Figure  advertising  expense,  inchidiug  all 
money  spent  for  publicity  and  entertainment  of  cus- 
tomers in  promoting  sales. 

Ninth — Figure  amounts  given  to  charities  or  like 
causes  (not  for  personal  account)  and  subscriptions  or 
assessments  paid. 

Tenth — Figure  losses  of  every  character,  including 
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goods  stolen  or  sent  out  and  not  charged,  allowances 
made,  customers  bad  debts,  and  so  on.  Figure  collec- 
tion expense. 

Eleventh — Figure  any  other  expense  not  enumer- 
ated above.  Twelfth — When  you  have  ascertained  the 
siun  of  all  the  foregoing  items,  prove  it  by  your  books, 
and  you  will  have  your  total  expense  for  the  year. 
Divide  this  total  by  the  total  of  your  sales  to  get  the 
per  cent,  which  it  has  cost  you  to  do  business. 

Thirteenth — Deduct  this  percentage  from  the  price 
of  any  article  you  have  sold,  then  subtract  from  the 
remainder  what  it  cost  you  (invoice  price  and  freight) 
and  the  result  will  show  your  net  profit  or  loss  on  the 
article. 

Fourteenth — Go  over  the  selling  price  of  the  vari- 
ous articles  you  handle  and  see  where  you  stand  as  to 
profits. 

Fifteenth — In  making  selling  prices  at  the  be- 
ginning of  the  new  year,  take  the  total  expenses  of  the 
old  year  and  divide  this  by  the  total  amount  of  goods 
sold  during  the  old  year  (taken  at  invoice  price  and 
freight)  and  the  result  will  be  the  per  cent,  to  add  to 
invoice  and  freight  to  cover  expense,  then  add  your 
profit  and  you  have  your  selling  price. 
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BOOKKEEKING  FOR  THE  RETAILER. 


ILLUSTRATION  NO.  2. 


BUSINESS  may  be  booming  or  dull,  the  annual 
turnover  may  be  large  or  small,  yet  it  is  a 
matter  of  utmost  importance  to  keep  an  ac- 
curate record  of  all  transactions,  so  that  the  merchant 
may  readily  ascertain  at  any  time  whether  he  is  mak- 
ing money  or  not.  Not  long  since  a  young  business 
man,  with  a  view  to  economy,  decided  to  keep  his  own 
books  during  spare  hours.  Being  a  non-producing  oc- 
cupation he  gave  it  scant  attention,  and  at  the  end  of 
the  year  was  satisfied  that  he  had  made  a  profit  on 
his  investment  of  twenty  per  cent.  He  therefore  con- 
cluded that  he  could  afford  to  have  his  books  audited 
by  an  expert  and  closed  off  for  the  year.  The  result 
of  the  auditor's  work  showed,  instead  of  a  profit  of 
twenty  per  cent.,  there  was  a  loss  of  about  three  per 
cent. 

The  advice  to  keep  books  applies  more  particularly 
to  younger  and  smaller  firms,  for,  older  and  larger 
concerns  could  not  get  along  without  doing  so.  As 
a  matter  of  fact  it  is  illegal  not  to  do  this.  Section  417 
of  the  criminal  code  has,  in  this  connection,  the  fol- 
lo^ving  to  say : — •' '  Everyone  is  guilty  of  an  indictable 
offence,  and  liable  to  a  fine  of  eight  hundred  dollars 
and  to  one  year's  imprisonment,  who  being  a  trader 
and  indebted  to  an  amount  exceeding  one  thousand 
dollars,  is  unable  to  pay  his  creditors  in  full,  and  has 
not,  for  five  years  next  before  such  inability,  kept 
such  books  of  account  as,  according  to  the  usual  course 
of  any  trade  or  business  in  which  he  may  have  been 
engaged,  are  necessary  to  exhibit  or  explain  his  trans- 
actions, unless  he  be  able  to  account  for  his  losses  to 
tlie  satisfaction  of  the  court  or  judge,  and  to  show 
that  the  absence  of  such  books  was  not  intended  to 
defraud  his  creditors." 

ILLUSTRATION  NO.  1. 
ASSETS. 

Store    $,S,150  00 

Furniture,  stock  on  hand,  at  cost  price    1,875  75 

Caskets,   coffins,    etc   325  50 

Bills  Receivable: — (In  payment  of  goods). 

Thomas    Smith    $  57  75 

R.  F.  Brown    126  52 

Peter  Long    300  00 

Mrs.  A.  B.  Shortt    200  50 

William   Robinson    5('0  00 

  1,184  77 

Open  Accounts:  — 

A.  Hall    .1il40  00 

B.  McCall    200  00 

C.  Davis    200  00 

D.  Hayes    100  21 

  640  21 

Two    hearses,    etc   1,750  00 

Three  horses,  harness,  etc   725  00 

Store  fixtures  and  sundries    432  20 

Cash  in  bank    617  42 

Cash  in  till    46  67 

Total   $10,747  52 

LIABILITIES. 

Bills  Payable:— 

Loan  from  Thos.  Hall   $1,01)0  00 

Round  &  Co   750  00 

Mai)le  &  Beaver,  Ltd   300  00 

•    L  X.  L.  Furniture  Co   226  47 

Kingsville  Casket  Co   378  36 

H.    H.    Hampton    213  79 

  2,868  62 

$2,868  62 


Au 


g-  2.3,  igii 


Belleville 


Cash 

Proprietor 
Bank 

Proprietor 
Mdse. 

Proprietor 


Bills  Receivable 
Proprietor 


Real  Estate 
Proprietor 

Fixtures 
Proprietor 


A.  Hall 
Proprietor 

B.  McCall 
Proprietor 

C.  Davis 
Proprietor 

D.  Hayes 
Proprietor 

Proprietor 

Thomas  Hall 
Proprietor 

Round  &  Co. 
Proprietor 

Mape&  Beaver  Ltd 
Proprietor 

I.  &  L.  Furn.  Co. 
Proprietor 

King-svilleCask.Co. 
Proprietor 

H.  H.  Hampton 


Cash  in  till  46  67 

At  stocktaking- Aug-.  23/11 
Cash  in  bank  at  617  42 

Stocktaking  Aug.  23/11 
Furniture  on  hand  2201  25 

Aug.  23/11  1875.75: 
Caskets,  coffins,  etc.  325.50 


2201  25 


Notes  and  acceptances 
Not  matured  Aug.  23/iI ; 


.84  77 


Thomas  Smith 
R.  F.  Brown 
Peter  Long 
Mrs.  A.  B.  Shortt 
Wm.  Robinson 


57-75 
126.52 
300.00 
200.50 
500.00 


46  67 
617  42 

2201  25 
1 184  77 


Store — valuation  as  3 '5°  00 

at  Aug.  23/1 1 
Hearses  1750.00  2907  20 

Horses,  harness  725.00 
Store  fixtures  432.20 


2907.20 


Amount  owing  from 
A  Hall,  Aug.  23/n 
Amount  owing  from 

B.  McCall,  Aug.  23/1  I 
Amount  owing  from 

C.  Davis,  Aug.  23/1  i 
Amount  owing  from 

D.  Hayes,  Aug  23/1 1 
Loan  not  matured 

at  Aug.  23/1 1 
Amount  owning  on 

Note,  Aug.  23/ 1 1 
Amount  of  Draft  accepted 

May  20 — due  Sept.  18/11 
Amount  of  Draft  accepted 

June  14 — due  Sept.  7/1  i 
Amount  of  Draft  accepted 

July  10 — due  Aug.  6/1 1 
Amount  of  Draft  accepted 

Aug.  7 — due  Oct.  4/ 1 1 


140  00 
200  00 

200  CO 

100  2  1 

1000  00 

750  00 

300  00 

226  47 

378  36 

213  79 


3150  00 
2907  20 

140  CO 

200  00 
200  00 

(OO  2 1 
lOCO  CO 

750  00 

300  00 
226  47 
378  36 
213  79 


1 3616  14  13616  14 


The  downfall  of  more  than  one  young  business 
can  be  directly  traced  to  the  lack  of  a  proper  sj'-stem 
of  accounting,  and  some  men  who  are  not  getting 
ahead  cannot  understand  Avhy,  for  they  think  they 
are  making  money.  A  reorganization  of  their  inac- 
curate and  slipshod  methods  of  recording  sales,  pur- 
chases, investments,  expenses,  etc.,  would  perhaps  re- 
veal the  real  cause  of  lack  of  progress,  which  is  re- 
trogression, for  truly,  there  is  no  standing  still, 

With  a  view  to  lending  assistance  to  some  of  the 
smaller  dealers  in  making  their  system  of  bookkeeping 
complete  and  accurate,  without  suggesting  any  un- 
necessary or  too  intricate  practices,  a  series  of  illus- 
trated articles  will  appear  in  Canadian  Furniture 
World  and  the  Undertaker. 

To  begin  with,  let  it  be  assumed  that  the  merchant 
is  already  doing  business,  but  that  he  has  never  had  a 
regular  set  of  books  or  a  definite  system  of  putting 
each  transaction  down  in  black  and  white. 

Bookkeeping  is  the  recording  of  all  business  trans- 
actions. It  should  enable  the  proprietor  of  a  store  to 
tell  at  any  time  what  he  owes,  what  assets  he  has  with 
which  to  meet  these  liabilities,  what  his   exact  net 
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worth  is,  where  he  has  made  profits,  or  where  he  has 
lost  money. 

The  first  thing  necessary  is  to  take  stock.  Then 
purchase  a  journal  day  book,  ledger,  and  bill  book. 
The  journal  day  book  is  intended  for  a  fairly  small 
business,  to  combine  the  records  of  a  cash  book  and  a 
journal,  so  that  unless  there  are  a  large  number  of 
cash  transactions  each  day,  this  journal  day  book  will 
serve  the  purpose  and  eliminate  the  necessity  of  keep- 
ing a  separate  cash  book.  For  a  store  doing  consider- 
able cash  business,  both  the  cash  book  and  journal 
should  undoubtedly  be  employed. 

As  a  basis  for  sample  entries,  suppose  the  man  in 
question  is  a  furniture  dealer  and  undertaker,  and 
has  found  by  stocktaking  that  his  standing  is  as  shown 
in  illustration  number  one. 

To  transfer  these  results  to  the  book^,  it  is  neces- 
sary to  credit  the  proprietor  with  all  the  assets,  debit- 
ing the  following  accounts : — Cash,  bank,  merchandise, 
real  estate,  bills  receivable  and  fixtures ;  also,  to  debit 
proprietor  Avith  all  liabilities,  crediting  the  following 
accounts : — Thomas  Hall,  Round  &  Co.,  Maple  & 
Beaver,  Ltd.,  etc.,  etc.  It  will  be  readily  noticed  that, 
in  this  way,  for  every  account  debited,  there  is  a  cor- 
responding credit  entry  in  some  other  account.  That 
principle  is  the  very  foundation  of  all  double-entry 
bookkeeping.  There  is  nothing  very  intricate  about 
the  double  entry  system,  when  it  is  always  borne  in 
mind  that  whenever  a  transaction  creates  a  debit 
entry  there  inust  be  a  credit  entry  in  some  other  ac- 
count to  offset  it,  and  vice  versa.  Among  bookkeepers 
the  conventional  plan  is  to  set  the  debit  entry  first,  and 
the  credit  second,  thus  making  it  unnecessary  to  write 
"Dr."  and  "Cr. "  each  time.  Following  the  above 
suggestions  the  entries  in  the  journal  day  book  for  the 
commencing  of  the  reorganized  system,  would  appear 
as  in  illustration  No.  2. 


AN  ATTRACTIVE  TORONTO  STORE. 

This  month,  the  Dale  Furniture  Co.,  which  firm  was 
founded  nine  years  ago  by  Mr.  J.  G.  Dale,  celebrated 
the  first  anniversary  of  their  removal  to  new  quarters 
at  308  Yonge  St.,  Toronto.  For  eight  years  the  firm 
occupied  premises  at  284  Yonge  St.,  and  then  the  pre- 
sent building  was  erected,  under  the  personal  super- 
vision of  Mr.  Dale,  who  is  one  of  the  enterprising  young 
business  men  of  this  city. 

From  the  accompanying  view,  readers  of  the  Cana- 
dian Furniture  World  will  notice  the  attractive  front 
and  entrance  to  the  store,  which  is  52  feet  wide,  by 
100  feet  deep.  There  are  four  floors,  in  addition  to  the 
basement,  heated  throughout  by  steam.  On  the  main 
floor  is  displayed  an  assortment  of  higher-priced  fur- 
niture, which,  with  the  liberal  space  at  his  disposal, 
Mr.  Dale  has  arranged  to  excellent  advantage.  Just 
back  of  this  is  the  firm's  office. 

In  connection  with  the  show  windows  on  this 
ground  floor,  tliere  is  one  point  of  more  than  ordinary 
interest.  It  has  been  a  much  discussed  subject,  among 
dealers  who  contemplate  building,  whether  the  show 
windows  should  be  on  a  level  with  the  floor  of  the  store 
proper,  or  whether  they  should  be  raised.  In  the  case 
of  these  windows,  they  are  about  eighteen  inches  above 


the  floor  level.  Asked  as  to  his  reason  for  this,  Mr. 
Dale  stated  that  it  made  possible  a  better  exhibit,  be- 
cause, were  it  not  for  this  elevation,  the  public  pass- 
ing in  carriages  or  walking  on  the  opposite  side  of  the 
street  would  only  have  a  view  of  the  upper  part  of  the 
chair,  china  buffet  or  whatever  was  being  displayed 
at  the  time. 

The  third  floor  is  used  for  carpets  and  floor  cover- 
ings. Customers  may  be  comfortably  conveyed  to  this 
department  by  means  of  the  electric  elevator,  which 
connects  the  flve  flats,  and  there,  where  it  is  quiet, 
make  their  selection  of  designs.  The  iron  beds,  bed- 
room furniture,  rockers,  and  plain  chairs,  are  kept  on 
the  second  and  fourth  floors,  while  the  basement  is 
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latilized  for  stoves,  go-carts,  and  odd  lots  of  stock.  To 
the  rear  of  the  store  is  the  shipping  and  receiving 
room,  on  a  level  with  the  side  driveway,  so  that  a  wag- 
gon can  be  driven  in,  thus  making  it  possible  to  load 
or  unload  goods,  even  when  it  is  raining,  without 
damage  to  the  furniture,  or  discomfort  to  the  drivers. 
An  electric  freight  elevator  connects  this  shipping 
room  with  the  other  flats,  and  it  is,  therefore,  unneces- 
sary for  any  goods  to  pass  either  in  or  out  of  the  front 
door. 

Even  to  the  minutest  details,  this  building  was  well 
planned,  and  it  is  a  credit  to  the  district  in  which  it  is 
located,  as  well  as  to  Mr.  Dale  himself,  whose  own 
practical  ideas  were  carried  out  by  the  contractors. 
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OBSERVATIONS  OF  A  TRAVELLER. 

By  A  Traveller. 

I HAVE  never  made  any  pretentions  to  literary 
ability,  but  I  have  many  times  observed  what  I 
consider  mistakes  in  salesmanship  among  custom- 
ers of  my  own  that  I  would  liked  to  have  spoken  of  if 
I  dared,  but  I  acknowledge  a  lack  of  nerve.  Now  tliat 
you  have  insisted  on  my  putting  a  few  of  these  obs(^r- 
vations  on  paper,  I  confess  that  I  am  rather  pleased, 
in  the  hope  that  this  particular  page  will  get  to  the 
attention  of  some  of  the  men  who  have  furnished  the 
material  for  it. 

Some  of  the  points  I  speak  of  may  appear  veiy 
trifling,  but  often  so  much  hinges  on  mere  trifles  that 
to  call  them  "Tremendous  Trifles,"  as  I  see  them  so 
named  by  one  writer,  is  quite  in  order.  By  way  of 
example  I  will  start  off  with  this  incident. 

While  I  was  waiting  in  a  store  to  see  the  pro- 
prietor, a  couple  of  ladies  walked  in.  I  happened  to 
know  who  they  were,  having  been  going  to  this  par- 
ticular town  long  enough  to  know  some  of  the  pro- 
minent people  by  sight,  and  to  be  personally  acquainted 
with  others.  One  of  the  ladies  was  the  wife  of  a  large 
manufacturer  of  the  town,  who  is  considered  a  wealthy 
man,  and  certainly  his  beautiful  home  is  evidence  of 
affluence.  So  hot  was  the  day — it  was  in  July — that 
the  clerk  had  off  both  coat  and  vest,  and  though  I 
thought  him  quite  jixstified  to  be  thus  attired,  I  believe 
it  Avas  one  of  the  ' '  tremendous  trifles ' '  that  do  not  add 
to  a  store's  reputation.  The  ladies  passed  close  to  me 
on  the  way  out,  and  the  one  who  was  evidently  a 
visitor  from  a  city  not  far  distant,  said  to  her  com- 
panion, "if  any  of  the  clerks  in  the    store 

waited  on  customers  with  their  coats  and  vests  off 
they  would  be  immediately  discharged."  Well,  I 
thought  her  a  very  unreasonable  woman,  but  as  I  sat 
thinking  I  concluded  that  it  was  a  little  point  of  cour- 
tesy too  important  to  neglect.   Since  then  the  head  of  a 


Some  women  customers  consider  the  clerk  wilh  his  coat  oti  w  anting  in  respect. 

large  and  successful  retail  firm,  whose  customers  in- 
clude not  only  mechanics  and  "middle  class  people," 
but  even  a  few  millionaires,  told  me  that  his  clerks  are 
not  allowed  to  wait  on  customers  with  coats  and  vests 
off,  no  matter  what  the  temperature  is.  "I  suggesed, " 
said  he,  "to  the  boys,  that  they  do  as  I  do.    I  remove 


my  vest  and  wear  a  light  coat.  I  feel  cool,  and  at  the 
same  time  have  not  the  feeling  of  being  wanting  in 
respect  to  the  fastidious  women  customers,  who  can 
easily  go  to  another  store  and  get  perhaps  as  good 
service  as  I  can  give  her.  In  this  strongly  competitive 
age  it  takes  an  exceedingly  trivial  matter  sometimes 


He  kept  his  hat  on  and  his  cigar  in  his  mouth. 


to  start  a  customer  off  to  a  competitor,  and  too  often 
they  never  come  back."    So  much  for  that. 

The  above  incident  suggests  another  that  is  by  no 
means  rare,  and  that  I  have  seen  so  frequently  that  I 
had  ceased  to  notice,  but  for  the  manner  in  which  I 
was  made  to  think  about  it.  I  was  showing  my  photos 
to  a  man  in  a  small  place  that  has  but  one  furniture 
store.  It  was  the  quiet  time  of  the  year,  and  few  cus- 
tomers calling,  so  the  boss  of  the  establishment  and  I 
were  sitting  with  our  hats  on,  he  smoking  a  cigar  that 
I  gave  him.  Of  course  I  was  to  blame  for  giving  him 
the  cigar,  but  I  am  sure  I  was  not  to  blame  when  a 
couple  of  young  girls  came  in  the  door,  he  went  to- 
ward where  they  stopped  to  look  at  something,  with 
the  cigar  still  in  his  mouth  and  his  hat  on  his  head. 
My  customer  did  not  hear  what  the  girls  said,  but  I 
did.  Their  instructions  required  his  going  to  the  rear 
of  the  store,  so  that  as  they  passed  out  of  the  front  he 
was  out  of  earshot,  when  one  of  the  girls  said,  "if  that 
old  geyser  doesn't  know  enough  to  take  his  hat  off  in 
the  store  someone  should  tell  him."  "Yes,  and  did 
you  notice  that  he  kept  his  old  cigar  in  his  mouth?" 
added  the  other.  "That's  just  like  him.  My  don't  I 
wish  someone  else  Avould  open  up  here,  perhaps  he 
would  get  a  move  on."  AYhether  the  habit  some  re- 
tailers have  of  keeping  their  hats  on  is  necessary  to 
keep  them  from  catching  cold,  or  whether  it  keeps 
particular  women  away  I  don't  know,  but  I  am  con- 
vinced that  this  is  just  another  of  the  insignificant 
trifles  that  count. 

By  way  of  contrast  I  will  speak  of  a  young  man 
who  is  making  a  tremendous  success  in  a  large  city 
where  he  started  up  in  spite  of  the  counsel    of  his 

friends,  who  wished  him  luck,  but  .    As  I  said,  he 

is  making  a  tremendous  success.    Firstly,  he  is  a  dis- 
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criminating  buyer,  but  of  that  I  will  not  speak  just 
now,  nor  of  his  advertising:,  which  looks  and  reads  as 
if  it  had  some  thinking  done  over  it,  but  his  personal 
reception  of  everyone  that  comes  into  the  store  is  what 
always  impresses  me.  I  have  a  feeling  that  if  he  gets 
a  chance  with  a  customer  his  store  has  another  warm 
friend.  His  personal  appearance  is  good.  I  have 
never  seen  him  that  he  needed  a  shave,  nor  other  than 
well  dressed.  1  asked  him  one  day  if  he  knew  the 
names  of  everyone  that  came  in.  He  said  not,  but  that 
he  endeavored  to  learn  the  name  of  the  visitor  on  the 
first  call,  whether  a  purchase  was  made  or  not,  and  he 
always  connected  name  and  face  on  the  next  call,  if  it 
were  a  year  afterwards.  AVell,  remembering  names 
and  faces  can  be  done  better  by  some  than  others,  but 
1  believe  everybody  can  cultivats  that  faculty.  There 
is  one  place  that  I  have  been  calling  at  every  month, 
and  sometimes  several  times  in  a  month  for  two  years, 
and  yet  I  have  to  tell  the  stenographer  my  name  every 
time  I  go  in.  "Whether  she  forgets  me  or  thinks  it  un- 
dignified to  remember  me  I  don't  know,  but  I  wonder 
what  the  customers  of  the  firm  who  sometimes  want  to 
see  the  head  as  I  do,  feel  like  when  asked  for  their 
names  every  time  they  come  in. 

There  is  a  store  that  I  always  like  to  go  into  be- 
cause I  have  a  feeling  that  business  there  goes  as  it 
should.  In  fact  I  know  it  does.  There  is  only  the 
proprietor  and  one  clerk,  and  yet  they  sell  more  than 
another  store  working  under  almost  identical  condi- 
tions, where  there  are  two  clerks  besides  the  owner. 
This  clerk,  who  is  the  only  one  employed,  I  would  like 
to  hold  up  as  an  example  to  some  others.  He  dresses 
well,  not  elaborately  nor  expensively.  Nobody  gets 
into  the  store  and  out  again  without  a  greeting  of  some 
kind,  or  some  intimation  that  attention  will  soon  be 
forthcoming,  if  it  cannot  be  given  at  once.  A  woman 
came  in  one  day  I  was  there  and  her  request  was,  "just 
a  cheap  mattress."  The  ready  clerk  by  his  adapt- 
ability of  conversation,  while  showing  a  line  at  $3.50, 
intimated  that  they  had  a  line  that  was  particularly 
good  value  at  $12.00.  The  customer  showed  no  dis- 
inclination to  look  at  them,  and  in  fact  rather  appeared 
as  if  she  were  open  to  consider  something  better.  The 
sale  of  a  $12.00  mattress  was  made,  and  before  the 
customer  departed  the  clerk,  in  a  sort  of  by-the-way 

manner  asked  Mrs.   what  she  thought  of  a  new 

chiffonier  they  were  showing,  and  her  willingness  to 
stop  and  look  at  it  gave  him  an  opening  to  briefly  out- 
line its  chief  merits.  No  sale  of  this  was  made  nor 
attempted,  but  remembering  the  incident  on  my  next 
visit  1  inquired  about  it,  and  was  told  that  the  cus- 
omer  not  only  })ought  the  chil¥onier,  but  two  bedroom 
suites  and  a  drawing  room  carpet.  So  much  for 
that. 

My  o])servation  leads  me  to  conclude  that  furni- 
ture retailers  as  a  rule  are  too  lenient  in  the  matter  of 
credits,  and  allow  their  outstanding  accounts  to  ac- 
cumulate too  rapidly.  There  are  also  occasions  that  a 
refusal  to  grant  credit  works  injury,  and  there  can  be 
no  hard  and  fast  rule  unless  a  strictly  cash  business  is 
being  done.  A  retailer  told  me  of  a  new  resident  in  the 
town,  a  stranger  to  himself,  who  came  to  hitn,  told 
him  where  he  was  employed,  when  he  would  be  paid 
and  how  much  money  he  would  have.   He  showed  him 


testimonials  of  his  honesty  and  sobriety  that  he  brought 
from  England  Avith  him.  "You  don't  know  whether 
these  are  genuine  or  not,"  he  said  to  the  retailer,  "for 
I  know  such  things  have  been  dishonestly  used,  but 
perhaps  I  look  honest.  Now,  what  I  want  is,  you  to 
trust  me  with  a  kitchen  table  and  some  chairs  until 
pay  day."  The  retailer  told  him  his  outlook  was  not 
bright.  This  the  prospective  customer  promptly  ad- 
mitted, but  he  got  the  goods  and  paid  for  them  as 
agreed.  The  retailer  told  me  that  his  better  judg- 
ment pronounced  the  sale  unwise,  but  he  was  impressed 
with  the  man's  sincerity  and  took  the  risk,  a  small  one 
anyway.  When  the  goods  were  paid  for  a  further  pur- 
chase was  made  on  the  same  terms.  Afterwards  he  was 
able,  by  reason  of  his  thorough  knowledge  of  his  par- 
ticular work  to  command  more  wages,  and  also  re- 
ceived a  lump  sum  for  a  formulae  that  his  employers 
bought  from  him.  With  the  money  he  furnished  his 
little  home  throughout,  and  everything  he  could  buy 
was  brought  from  the  retailer  who  trusted  him  with 
the  kitchen  table  and  chairs,  so  you  see  it  does  not 
always  do  to  turn  clown  the  man  without  ready  money. 

I  have  tried  to  study  human  nature  and  find  it  a 
very  interesting  study,  but  it  is  useful,  too.  Now,  I 
think  I  can  tell  an  honest  man  from  a  rogue.  I  don't 
know  how  I  do  it,  instinct  I  suppose.  This,  by  way  of 
leading  up  to  a  little  incident  on  one  of  my  trips 
through  Saskatchewan.  A  clerk  in  an  Ontario  store 
was  anxious  to  go  West.  I  was  able  to  connect  his  de- 
sire with  an  opening.  He  was  a  good  youth,  bright 
and  alert  and  I  knew  that  his  over  bumptiousness 
would  soon  get  knocked  out  of  him,  so  I  had  no  hesita- 
tion in  recommending  him  to  a  good  customer  of  mine, 
who  required  a  good  assistant.  I  have  seen  the  young 
man  develop  and  be  greatly  prized  by  his  present  em- 
ployer. It  was  the  employer  who  told  me  of  this  one, 
which  occurred  before  Jake  as  we  will  call  him,  because 
that  is  not  his  name,  had  been  long  enough  in  the 
vicinity  to  get  acquainted  with  the  people.  I  will  give 
it  in  his  own  words  as  nearly  as  I  can  remember. 
"One  day  he  was  attending  the  store  as  usual,  when  a 
breezy  individual  blew  in.  He  had  an  old  slouch  hat 
on,  no  coat,  vest,  collar  nor  tie.  The  pants  he  wore 
were  the  kind  that  general  stores  back  in  Ontario 
used  to  sell  for  a  "York  shilling  a  yard"  and  the 
"missus"  did  the  tailoring.  These  were  stuck  into 
last  winter's  long  boots,  and  at  a  glance  a  stranger 
Avould  bet  two  to  one  that  he  wasn't  worth  thirty 
cents.  AVell,  he  wanted  to  know  if  we  had  anything 
decent  in  a  parlor  set,  his  Missus  was  coming  the  next 
week  from  a  visit  to  the  folks  down  east,  and  he 
wanted  to  kind  of  fix  up  a  bit.  Well,  my  new  clerk 
thought  he  was  a  bum  and  started  to  question  him 
about  his  ability  to  pay,  etc.  Knowing  that  it  would 
come  out  allright  I  sat  back  in  the  office  and  listened. 
The  farmer  didn't  get  mad,  ])ut  my  clerk  thought  he 
was  crazy  mad  for  the  way  he  sailed  into  him  and  his 
dude  clothes  and  back  east  ignorance  was  a  shame.  I 
let  him  rave  for  a  while  and  then  came  out  and  sent 
Jake  to  the  post  office,  while  I  had  a  good  long  laugh. 
This  farmei-  spent  over  $150  in  less  than  an  hour,  and 
when  I  showed  the  book  to  Jake  that  evening  he 
wanted  to  resign.  Just  then  I  heard  a  honk-honk  and 
I  told  Jake  to  look.   'Does  he  own  that  auto?'  lie  asked, 
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with  a  laud  of  scared  look.  'Yes,'  I  said,  'he  owns  it 
and  lie  owns  a  section  of  the  best  wheat  land  in  this 
community  and  has  enough  cash  in  the  bank  to  buy 
anything  he  wants.'  "  The  retailer  told  me  that  he 
had  noticed  a  kind  of  swelled  headedness  about  his 
new  clerk,  but  from  that  time  it  began  to  disappear, 
and  he  would  not  let  him  go  now  for  a  great  deal. 

Speaking  of  the  West  calls  to  mind  how  one  clerk 
prevented  the  store  losing  a  sale  that  another  clerk 
could  not  make,  or  at  least  did  not.  A  lady  came  in 
to  see  what  they  had  in  bedroom  suites.  The  clerk 
showed  her  about  five  different  styles  in  about  as  many 
minutes,  and  I  suppose,  not  having  a  definite  idea  of 
what  she  wanted  she  said  she  "was  just  passing  and 
ran  in  to  see  what  they  had."  The  other  clerk  was 
observant,  and  managed  to  be  standing  where  he  could 
speak  to  the  lady  on  her  way  out.  In  a  pleasant  way 
he  asked  her  if  she  got  what  she  wanted,  and  she  told 
him  wliat  she  was  after.  He  brightened  up,  as  if  to 
show  her  a  suitable  bedroom  suite  was  his  chi.eE  object 
in  life.  "Here's  a  set  over  here,"  he  said,  "and  led 
the  way  to  one  that  the  other  clerk  had  pointed  to, 
"that  we  ordered  only  one  set  of.  It's  by  a  new 
maker,  and  I've  noticed  that  it  is  particularly  nicely 
figured."  "Yes,  it  is,"  agreed  the  now  interested  cus- 
tomer, who  confided  that  her  daughter  was  coming 
home  from  the  University,  and  as  she  had  been  so  suc- 
cessful in  her  examinations,  she  and  father  thought 
they  would  give  her  a  little  surprise.  The  clerk  was 
pleased  to  hear  of  the  daughter's  success,  which  he 
opined  must  be  very  gratifying  to  the  parents.  Then 
he  listened  with  every  appearance  of  interest  to  a 
recital  of  the  young  lady's  accomplishments,  but  at 
any  rate  he  had  won  the  confidence  of  the  woman,  and 
had  no  difficulty  in  closing  a  sale  for  an  amount  that 
would  scare  most  of  the  farmer's  wives  in  Ontario. 


MORE  FLOOR  SPACE  NEEDED. 

By  November  1st,  Messrs.  Vernon  &  Co.,  of  Truro, 
N.S.,  dealers  in  furniture  and  carpets,  expect  to  occupy 
their  new  premises,  now  in  course  of  erection  on  Prince 
Street,  almost  opposite  the  Canadian  Bank  of  Com- 
merce building. 


front  of  the  first  two  stories  will  consist  of  plate  glass 
show  windows,  the  sashes  and  doors  being  of  golden 
oak.  The  ground  floor  will  be  one  large  show  room, 
with  hardwood  floor  and  an  attractive  metallic  ceiling, 
wliile  the  first  floor  will  be  used  as  a  carpet  room  and 
for  the  display  of  upholstered  furniture. 

In  the  rear  of  the  main  building,  Messrs.  Vernon  & 
Co.  plan  to  have  a  three-story  warehouse,  30  feet  by 
68  feet,  to  be  used  also  as  a  packing  and  upholstering 
department,  with  a  covered  shed  for  teams,  and  an 
entrance  from  Forrester  St.  Both  buildings  will  1)3 
heated  throughout  with  steam,  and  brilliantly  lighted 
with  Tungsten  electric  lights.  The  builders  are  talc;*n? 
precaution  that  this  store  shall  be  as  nearly  fireproof 
as  possible,  and  that,  when  completed,  it  may  be  a 
creditable  addition  to  the  business  section  of  Travo. 


The  Western  Canada  Furniture  Co.  of  Calgary,  has, 
according  to  a  Winipeg  paper,  discontinued  business. 

A  report  from  Battleford,  Sask.,  states  that  Mr. 
IT.  Capstiek  has  opened  a  furniture  store  there. 

A  despatch  from  Winnipeg  states  that  ^Ir.  H.  A. 
Dirks  has  purchased  the  furniture  business  of  David 
D.  Epp  of  Waldheim. 

A  Vancouver  report  says  that  the  Fulton  Furni- 
ture Co.  have  opened  up  in  North  Vancouver,  and  are 
installing  a  complete  stock  of  furniture  and  household 
goods. 

Mr.  F.  M.  McPherson,  formerly  of  Lethbridge,  is 
opening  up  in  the  undertaking  business  in  Cranbrook, 
B.C.,  having  secured  premises  on  Nosbury  Ave.,  adjoin- 
ing the  new  City  Hall. 

Mr.  George  H.  Clarke  has,  according  to  the  Delor- 
aine  Times,  sold  out  his  furniture  business  to  Mr. 
Stanley  Clarke,  who  will  open  a  store  in  Waskada, 
Man.    The  stock  was  recently  shipped  to  that  point. 

Word  has  been  received  from  Moose  Jaw,  Sask.,  to 
the  effect  that  Messrs.  A.  Broadfoot  and  G.  H.  Lydrai- 
ard,  furniture  dealers  and  undertakers,  have  dissolved 
partnership,  and  the  business  will  be  continued  by  Mr. 
A.  Broadfoot. 

Mr.  A.  E.  Grieves,  who  has  completed  a  course  in 
undertaking  and  embalming  with  Mr.  B.  D.  Humphrey 
of  Toronto,  has  opened  up  in  this  line  of  business  at 
Preston,  Ont.  He  has  also  taken  over  the  furniture 
business  of  Mr.  Michael  Panteer. — Gait  Reporter. 

Word  has  come  from  St.  John,  N.B.,  that  Mr.  Wal- 
ter A.  Lordly  has  removed  his  furniture  uph-  stering 
rooms  from  Prince  William  St.  to  92  Charlotte  St.  He 
is  now  better  located,  and  in  a  better  position  than 
before  to  attend  to  his  customers. 

As  announced  by  himself  to  the  citizens  of  Mac- 
Gregor,  Man.,  and  vicinity,  Mr.  M.  Ward,  who  is  leav- 
ing town  for  a  time,  has  turned  over  to  Mr.  W.  B. 
Gilroy,  his  undertaking  business.  Mr.  Gilroy  will  also 
handle  furniture. 


The  store  itself  will  be  one  of  the  largest  retail 
buildings  in  Truro,  having  a  frontage  of  70  feet  by 
62  feet  deep,  and  will  be  a  three-story,  solid  brick 
structure,  with  concrete  basement.    Almost  the  whole 


There  was  a  Furniture  Dealer  named  J\Ioffat, 

Who  sold  goods  at  a  reasonable  profit ; 

From  tables  and  chairs, 

And  mirrors  by  pairs. 

He  made  enough  money  "to  stop  it." 
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THE  LATEST  ADDITION 


TO  THE 


D.  W.  THOMPSON  CO.  LINE 


OF 


POLISHED  CASKETS 


"State"  Design.    No.  900,  Solid  Mahogany.    No.  901,  Solid  Quarter  Cut  Oak. 


When  you  come  to  the  Toronto  Exhibition, 
examine  this  Casket  carefully  and  you  will 
CANADA  unbeatable  value. 


MADE 
IN 


MADE 
IN 

CANADA 


TO  EVERY  UNDERTAKER  IN  CANADA 

we  extend  a  very  cordial  invitation  to  make  our  premises  their 
headquarters  when  in  Toronto  in  attendance  at  the  Convention 
of  the  C'anadian  Kmbahners'  Association  or  visiting  the  Canadian 
iVational  Exhibition.  As  in  former  years  we  will  have  a  buffet 
and  hcds  for  visitors  who  may  be  unable  to  secure  hotel 
accommodation 

You  will  find  much  in  our  showrooms  to  interest  you  from  a 
dollars  and  cents  standpoint.  In  the  meantime,  remember  that 
we  have  always  ready  for  immediate  shipment  everything 
required  in  the  undertaking  business,  from  the  cheapest  Coffins 
to  the  finest  Caskets,  including  cloth  and  plush  covered  goods 
and  the  finest  grades  of  linings. 

THE  D.  W.  THOMPSON  CO.,  LIMITED 

Teraulay,  Buchanan  and  Hayter  Streets 
Head  Office.  54  Hayter  Street 
TORONTO  F.  L.  Coles,  Manager  CANADA 
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The  Undertaker 


A 


\  TTEND  the  Convention. — The  twenty-eighth  an- 
nual convention  of  the  Canadian  Embahners' 
Association  in  Toronto,  on  Sept.  5,  6,  7  and  8, 
should  attract  the  attendance  of  every  member  of  the 
profession  in  Ontario,  and  many  from  other  Provinces. 
This  is  an  age  of  business  and  professional  organiza- 
tions, and  the  men  in  business  who  regard  them  with 
indifference  are  growing  few  in  numbers.  For  the 
great  advancement  that  has  been  made  during  the  past 
couple  of  decades  in  funeral  directing  and  in  the 
science  of  eml)alining,  much  credit  is  due  those  mem- 
bers and  officers  of  the  above  named  association  who 
never  wavered  in  their  support  of  it  and  loyalty  to 
it.  In  the  deportment  and  intelligence  of  the  younger 
men,  who  have  shown  an  ambition  to  become  proficient 
in  the  work  of  caring  for  the  dead,  which  is  in  reality 
the  work  of  protecting  the  living,  is  convincing  evi- 
dence of  the  progress  of  this  particular  profession  or 
business,  whichever  it  may  be  termed.  The  appeal  of 
the  officers  to  the  members  to  turn  out  and  bring 
others,  is  hereby  most  heartily  emphasized. 

Many  Advantages. — Valuable  as  are  the  lectures, 
demonstrations  and  discussions  that  occur  at  a  con- 
vention such  as  above  referred  to,  there  are  other  ad- 
vantages.   The  fraternal  side  of  such  a  convention  is 
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worth  travelling  long  distances  to  participate  in,  for 
hand-in-hand  with  sociability  is  the  personal  exchange 
of  confidences  that  mean  so  much.    Frequently  a  man 


will  converse  in  private  conversation  on  experiences, 
successful  or  otherwise,  when  in  open  meeting  he 
would  feel  diffident  in  expressing  an  opinion  or  asking 


PROFESSOR  CHAS.  O.  DHONAU,  CINCINNATI 
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a  question.  The  various  wholesale  firms  also  do  a 
great  deal  to  make  the  visit  of  undertakers  and  em- 
balmers  pleasant,  and  it  has  been  well  said  that  no 
body  of  men  know  better  how  to  entertain  than  do  the 
casket  manufacturers  and  supply  houses  and  their  re- 
presentatives. While  not  objecting  to  the  holiday  ele- 
ment the  serious  business  of  the  convention  should  be 
tlie  premier  desideration,  and  no  man  is  so  expert  in 
the  business  that  he  cannot  learn  something  more,  or 
if  he  is  not  disposed  to  absorb  any  other  person's  ideas 
he  can  help  some  younger  member  by  passing  along 
information  that  he  has  found  helpful. 

Separation. — AVithin  recent  years  there  has  been 
considerable  discussion  as  to  the  ultimate  separation 
of  the  undertaking  business  from  furniture  retailing. 
As  conditions  are  at  present  these  two  lines  seem  to 
bear  little  relation  to  each  other,  although  it  is  natural 
enough  that  they  should  be  still  connected,  in  view 
of  the  earlier  history  of  both  lines.  Some  of  the  older 
men  in  business  have  had  actual  personal  experience 
in  making  furniture  by  liand,  and  in  making  coffins. 
As  a  matter  of  fact,  in  the  early  days  of  the  trade  fur- 
niture was  entirely  the  product  of  the  cabinet  maker, 
who  was  the  only  person  competent  to  make  a  suitable 
case  for  the  interment  of  some  deceased  member  of  the 
community.  The  argument  has  been  advanced  that 
good  roads,  the  telephone  and  automobiles  are  in- 
fluences tending  toward  the  se})aration  of  furniture 
and  undertaking,  but  one  manufacturer  chatting  on 
this  phase  of  the  business  says  his  observation  is  to 
the  contrary.    In  larger  centres,  when  the  business  is 
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elusive  undertaker  is  naturally  found,  but  in  the 
smaller  centres,  which  embraces  by  far  the  larger  pro- 
suffieient  to  support  separate  establishments  the  ex- 
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portion  of  the  business,  furniture  and  undertaking  con- 
tinue to  be  inseparable  lines. 

Local  Man  Improving. — The  thought  of  the  one 
who  argues  that  good  roads,  the  telephone  and  the 
automobile,  are  influences  separating  the  furniture 
business  from  undertaking  is  that  undertakers  in 
larger  centres,  are  able  to  handle  the  business  of  a 
wider  circuit  and  have  the  preference  over  the  local 
man.  A  careful  scrutiny  of  actual  conditions  does  not 
bear  this  out.  On  the  contrary  the  local  man  in  the 
small  place  is  doing  better  than  before.  His  equip- 
ment is  better,  his  capabilities  are  greater  and  his  de- 
portment is  more  pleasing.  In  short  he  has  become 
the  class  of  man  that  he  should  be  for  this  particular 
calling.  Upon  him  people  lean  in  their  time  of  be- 
reavement. They  expect  him  to  be  sympathetic  and 
of  a  personality  and  character  to  invite  confidence. 
Such  being  tlie  case  it  does  not  appear  that  the  busi- 
ness is  getting  away  from  the  local  undertaker,  who  in 
this  branch  of  his  business  alone  would  not  have  a 
sufficient  revenue,  and  therefore  must  continue  to 
combine  the  two  lines  that  have  gone  hand  in  hand 
for  so  many  years. 

This  Department. — The  management  of  this  publi- 
cation in  deciding  to  include  a  department  for  the  un- 
dertaker did  so  with  the  purpose  in  view  of  making 
the  "Canadian  Furniture  World  and  The  Undertaker" 
of  the  greatest  possible  service.  This  issue  is  not  sent 
out  as  a  specimen  of  future  issues,  but  more  in  the 
nature  of  a  hint  that  each  succeeding  month  will  see 
the  addition  of  practical  articles  and  information  of 
every  day  value.  A  Question  Box  will  be  introduced 
through  which  subscribers  may  have  different  prob- 
lems solved  for  them  by  experts,  and  this  without  tlie 
embarrasment  of  making  their  names  public.  As  an- 
nounced elsewhere  a  series  of  practical  articles  is  be- 
ing arranged  for,  and  in  the  meantime  the  article  by 
Mrs.  Simmons  in  this  issue  is  particularly  seasonable, 
and  the  "Undertaker's  Directory"  and  "For  Sale  and 
Wanted"  columns  will  prove  interesting.     If  any 


reader  has  any  criticism  or  suggestion  to  make  it  is 
hoped  that  it  will  be  made  to  the  publishers  direct, 
who  will  be  very  appreciative.  In  the  next  issue  will 
be  a  complete  report  of  the  Convention  of  the  Canadian 
Embalmers '  Association. 

A  Barbaric  Custom. — The  writer  who  expresses 
himself  as  follows  only  reiterates  the  opinion  of  many 
undertakers  who  are  not  in  sympathy  with  the  custom 
of  opening  caskets  in  public  at  church  funerals  : — ' '  We 
wish  a  law  could  be  passed  prohibiting  the  barbaric 
custom  of  opening  caskets  in  public  at  church  fun- 
erals. It  is  a  relic  of  dark  ages  and  has  no  place  m 
a  civilized  community.  It  jars  on  the  sensibility  of 
every  tender  chord,  and  is  something  that  the  churches 
and  undertakers  ought  to  combine  and  put  to  an  end. 
In  nine-tenths  of  the  eases  it's  merely  pandering  to  a 
ghoulish  curiosity.  People  who  never  spoke  to  the  de- 
ceased in  their  life  parade  around  the  church,  gape  at 
the  form  of  our  loved  one  then  go  out  of  the  presence 
of  death,  not  to  talk  of  the  good  deeds  done  in  life, 
but  to  criticize  the  appearance  of  the  poor  clay  ,  that 
death  has  left  for  once  at  their  mercy.  Death  is  a  sac- 
red thing.  If  we  are  going  on  a  long  journey  we  do 
not  make  our  adieus  before  a  gaping  crowd ;  we  ought 
not  to  be  expected  to  bid  our  dead  a  last  good-bye 
while  curious  eyes  fatten  on  our  grief,  and  we  ought 
not  to  be  expected  to  sit  in  the  house  of  mourning 
while  people  we  never  speak  to,  who  have  no  claim  on 
us  or  our  loved  one,  jostle  each  other  in  their  desire 
to  view  the  remains,  and  then  get  together  and  gossip 
over  what  they  saw  or  failed  to  see.  We  believe  tliat  a 
majority  of  the  people  detest  the  painful  funeral  scenes 
as  much  as  we  do  and  would  be  more  than  glad  to  see 
them  ended,  but  are  afraid  to  break  a  custom.  But  it  is 
a  duty  the  minister  and  undertaker  owe  to  themselves 
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and  the  long-suffering  public  to  put  a  stop  to  the  exlii- 
bition,  and  tliey  will  find  the  public  only  too  glad  to 
U{)liold  tiiem  with  a  hearty  amen." 
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New  Localities. — While  new  towns  such  as  are 
growing  up  every  year  in  Western  Canada  may  be  full 
of  possibilities  for  the  furniture  retailer  and  various 
other  lines,  statistics  do  not  indicate  them  to  be  attrac- 
tive to  the  undertaker.  Only  recently  the  first  death 
occurred  in  a  community  that  had  been  settled  for  two 
years  by  a  population  large  enough  to  demand  the 
services  of  merchants  in  other  lines.  It  is  quite  na- 
tural that  this  condition  should  be  so,  for  it  is  only 
men  and  women  young  and  active  and  in  good  health 
wlio  will  undertake  the  hardships  and  inconveniences 
of  settlement  in  a  new  country.  The  great  influx  of 
population,  therefore,  while  beneficial  to  all  other  in- 
dustries does  not  immediately  effect  the  casket  manu- 
facturer. 


The  president's  address  and  the  report  of  the  in- 
defatigable treasurer,  Mr.  A.  B.  Gardiner,  showed  the 
association  to  be  in  satisfactory  condition,  with  ex- 
cellent prospects. 

The  lecturer  secured  by  the  executive  of  the  West- 
ern Embalmers'  Association,  was  Prof.  Horace  Moll 
of  Chicago,  who  gave  a  series  of  valuable  practical 
demonstrations. 

His  addresses  included  the  following  subjects: 
"Descriptive,  General  and  Morbid  Anatomy,"  and 
"The  Relative  Value  of  the  Different  Arteries."  A 
question  box  was  also  a  feature,  and  the  appreciation 
of  delegates  for  an  opportunity  to  secure  definite  in- 
formation on  doubtful  subjects  was  shown  by  the 
numerous  questions  asked.    Mr.  George  Burgess  of 
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WESTERN  EMBALMERS  MEET. 

At  the  seventh  annual  convention  of  the  Western 
Embalmers'  Association,  held  in  Winnipeg  in  July, 
more  than  one  hundred  members  attended.  This  was 
the  largest  and  most  successful  convention  tliis  or- 
ganization has  yet  held.  Recent  legislation  by  the 
Manitoba  Government,  requiring  that  embalmers  in 
the  Province  must  pass  an  examination  before  being 
granted  a  license,  had  the  effect  of  stimulating  interest. 

The  official  welcome  to  the  visitors  was  extended  on 
behalf  of  the  city  of  Winnipeg  by  Controller  Cock- 
burn,  in  the  absence  of  Mayor  Evans.  Mr.  R.  J. 
Campbell,  an  honorary  tncrnber,  acknowledged  the  in- 
vitation in  a  pleasing  address,  and  he  was  followed  by 
Rev.  Rural  Dean  S.  G.  Chambers,  who  in  a  brief  ad- 
dress made  some  very  appropriate  suggestions. 


Wawanessa,  gave  a  paper  on  "The  Chemistry  of  Em- 
balming," which  was  most  heartily  applauded.  Dr. 
S.  J.  S.  Pierce  of  the  Winnipeg  General  Hospital,  was 
also  among  the  speakers.  The  election  of  officers  re-. 
suited  as  follows : — Hon.  President,  D.  McKillop,  Por- 
tage La  Prairie ;  Pi'esident,  R.  McPherson,  Brandon ; 
First  Vice-President,  A.  S.  Bardal,  Winnipeg ;  Second 
Vice-President,  J.  Simpson,  Neepawa ;  Secretary- 
Treasurer,  A.  B.  Gardiner,  Winnipeg;  Sergeant-at 
arms,  D.  J.  Clark,  Winnipeg. 

New  members  of  the  Association  received  during 
the  convention  included: — 

As  active : — F.  McPherson,  Cranbrook,  B.C. ;  John 
Rowell,  Wapella,  Sask. ;  R.  R.  Guest,  Weyburn,  Sask. ; 
A.  G.  Box,  Belmont,  Man.;  Jas.  A.  Collander,  Hart- 
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YOU  NEED  IT  IT  NEEDS  YOU 

Twenty-Eighth  Annual  Convention 

OF  THE 

Canadian  Embalmers'  Associatian 

IN  THE 

Anatomical  Building,  Toronto  University 
Sept.  5,  6,  7  and  8,  1911 

The  lecturer  and  demonstrator  will  be  Professor  Chas.  O.  Dhonau,  President  of  the  Cincinnatti 

College  of  Embalming. 

Programme 


Monday,  Sept.  4. 

The  Secretary  and  other  officers  will  be 
present  from  7  to  9  p.m.  to  welcome  old  and  new 
members. 

Tuesday,  Sept.  5. 

9  a.m.  Enrolment  of  members.  lo  a.m. 
Lecture  by  Prof.  Dhonau.  ii  a.m.  Minutes  of 
last  meeting. 

2  p.m.  Invocation  and  address  by  Rev. 
Byron  H.  Stauffer.  Response  by  J,  H.  Robin- 
son, First  Vice-President. 

2.15.  Address  of  welcome  by  Mayor  Geary, 
Response  by  Richard  Tees  of  Montreal,  Past 
President. 

2,30  Professor  Dhonau,  lecture,  Circula- 
tory System  Arterial  Embalming,  and  Resource- 
fulness in  Injection,  Manipulation  of  Fluids,  etc. 

Wednesday,  Sept.  6. 

9  a.m.  Reports  of  Officers  and  Committees. 
10.30.     Lecture  by  Professor   Dhonau  on 


The  Blood,  Its  Ante-mortem  and  Post-mortem 
action.  Blood  solvent  chemicals  vs.  coagula- 
tion.   New  blood  solvent  discussed. 

2  p.m.  Round  table  conference.  Subjects 
of  interest  to  be  discussed.  3  p.m.  Professor 
Dhonau  :  Preservation  vs.  Cosmetic  Effects  ; 
modern  ways  of  accomplishing  both  results. 
Astringency  vs.  penetration.  Cares  for  the  ex- 
posed portions  of  the  body.  Discoloration  dis- 
cussion.    Post-mortem  changes.    Question  Box. 

Thursday,  Sept.  7. 

9  a.m.  Reports  of  committees.  Unfinished 
business.  lo  a.m.  Election  of  officers.  11  a.m. 
Dr.  McCuUough,  Secretary  Provincial  Board  of 
Health,  will  give  a  talk  on  the  new  registration 
law,  also  on  "Public  Health  Act."  11.30  a.m. 
Professor  Dhonau,  Visceral  Anatomy. 

2  p.m.  Installation  of  officers.  2.30  p.m. 
Unfinished  business.  3  p.m.  Professor  Dhonau, 
Treatment  of  Communicable  Diseases.  4  p.m. 
Question  Box  will  be  opened. 
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ney,  Man.;  Stuart  Scott,  Morden,  Man.;  Wm.  Ander- 
son, Melville,  Sask. ;  John  Dufty,  Broadview,  Sask. 

As  Associate : — C.  W.  Towner,  Winnipeg,  Man. ;  A. 
W.  Robinson,  Winnipeg,  IMan. ;  L.  W.  Yocom,  Medicine 
Hat,  Alta. ;  S.  R.  McCiilly,  London,  Ont. ;  C.  H.  Hunt, 
Portage  la  Prairie,  Man. ;  S.  Monos,  Winnipeg. 

Diplomas  of  Proficiency  were  secured  at  the  ex- 
amination by  B.  Barber,  Woolseley;  T.  S.  Fillerly, 
Lethbridge ;  F.  Macpherson  and  Lloyd  W.  Yocom,  of 
Cranbrook.  The  examining  board  consisted  of  Messrs. 
Cr.  AV.  Burgess,  L.  J.  Clark,  A.  B.  Gardiner  and  R. 
Macpherson. 


CARE  OF  THE  DROWNED. 

Written  for  The  Undertaker  ty  Lena  R.  Simmons. 

IT  SHOULD  be  known  that  if  one  in  danger  of  drown- 
ing would  keep  his  arms  under  water  and  make 
the  same  movements  with  his  feet  that  he  would 
in.  climbing  upstairs,  he  would  not  sink,  and  that  it  is 
only  those  who  are  frightened  and  plunge  wildly  about 
that  drown  quickly.  It  should  also  be  known  that 
nine  tenths  of  those  who  die  from  drowning  might 
have  been  resuscitated  if  those  who  were  near  knew 
what  to  do  in  such  cases  and  did  not  give  up  too  soon. 
Since  undertakers  are  often  called  to  take  bodies  from 
the  water  and  to  aid  in  attempts  at  resuscitation,  a 
series  of  articles  upon  the  care  of  the  drowned  should 
begin  with  the  first  thing  to  do  when  a  drowning  per- 
son is  rescued  from  the  water.  Loosen  the  clothing 
and  make  the  spectators  stand  back  so  as  to  give  the 
patient  fresh  air.  Next  empty  the  lungs  of  water  by 
laying  the  person  on  his  stomach  and  lifting  him  by 
the  middle  so  that  the  head  hangs  down,  and  jerk  the 
body  a  few  times.  Pull  the  tongue  forward  and  tie  it 
with  a  strip  of  handkerchief  passed  under  the  chin. 

Now  imitate  the  motions  of  breathing  by  alter- 
nately compressing  and  expanding  the  lower  ribs,  do- 
ing this  about  twenty  times  a  minute  but  no  oftener. 
The  lungs  may  1)e  stimulated  also  by  alternately  rais- 
ing and  lowering  the  arras  from  the  sides  to  above  the 
head.  Do  this  without  violence  but  persistently,  and 
apply  warmth  and  friction  to  the  extremities.  Two  or 
three  persons  can  woi'k  at  once  on  the  patient  in  this 
manner  but  be  sure  not  to  shut  off  the  supply  of  all 
the  fresh  air  possible. 

As  a  last  resource  you  can  directly  inflate  the  pa- 
tient's lungs  from  your  own.  Hold  the  tongue  for- 
ward, close  the  nostrils  and  press  back  the  Adam's 
apple,  so  as  to  close  the  entrance  to  the  stomach.  Then 
take  a  deep  breath  and  expire  it  forcibly  into  the 
mouth  of  tlie  patient  and  compress  his  chest  to  expel 
the  air.  Repeat  this  action  until  normal  breathing  is 
established. 

Don't  give  up  too  soon.  It  is  possible  to  save  those 
apparently  dead  for  hours  by  perseverance.  As  soon 
as  breathing  begins,  rush  the  patient  to  a  warm  bed 
and  give  warm  drinks  or  alcoholic  spirits  in  teaspoon 
doses. 

When  a  child,  I  was  nearly  drowned.  In  company 
with  two  women  and  two  other  children  I  was  bathing 
near  the  shore  but  stepped  out  beyond  my  depth  and 
went  down.  When  I  came  up  I  saw  the  women  wring- 
ing their  hands  and  screaming  and  that  Carrie  my 


chum,  was  starting  towards  me.  I  was  choking.  My 
ears  were  ringing  and  I  was  horribly  frightened.  I 
clutched  wildly  at  the  water  and  went  down  again. 
When  I  came  up  the  second  time  I  saw  them  all  as  in  a 
dream.  I  no  longer  choked  or  suffered,  nor  felt  a 
particle  of  fear.  As  I  was  sinking  the  third  time  I 
was  only  conscious  of  a  delicious  sensation  of  perfect 
rest  and  then  I  knew  no  more  till  Carrie  awakened  me 
by  dragging  me  up  the  bank  by  my  long  braid  of  hair 
aided  by  the  women  who  had  my  arms.  My  first  feel- 
ing was  one  of  resistance.  They  were  disturbing  me 
and  making  me  suffer.  They  shook  me  and  patted  ray 
back.  I  gasped,  choked  and  coughed.  It  was  for- 
tunate that  I  did  not  need  artificial  respiration  for 
they  knew  nothing  about  it,  but  set  me  against  a  tree 
and  talked  about  my  narrow  escape  till  I  had  regained 
breath  enough  to  walk  home.  I  have  always  wondered 
if  all  drowning  people  experience  the  delightful  sen- 
sation of  comfort  that  I  did  when  losing  consciousness, 
and  wish  that  others  might  write  the  editor  upon  this 
subject. 

My  object  in  citing  my  own  experience  in  drowning 
is  to  judge  of  the  amount  of  water  the  embalmer  may 
expect  to  find  in  the  lungs  of  the  drowned  body.  When 
I  was  going  down  the  third  time  I  was  not  breathing 
in  water,  for  I  was  not  breathing  at  all,  and  it  is  my 
belief  that  it  takes  only  a  small  quantity  of  water  in 
tlie  lungs  to  stop  the  breath.  After  a  large  morgue 
practice  with  drowned  bodies  I  have  decided  that  there 
is  seldom  much  water  found  in  lungs  or  stomach.  I 
wish  that  others  might  write  the  editor  in  regard  to 
this  also,  for  it  is  an  often  disputed  medico-legal  point, 
and  the  undertaker  is  sometimes  called  to  the  witness 
stand  to  help  convict  or  prove  the  innocence  of  one 
accused  of  crime.  In  the  case  of  Chester  Gilette  the 
evidence  upon  this  point  was  so  weak  that  had  he  not 
confessed  on  the  eve  of  his  execution  many  who  read 
the  testimony  would  have  doubted  his  guilt. 

Do  not  then,  when  embalming  a  drowned  body,  risk 
destroying  the  circulation  by  puncturing  the  body  in 
an  effort  to  remove  a  quantity  of  water  from  lungs  or 
stomach  till  after  arterial  embalming  is  if  possible 
thoroughly  done.  The  body  that  has  been  in  the  water 
but  a  short  time  offers  little  more  resistance  to  em- 
balming than  any  other.  Draw  the  tongue  forward 
and  insert  the  rubber  nasal  tube  through  the  nostril 
into  the  throat  and  pump  away  any  water  that  has 
settled  in  the  larynx.  With  your  thumb  and  finger 
press  back  the  larynx  to  open  the  epiglottis,  and  inject 
what  fluid  can  be  made  to  run  down  the  trachea.  If 
this  causes  purging  from  the  mouth  and  nostrils  while 
you  are  doing  the  arterial  embalming,  so  mucli  the 
better,  for  it  will  remove  liquid  that  might  have  caused 
purging  later.  Aid  this  by  pi-essure  with  your  hand 
over  the  thorax  and  continue  your  arterial  work. 

There  have  been  successive  fads  of  advocating  dif- 
ferent arteries  or  methods,  but  always  the  undertaker 
has  conu^  back  to  that  old  standby  the  brachial,  which 
is  the  best  artery  for  the  ordinary  case  because  it  is 
convenient  and  not  too  large  nor  too  small.  When 
a  man  says  he  prefers  to  always  use  the  carotid  or  the 
femoral  it  is  l)ecause  he  can  inject  faster,  or  rather  he 
can  get  his  fluid  out  of  sight  faster.    Embalming  is 
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The    Undertakers'  Directory 

IF  YOU    HAVE   OCCASION   TO   SHIP  A    BODY,   CONSULT  THIS  DIRECTORY. 


FUNERAL 
FOR  TERMS 
ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Campbellford — 

Irwiu,  .James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  ClifE — 

Boyd,  W.  C. 
Feneion  Falls — 

Deyman,  L.  &  Son. 
Fergus — 

Armstrong,  M.  F. 
Halleybury — • 

Thorpe  Bros. 
Hamilton — 

Green  Bros.,  124  King 

Bobinson,  .1.  II.  &  Co., 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Inwood — 

Lorriman,  E.  S. 


DIRECTORS     SHOULD     HAVE    THEIR     NAMES    ON     THIS  PAGE. 
APPLY    TO   FULLERTON   PUBLISHING    CO.,    42-44    AGNES    STREET,  TORONTO. 


Scotland — 

Vaughan,  Jos.  H.  M 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 


Kenora — 

Horn  &  Taylor. 
Lakefield — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 
Oliver,  M. 
Ohsweken — 

Johnson,  F.  L. 
Oshawa — 

Luke  Bros. 
Petrolia — 

Steadman  Bros. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O  'Connor,  Wm. 
St.  Marys — 
St.  E.    N.  L.  Brandon. 
19-21St.  Thomas- 
Williams,  P.   E.   &   Son,  519 
Talbot  St. 

Toronto—  MANITOBA. 
Vaneamj),  J.  C,  .30  Bloor  St.  Swan  River  — 
West.  Paull,  Geo. 


Winnipeg — 

Thompson,  J.  Co.,  501  Main 
Street. 


SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred  A. 
Kamsack — 
„    ^  Eussell,  G.  E.  I. 

^^^^  ^-^^        Catharine  Rush  Lake,  Sask.— 

Friesen,  John  M. 


St.  West 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  .Jacob. 

NOVA  SCOTIA. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Verrona — 

Eraser,  D.  &  Co. 


Semans- 

Haygarth,  Jas. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Alix— 

Darland,  G.  E. 
Calgary — 

Graham     &  Buseomb, 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 
Hosmer — 

Cornett.  T.  A. 
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What  have  you  to  Sell  ^ 
What  do  you  want  to  Buy  • 


MS  for  INSERTION 

ents  per  Word  one  Insertion 
"  two  "  s 
"     three     "  s 


M  I  rs  I  M  U  M 


.  o 


CENT, 


WANTED — Hearse  with  rubber  tires. 
E.xcliange  for  second  hand  one.  II.  E.' 
Wallace,  Brinston,  Ont. 

WANTED — 1  good  sized  hearre  team — 
black.     Thor])e  Bros.,  Haileybury,  Ont. 

WANTED — A  good  hearse,  second  hand 
will  do  if  in  good  condition.  G.  E.  Dar- 
land, Alix.,  Alta.,  Can. 

WAlSlTED — A  hearse  and  a  team  of 
horses  16  hands  high  or  over,  either  black 
or  white.    .J.  G.  Sims,  Little  Current,  Ont. 

GOOD  OPENING.— For  first  class  un- 
dertaker  and  furniture  man.  Property 
consists  of  building  24  x  35,  living  rooms 
upstairs;  built  on  two  lots,  with  frontage 
of  100  ft.;  lively  New  Ontario  town,  grow- 
ing rapidly;  good  reasons  for  selling. 
A]>i)ly  to  "Box  A"  Canadian  Furniture 
World  &  the  Undertaker,  42-44  Agues  St., 
Toronto. 

FOR  SALE^Dixon  Church  Truck  No^ 
6,  and  purple  plush  cover,  both  for  .$15.00. 
Green  Bro.s.,  124  King  St.  E.,  Hamilton, 
Ont.  

FOE  SALE — 1   second     hand  hearse. 
Thorjic  Bros.,  Haileybury,  Ont. 
FOR  SALB^Hi^h 


as  new,  cost  $18,  for  $9. 
Usiiawa,  Ont. 

For  Sale — One  church  truck,  as  good 
as  new.  Apply  Box  B,  Canadian  Furni- 
ture Word  and  The  Uundertaker. 


class  monuments. 
Apply  to  G.  E.  I.  Eussell,  Funeral  Direc- 
tor, Kamsack,  Sask. 

FOR  SALE — Two  hearses,  in  good  con- 
dition, and  other  undertaker's  parapher- 
nalia. Apply  at  once  to  E.  F.  Howard  & 
Son,  Glencoe,  Ont. 

FOR  SAXiE — A  three  seated,  covered 
carriage,  with  rear  scat,  having  air  cush- 
ion. Just  the  thing  for  pall-bearers  or  a 
child's  funeral;  cheap  if  sold  at  onee. 
G.  G.  Smith  &  Co.,  Barrie,  Ont. 

FOR  SALE— Eureka  cooling  board,  ad- 
jiistahlc  to  children  or  adujt  sizes,  good 


FOR  SALE — Good  winter  hearse,  com- 
lete  with  wheels  and  sleighs,  or  will  be 
change  for  good  undertaking  wagon.  A. 
M.  Burtch,  Lansdowne,  Ont. 

FOR  SALE — A  good  second  hand 
hearse  for  sale,  a  snap,  as  I  have  no  use 
for  it.    M.  Oliver,  Markdale,  Ont. 

FOR  SALE — Team  of  jet  black  horses, 
standing  16  hands  high,  weighing  2,300 
pounds,  perfectly  sound  in  every  respect. 
Price  .$700.00.  Geo.  Paull,  Swan  Eiver, 
Man. 

FOR  SALE — One  pair  good  black  hearse 
nets;  one  pair  good  as  new  white  hearse 
nets;  one  set  inside  drop  rails;  one  set 
outside  drop  rails.  Can  be  seen  at 
National  Casket  Co.  during  convention. 
,J.  H.  Eobinson  &  Co.,  Hamilton,  Ont. 

FOR  SALE — Undertakers'  single  deck 
casket  wagon,  with  shafts  and  pole,  also 
set  of  sleighs  for  same;  all  in  good  order. 
Apply  to  Geo.  G.  Hendren,  Lakefield,  Ont. 

FOR  SALE — Furniture  business,  estab- 
lished 5  years,  on  good  business  street; 
stock  low  at  present,  about  $7,000;  good 
store,  brick  building,  large  windows;  low 
rent;  about  two  years'  lease.  Apply  to 
Langridge  Furniture  Co.,  938  Granville  St., 
Vancouver,  B.C. 

FOR  SALE — Undertaking  business  for 
sale,  full  equipment  and  stock;  will  sell 
right;  reason,  going  West.  M.  B.  Judson, 
Cowansville,  Que. 

"  FOR  SALE— Sicond  hand  oval  glass 
hearse,  also  with  good  set  heavy  sleighs; 


Luke  Bros.,  in  use  in  a  town  of  four  t'lousand  until 
four  j^ears  ago,  since  then  stored,  quick 
sale  .$75. CO;  cane  cooling  board,  $5.00; 
goat  skin  mat  block,  $5.00;  Pair  wooden 
folding  trends,  black,  $1.50.  James  Ir- 
win, Campbellford,  Ont. 

FOR  SALE — Large  hcaise,  with  square 
glass  sides;  repainted;  trimings  and  lamps 
re-silvered,  everything  in  first  class  shape, 
a  good  looker.  I  have  no  use  for  it,  and 
will  sell  cheap,  having  two  others.  If 
you  want  a  snap  on  a  good  car  ■  apply 
quickly.  Wesley  Walker,  Clinton,  Ont.  i 
FOR"  SALI5— A^air  of  black  horses,! 
well  matched,  six  and  seven  years  old, 
well  bred,  good  travellers,  not  afraid  of 
autos  or  anything  else,  broken  single  or 
double;  height,  16  1-2  hands;  weight, 
twelve  hundred  and  sixty  pounds  each; 
price  right,  want  a  smaller  team  instead. 
M.  F.  Armstrong,  Fergus,  Ont. 


FOR  SALE — Furniture  and  undertaking 
business  South  Western  Ontario.  One  of 
the  greatest  chances  ever  offered  to  secure 
a  business  in  a  good  go-ahead  town;  big 
undertaking  department  doing  good  work; 
high  class  furniture  and  good  carpet 
trade;  turnover,  $20,000  per  year;  reason 
for  selling,  ill  health.  Don  "t  enquire  un- 
less you  mean  business.  Apply  "Box  C" 
Can.  Furniture  World  &  The  Undertaker, 
42-44  Agnes  St.,  Toronto.   

FOR  SALE — Furniture  and  undertak- 
ing  store  and  house  iu  one,  36  x  52;  2 
storv,  furnace,  cistern,  water  in  house, 
good  hearse  and  stable;  business  $7,000 
to  $8,000.  Poor  health  only  reason  for 
selling.  Buildings,  hearse,  stock,  about 
$7,000.  Can  send  a  photo.  Part  cash;  can 
increase  business  if  you  wish  by  adding 
other  lines;  main  line  C.  P.  R.  B.  J. 
Grey,  Oak  Lake,  Man. 
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filling  the  capillaries,  evenly,  and  this  is  always  a 
slow  process,  so  we  will  first  try  injecting  from  the 
right  brachial  artery,  and  at  the  same  time  drawing 
blood  from  the  left  axilary  vein.  If  the  body  has  not 
been  in  the  water  so  long  that  decomposition  has  be- 
gun,  the  blood  and  liquid  in  the  veins  will  flow  freely, 
and  after  an  hour's  careful  work,  aiding  the  blood 
drainage  by  manipulation  and  pressure  along  the 
course  of  the  veins  of  face,  neck  and  thorax,  gently 
however,  because  the  water  soaked  skin  is  tender,  you 
will  find  the  face  firm  and  white.  Now  close  the  vein 
tube  and  continue  the  injection  a  little  longer,  for  the 
tissues  have  absorbed  water  and  a  larger  quantity  of 
fluid  is  needed.  Again  insert  the  rubber  nasal  tube 
into  the  throat,  pump  out  the  liquid  and  inject  three 


der  storm  may  have  a  strange  chemical  effect  with  the 
formaldehyde  and  steaming  moisture  in  the  drowned 
body  that  will  render  re-embalming  necessary. 

We  must  leave  this  and  also  directions  for  the 
cavity  embalming  as  well  as  those  for  a  long  dro\vned 
body  or  floater  for  a  future  article. 


DISINFECTION    IN    DIPHTHERIA    CASES  AND 
MATERIALS  FOR  COMPLETE 
DISINFECTION. 

In  the  Bulletin  of  the  "Wisconsin  State  Board  of 
Health  is  given  a  set  of  rules  for  the  disinfection  of 
the  premises  where  the  sickness  occurred.  This  is  of 
practical  value  to  undertakers.  The  rules  are  as 
follows : — 


Mr.  B.  .J.  Humphrey,  Toronto,  whose  Motor  Casket  Car  is  shown  on  page  40. 


or  four  ounces  of  fresh  fluid.  If  it  will  not  run  down 
insert  a  small  trocar  into  the  trachea  over  the  breast 
bone,  aspirate  then  inject.  We  are  assuming  that  this 
is  a  recently  drowned  body,  so  we  will  not  look  for 
water  in  the  pleural  cavities,  if  it  were  a  floater  there 
might  or  might  not  be  water  in  any  cavity  but  that,  as 
Kipling  says,  is  another  story. 

We  may  now  proceed  to  do  our  cavity  embalming 
carefully  so  as  not  to  rupture  any  of  the  large  vessels 
for  we  must  watch  the  drowned  body,  and  if  necessary 
reinject,  using  the  carotid  artery  for  this  purpose  as  it 
is  nearest  the  face,  and  can  be  injected  directly  up- 
ward.   The  electric  fluid  in  the  atmosphere  in  a  thun- 


1.  All  books,  toys,  and  articles  used  by  the  pa- 
tient should  be  burned  in  the  room,  if  possible.  If  this 
cannot  be  done,  they  may  be  wrapped  in  a  sheet  wet 
with  a  5  per  cent,  carbolic  acid  solution  and  carried  to 
a  vacant  space  at  least  one  hundred  feet  from  any 
dwelling  house,  where  they  can  be  burned. 

2.  Everything  that  cannot  be  boiled,  as  heavj'' 
woolen,  clothing,  furs,  comforts,  etc.,  must  be  spread 
out  and  so  arranged  that  as  much  surface  as  possible 
comes  in  contact  with  the  air.  Mattresses  and  pillows 
f-'hould  be  ripped  open  and  the  contents  exposed  when- 
ever it  is  impracticable  to  burn  them.  Booko  which 
l;a\o  been  used  by  the  patient  may  be  preserved  if 
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they  are  stood  on  end  and  the  leaves  well  spread  apart. 
Tl)o  contents  of  trunks,  boxes,  etc.,  should  be  spread 
O'lt  in  the  room  before  aerial  disinfection  is  started. 

o.  For  fumigating  liberate  in  the  room,  by  means 
of  f  generator,  a  40  per  cent,  solution  of  formaldehyde, 
using  not  less  than  ten  ovmces  of  formaldehyde  tor 
every  one  thousand  cubic  feet  of  air  space,  or  place 
in  V.  large  deep  vessel  six  and  one-half  ounces  of  per- 
manganate of  potash  to  which  add  one  piat  of  a  40 
per  cent,  solution  of  formaldehyde.  Use  the  pormanga- 
nate  and  formaldehyde  in  the  proportions  stated  for 
every  thousand  cubic  feet  of  air  space. 

Formaldehyde  is  not  expensive.  The  potassium 
permanganate  can  be  purchased  for  about  ');3  cents 
per  pound.  Therefore  the  actual  cost  of  material  for 
disinfecting  1,000  cubic  feet  of  air  .space  should  not 
exceed  30  cents. 

Sulphur  and  solidified  formaldehyde  are  not  to  be 
used  for  disinfecting  purposes  after  death  or  recovery 
from  any  dangerous  or  contagious  disease,  unless  the 
preparation  has  been  approved  by  the  State  Board  of 
Health. 

All  rooms  to  be  disinfected  should  contain  plenty 
of  moisture  and  be  heated  to  a  temperature  of  72 
degrees  Fahrenheit. 

When  disinfectant  is  placed  in  the  room,  all  open- 
ings should  be  closed  or  covered  with  strips  of  paper 
saturated  with  a  strong  disinfecting  solution  and  the 
room  left  closed  for  from  four  to  six  hours,  after  which 
all  windows  and  doors  should  be  opened  to  allow  the 
free  circulation  of  air. 

4.  P^ollowing  the  fumigating  with  a  thorough 
cleaning  up  of  the  premises,  wash  all  wood  work, 
doors,  floors,  casings,  etc.,  with  a  solution  of  bichloride 
of  mercury,  two  drachms  (one-fourth  ounce)  to  a  gallon 
of  water,  or  seven  ounces  of  carbolic  acid  to  a  gallon 
of  water.  This  cleansing  process  is  as  important  as 
fumigation.  "When  seven  ounces  of  carbolic  acid  to  a 
gallon  of  water  are  used  for  washing  casings,  floors, 
etc.,  for  the  purpose  of  disinfecting  them,  care  should 
be  taken  not  to  immerse  the  hands  or  other  parts  of 
the  body  in  this  solution.  Use  a  mop,  large  brush,  or 
some  similar  article.  When  carbolic  acid  is  used  for 
disinfecting  the  hands,  face,  or  other  parts  of  the  body, 
use  a  20  per  cent,  solution,  2  1-2  ounces,  to  the  gallon 
of  water. 

5.  After  the  infected  rooms  have  been  thoroughly 
disinfected,  all  movable  articles  should  be  placed  in 
the  sun  for  several  hours  and  the  door  and  windows 
opened  so  as  to  allow  a  free  circulation  of  air. 

Disinfection  is  based  upon  the  fact  that  most  com- 
iiuinica})]e  diseases  and  all  quarantinable  diseases  are 
caused  by  a  micro-organism  which  can  be  entirely  de- 
stroyed by  the  proper  use  of  certain  chemicals  which 
we  call  disinfectants. 

All  infected  material  which  has  little  value  should 
be  burned  as  the  l)est  means  of  preventing  the  spread 
of  the  disease. 

In  res]:)onse  to  the  complaints  of  many  undertakers 
tliat  they  were  una})le  to  obtain  the  material  needed  for 
disinfection  according  to  the  methods  recommended 
by  the  State  Board  of  Health,  the  Bulletin  above  re- 
ferred to  gives  the  following  recommendation  of  the 
Jioard : — 


1.  A  formaldehyde  generator,  using  not  less  than 
10  ounces  of  formaldehyde  for  each  1,000  cubic  feet  of 
air  space. 

2.  Six  and  one-half  ounces  of  permanganate  of 
potash,  in  the  crystal  form,  to  which  is  added  one  pint 
of  a  40  per  cent,  solution  of  formaldehyde. 

If  a  generator  is  used  in  liberating  the  fumes,  the 
initial  cost  of  the  generator  will  be  an  important  item. 
But  if  postassium  permanganate  and  formaldehyde  are 
used,  the  cost  of  material  for  disinfecting  1,000  cubic 
feet  should  not  exceed  30  cents.  Formaldehyde  can  be 
purchased  on  the  market  for  20  cents  per  quart  and 
potassium  of  permanganate  costs  about  35  cents 
per  pound. 

The  efficiency  of  both  these  materials  for  disinfec- 
tion has  been  demonstrated  and  there  is  no  reason 
why  local  Boards  of  Health  should  pay  a  high  price 
for  disinfectants,  which  have  not  been  tested  at  our 
laboratory,  and  therefore  cannot  be  recommended  for 
general  use  throughout  the  state. 

The  visiting  nurses  employed  by  the  local  Anti- 
Tuberculosis  Association  and  also  by  the  State  Asso- 
ciation are  important  factors  in  the  warfare  against 
tuberciilosis. 

The  first  essential  in  combating  this  disease  is  to 
know  what  to  do.  After  the  necessary  instructions 
have  been  given  to  the  family,  we  must  then  see  to  it 
that  the  patient  and  members  of  the  family  practice 
the  knowledge  which  they  have  acquired.  In  every 
locality,  where  a  visiting  nurse  has  been  employed,  ex- 
cellent results  are  obtained. 


REPORTED  ORGANIZATION  OF  FUNERAL 
DIRECTORS. 

The  organization  of  a  City  Funeral  Directors'  Asm- 
ciation  that  will  eventually  take  in  all  the  members 
of  the  profession  in  British  Columbia  is  promised,  ac- 
cording to  a  Vancouver  daily,  as  an  outcome  of  a  I'e- 
cent  visit  of  140  delegates  of  the  Washington  State 
Funeral  Directors'  Association.  The  visitors  arrived 
from  Seattle  and  were  welcomed  by  a  committee  of 
Vancouver  undertakers,  who  tendered  the  delegat  's 
a  banquet,  in  the  Hotel  Elysium,  at  which  Mr.  H.  AV. 
Merkley  presided.  The  city  funeral  directors  expressed 
themselves  as  being  appreciative  of  the  Washington 
Association's  visit,  and  are  arranging  to  discuss  a 
similar  organization  for  themselves. 


WILL  BE  IN  TORONTO. 

As  stated  in  their  announcement  in  this  issue  the 
Globe  Casket  Co.,  of  London,  will  have  showi-ooms  in 
Toronto  during  the  Exhibition,  they  having  secured 
suitable  quarters  at  98  King  Street  West.  Mr.  F.  W. 
Coles,  as  usual,  will  be  personally  on  hand  to  extend 
a  welcome  to  visiting  undertakers,  and  the  latter  can 
always  rely  on  a  cordial  welcome  from  the  Globe 
firm's  officers  or  representatives. 

Incidentally  attention  is  directed  to  the  illustration 
of  their  factory  on  another  page,  the  extent  of  which, 
those  who  have  never  visited  it  can  scarcely  appre- 
ciate. This  is  one  of  the  explanations  of  the  prompt 
service  for  which  the  Globe  firm  has  a  reputation. 
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The  Bvel  Casket  Co.  of  Hamilton,  will  have  a  re- 
presentative at  the  Prince  George  Hotel,  Toronto,  dur- 
ing the  Fair,  with  a  line  of  their  funeral  furnishings. 

The  Semmens  &  Evel  Casket  Co.  of  Hamilton,  who 
have  also  a  branch  at  Winnipeg,  will  have  temporary 
showrooms  in  Toronto  during  the  Exhibition.  They 
will  have  a  display  of  their  lines  at  the  Palmer  House. 


MR.  PERCY  SIMMONDS  DEAD. 

The  death  is  announced  of  Mr.  Percy  Siminonds, 
of  James  Simmonds  &  Co.,  who  are  dealers  ^n  hard- 
ware as  well  as  in  furniture  at  Dartmouth,  N.S. 


NEW  CASKET  CO. 

The  Dominion  Casket  Co.,  Ltd.,  whose  incorpora- 
tion is  announced  in  the  Ontario  Gazette,  are  to  have 
their  head  offices  in  Toronto.  The  authorized  capital 
of  this  new  organization  is  $100,000  and  the  provisional 
directors  are  Messrs.  J.  D.  Ripson,  W.  G.  Whitehead 
and  Charles  Elliott. 


MOVED  TO  AVENUE  ROAD. 

]\Ir.  John  W.  Bates,  undertaker,  has  severed  his 
connection  with  the  firm  of  Bates  &  Dodds,  and  is  con- 
tinuing in  business  under  the  style  of  "Bates  Burial 
Co.,"  at  124  Avenue  Road,  Toronto.  Mr.  Bates  has 
been  in  the  same  line  for  forty  years,  during  which 
time  he  l  as  had  experience  in  representing  large 
wholesale  and  manufacturing  houses. 


HEARSES  BURNED. 

Damage  to  the  extent  of  $20,000,  was  done  in  the 
establishment  of  the  Montreal  Funeral  Expense  So- 
ciety by  fire,  quotes  a  Montreal  despatch.  Six  horses 
were  burned  to  death,  and  five  hearses,  a  number  of 
carriages,  a  large  quantity  of  hay,  were  all  totally  de- 
stroyed. It  is  also  to  be  regretted  that  two  firemen 
were  injured  while  attempting  to  gain  control  of  the 
fiames. 


KEEPING  AN  EYE  ON  REGINA. 

Mr.  P.  Confer,  of  Winnipeg  and  St.  Boniface,  who  is 
proprietor  of  two  up-to-date  undertaking  and  embalm- 
ing establishments  in  the  above  named  cities,  was  in 
Regina  recently  on  a  business  trip.  Mr.  Confer  thinks 
much  of  Regina,  so  says  a  local  paper,  and  is  looking 
up  business  lots,  with  a  view  to  making  a  purchase 
and  establishing  there  a  branch  of  his  Winnipeg 
business. 

J.  M.  FULMER,  MANAGER. 

Tlie  Moncton  Undertaking  Company,  who  recently 
purchased  the  business  of  Mr.  A.  A.  Price,  has  se- 
cured the  services  as  manager  of  Mr.  J.  M.  Fuhner. 
He  has  had  thirty  years'  experience  in  the  business  in 
some  of  the  best  establishments  in  the  Maritime 
Provinces  and  in  Boston,  and  comes  to  Moncton  highly 
recommended  as  a  thoroughly  competent  and  up-to- 
date  funeral  director  and  embalmer.  The  Moncton 
Undertaking  ('ompany  will  carry  on  the  business  in 
all  its  branches  and  carries  a  large  and  well  assorted 
stock  of  funeral  supplies. 


WILL  ACCOMMODATE  VISITORS. 

Mr.  F.  L.  Coles,  general  manager  of  the  D.  W. 
Thompson  Co.,  Ltd.,  Toronto,  has  returned  to  this 
city  from  a  vacation  in  time  to  complete  preparations 
for  the  many  visitors  that  always  call  on  them  during 
Exhibition  weeks.  Owing  to  the  difficulty  in  securing 
hotel  accommodation  this  company's  arrangements  to 
provide  beds  for  visiting  undertakers  will  be  gr'^atly 
appreciated.  The  company  will  also  have  a  buffet, 
where  the  visitors  will  be  able  to  secure  lunches. 


NEW  PREMISES  FOR  CASKET  CO. 

The  Harriston  Casket  Co.,  of  Harriston,  Out.,  have 
just  moved  into  new  premises.  The  factory  proper  is 
a  brick  structure,  100  ft.  by  40  ft.,  with  planing-mill 
adjoining.  Mr.  R.  F.  Dale,  Reeve  of  Harriston,  who 
by  the  way,  has  been  elected  to  that  position  uninter- 
ruptedly for  seventeen  years,  is  the  managing  director 
of  the  company,  and  Mr.  A.  J.  Harford,  the  factory 
superintendent.  With  these  competent  men  in  charge, 
and  with  the  splendid  facilities  they  have  for  promptly 
filling  "rush  orders,"  the  prospects  for  the  firm's 
immediate  future  are  bright.  The  map  on  the  special 
envelopes  being  used  by  the  bus,iness  men  of  Harriston, 
attracting  attention  to  this  railway  centre,  is  due  to 
Reeve  Dale. 

This  shows  that  Harriston  has  fifteen  freight  trains 
and  ten  passenger  trains  each  day  on  the  C.  P.  R.  and 
G.  T.  R. 


HOME  FROM  THE  WEST. 

Mr.  A.  B.  Greer,  of  London,  Ont.,  builder  of  hearses 
and  carriages,  has  recently  returned  from  a  business 
trip  through  Western  Canada.  In  speaking  of  crop 
conditions  there,  Mr.  Greer  says  "The  prospects  are 
very  promising  indeed.  From  every  direction  came 
the  same  story, — that  unless  something  unforeseen  oc- 
curs, we  will  have  the  greatest  crop,  both  in  quantity 
and  quality,  that  the  West  has  ever  produced.  This, 
of  course,  will  bring  an  immense  amount  of  money  into 
Manitoba,  Saskatchewan  and  Alberta,  and  will  create 
a  demand  in  all  lines,  such  as  has  never  been  had  since 
the  opening  up  of  the  AVestern  country.  Large  crops 
mean  the  payment  of  back  debts,  and  the  more  prompt 
payment  of  accounts  in  the  future.  This,  to  the 
manufacturer,  is  a  great  deal,  and  I  think  we  may  look 
forward  to  a  more  satisfactory  return  for  our  goods 
in  the  future."  With  reference  to  the  results  of  his 
trip,  Mr.  Greer  expresses  himself  as  highly  pleasi'd. 


CHANGE  AT  MILLBROOK. 

Mr.  W.  J.  E.  Gillott,  of  IMillbrook,  Ont.,  has  j^ur- 
chased  the  furniture  and  undertaking  business,  for- 
merly carried  on  by  John  Gillott  &  Son. 


WALLPAPER  HOUSE  CHANGES  HANDS. 

Mr.  Fred  Mills,  according  to  the  "  Vancoiivci- 
AVorld, "  has  taken  over  the  entire  business  of  the 
Globe  W^allpaper  Esta])]islunent,  441  Hastings  St.  East, 
and  since  the  new  management  luis  taken  cliarge,  the 
number  of  employees  has  been  increased  from  seven 
to  twenty. 
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CHATHAM  BLAZE. 

Fire  from  an  unknown  cause  completely  gutted  the 
store  of  the  McDonald  Furniture  Co.,  of  Chatham.  The 
stock  was  completely  destroyed,  but  the  loss  was  par- 
tially covered  by  insurance.  The  fire  was  discovered 
by  Mr.  W.  A.  Crawford,  son  of  the  manager,  Mr.  C.  S. 
Crawford. 


DOUBLING  CAPACITY. 

The  Ontario  Spring  Bed  and  Mattress  Co.,  of  Lon- 
don, are  doubling  their  capacity  and  adding  the  manu- 
facture of  brass  beds,  steel  folding  couches  and  black 
coil  springs.  They  expect  to  have  their  additional 
capacity  ready  by  the  end  of  the  present  year  and  an- 
ticipate a  largely  increased  trade. 


BUSINESS  GOOD  IN  HARRISTON. 

The  Harriston  Furniture  Mfg.  Co.,  Ltd.,  express 
themselves  as  quite  pleased  with  the  volume  of  busi- 
ness done  this  year  to  date,  and  also  with  the  pros- 
pects for  the  fall  trade.  This  company  is  fortunate 
in  having  connected  with  it  Mr.  A.  Spotton,  the  genial 
Mayor  of  Harriston,  whose  legal  reputation,  by  the 
way,  extends  far  beyond  the  limits  of  the  town  in 
which  he  practices. 


A  PLANT  UNIQUE. 

The  accompanying  illustration  is  of  the  interior  of  a 
manufactory  not  yet  to  be  found  in  Canada, ^though 
the  goods  produced  are  being  used  in  this  ccuritry  m 


PREMISES  BURNED. 

During  the  severe  electric  storm,  which  passed  over 
Toronto  on  the  night  of  Monday,  Aug.  7,  fire  broke 
out  in  the  premises  of  the  Anchor  Manufacturing  Co., 
Ltd.,  at  146  Niagara  St.  Their  factory,  in  which  was 
manufactured  iron  and  brass  beds,  springs  and  mat- 
tresses, was  almost  completely  razed  to  the  ground, 
only  a  few  supports  and  a  little  of  the  front  wall  re- 
maining. The  manager  of  the  company,  Mr.  A.  W. 
Martin,  states  that  they  have  put  in  a  rush  order  for 


increasing  numbers.  This  is  where  the  glass  is  made 
for  the  glass  bases  of  the  sliding  furniture  shoes 
manufactured  l)y  Onward  Mfg.  Co.,  of  Berlin.  This 
plant  is  at  Menosha,  AVis.,  and  is  built  for  the  special 
purpose  of  turning  out  glass  base  shoes  exclusively. 

VARNISH  MAN. 

The  PTolland  Varnish  Company,  makers  of  "Dyke" 
varnislies,  have  appointed  Mr.  W.  A.  McNaught,  for- 
merly purchasing  agent  for  the  Montreal  Street  Rail- 
way, their  Toronto  and  Hamilton  sales  manager.  Mr. 
McNaught 's  headquarters  will  be  in  Toronto. 


AN  ADDITION. 

By  the  erection  of  a  new  cutting-out  room  the 
Stratliroy  Furniture  Co.,  Ltd.,  are  increasing  their 
manufacturing  space.  The  new  addition  is  seventy  by 
eighty  feet,  with  due  consideration  given  to  the  liglit- 
ing  and  ventilating  that  is  essential  to  the  best  results 
of  such  a  department. 


new  machinery,  and  expect  to  be  doing  business  again 
within  a  short  time.  They  also  state  tliat  the  fire  will 
not  interfere  with  their  display  at  the  Exhibition. 

CHANGE  IN  LISTOWEL  FURNITURE  COMPANY. 

Mr.  A.  J.  Mitchell,  formerly  of  Hespeler,  Out.,  has 
been  appointed  Superintendent  of  the  Listowel  Fur- 
niture Co.'s  factory.  In  view  of  the  fact  that  Mr. 
Mitchell  is  an  experienced  draughtsman  and  designer, 
he  will  no  doubt  prove  a  valuable  acquisition  to  this 
firm. 


FURNITURE  BUSINESS  BOOMING  IN  OWEN 
SOUND. 

Tlie  Owen  Sound  Furniture  Company,  are  erecting 
a  new  factory,  which  when  completed  will  be  up-to- 
dat(^  in  every  respect.  The  main  factory  building  will 
be  221  X  60  feet  and  four  stories  high.  This  should 
make  a  creditable  addition  to  the  factories  of  Owen 
Sound. 
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NEW  VACUUM  CLEANER  COMPANY. 

Among-  the  recently  incorporated  companies,  an- 
nounced in  the  Ontario  Gazette,  appears  the  name  of 
the  Ontario  Vacuum  Cleaner  Co.,  Ltd.,  whose  head- 
quarters are  in  Windsor,  Out.  The  authorized  capital 
of  the  new  organization  is  $40,000,  and  its  provisional 
directors  are  Messrs.  Elihu  AA^igle,  A.  F.  Harwood,  and 
Edwin  Wigle. 


OWEN  SOUND  INDUSTRY. 

In  commenting  upon  the  commencement  of  build- 
ing operations  on  the  new  furniture  factory  in  Owen 
Sound  the  "Times"  of  that  city  said: — "The  new 
l)uilding  will  run  east  and  west  on  Fourteenth  street 
west  on  the  south  side,  almost  a  continuation  of  the 
North  American  Furniture  Company's  plant,  from 
wliieh  it  will  be  separated  by  but  a  narrow  driveway. 
The  new  ln;ilding  will  be  substantially  larger  than 
called  for  in  the  terms  of  the  by-law,  by  which  Robert 
S.  Coryell  of  Toronto  was  granted  a  loan  of  $25,000. 
The  new  building  will  be  221  feet  long  and  62  feet  in 
width,  with  boiler  house  62  feet  by  46  feet,  and  dry 
kiln  87  feet  by  65  feet.  The  height  of  the  main  build- 
ing which  will  be  of  brick  construction  will  be  four 
storeys,  with  the  adjacent  buildings  one  storey.  The 
conditions  of  the  by-law  call  for  a  building  175  feet 
in  length  by  60  feet  in  width.  Contractor  R.  H.  Leth- 
l)ridge  has  the  contract  for  the  building  and  to  The 
Times  stated  that  though  he  had  three  months  in  which 
to  complete  his  part  of  the  work,  was  confident  that  it 


would  be  finished  in  two  months.  The  contract  for  the 
woodAvork  was  secured  by  contractor  Alex.  Green. 
When  completed  the  new  structure  will  present  a  fine 
appearance  and  being  practically  continuous  with  the 
big  plant  of  the  North  American  Furniture  Company, 
will  make  a  solid  factory  block  about  six  hundred  feet 
in  length.  By  October  the  building  will  be  completed 
and  in  a  few  weeks  thereafter  another  merry  crescendo 
will  be  added  to  the  hum  of  industry  and  business  in 
Owen  Sound's  manufacturing  hive.  It  is  not  amiss  to 
note  here,  too,  that  Owen  Sound  Furniture  Company's 
new  plant  will  turn  out  nothing  but  the  highest  grade 
and  most  elaborately  finished  furniture,  the  workiuan- 
ship  on  which  will  necessarily  be  practically  all  skilled 
labor  demanding  and  receiving  the  best  pay." 


HAS  CONFIDENCE  IN  PORCUPINE. 

Up  in  South  Porcupine  there  is  a  firm  whicli  is 
showing  its  confidence  in  the  camp  and  district  by 
erecting  a  modern  store  and  office  building.  The  Por- 
cupine Press,  commenting  on  this,  says,  "J.  C.  McNabl) 
&  Co.,  of  Cobalt,  will  not  only  put  up  a  building,  which 
will  carry  an  immense  furniture  stock,  but  in  order  to 
secure  an  architectural  feature  to  the  building,  have 
made  it  two  stories  in  height,  and  provided  for  a  num- 
ber of  offices  on  the  second  floor.  Were  all  merchants 
to  have  as  much  pride  in  erecting  their  buildings,  new 
mining  camps  would  have  the  appearance  of  confi- 
dence. Instead,  there  is  a  tendency  at  times  to  'get 
the  money  any  old  way,'  and  shacks  rather  than 
buildings  are  put  up." 


STANLEY  PIANOS 

PLAYERS  and  UPRIGHTS 

A  profitable  line  for  Furniture  Dealers,   easily  sold  and  requiring-  a  very 
small  investment  for  samples. 

TORONTO  EXHIBITION 

offers  you  a  splendid  opportunity  to  see  them,  and  you  are  cordially  invited 
to  call  at  our  Exhibit  and  g-et  prices. 

OUR  PRICES  and  STYLES 

will  enable  you   to   meet  all  competition. 

We  will  be  pleased  to  hear  from  you,  and  if  not  already  locally  represented, 
quote  our  prices  and  terms. 


STANLEY   PIANO  CO. 

TORONTO 
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MUSICAL  INSTRUMENTS  IN   THE  FURNITURE 
STORE— A  FURNITURE  MAN  RELATES 
HIS  EXPERIENCE. 

EARLIER  in  the  history  of  the  musical  industry  in 
Canada  the  retailing  of  organs  was  frequently 
an  important  department  in  the  furniture 
store.  As  the  industry  progressed,  however,  enter- 
prising men  found  a  profitable  field  in  devoting  their 
wliole  attention  to  the  retailing  of  pianos  and  organs 
and  exclusive  establishments  for  this  purpose  multi- 
plied until  now  every  centre  has  its  one  or  more  piano 
and  organ  stores,  which  are  usually  among  the  most 
creditable  places  of  business  in  a  town  or  city. 

There  are  throughout  the  country  numbers  of  ex- 
cellent agencies  controlled  by  furniture  (men,  and 
latterly  there  has  been  a  greater  disposition  on  the 
part  of  the  furniture  dealer  to  take  on  this  line.  The 
furniture  retailer's  particular  connection  brings  him  in 
contact  with  so  many  prospective  piano  purchasers 
that  he  cannot  well  resist  the  profits  thus  voluntarily 
offered.  Like  every  other  side  line  that  the  furniture 
man  may  take  on,  however,  the  musical  instrument 
business  can  be  a  losing  one  as  well  as  one  of  profit. 

The  following  interview,  which  gives  the  experience 
of  one  furniture  man  is  full  of  suggestion  though,  per- 
haps a  trifle  misleading  as  to  profits.  Any  interested 
reader,  however,  can  readily  secure  all  the  informa- 
tion he  desires  in  this  connection. 

A  Furniture  Retailer's  Experience. 

"Answering  your  inquiry  as  to  why  I  entered  the 
piano  bu.siness.  I  can  only  say  that  from  a  business 
observation  the  investment  looked  good  to  me.  See- 
ing the  way  the  piano  men  in  this  town  would  sell  a 
certain  make  of  piano  one  day  for  $3.50,  and  then  the 
next  week  perhaps  sell  the  same  article  for  $200  is  one 
reason. 

"In  the  furniture  and  carpet  business  I  have  been 
fairly  successful.  Some  four  years  ago  one  of  my  cus- 
tomers was  in  the  market  for  a  piano,  and  asked  me 
whether  I  could  supply  him  with  one.  Not  knowing 
how  to  go  about  it,  or  where  to  get  pianos  at  whole- 
sale prices,  I  consulted  the  proprietor  of  one  of  the 
piano  houses  in  the  town,  and  he  made  me  the  follow- 
ing proposition :  I  was  to  give  him  the  prospect,  and  if 
the  sale  were  consummated  he  would  charge  me  10 
per  cent,  above  the  wholesale  price  of  the  piano,  which 
would  cover  the  cost  of  selling  and  surrender  the 
lease  to  me.  The  proposition  looked  reasonably  fair 
for  the  reason  he  explained  to  me  at  the  time,  I  Avould 
have  no  trouble  in  making  the  sale,  and,  in  addition,  I 
would  not  have  any  money  tied  up  in  stock,  and  he 
thought  10  per  cent,  was  not  out  of  the  way. 

"The  sale  was  completed,  and  I  called  on  him  the 
next  day  and  gave  him  my  check  plus  10  per  cent, 
above  the  wholesale  price  he  charged  nie.  I  liave  since 
found  out  he  made  a  profit  on  the  wliolesale  price  of 
about  30  per  cent. ;  l)ut  with  all  that  it  still  left  a  good 
margin  for  me  and  prompted  ine  to  look  for  further 
sales. 

"Here  is  where  the  mistake  comes  in,  when  a  mer- 
chant, be  he  in  the  piano  business  or  any  other,  does 
not  keep  his  promises.  I  immediately  went  to  the 
piano  store  with  another  prospect  to  whom  they  sold 


a  piano,  and  imagine  my  surprise  when  I  called  there 
the  next  day  to  take  charge  of  the  lease  and  pay  for 
the  piano  plus  the  10  per  cent.,  to  have  Mr.  Piano 
Man  say  he  had  changed  his  mind.  It  was  only  a 
prospect  I  had  sent  to  the  store,  and  consequently  was 
entitled  to  $5  only.  From  the  profit  I  received  from 
the  first  piano  I  sold  I  could  see  at  a  glance  the  profits 
were  fairly  good,  and  since  he  acted  contrary  to  his 
agreement  the  thought  struck  me  why  could  I  not  be 
a  competitor — buy  pianos  like  I  did  other  merchandise 
and  sell  like  the  other  piano  men?  I  went  over  the 
ground  thoroughly,  took  everything  into  consideration, 
the  number  of  extra  men  I  would  be  obliged  to  em- 
ploy, the  competition  I  would  have  to  contend  with 
and  the  expense  I  would  be  under.  But  I  decided  to 
take  a  chance,  although  the  piano  man  said  in  very 
plain  language  when  he  heard  it,  that  he  would  break 
me.    I  am  still  intact. 

"I  am  glad  to  say  my  piano  department  has  been 
successful  from  the  beginning,  and  although  I  have 
to  contend  with  sharp  competition,  and  I  might  be 
called  a  novice  in  the  game,  I  have  yet  to  lose  the  first 
sale  where  I  entered  into  competition  with  another 
dealer.  To  illustrate,  it  is  a  common  thing  here  after 
a  piano  is  sold  and  a  payment  made  for  a  competitor, 
if  he  finds  out  where  the  piano  has  been  placed,  to  at- 
tempt to  break  the  sale.  It  has  been  tried  on  me 
more  than  once,  but  without  success.  My  sales  were 
usually  good  and  strong.  Frequently  I  help  my  men 
personally  to  make  sales.  Only  recently  I  was  in- 
formed that  a  certain  party  was  negotiating  for  a 
piano.  One  of  my  salesmen  came  to  me  and  told  me 
he  could  have  made  a  sale  had  he  had  a  piano  as  good 
as  the  one  wanted.  In  other  words  he  was  partial  to 
it.  I  explained  to  him  if  he  had  the  make  the  cus- 
tomer wanted,  and  sold  it,  this  would  require  so  sales- 
manship ;  but  if  he  sold  something  else  that  would  be 
salesmanship.  To  make  a  long  story  short,  I  took 
charge  of  this  sale  and  made  an  appointment  with  the 
man  for  that  night,  and  succeeded  in  selling  two 
pianos — one  to  this  party  and  the  second  one  to  a  re- 
lative. 

"In  conclusion  I  want  to  say  that  I  am  more  than 
satisfied  with  this  branch  of  my  business,  and  expect 
to  continue  selling  pianos  as  long  as  I  am  in  business. 
I  am  located  on  the  main  street  of  the  town  and  occupy 
an  up-to-date  building,  with  passenger  elevator.  I  use 
my  entire  first  floor,  which  is  a  room  about  30  by  100 
feet,  to  display  pianos  and  player  pianos.  I  do  con- 
siderable advertising  and  during  the  Fall  have  re- 
gular concerts  to  display  particularly  the  player 
piano." 


AT  HIS  OWN  WAREHOUSE. 

Mr.  W.  J.  Craig,  the  well  known  Ontario  repre- 
sentative of  the  Hespeler  Furniture  Co.,  H.  Krug  Fur- 
niture Co.,  and  Jacob  and  Josef  Kohn,  will  be  in  To- 
ronto during  the  Exhibition  at  his  own  warehouse, 
21!)  Victoria  Street,  where  he  has  samples  of  the  last 
mentioned  firm's  lines  and  complete  catalogues  and 
photos  of  the  lines  of  the  two  Canadian  firms.  His 
location  is  convenient  and  easy  to  find,  being  about 
midway  between  Shuter  Street  and  Wilton  Ave. 
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A  CHANGE  AT  ORILLIA. 

The  World  Furnishing  Co.,  Limited,  Orillia,  On- 
tario, has  disposed  of  its  manufacturing  plant  to  a  new 
company  styled  The  Orillia  Furniture  Co.,  Limited. 

The  new  company  purposes  making  a  better  grade 
of  furniture  than  was  previously  made  in  this  factory, 
and  have  included  in  their  business  two  first-class  fur- 
niture men.  Mr.  A.  J.  Taylor,  the  manager,  has  had 
two  years'  experience  in  retail,  and  nine  years  in 
manufacturing ;  six  and  a  half  of  which  was  spent 
under  the  careful  eye  of  Mr.  J.  S.  Knechtel,  Hanover. 
Mr.  N.  P.  Haines,  the  vice-president  of  the  company,  is 
superintendent.  He  has  spent  ten  years  in  that  ca- 
pacity in  Canada,  although  he  gained  considerable  ex- 
perience in  Grand  Rapids,  Michigan,  where  he  spent 
two  years  equipping  himself  for  responsibility.  He 
also  does  the  designing  and  drafting,  and  his  work  in 
this  respect  will  speak  for  itself. 

They  are  both  aggressive  young  men  of  good 
ability,  so  that  they  will  doubtless  make  many  friends 


in  the  trade  in  the  years  to  come.  Mr.  J.  B.  Tudhope, 
M.P.P.,  is  president  of  company,  which  augurs  well 
for  the  success  of  the  new  organization. 


GENDRON  AFFAIRS. 

The  Gendron  Mfg.  Co.,  we  learn,  will  be  strong 
contenders  for  trade  next  season.  Having  as  they 
claim  prepared  a  surprise  for  the  dealer,  they  are  go- 
ing to  exhibit  at  "Canada's  National,"  and  will  be 
found  in  the  Industrial  building,  same  stand  as  be- 
fore. Especially  constructed  square  designs  for  den 
and  living  room  will  be  shown,  also  an  eye  opener  in 
doll  carriages  and  sleighs,  collapsible  folders  and 
baby  carriages  for  1912.  Their  travellers  from 
Ontario,  Quebec  and  Maritime  Provinces  will  be  on 
hand  to  meet  old  friends  and  the  trade. 


You  are  paid  for  what  you  finish,  not  for  what  you 
start. 


Snyder  Bros.  Upholstering  Co.,  Ltd.,  Waterloo,  Ont. 


One  of  the  members  of  the  above-named  firm, 
who  has  been  in  the  West^for  several  weeks,  re- 
ports excellent  results  in  the  interests  of  his  firm, 
the  demand  for  their  upholstered  furniture  being 
greater  than  any  previous  year. 

The  custom  of  retailers  visiting  the  premises 
of  the  manufacturer  is  a  growing  one  and  the 
former  find  it  an  advantage  to  make  an  occa- 
sional visit  to  the  factory  and  see  the  actual 
goods,  a  valuable  adjunct  to  the  examination  of 
photos,  particularly  when  a  number  of  manufac- 


turers of  different  lines  are  so  conveniently 
grouped  as  in  Waterloo  and  Berlin. 

Their  sample  room  is  one  of  the  places  of  in- 
terest in  Waterloo.  It  occupies  7,500  feet  of 
floor  space  and  they  endeavor  at  all  times  to  keep 
their  full  line  displayed.  Their  lines  include 
couches,  three  and  five  piece  suites,  odd  parlor 
chairs,  living  room  chairs,  Morris  chairs,  mission 
chairs,  rockers,  mission  tables,  settees,  daven- 
ports and  novelties. 
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PICTURES  AND  MOULDINGS. 

WHILE  not  strictly  a  necessity  to  the  success  of 
the  furniture  store,  a  picture  frame  depart- 
ment can  undoubtedly  be  made  a  very  im- 
portant adjunct  to  the  store's  success.  Of  course  such 
a  department  should  be  condvicted  along  lines  that  will 
bring  success,  and  in  so  doing  the  department  would 
have  to  be  well  looked  after.  The  utmost  care  should 
be  exercised  in  the  buying  of  stock,  and  if  framed 
pictures  are  sold  care,  too,  must  be  taken  in  the  choos- 
ing of  the  subjects  of  the  pictures. 

No  dealer  can  buy  all  the  pictures  which  are  shown 
him.  In  fact  it  is  not  necessary  that  he  should,  for 
many  of  them  may  prove  unsalable,  as  local  taste  and 
fashion  are  often  important  factors.  It  is  well  to  ex- 
amine most  carefully,  considering  the  demands  of  the 
customers,  the  stock  on  hand,  and  see  whether  one 
has  pictures  of  the  same  character  or  not,  or  others 
more  attractive  and  salable.  At  times  one  may  be 
doubtful  with  regard  to  the  purchase  of  a  certain 
class  of  pictures.  When  such  is  the  case  it  is  well  to 
think  it  over  night;  it  is  remarkable  how  one's 
thoughts  are  sifted  and  a  decision  made.  This  sub- 
ject is  quite  important,  because  in  a  very  short  time 


'  l! 


a  considerable!  amount  of  money  can  be  tied  up  in 
folios. 

Then  the  department  must  be  kept  up  to  date,  and 
the  dealer  should  be  able  to  inform  his  customers  as  to 
the  latest  ideas  in  framing,  and  also  be  able  to  give 


helpful  hints  and  suggestions  regarding  the  arrange- 
ment of  the  pictures  on  the  wall ;  and  in  fact  he  should 
have  some  idea  of  artistic  work  that  would  be  helpful 
to  his  customers  and  so  bring  closer  the  sale  of  his 
stock.    The  store  stock  should  be  neatly  arranged  and 


the  department  should  be  in  a  convenient  part  of  the 
premises  so  that  the  layout  of  the  store  and  the  ar- 
rangement of  the  picture  framing  department  will  be 
attractive. 

The  secret  of  success  is  attractive  arrangement  or 
grouping  on  the  wall  and  tables,  and  but  few  things 
shown  at  a  time,  so  as  to  avoid  confusion.  Keep 
changing  the  displays  so  that  something  new  is  always 
to  the  front.  Also  keep  the  folios  classified  and  the 
prints  clean,  with  the  edges  eared  for.  Prints  make  a 
better  impression  on  a  customer  if  neatly  displayed, 
and  just  a  word  here  as  to  the  way  of  handling  prints. 
They  should  be  treated  most  carefully  and  given  the 
minimum  amount  of  handling,  for  a  creased  and 
wrinkled  print  is  poor  property  to  own,  and  poorer 
still  to  sell. 

A  very  important  point  is  the  window  display.  The 
attractive  window  will  hold  the  attention  of  the  pas- 
serby, and  the  same  may  be  said  of  the  store.  A  great 
deal  more  might  be  done  by  dealers  in  this  direction. 
Change  the  window  very  often;  every  few  days  would 
do  no  harm ;  put  few  things  in,  but  place  them  so  that 
they  will  attract  as  much  attention  as  possible.  A  good 
plan  is  to  show  but  one  kind  of  picture  at  a  time.  This 
gives  a  dignified  appearance,  is  restful  to  the  eye  and 
makes  a  better  impression  than  where  a  sample  of 
everything  is  shown.  AVhen  these  matters  are  at- 
tended to  the  dealer  may  be  said  to  be  ready  to  begin 
his  sales. 

To  make  money  in  the  picture  framing  business 
it  is  necessary  to  ask  a  fair  price.  It  is  useless  to  ex- 
pect success  and  at  the  same  time  sell  goods  for  cost 
or  under.  In  framing,  make  it  a  point  to  do  the  best 
work  possible,  using  the  best  quality  of  mouldings, 
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glass  and  other  materials.  Tlien,  if  the  work  is  the 
best,  good  prices  may  be  asked. 

There  are  many  dealers  who  have  no  conception  of 
the  large  loss  in  making  np  frames.  Ordinarily  the 
cost  of  the  different  materials  which  enter  into  the 
make-up  of  the  frames  are  taken,  and  that,  with  the 
labor,  is  considered  the  cost.  But  little  thought  is 
given  to  the  excessive  waste — "waste  in  moulding,  back- 
ing, glass  by  breakage,  shop  expenses,  rent,  light  and 
heat,  etc.  This  is  all  a  question  of  percentage  and 
must  be  figured  out  and  applied  in  proper  ratio  to 
each  article  made,  before  a  profit  can  be  figured. 
Many  a  man  would  be  surprised  if  liecould  have  placed 
before  him  at  the  end  of  six  months,  say,  the  actual 
loss  from  the  items  mentioned. 

The  way  pictures  are  framed  has  a  very  great  deal 
to  do  with  the  effect.  Period  pictures  should  have 
period  frames — that  is,  the  frame  and  picture  should 
be  of  the  same  period.  "When  a  picture  is  not  a  period 
picture,  its  color,  size  and  action  must  be  studied  and 
the  frame  chosen  with  reference  to  these. 

Pictures  showing  large  objects,  vivid  colors,  lively 
action,  require  wire,  deep  frames.  Quiet  pictures  take 
inconspicuous  frames.  Many  an  oil  painting  that  has 
an  elaborate  gilt  frame  shouting  around  it  Avould  look 


vogue  these  days,  though  some  very  pretty  effects  in 
slender  polished  woods  are  new.  Expecially  beautiful 
are  the  dead  finished  Circassian  walnut  shown  in  dome 
and  0  G  designs,  and  the  Dutch  pyramid  frames  are 
particularly  seasonable.  They  run  in  widths  from 
one  inch  to  four  inches. 

Dead  finish  oak  frames  in  the  variety  of  dark  color- 
ings, principally  brown,  attractively  set  off  sepia  tints 
and  other  dark  finished  pictures. 

Instead  of  the  highly  polished  gold  and  gilt  frames 
(which  are  of  course  in  good  taste  for  very  expensive 
pictures)  the  dull  finish  prevails.  The  new  French 
antique  gilt  mouldings  while  perhaps  not  so  elaborate 
as  those  shown  in  past  seasons,  show  probably  quite 
as  much  workmanship.  The  frames  are  not  so  heavy, 
running  more  to  simple  designs  and  effects.  An  an- 
tique frame  in  powdered  gilt  with  polished  high  lights 
is  very  attractive.  Some  of  these  frames,  too,  have  a 
brown  and  gray  finish  which  gives  a  distinctive  tone 
to  the  individual  picture. 

One  of  the  newest  colors  is  Chippendale,  which 
looks  like  real  old  mahogany.  The  effect  of  the 
finished  frame  looks  as  though  an  old  weathered  bit 
of  mahogany  had  been  polished  for  this  distinctive 
purpose. 


better  in  a  frame  of  wood  stained  to  a  color  that  har- 
monizes with  the  tones  of  the  picture. 

Every  picture  has  its  special  color,  like  every  wo- 
man. There  are  some  people  who  look  stunning  in 
blue,  but  will  look  positively  hideous  in  red.  Others 
appear  to  best  advantage  in  browns.  In  the  same  way 
picture  frames  must  harmonize  with  the  pictures  they 
enclose,  or  the  picture  appears  to  poor  advantage. 
Just  as  the  complexion  of  an  individual  dictates  the 
color  of  the  clothes  that  the  individual  shall  wear,  so 
the  color  of  the  picture  indicates  the  tone  of  the  frame 
that  it  needs.  Harmony  may  be  secured  by  making 
the  tone  of  the  frame  fit  the  darkest  general  mass  in 
the  picture.  This  does  not  necessarily  mean  the  dark- 
est tone,  but  the  darkest  tone  that  is  general.  Tlie 
color  of  the  frame  should  be  more  neutral  than  the 
picture  mass. 

The  wall,  or  the  wall  covering  rather,  is  what  kills 
the  picture  in  many  houses.  People  who  will  have 
intensely  figured  wall  coverings,  should  keep  their 
pictures  in  portfolios.  The  wall  should  be  the  unas- 
sertive background — nothing  more. 

The  present  styles  of  picture  frames  run  to  anti(iue 
and  fine  veneers.    Polished  frames  are  not  so  much  in 


One  of  the  newer  woods  used  for  framing  is  the 
gumwood,  which  is  found  in  the  Central  and  Eastern 
States,  much  of  it  in  the  Mississippi  Valley.  The  pores 
and  rings  of  the  wood,  which  are  closely  woven,  allow 
of  it  taking  a  high  polish. 

The  present  rage  is  for  embossed  and  carved 
mouldings,  the  whole  design  of  the  frame  being  made 
out  of  the  one  piece  of  wood.  The  composition  frames 
this  season  are  shown  in  new  and  dainty  effects. 

For  pastelles  some  exceedingly  new  and  tasty 
frames  are  shown.  One  shown  in  a  rosewood  centre 
with  antique  border  and  a  slight  gilt  mat, — in  fact  the 
combination  of  antique  gold  and  rosewood  veneer 
frames,  which  have  been  in  vogue  this  last  two  sea- 
sons, seem  to  grow  in  popularity.  Some  of  the  mats 
are  veneer  and  they  look  very  pretty,  especially  when 
used  to  accompany  dark  colored  pictures. 

Mirrors  in  many  designs  are  shown;  one  of  these 
is  a  long  slender  panel  mirror,  has  a  Circassian  walnut 
frame  with  the  popular  dull  gold  finish,  the  top  being 
inset  with  a  colonial  dames'  head. 

Other  new  colorings  which  are  expected  to  prove 
popular  for  picture  frames  or  mirrors  are  the  Flemish 
brown  and  rusty  effects. 
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Do  CARPETS  Pay?— "Of  all  our  side  lines  our 
carpet  department  i^ays  the  best,"  said  a  suc- 
cessful retailer  in  discussing  this  subject  with 
a  representative  of  the  Canadian  Furniture  World  re- 
cently. "In  fact,"  he  added,  "we  do  not  consider 
carpets  a  side  line  for  the  furniture  store  any  more, 
but  a  line  that  belongs  to  this  business  more  than  to 
any  other."  Out  of  a  number  of  furniture  retailers 
interviewed  in  regard  to  the  carpet  department,  more 
than  three  quarters  handled  floor  coverings,  but  less 
than  half  of  that  number  gave  this  particular  depart- 
ment any  degree  of  credit  as  a  profit  producer,  and 
several  stated  emphatically  that  they  had  actually  lost 
money  in  carpets.  The  retailer  quoted  at  the  com- 
mencement of  this  paragraph  pointed  out  how  easily 
the  department  can  be  a  losing  one,  and  in  personal 
conversation  with  furniture  retailers  in  other  places  he 
had  found  comparatively  few  to  enthuse  over  carpets, 
but  the  reason  did  not  lie  in  the  goods  or  the  prices, 
but  entirely  in  the  matter  of  handling,  or  "lack  of 
knowledge"  which  three  words  cover  a  multitude  of 
shortcomings  in  this  or  any  other  line,  and  the  advice 
of  this  particular  retailer  to  his  brother  retailers  is  to 
keep  out  of  carpet  retailing  if  they  do  not  propose  to 
give  it  close  personal  attention  or  put  a  reliable  person 
in  charge. 

His  Experience. — The  gentleman  quoted  above  is 
one  of  the  members  of  a  firm  located  in  a  good  manu- 
facturing town  of  about  three  thousand  population. 
The  business  of  furniture  and  undertaking  is  an  old 
established  one  now  in  the  hands  of  the  second  genera- 
tion, young  and  aggressive  men,  who  are  continuing  the 
policy  that  has  given  the  name  a  most  enviable  reputa- 
tion for  honesty  and  reliability.  This  fact  is  mentioned 
as  having  an  important  bearing  on  the  results  of  their 
methods  of  catering  to  the  wants  of  the  people.  In 
the  town  are  a  great  many  Avell  paid  mechanics,  and 
there  is  an  excellent  farming  community  on  three 
sides.  There  are  many  fine  homes  in  the  town  owned 
by  business  men  and  manufacturers,  and  among  the 
workmen  a  large  proportion  are  home  owners.  "I  be- 
lieve first,  the  man  who  is  selling  the  carpets  should  do 
the  buying,"  said  the  retailer  in  question,  for  with  a 
limited  population  greater  consideration  to  patterns 
and  prices  is  necessary,  and  if  the  man  who  does  the 
selling  does  the  buying,  he  will  buy  more  carefully. 
The  great  bugbear  is  of  course  remnants,  and  these 
we  are  always  selling  at  less  than  cost,  and  one  thing 
the  seller  must  not  lose  sight  of  is  to  satisfy  the  cus- 
tomer and  at  the  same  time  concentrate  on  the  piece 
tiiat  will  cut  to  the  greatest  advantage ;  nine  times  out 
of  ten  the  customer  will  accept  the  retailer's  recom- 
mendation, so  you  see  how  necessary  it  is  to  have  stock 
that  is  suitable,  or  in  other  words  that  is  selected  with 
a  view  to  winning  the  approval  of  the  people  of  the 


community,  and  not  because  the  retailer  himself  may 
or  may  not  fancy  the  pattern. 

Avoid  Very  Cheap  Goods. — One  retailer,  who  was 
rather  discouraged  with  his  carpet  department,  though 
he  frankly  blamed  the  care  he  gave  it  rather  than  the 
department  for  its  lack  of  success,  said  the  demand  with 
him  ran  to  cheap  lines,  and  when  people  wanted  some- 
thing good  retailing  at  a  dollar  a  yard  or  over,  they 
either  went  or  sent  to  the  city  for  it.  He  showed  the 
Furniture  World's  representative  his  stock  and  the 
reason  that  his  people  went  elsewhere  for  their  better 
carpets  was  readily  apparent,  he  had  none  to  show 
th  em.  Yet  in  the  town  of  less  than  five  thousand  in- 
habitants it  Avould  probably  not  prove  profitable  to 
carry  anything  to  retail  at  more  than  a  dollar  per 
yard,  or  a  dollar  and  a  quarter  at  the  outside.  This 
applies  to  Ontario  tOAvns ;  Western  points  would  add 
twenty-five  per  cent,  to  this.  The  experience  of  the 
retailer  who  so  willingly  gave  his  views  to  the  writer 
is  that  the  people  can  be  educated  out  of  the  demand 
for  cheap  hemps  and  lines  that  retail  at  less  than  half 
a  dollar  per  yard,  and  his  summing  up  resulting  from 
several  years'  experience  and  a  knowledge  of  carpets 
gained  before  entering  the  furniture  business  was  that 
for  the  average  manufacturing  town  of  three  to  five 
thousand  population,  the  carpet  stock  should  run  from 
fifty  cents  to  a  dollar,  or  possibly  a  dollar  and  a  quar- 
ter. "Above  this  price,"  said  he,  "we  could  not 
afford  to  carry  the  assortment  that  tlie  limited  demand 
would  require,  so  that  the  people  would  go  to  Toronto 
anyway,  and  we  have  to  let  them." 

Rugs  Going  Out. — Much  as  many  furniture  retail- 
ers Avill  regret  to  see  rugs  become  a  thing  of  the  past, 
the  death  knell  of  their  popularity  has  already  been 
sounded.  This  does  not  mean  that  they  are  going  to 
disappear  at  once,  nor  will  they  probably  ever  entirely 
disappear,  but  in  fashionable  homes  the  trend  is  now 
toward  a  complete  covering  of  the  floors,  and  the  same 
idea  has  taken  possession  of  many  smaller  and  less 
fashionable  home  owners.  There  is  a  reason,  or  rather 
a  couple  of  reasons,  and  they  are  quite  logical  too. 
Housewives  who  have  had  the  labor  or  responsibility 
of  keeping  the  highly  waxed  hardwood  floors  in  con- 
dition are  beginning  to  conclude  that  the  labor  is  too 
great,  and  much  greater  than  taking  care  of  carpets. 
With  the  dearth  of  competent  house  help,  or  even  half 
competent  help,  this  has  an  important  influence.  It  is 
also  noticed  that  the  beautifully  polished  kitchen  and 
hall  floors  and  drawing  room  borders,  and  oak  stairs 
are  accountable  for  many  falls  to  the  housewife  and 
her  help.  While  those  people  who  have  not  hard  wood 
floors  are  constantly  coveting  their  clean  and  healtiiy 
appearance,  they  do  not  know  the  tension  under  which 
persons  using  them  every  day  are  under  to  prevent 
slipping  or  falling.    Just  recently  a  woman  who  has 
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the  means  to  indulge  her  personal  tastes  recently  sold 
her  home,  and  she  said  "hardwood  floors  throughout" 
was  the  force  that  did  the  selling,  "but  there  will  not 
be  a  single  hardwood  floor  in  my  new  home,"  she  em- 
phatically declared.  "I  and  my  girls  have  had  many 
a  fall,  and  nobody,  who  has  not  had  to  keep  the  hard- 
wood floors,  know  what  a  labor  it  is,  so  when  I  sold 
the  house  I  readily  accepted  the  buyer's  offer  for  all 
my  rugs,  and  after  this  I  will  have  linoleum  on  the 
kitchen  floor  and  carpets  on  all  tlie  others."  This 
is  a  typical  incident  and  a  sign  of  the  times,  and  in 
various  United  States  centres  furniture  men  who 
handle  floor  coverings  say  "Yes,  they  are  doing  a 
splendid  trade — in  piece  goods."  Notwithstanding 
this  fact,  however,  it  will  be  quite  safe  to  continue  to 
buy  rugs,  for  they  have  many  advantages,  and  of 
course  the  retailer  is  going  to  feature  this,  for  rugs 
leave  no  remnants. 

Kitchen  Cabinets.  —  The  popularity  of  kitchen 
cabinets  and  the  evolution  of  these  useful  household 
commodities  is  another  of  the  hundreds  of  evidences  of 
what  can  be  accomplished  in  the  way  of  creating  a  de- 
mand, and  which  by  the  way,  is  largely  done  now-a- 
days  by  means  of  printer's  ink.  From  the  day  that 
the  dollar  and  a  half  pine  table  for  the  kitchen  was 
"good  enough,"  to  the  present  elaborately  fitted  up 
cabinet  is  not  a  far  cry,  and  to  the  great  advantage  of 
the  enterprising  retailer  is  the  latter.  The  heart  of 
the  "average  woman"  is  in  her  kitchen,  and  it  is  no 
mere  theorizing  that  the  kitchen  cabinet  with  its  time 
and  step  saving  features  appeal  to  her  to  an  extent 
that  she  will  buy  it.  She  is  buying  it,  and  to  such  an 
extent  that  the  kitchen  cabinet  is  featured  as  one  of 
the  strong  lines,  and  in  fact  is  practically  considered  a 
line  by  itself  for  manufacture.  There  are  a  few  re- 
tailers in  some  of  the  smaller  places  who  still  consider 
the  kitchen  cabinet  too  high  priced  for  their  particular 
trade,  and  yet  they  must  know  of  the  cabinets  that  are 
shipped  into  their  own  communities  by  their  aggres- 
sive competitors,  the  mail  order  houses.  They  must 
also  realize  too  that  the  kitchen  cabinet  has  the  same 
degree  of  esteem  as  the  kitchen  range,  which  so  many 
fathers  consider  an  appropriate  addition  to  the  wed- 
ding gifts  bestowed  upon  son  or  daughter  about  to 
embark  on  the  sea  of  matrimony.  These  are  points  of 
which  the  retailer  is  thoroughly  cognizant,  but  of 
wliich  it  seems  necessary  to  remind  him  occasionally 
to  goad  him  into  active  resistance  of  the  mail  order 
house  competition. 

Vacuum  Cleaners. — A  line  that  has  made  consider- 
able profit  in  eitlier  sales  or  rentals  is  the  vacuum 
cleaner.  Whether  this  legitimately  belongs  to  the 
furniture  or  to  the  hardware  retailer  looks  like  a  de- 
batable question,  but  it  actually  belongs  to  the  one 
who  takes  it  up  and  gives  it  intelligent  attention.  One 
retailer  spoken  to  in  this  connection  expressed  little 
faith  in  it  as  a  permanent  proposition,  and  for  that 
reason  did  not  take  it  on  as  well,  because  he  already 
had  enough  lines  to  occupy  his  entire  time.  The 
vacuum  cleaner,  however,  compared  with  other  modern 
utilities  has  made  rapid  headway  due,  no  doubt,  to  the 
aggressive  and  intelligent  exploiting  given  it  by  its 
manufacturers,  and  where  carpets  are  sold  would  seem 


to  be  the  logical  place  to  look  for  it.  Peculiarly 
enough  the  exploitation  of  vacuum  cleaners  se  nns  to 
have  affected  carpet  sweeper  sales  in  a  manner  opposed 
to  what  might  have  been  thought.  The  introduction 
of  the  vacuum  cleaner  has  increased  the  demand  for 
carpet  sweepers  is  the  claim  of  many.  They  account 
for  the  claim  by  stating  that  the  comparative  prices 
impress  many  people  with  the  idea  that  if  they  cannot 
afford  the  vacuum  cleaner  they  can  at  least  buy  the 
carpet  sweeper,  and  they  buy  the  latter.  Again  they 
assert  that  there  are  things  the  vacuum  cleaner  will 
not  do  but  that  the  sweeper  will,  consequently  buyers 
of  the  former  want  the  latter  also.  In  the  meantime 
the  vacuum  cleaner  is  doing  business  and  seems  a  most 
fitting  line  for  the  furniture  retailer. 

Says  Vacuum  Cleaners  Pay. — Whether  it  is  because 
of  indifference  or  designedly,  a  number  of  furniture 
retailers  have  let  the  vacuum  cleaner  business  go  to 
the  hardware  man.  True  enough  it  is  not  in  the  best 
interests  of  the  sale  of  high  class  furniture  to  load  up 
with  a  lot  of  side  lines,  but  so  numerous  are  the  latter 
and  so  closely  identified  with  furniture  and  furnish- 
ings that  the  name  "side  line"  is  really  a  misnomer. 
A  hardware  merchant  in  Belleville,  for  example,  last 
season,  the  spring  of  1910,  sold  five  hand  power  ma- 
chines all  to  persons  who  had  previously  rented  the 
machines.  For  the  season  they  estimated  their  profits 
in  this  line  in  rentals  and  sales  at  $125.  A  firm  in  a 
New  Ontario  town  took  advantage  of  spring  house 
cleaning  to  feature  vacuum  cleaners  in  his  local  news- 
paper, thusly. — "No  carpets  to  beat.  Vacuum  cleaner 
to  rent.  We  have  just  got  in  a  new  and  up-to-date 
vacuum  cleaner  which  we  are  prepared  to  rent  at  the 
following  prices:  One-half  day,  50c.;  one  day,  75c. 
We  will  deliver  the  cleaner  at  your  house,  show  you 
how  to  operate  it,  and  call  for  it  when  you  are  through. 
This  is  a  good  way  to  lessen  the  work  of  housecleaning 
at  small  cost."  The  hint  may  be  useful  for  fall  house 
cleaning.  Important  as  is  the  actual  profit  this  line 
yields  there  is  the  additional  advantage  of  getting  into 
communication  with  people  who  might  '  e  open  to 
furniture  or  furnishing  suggestion,  and  who  might  not 
otherwise  be  reached. 

Styles. — At  the  present  time,  the  larger  dealers  re- 
port that  carpet  sales  are  good  in  all  designs  and  colors. 
While  no  one  style  appears  to  be  an  outstanding  seller, 
the  buying  public  are  showing  a  marked  tendency  to 
favor  the  smaller  and  particularly  the  plainer  designs. 
On  the  American  side  too,  the  former  preference  of 
purchasers  for  large  floral  eflPects  seems  to  be  giving 
way  to  a  demnnd  for  the  opposite.  This  condition  in 
the  carpet  business  is  a  fortunate  one,  for  with  all  pat- 
t-^rns  moving,  the  chance  of  accumulating  a  "dead 
lin^^"  is,  for  the  retailer,  materially  lessened. 


LOOK  AHEAD ! 

Keep  to  broad,  sure  lines,  and  study  them  to  be 
certain  that  they  are  correct  ones.  Watch  the  natural 
operations  of  trade,  and  keep  within  them.  Don't 
waste  your  effort  on  a  thing  which  ends  in  a  petty 
triumph,  unless  you  are  satisfied  with  a  life  of  petty 
success.  Be  sure  that  before  you  go  into  an  enter- 
prise you  see  your  way  clear  to  stay  through  to  a 
successful  end.    Look  ahead! — John  D.  Rockefeller. 
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When  the  Shutters  Are  Up 


AN  EXPERT'S  OPINION. 

A  student  in  medical  college,  while  learning  the  use 
of  the  ophthalmoscope,  was  told  to  examine  a  man's 
eye  and  report  upon  the  condition  of  it.  The  doctor- 
to-be  adjusted  the  instrument,  and  looked  long  and 
searchingly  into  the  subject's  left  optic. 

"Most  remarkable,"  he  ejaculated,  with  a  surprised 
look.  Readjusting  the  ophthalmoscope,  he  again  care- 
fully scrutinized  the  eye.  "Very  extraordinary  in- 
deed," he  exclaimed.  "I  never  heard  of  such  an  eye. 
This  must  be  some  new  disease.  Have  you  ever  had  an 
expert's  opinion  on  it?" 

'  *  Once, ' '  was  the  laconic  reply.  ' '  The  man  who  put 
it  in  said  it  was  a  fine  bit  of  glass." — Tit  Bits. 


NO  RESEMBLANCE. 

"Now,  Nora,"  said  the  departing  physician  to  the 
Irish  girl  who  was  nursing  a  bad  case  of  fever,  "if  the 
patient  sees  snakes  again,  give  him  a  dose  of  this  me- 
dicine.  I  shall  be  in  again  at  six." 

The  hour  for  his  return  arrived.  The  physician  once 
more  visited  the  sick  patient  and  found  him  raving. 
He  had  been  so,  said  the  nurse,  for  hours. 

"And  did  you  give  him  the  medicine?"  inquired 
the  puzzled  doctor. 

Nora  shook  her  head. 

"But  didn't  I  tell  you  to  give  it  to  him  if  he  saw 
snakes  again?"  demanded  the  physician. 

"But  he  didn't  say  he  saw  snakes  this  toime,  doch- 
ter,"  replied  the  nurse,  confidently.  "He  said  he  saw 
red,  white,  and  blue  turkeys,  wi  straw  hats  on!" 


A  SAFE  GAME. 

He  may  have  meant  to  be  polite,  but  there  can  be 
no  question  that  he  actually  did  a  very  rude  thing.  He 
was  a  Frenchman  riding  in  a  street-car.  Two  women 
entered,  and  seeing  no  seats,  stood.  The  gentleman, 
who  sat  near  them,  rose,  removed  his  hat,  and  said,  "I 
give  my  seat  to  the  elder  of  these  two  ladies." 

Neither  made  a  move  to  take  the  seat,  but  each 
glanced  at  the  other  in  a  haughty  manner,  as  much  as 
to  say,  "Sit  down,  madam!" 

"Is  neither  madame,"  said  the  Frenchman,  bowing 
to  one  lady,  "nor  madame,"  bowing  to  the  other  "the 
elder?    Then  I  shall  have  to  resume  my  seat." 

MORE  LIGHT. 

"Vader,  I  vant  a  money-box  to  put  mine  pennies  in. 
A  good  big  box  to  hold  a  lot.  Don't  buy  a  penny  tin. 
Und  ven  Itake  ze  pennies  out  I'll  put  'em  back  again 
until  I  haf  enough  to  buy  a  golden  vatch  and  chain." 

"Ah,  Isaac,  you  vas  clever  poy.  You  make  my 
lieart  feel  gay.  Shust  save  your  pennies  and  you'll  find 
you  make  a  pile  some  day.  Now  you  can  haf  dis  money- 
box dat  hangs  against  de  vail.  You  put  your  pennies 
in  dis  slot  and  hear  how  nice  dey  fall." 


Then  Isaac  put  in  twopence  and  father  turned  the 
crank.  The  poor  boy  felt  quite  proud  to  have  so  large 
a  savings  bank,  whilst  Isaac's  father  chuckled  as  he 
heard  the  coppers  pass,  and  knew  his  little  boy  had  paid 
for  twenty  feet  of  gas. 


SAYING  GRACE. 

Mr.  Blobbs  dined  the  other  evening  with  some 
friends.  "When  the  guests  were  seated  the  host  bent  his 
head  and  began  speaking  in  a  subdued  tone. 

"Eh,  what's  that?"  demanded  Blobbs,  who  sat  be- 
side him,  and  who  is  rather  deaf. 

The  host  smiled  patiently  and  began  again  in  a 
louder  voice. 

"Speak  a  little  louder;  I  don't  catch  what  you  say," 
Blobbs  persisted. 

A  low  ripple  of  laughter  went  round  the  table.  The 
host,  his  face  crimson  with  embarrassment,  raised  his 
voice  still  higher.  The  poor  old  man  did  his  best  to 
hear,  but  failed. 

"What  did  you  say?"  he  demanded  irascibly. 

The  host  cast  him  an  angry  glance.  "Dang  it,  I'm 
saying  grace!"  he  yelled. 


HAD  IT  IN  FOR  SUCH. 

An  elderly  gentleman  was  strolling  in  the  East 
End  when  a  woman  rushed  up  to  him. 

"Oh,  sir,  will  you  please  come  at  once?  There's 
three  brutes  of  men  jumping  on  a  poor  organ  grinder." 

"Is  he  a  big  organ  grinder?"  queried  the  old  gen- 
tleman, calmly. 

"No,  no,  sir;  quite  a  little  man.  Oh,  come  at  once, 
or  it  will  be  too  late ! ' ' 

"I  don't  see  why  I  should  interfere,"  replied  the 
old  gentleman.  "If  he's  a  small  man,  the  three  men 
don't  need  any  help." 


A  DEFICIENT  EAR. 

"You  should  give  your  daughter  an  occasional  word 
of  encouragement  about  her  music,"  said  the  instruc- 
tor. 

"I  tried  that,"  replied  Mr.  Cumrox.  "I  told  her 
the  other  day  that  her  playing  had  improved  very 
much." 

"Was  she  pleased?" 

"No.  Tears  came  into  her  eyes  as  she  explained 
that  what  I  had  been  listening  to  was  the  work  of  the 
piano  tuner." 


It's  easy  enough  to  be  pleasant. 
While  life  flows  along  like  a  song; 
But  the  man  wortli  while 
Is  the  man  with  a  smile. 
When  everything  goes  dead  wrong. 

— Sunny  Tom. 
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WILL  ADD  FURNITURE. 

Fi*ank  A.  Child,  hardware  merchant  of  Cochrane 
and  ]\Iatheson,  Ont.,  is  adding  furniture  in  the  former 
place.  He  had  purchased  a  $1.5,000  store  in  Cochrane, 
but  which  Avas  completely  destroyed  by  the  calamitous 
fire  of  the  past  summer.  Cochrane  was  formerly  the 
branch,  but  IMr.  Child's  faith  in  the  future  of  that 


place  decided  him  to  remove  from  Matheson  and  locate 
his  residency  in  Cochrane,  where  he  is  building  a  mag- 
nificent store.  It  is  his  purpose  to  devote  the  second 
floor  to  the  display  of  furniture.  Mr.  Child's  younger 
brother,  who  is  seen  in  the  portrait  with  him  will  be 
transferred  to  Matheson. 


ANTICIPATE  GOOD  FALL  TRADE. 

John  C.  Mundell  &  Co.,  Elora,  will  exhibit  their 
lines  at  117  King  St.  West,  Toronto,  during  the  Cana- 
dian National  Exhibition.  The  shoAvrooms  will  be  in 
charge  of  Mr.  John  C.  Stockford,  as  usual,  who  returns 
from  a  successful  Western  trip  in  time  for  the  Exhibi- 
tion. This  firm  makes  a  specialty  of  Morris  chairs 
and  rockers,  and  they  anticipate  large  sales  in  this 
line  for  the  coming  months. 


HAS  FURNISHED  ROOMS. 

The  furnished  room  idea  of  selling  furniture  and 
furnishings  is  no  new  idea  in  the  stores  of  the  larger 
cities,  but  is  somewhat  out  of  the  ordinary  in  smaller 
places,  though  just  as  effective. 

Mr.  Wesley  Walker,  of  Clinton,  Ont.,  believes  he 
is  the  only  retailer  outside  of  the  cities  to  show  a 
completely  furnished  house.  His  furnished  rooms  em- 
brace one-half  of  the  upper  floor  of  the  store,  and 
these  are  furnished  in  the  latest  style  to  show  the 
newest  goods.  The  rooms  furnished  are  hall,  library, 
drawing-room,  dining-room  and  a  bed-room.  Mr. 
Walker's  entire  floor  space  includes  no  less  than  8,000 
feet. 


FIDELITY  REWARDED. 

"What  shall  we  say  of  Senator  Siiiugg?" 
"Just  say  he  was  faithful  to  his  trust." 
"And  shall  we  mention  the  name  of  the  Trust?" 


We  Admit  Some 
Imperfections 

BUT 

Give  this,  the  first  issue  of 

Canadian  Furniture  World 
and  The  Undertaker 


a  little  attention  and  you'll  find  enough  useful- 
ness in  it  to  make  it  worth  many  times  the  trifling 
cost  of  $  1 .00  per  year. 

The  October  number  will  be  better  yet,  and 
plans  are  complete  for  several  issues  ahead  that 
will  ensure  improvements  every  month. 

^  The  "  Traveller's  Observations  "  should  interest 
you — they  are  actual  experiences — so  should  the 
article  on  "  Figuring  Costs  and  Profits."  It  is 
intensely  practical  and  you  can  put  it  to  work. 

^  The  first  bookkeeping  lesson  is  only  a  hint  of 
useful  accounting,  banking  and  commercial  law 
information  to  come.  And  then  there  is  depart- 
ment for 

The  Funeral  Director 

^  Arrangements  are  almost  ready  to  announce 
a  series  of  Practical  Embalming  articles  by  a 
well  known  authority. 

^  In  the  meantime,  the  October  number  will 
have  a  full  report  of  the  Annual  Convention  of 
the  Canadian  Embalmers'  Association. 

^  Send  us  word  to  put  you  on  our  list.  You 
may  enclose  a  dollar  or  tell  us  to  draw  on  you. 
Your  money  back  if  dissatisfied. 

FULLERTON    PUBLISHING  CO. 

42-44  Agnes  Street 
TORONTO       -  -  CANADA 
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GEO.  W.  STONEMAN  &  CO. 

FURNITURE  VENEERS 


Circassian  Walnut 

the  striking  feature  of  the 

CHICAGO  SHOW 


We  have  it  in  all  its  variated  colors  and  figures. 
The  finest  and  largest  selection  of  wood  ever  shown 
by  one  house. 

We  show  the  largest  and  most  select  line  of 
Walnut  in  Longwood,  Butts,  and  dimension  stock  of 
any  manufacturer  in  the  world. 

Write  us  for  quotations  on  Pin  Block,  Bellows, 
Core  and  Cross  banding  stock. 


845-851  West  Erie  Street 

CHICAGO,    -  ILLINCIS. 
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A   BRISK   SELLER    FROM   THE    IMPERIAL  LINE 


The  chair  here  illus- 
trated is  another  of 
the  "I  M  PERIAL" 
Line  on  which  any 
retailer  can  stake  his 
reputation,  as  we  do 
ours. 


GET  OUR 
CATALOGUE 


Keep  in  mind  that 
Stratford  is  a  Carload 
Point  in  the  heart  of 
Canada's  Furniture 
producing  centre. 
This  is  especially  im- 
portant to  Western 
Retailers. 


GET  OUR 
CATALOGUE 


HMPEEIIAL  EATTAH  €©□  LnMHTED 

Manufacturers  of  Reed  Chairs,  Children's  Carriages  and  Go-Carts 
STRATFORD,  -  CANADA 


T] 


There  is  nothing  in  chairs 
that  surpasses 

STRATFORD  CHAIRS 

We  know  because  we  study 
Chairs  ALL  THE  TIME  and 
originate  chair  designs  that 
the  public  approve  of 


STRATFORD, 


MAM  C@=  OMITED 

CANADA 


Vol.  I. 


Toronto,  October.  1911 


No 


A  N  aLSSortment  of  our  PARLOR  a^nd 
^  MUSIC  CABINETS  on  your  floor 
will  add  prestige  to  your  whole  stock. 
Order  early,  for  they're  in  great  demand. 


STRATFORD.  ONTARIO 
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SUCH  AS 

Cobbler  Rockers  Roll  Seat  Rockers 

Saddle  Seat  Rockers  Upholstered  Rockers 

Cane  Seat  Rockers  Morris  Rockers 

and  Fancy  Rockers 

are  lines  that  very  likely  you  know  all  about.  If  so,  you  will  feel  enthusiastic  over  iheir  good  qualities  the  moment 
you  hear  them  mentioned.  Especially  so  because  of  their  quiok-seUin^■  properties,  and  tlie  certainty  of  a  profitable 
outcome  to  the  Dealer  from  his  investment. 

To  the  man  who  is  not  familiar  with  the  good  points  of  these  Rockers,  we  say  frankly — the  matter  is  one  that  is 
worth  looking-  into.  That  these  Rockers  are  quick  sellers,  affording  at  the  same  lime  a  handsome  profit  to  the 
dealer,  is  being  proved  every  day.  The  line  is  a  large  one,  ensuring  ample  range  and  variety  for  your  stock, — the 
designs  are  new, — the  workmanship  guaranteed.  A  postal  card  will  bring  you  Blue  Prints,  and  a  sample  order 
give  the  fullest  satisfaction. 

And  the  best  of  it  is  that  we  stand  back  of  our  goods  in  every  particular. 


JOHN  C.  MUNDELL  &  CO.,  Elora,  Ont. 


ESTABLISHED   20  YEARS 

The  reputation  of  our 
Springs  is  unequalled. 
Our  Guaranteed  Tempered 
Upholstering  Spring  has 
been  pronounced  the 
Best  Yet. 

JAMES  STEELE,  LIMITED 

GUELPH  ::  ::  ONTARIO 


United  Typewriter  Co. 

Limited 

7  and  9  Adelaide  St.  E.  in  Toronto 
Everywhere  in  Canada 


Bookkeeping 
by  Machinery 

A  large  manufacturer 
says:  '*  Our  Underwood 
Condensed  BillingType- 
writer  and  the  system 
you  devised  to  go  with  it 
is  the  best  investment 
we  ever  made.  The 
machine  saves  the  cost 
every  four  months." 

See  the 
Adding  Typewriter 
Computing 
Typewriter 


Baby 
Sleighs 


No.  1144  Boys  Sleigh 
Black  Enamelled  Runners,  Top  Painted  Yellow  and  Blue. 
Many  Other  Designs 


Boys  and  Girls 
Sleds  a^nd  Sleighs 

Flexible  Sleighs,  etc. 


1186  Holland  SleUh 


137  Duchess  Street 
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THAT  TRADE  MARK 

represents  a  volume  of  Kitchen 
Cabinet  advantages. 
Is  it  on  the  Kitchen  Cabinets 
you  buy  ? 
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KNECHTEL 

KITCHEN  KABINETS 

are  manufactured  in  twenty  different  styles.  They  are  advertised  in 
leading  home  periodicals  and  magazines.  The  demand  has  been 
created.     Every    home    without    one    is    a   good    "prospect"   for  a 

KNECHTEL  KITCHEN  CABINET 


II 


Study  the  Illustration. 


seamless 


Notice  the  extension  top.     It  is  one 
sheet  of  mirror-bright  aluminum. 

It  is  just  the  correct  height  for  the  average  wo- 
man. It  is  made  to  suit  the  woman,  not  the 
man. 

The  top  will  not  warp — neither  will  it  tarnish, 
stain  or  corrode,  and  that  is  a  big  argument. 

The  flour  bin  will  hold  fifty  pounds.  It  has  a 
tilting  device  for  filling  and  has  a  sifter  at  bottom. 

The  sugar-bin  is  dust-tight,  ant-proof  and  as 
sanitary  as  humanity  can  make  it.  It  has  a 
faucet  to  regulate  the  flow — prevents  waste. 

The  metal  bread  and  cake  box  with  tight  lid  is 
its  own  argument — in  fact  so  is  the  entire  cabinet 
— if  you  will  put  it  where  it  can  be  seen. 

It  is  made  of  thoroughly  seasoned  and  kiln-dried 
lumber,  put  together  better  than  necessary'  and 
has  a  pleasing  appearance. 


The  Knechtel  Kitchen  Cabinet  Co.,  Limited 


(The   Kitchen  Cabinet  People) 


Hanover 


Ontario 


2 


CANADIAN  FUENITUKE  WORLD  AND  THE  UNDERTAKER. 


This  Globe-Wernicke  Desk  is  the  desk  of  the 
day.  Flat  tops  are  in  vogue  and  the  sanitary 
style  appeals  to  people  because  it  is  sanitary. 

Are  you  letting  the  De.'k  and  Office  Equip- 
ment business  get  away  from  you  ?  This  Desk 
is  one  of  the  Globe-Wernicke  lines  that  will 
work  with  you  to  keep  the  office  trade,  and 
besides—  many  men  want  this  desk  for  home 
use. 


Are  for  the  home  or  office. 
Where  a  Desk  is  used  "Elastic" 
Book  Cases  are  also  a  necessity. 
They  are  in  eight  heights  and 
two  widths  and  harmonize  with 
prevailing  designs  and  finishes. 


Make  life -long  buyers  of  first 
customers  because  they  can 
always  be  added  to  as  more 
capacity  is  required. 


STRATFORD         ■  CANADA 
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Suite  No.  I  306-1  by 


The  Dymond  Colonial  Co  s,  ud 

Is  another  line  that  people  want  in  their  homes.  It  is  one  that  retailers 
can  conscientiously  recommend  to  their  most  particular  customers. 
They  will  appreciate  the  recommendation  for  an  entire  lifetime.  :  :  : 


The  Frames 

are  of  carefully  seleded 
quartered  oak,  beautifully 
marked,  seasoned  and  kiln- 
dried.  They  are  massive 
in  design  and  at  once  sug- 
ge^  durability. 


The  Covering 

of  No.  1  Sp  anish  Lea- 
ther with  laced  edge,  and 
the  upholstering  is  in  the 
be^  quality  of  ela^ic  felt ; 
the  work  is  as  carefully 
executed  as  if  always  open 
to  inspedion. 


If  you  have  not  already  arranged  about  this  Suite  let  us  urge  you 
to  find  out  all  about  it  before   you  miss  some  good  Fall  sales. 

The  DYMOND  COLONIAL  GO'S,  Ltd. 

Strathroy        ::        ::  Ontario 

We  have  ready  a  supplementary  Catalogue,  a  copy  of  which  will  be  mailed  on  application. 


CANADIAN  FUENITUEE  WOELD  AND  THE  UNDEETAKER. 


Unn  Mddlnnnnisi  aoDdi  L®w 


THE  explanation  of  our  being  able  to 
offer  unbeatable  and  almost  unbe- 
lievable values,  whether  for  a  single 
crate  of  goods  or  a  carload  order,  is  in 
our  own  Timber  Limits,  our  own  Saw 
Mills,  owning  and  operating  different 
Factories  and  each  Factory  being 
specialized. 

The  Knechtel  policy  of  service  is  thus 
worked  out  to  a  maximum  of  efficiency 
with  a  minimum  cost  of  production, 
always  having  in  view  salability  of  design, 
thoroughness  of  construction  and  a  fair 
and  square  deal  to  our  customer  and  to 
his  customer. 


IH!ainn©^@ir 
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GENERAL  COMMENT. 

A TORONTO  FURNITURE  STORE  attracted  many 
people  to  its  windows  with  a  display  of  work 
done  by  the  boys  in  the  manual  training  classes 
of  the  public  schools.  The  display,  which  included 
various  articles  for  household  use,  in  wood  and  ham- 
mered brass,  shown  in  a  "silent  salesman,"  was  the 
means  of  directing  attention  to  the  store  and  to  goods 
displayed  in  the  window. 

BUILDING  PERMITS  ISSUED  by  thirty  cities  in 
Canada  for  the  month  of  August,  show  an  increase  of 
41.3  per  cent,  over  the  same  month  of  1910.  Of  the 
thirty  cities,  only  seven  showed  a  decrease  in  permits 
issued.  The  individual  per  centage  increases  ran  as 
high  as  734  per  cent.  The  figures  show  that  Winnipeg 
issued  the  largest  amount  of  permits,  with  Toronto 
second,  Montreal  third,  and  Vancouver  fourth.  These 
thirty  cities  scattered  from  coast  to  coast,  show  that 
Canada's  prosperity  is  general,  and  this  must  be  a 
source  of  gratification  to  the  furniture  industries,  for 
naturally,  more  building  means  more  furniture  and 
furnishing. 

THE  ELECTION  CAMPAIGN  being  now  a  mem- 
orable event  of  Canadian  history,  business  people  have 
settled  back  to  their  normal  activities.  While  local 
trade  in  all  communities  was  more  or  less  interrupted 
temporarily,  it  is  a  high  tribute  to  both  the  good  sense 
of  the  Canadian  people  and  the  country's  industrial 
stability  that  there  was  no  upheaval  of  economic  con- 
ditions, such  as  we  are  accustomed  to  connect  with 
in  Presidential  elections  in  the  United  States.  Now 
that  the  Laurier  administration  has  passed  under  and 
the  electors  have  elected  against  reciprocity,  it  is  the 
duty  of  all  advocates  of  the  pact  to  fall  in  with  the 
majority  for  the  further  development  of  the  countrv. 

"PRINCE  RUPERT,  B.C.,  is  going  ahead  very 
rapidly,"  writes  an  enthusiastic  snibscriber,  "more  es- 
pecially real  estate  values  on  inside  properties.  We 
thought  it  was  wild  when  corner  lots  sold  two  years  ago 
for  $20,000.  Some  of  the  other  good  double  corners 
sold  for  $6,000  to  $10,000.  A  property  that  sold  for 
$8,000  is  worth  $60,000  now.  A  property  for  which 
$10,000  was  paid,  the  owner  now  refuses  $100,000.  A 


property  that  sold  for  $9,000  was  sold  again  for  $58,- 
000  some  time  ago.  We  have  some  big  undertakings. 
The  Grand  Trunk  Pacific  is  going  to  spend  $5,000,000, 
the  Dominion  Government  the  same,  and  private  cor- 
porations by  the  dozen,  or  thereabouts,  smaller 
amounts. "  The  letter,  it  should  be  explained,  was  writ- 
ten a  week  before  the  Dominion  elections. 

"OVERALL  FACTORIES  cannot  keep  up  with 
their  orders,"  may  be  an  inelegant  illustration  of 
Canada's  industrial  activity,  but  it  is  a  forcible  one. 
There  is  not  a  cloud  visible  on  Canada's  commercial 
horizon,  and  notwithstanding  the  change  of  the  ad- 
ministration at  Ottawa,  the  sun  will  continue  to  shine 
and  the  rain  continue  to  descend  upon  the  unjust  as 
well  as  upon  the  just.  In  furniture  manufacturing 
circles  the  greatest  problem  appears  to  be  to  secure  an 
adequate  supply  of  competent  workmen  to  handle  the 
output  necessary  to  fill  this  year's  orders.  In  this  con- 
nection there  are  going  to  be  some  disappointed  re- 
tailers, and  they  will  include  those  men  Avho  always 
procrastinate  in  placing  their  orders. 

TO  ORDER  EARLY  is  advice  that  retail  furniture 
men  have  been  getting  as  long  as  they  have  been  re- 
tailers. Many  of  them  consider  that  this  admonish- 
ment is  purely  in  the  interest  of  the  manufacturer,  and 
consequently  do  not  feel  disposed  to  give  it  any  at- 
tention. Early  ordering  is  in  a  measure  in  the  interest 
of  the  manufacturer,  but  more  so  in  the  interests  of 
the  retailer  himself,  for  it  ensures  his  having  stock  on 
his  floors  when  he  is  in  greatest  need  of  it.  There  is 
no  furniture  retailer  that  has  not  had  at  some  time  to 
admit  a  lost  sale  because  of  not  having  the  goods.  It 
is  not  possible  to  carry  everything  all  the  people  want 
all  the  time,  but  it  is  possible  to  avoid  being  out  of 
the  every  day  requirements  of  the  community. 

"THE  HOTEL  BUSINESS  may  be  a  precarious 
line  for  the  man  engaged  in  it,"  said  an  Ontario  re- 
tailer to  the  Furniture  World  recently,  "but  I  have 
just  made  a  very  good  deal  with  the  leading  hostelry  in 
my  town."  Asked  for  more  particulars,  he  enlarged 
on  the  fact  that  Ontario  hotels  must  "keep  hotel,"  and 
the  business  life  of  so  many  of  them  depending  upon 
better  service  and  better  accommodation,  they  are  us- 
ing better  furniture.  "If  furniture  retailers  Avould 
have  their  eyes  open  when  they  are  outside,  as  Avell  as 
when  they  are  in  the  store,  they  would  see  many  op- 
portunities for  doing  business,  that  they  are  now 
neglecting,  and  there  would  be  less  complaint  of  out- 
side factories  coming  into  the  towns  to  do  the  hotel 
business  wholesale." 

CANADIAN  SHIPPERS  are  intensely  interested  in 
a  recent  decision  of  the  Interstate  Commerce  Commis- 
sion of  the  United  States,  and  hope  that  Canadian  rail- 
way freight  rates  may  receive  a  similar  transcontinen- 
tal jolt.  The  decision  referred  to  establishes  that 
charges  shall  not  be  greater  to  intermediate  points 
than  on  through  shipments.  Reductions  were  ordered 
on  shipments  to  such  centres  as  Spokane,  Salt  Lake 
City  and  other  Western  cities,  but  more  important,  the 
principle  was  established  that  rates  to  the  inlai'd 
western  towns  should  be  made  on  a  graded  scale,  being 
a  proportional  part  of  the  rate  to  the  coast.  The  idea 
of  the  Commission  seems  to  be  to  establish  rates,  based 


6 


CANADIAN  FUENITUEE  WORLD  AND  THE  UNDERTAKER. 


on  haul  and  not  on  competition.  It  now  looks  as  if 
inland  centres  in  Western  Canada  will  soon  have  the 
benefits  of  lower  rates. 

LONG  CREDITS  are  the  bane  of  every  retailer  who 
has  not  been  able  to  inaugurate  a  strictly  cash  basis  of 
selling.  The  manner  in  Avhich  book  accounts  can  ab- 
sorb capital  is  a  constant  nightmare  to  the  man  Avho 
has  not  some  effective  rule  for  preventing  these  be- 
coming too  extensive.  When  doing  a  credit  business  it 
is  difficult  to  adoi:)t  hard  and  fast  lines,  and  the  re- 
tailer knows  best  how  to  handle  his  different  cus- 
tomers. Every  overdue  account  on  which  interest  is 
not  collected,  represents  a  decreased  profit,  for  the 
money  so  tied  up  could  either  be  earning  interest  or 
making  a  profit  in  merchandise.  The  longer  time  the 
accounts  are  carried  the  greater  the  proportion  of 
losses  in  this  way,  and  in  the  same  proportion  do  the 
losses  from  bad  debts  decrease  as  the  terms  of  credit 
are  shortened. 

A  MANUFACTURES  SUGGESTS  that  there  is 
need  in  the  furniture  trade  of  this  country  for  an  or- 
ganization embracing  membership  from  both  retailers 
and  manufacturers.  The  latter,  he  pointed  out,  had 
the  necessary  machinery  to  bring  them  together  when 
occasion  required,  and  the  retailer  could  connect  with 
the  Retail  Merchants'  Association  if  he  desired,  but 
there  was  no  provision  for  both  retailers  and  manufac- 
turers meeting  together  to  talk  over  the  problems  of 
miitual  interest  that  were  always  arising.  Because 
of  this  being  the  state  of  affairs,  there  was  not  the 
same  opportunity  for  manufacturers  to  secure  general 
opinion  from  retailers,  and  which  they  were  always 
anxious  to  have.  The  tendency  is  for  retailers  to  feel 
that  manufacturers  do  not  sufficiently  consider  the 
retailers'  side  of  the  business. 

CARELESS  HANDLING  of  furniture  from  the 
factory  shipping  room  to  the  home  of  the  consumer, 
costs  the  industry  many  thousands  of  dollars  per  year. 
There  is  scarcely  one  industry  in  Canada  that  does 
not  complain  of  a  scarcity  of  labor,  and  as  long  as  this 
is  so,  the  most  careful  handlin.g  of  furniture  cannot  be 
expected,  therefore  packing  must  do  what  handling 
siiould.  "System"  tells  of  a  retail  firm  dealing  in 
high  class  furniture,  who  have  their  delivery  men  put 
on  white  cotton  gloves  when  they  arrive  at  a  place  to 
deliver  furniture.  The  firm  have  two  objects  in  view, 
fir.stly,  to  prevent  the  furniture  being  soiled  or  finger 
marked,  and  secondly,  to  impress  customers  with  the 
care  that  they  bestow  to  the  handling  of  their  mer- 
chandise. Tliis  is  a  liint  tliat  costs  nothing,  and  many 
dealers  can  ad()])t  at  ten  or  fifteen  cents  a  pair  for  the 
gloves. 

WICKER  AND  CANE  GOODS  FOR  THE  ENGLISH 
COLONIES. 

Tninslatorl  l)y  The  London  Cabinet  Maker  from  Korhmaclier- 
Zeitunf(,  a  Oeriiian  j)ul)]ifation  devoted  to  tlie  interests 
of  inanufafturers  and  dealers  in  eane  and 
wicker  goods. 

A  very  large  percentage  of  tiie  so-called  "Vien- 
nese" cane  furniture  (it  is  really  made  in  Germany) 
which  has  been  introduced  into  England  during  the 
last  few  years  finds  its  way  into  England's  colonial 


markets.  The  demand  for  cane  fiirniture  of  all  kinds 
in  the  English  colonies  is  remarkable ;  more  especially, 
of  course,  these  goods  are  shipped  to  the  tropics,  where 
they  sell  readily.  It  should  be  noted  that  in  exporting 
to  those  parts  it  is  not  the  cheap  so-called  "export 
goods"  which  are  wanted;  on  the  contrary,  the  furni- 
ture inquired  for  is  often  of  excellent  quality,  and 
high  prices  are  paid  for  it. 

When  doing  an  export  trade  with  the  colonies  it 
is  necessary  to  make  exact  distinctions.  The  condi- 
tions in  those  particular  markets  have  altered  very 
much  during  the  last  few  years.  There  was  a  time 
when  European  manufacturers  regarded  the  English 
colonies  as  a  species  of  rubbish-heap  for  all  those 
Avares  which  were  unsaleable  in  Europe.  But  all  this 
is  altered  now.  The  population  of  the  English  pos- 
sessions is  noAV  essentially  different  to  Avhat  it  Avas 
formerly. 

The  English-Colonial  exporter  has  to  do  with  three 
different  classes  of  business.  Firstly,  the  countries 
peopled  Avith  pure-blooded  Europeans.  To  this  class 
belong  Canada  and  Australia,  the  so-called  Avliite  man's 
colonies.  Secondly  come  those  peopled  by  great  num- 
bers of  Europeans  and  a  comparatively  speaking 
highly-developed  native  population.  South  Africa  and 
India  serve  as  good  examples  of  this  class.  Lastly, 
there  are  countries  peopled  by  but  fcAV  Europeans,  the 
population  consisting  chiefly  of  natives.  The  needs 
of  each  market  are  different ;  nevertheless,  each  pre- 
sents a  good  field  for  the  sale  of  cane  furniture.  Those 
colonies  AAdiich  are  chiefly  or  completely  peopled  by 
white  folk  but  buy  exactly  the  same  goods  A\iiich  find 
a  ready  sale  at  home.  This  remark  applies  A'ery  es- 
pecially to  cane  furniture.  While  it  is  quite  true  that 
there  was  formerly  a  very  strong  demand  for  cheap 
goods,  more  recently  the  tendency  is  all  toAvards  a 
better-class  article. 

The  salaried  man  in  the  colonies  is  generally  better 
paid  than  his  confrere  at  home,  and  he  is  tlnis  in  a 
position  to  give  more  for  his  personal  eft'ects  than  a 
man  holding  a  similar  position  in  Europe.  This  applies 
especially  to  foreign  possessions  in  the  tropics.  The 
climate  forces  the  Europeans  to  adopt  a  mode  of  living 
Avhich  makes  the  heat  someAvhat  more  bearable.  This 
reason  alone  guarantees  a  large  demand  for  cane  fur- 
niture, and  to  this  must  be  added  a  further  Aveighty 
consideration,  namely,  that  ordinary  European  furni- 
ture is  not  suitable  for  use  in  the  tropics.  Glue  is 
largely  used  in  its  manufacture,  and  the  moist  tropical 
air  Avould  ruin  it  in  a  A^ery  short  time.  Furniture  is 
therefore  made  for  export  to  such  countries  Avhich.  by 
reason  of  its  special  construction,  is  rendered  expen- 
sive without  being  very  beautiful. 

The  only  really  practical  furniture  for  tropical 
colonies  is,  therefore,  that  AAdiich  is  made  of  cane  or 
AvickerAvork,  and  its  superiority  is  so  obA^ous  that  it 
need  fear  no  competition.  Properly  Avoven  cane  fur- 
niture is  not  affected  by  extremes  of  climate,  and 
therefore  Avears  much  longer  than  household  goods  con- 
structed of  Avood.  It  is  also  light  in  Aveight,  and  the 
freight  charges  on  it  are  low. 

A  further  point  is  that  Avicker  goods  are  not  nearly 
so  liable  to  be  damaged  in  transport  as  heaA-ier  and 
bulkier  goods  constructed  of  hard  Avoods.    Last,  but 


CANADIAN  FUENITURE  WORLD  AND  THE  UNDERTAKER. 


7 


not  least,  there  is  the  greater  comfort  and  coolness,  so 
welcome  in  a  hot  country,  in  contrast  to  upholstered 
and  stuff-over  furniture. 

The  demand  on  the  part  of  shippers  for  cane  goods 
is,  therefore,  considerable,  and  they  have  practically 
the  whole  of  the  business  in  their  hands.  The  bulk 
of  the  orders  are  sent  to  London,  where  the  business 
is  done  by  some  large  German  firms.  The  English  in- 
dustry, wliich  is  not  a  very  important  one,  cannot  com- 
pete to  any  great  extent.  The  firms  mentioned  above 
do  not  simply  show  samples,  but  hold  large  stocks,  as 
it  is  often  necessary  to  deliver  quantities  at  short  no- 
tice. This  makes  the  business  rather  expensive  to 
handle,  and  as  the  importers  compete  to  a  consider- 
able extent  among  tliemselves  the  profits  diiring  the 
last  few  years  have  not  been  very  great.  Then,  too, 
since  the  beginning  of  the  twentieth  century  great 
quantities  of  cane  furniture  have  been  shipped  direct, 
via  Hamburg  or  Trieste,  to  the  order  of  London  ex- 
porters. 


AMONG  THE  RETAILERS. 

WE.  LOGAN,  of  St.  Catharines,  has  recently 
^  added  to  his  stock  a  choice  assortment  of  rugs, 
linoleums  and  oilcloths,  and  finds  that  they 
are  a  very  decided  acquisition.  Although  Mr.  Logan 
has  recently  added  another  fioor,  he  finds  that  he  is 
much  crowded  for  space  to  handle  his  growing 
business. 

Mr.  H.  Reinhom  of  Saskatoon,  has  leased  a  store 
and  large  wareroom  in  the  new  Cahill  block,  where  he 
intends  carrying  on  a  furniture  business. 

Mr.  F.  W.  Hart,  the  well  known  proprietor  of  "The 
Big  Furniture  Store,"  Prince  Rupert,  B.C.,  has  dis- 
posed of  his  undertaking  business  to  Mr.  Fisher. 

H.  Sherk  &  Son,  of  Ridgeway,  Ont.,  combine  furni- 
ture, boots  and  slioes  and  hardware  in  their  spacious 
and  commodious  premises.  They  report  good  business 
in  every  department. 

A  despatch  from  Outlook,  Sask.,  says  that  Mr.  G.  H. 
]\IcKagiu^  has  purchased  the  undertaking  business  of 
the  Reliable  Furniture  (!o.,  and  has  opened  up  parlors 
opposite  the  Outlook  Hotel. 

A  welcome  intimation  was  received  by  Mr.  Walter 
D.  (havers,  of  (ialt,  informing  him  that  he  was  suc- 
cessiul  in  obtaining  a  diploma  after  attending  the 
(V)]h^ge  of  Embalming,  in  Toronto. 

The  death  is  announced  of  I\lr.  AV.  G.  L-win,  of 
Horning 's  Mills,  Ont.,  who  had  been  a  resident  there 
for  a  num])er  of  years.  He  formerly,  with  his  brother, 
carried  on  a  furniture  and  undertaking  business  in 
Slielburiie. 

A  comhination  of  undertaking,  furniture,  groceries. 
Hour  and  feed  and  other  things,  causes  .Mr.  J.  H.  At- 
wocd,  of  Niagara  Falls  South,  to  be  a  very  busy  man, 
but  as  the  combination  is  doing  well,  he  does  not  com- 
plain of  overwork. 

Mr.  K.  L.  Fisher,  wiio  has  purciiased  the  undertak- 
ing business  of  Mr.  F.  W.  Hart,  of  Prince  Rupert,  B.C., 
has  opened  up  parlors  in  that  place  on  Third  Ave, 
quite  near  tiu'  News  office.  Mr.  Fisher  is  a  graduate 
of  the  j\Iyers  ('ollege  of  Fmbalming,  in  Chicago,  and 
was  formerly  in  Victoria. 


When  alterations  to  his  premises  now  in  progress, 
are  completed,  H.  B.  Dell,  of  Ridgeway,  will  have  two 
well  lighted  floors,  20  x  30  ft.  Mr.  Dell  reports  busi- 
ness as  good  and  constantly  improving. 

Mr.  N.  B.  Cobbledick,  Financial  Secretary  of  cl'e 
Canadian  Embalmers'  Association,  visited  Calgary  and 
other  Western  points  during  the  past  summer,  and 
has  returned  enthused  Avith  the  marA'ellous  develop- 
ment of  the  AVestern  Provinces. 

The  old  established  instalment  house,  the  T.  E. 
Walker  Co.,  Ltd.,  of  Hamilton,  has  under  the  able 
management  of  Frank  E.  AValker,  continued  to  pro- 
gress. The  best  productions  of  Canadian  factories,  in 
mahogany,  C-ircassian  walnut,  and  quarter  cut  oak,  can 
be  seen  on  their  floors. 

IMessrs.  Grant  and  Armstrong  of  Guelph,  are  a  pair 
of  bustling,  going  men,  who  have  come  well  to  the  front 
in  the  furniture  business  in  the  Royal  City.  Their 
stock  is  well  assorted  and  well  taken  care  of.  In 
parlor  goods  especially,  they  show  a  large  assortment 
of  the  latest  creations  in  that  line. 

The  well-known  firm  of  John  Brophy  &  Son,  of 
Goderich,  has,  according  to  the  Star  of  that  place, 
been  re-organized  by  the  retirement  of  Mr.  Brophy, 
Sr.,  and  the  furniture  and  undertaking  business  will 
now  be  carried  on  by  Joseph  and  AVilliam,  each  of 
Avhom  is  experienced  and  familiar  with  both  branches 
of  the  trade. 

The  l)uying,  selling  and  office  work  of  the  Frederick 
(ireen  Co.,  of  Hamilton,  is  done  almost  entirely  by  Mr. 
F.  Green  and  his  four  sons,  Avho  are  all  active  workers 
in  the  business.  The  large  and  well  assorted  stock 
carried  by  this  concern  fills  four  floors,  30  x  150  feet, 
and  one  floor  50  x  70  feet,  one  floor  being  filled  with 
parlor  goods  only,  in  addition  to  a  large  stock  of  cheap, 
medium  and  high  grade  furniture.  They  also  carry 
a  large  assortment  of  rugs,  linoleums  and  oilcloths. 

In  order  to  meet  the  demands  of  their  growing 
business,  Alessrs.  John  Letter  &  Son,  of  Waterloo,  Ont., 
have  recently  added  a  handsome  warehouse  of  two 
floors,  115  feet  by  20  feet.  In  their  showroom,  105  feet 
by  30  feet  can  be  found  a  large  stock  of  furniture  of 
every  deseripiic  n.  Their  rug  department  has  been  a 
decided  success.  Messrs.  Letter  and  Son  are  progres- 
sive business  men,  are  active  members  of  the  Board  of 
Trade,  and  are  prominent  in  social  circles.  The  prac- 
tical management  of  this  growing  business  is  well  taken 
care  of  by  Mr.  Norman  Letter,  who  holds  a  diploma 
from  the  (■anadian  Embalming  Association. 

A  very  ably  conducted  undertaking  l)usiness  is  that 
of  M.  IMorse  &  Son,  of  Niagara  Falls  South,  under  the 
management  of  Mr.  Geo.  i\Iorse.  This  business  is 
probably  the  oldest  in  that  line  in  (Canada,  having  been 
established  in  1829,  by  the  grandfather  of  the  present 
manager.  Their  premises,  which  adjoin  the  battle  field 
of  Lundy's  Lane,  were  built  especially  for  their  busi- 
ru'ss,  and  contain  everytliing  needed  in  a  modern  under- 
talking  establishment.  The  showrooms  are  fitted  witli 
si.xty  maliogany  finished  cabinets,  containing  some  of 
the  finest  creations  in  the  casket  line  made  in  Canada. 
The  (•:enior  partner  in  this  progressive  concern,  Mr. 
iMai'senna  Morse,  although  82  years  of  age,  is  still  a 
very  active  man. 
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^  The  be^  premium  you  ever  gave  to  create 
busmess  is  satisfadion.  We  supply  it — ]  00  o/o 
with  every  shipment  we  make  to  our  cu^omers. 
We  find  it  goes  deeper  than  the  price  que^ion. 


The  Orillia  Furniture  Company,  Limited 


ORILLIA       :       :  ONTARIO 
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With  the  Retailer 


FALL  Business. — The  election  campaign  may  liave 
had  the  etfect  of  retarding  business  during  the 
opening  month  of  the  fall  season,  but  no  serious 
upsetting  of  conditions  has  resulted.  It  is  a  great 
compliment  to  Canada  and  Canadians  that  an  import- 
ant national  issue  can  be  decided  without  a  general 
paralysis  of  the  financial  and  industrial  systems  of  the 
country,  as  appears  to  prevail  in  other  countries.  At 
present  writing  there  is  no  ground  for  pessimism. 
Though  there  are  localities  sending  out  unfavorable 
reports,  these  do  not  materially  effect  the  aggregate 
business  and  are  to  be  expected  always.  Manufactur- 
ers and  wholesalers  are  looking  forward  to  a  successful 
season  for  the  retailer,  but  do  not  report  any  disap- 
pearance of  those  persons  who  are  always  dilatory  in 
ordering  the  season's  requirements,  causing  them- 
selves as  well  as  those  from  whom  they  buy  much 
annoyance  and  worry  a  little  later  in  the  season.  One 
retailer  asked  about  business  replied,  ' '  Business  is 
largely  as  a  man  makes  it.  If  it  will  not  come  to  him 
he  must  go  after  it,  whether  times  are  good  or  whether 
they  are  not.  If  crops  are  good  and  the  farmer  has 
money  to  buy  all  his  necessities  and  some  luxuries, 
then  depend  upon  it  the  manufacturer  will  not  suffer 
nor  will  the  retailer." 

The  Cash  Discount. — It  is  a  fact  that  retail  business 
to-day,  from  the  buying  as  well  as  from  the  selling 
standpoint  has  greatly  improved  in  as  short  a  period 
as  five  years.  This  may  be  due  to  a  higher  code  of 
honor,  or  to  the  stress  of  competition,  or  both,  but 
there  are  several  features  continually  complained  of. 
One  of  these  is  the  manner  in  which  some  retailers 
abuse  the  terms  of  purchase  and  secure  the  cash  dis- 
count, but  actually  taking  time  to  pay.  "The  retailer 
is  not  to  blame  for  this,  of  course,"  said  one  manufac- 
turer, "and  if  we  manufacturers  allow  ourselves  to  be 
bulldozed  in  this  way,  we  deserve  all  we  get  of  it." 
The  complaint,  as  emphasized  by  another  manufac- 
turer, who  showed  this  publication  a  letter  he  had  just 
written  a  customer,  demanding  full  payment  in  no  un- 
decided manner,  is  actually  the  outcome  of  the  draft 
system  of  collecting  accounts  so  much  used  in  Canada. 
Soon  after  the  retailer  has  placed  an  order,  and  not 
infrequently  before  he  receives  the  goods,  he  accepts 
a  draft  less  the  cash  discount.  At  maturity  he  finds  it 
inconvenient  to  meet  the  acceptance  and  renews  all 
or  part,  still  retaining  the  cash  discount.  A  retailer 
once  told  this  publication,  in  a  burst  of  confidence,  that 
he  seldom  lost  a  cash  discount  and  never  paid  in  less 
than  the  full  terms  of  the  bill.  That  this  class  is  an 
exception  no  one  will  gainsay,  but  there  are  many  re- 
tailers meeting  their  ol)]igations  in  just  this  way  who 
do  not  realize  that  it  is  not  honora])]e  and  not  fair  to 
the  seller.  If  an  undertaking  is  made  to  pay  for  goods 
on  a  certain  date  at  net  prices,  tlien  net  prices  slioidd 
be  paid.      The  fact  that  the  manufacturer  may  be 


lenient  enough  to  allow  the  cash  discount,  or  has  not 
nerve  enough  to  refuse,  does  not  make  the  obligation 
any  the  less  light. 

Collecting  By  Draft. — "Why  should  we  have  to 
use  a  draft  to  collect  our  accounts  anyway,"  demanded 
one  manufacturer  in  a  discussion  of  the  above  topic. 
"We  sell  our  goods  on  certain  datings  and  terms  of 
payment.  I  buy  in  the  same  way,  but  frequently  to 
secure  tlie  cash  discount  I  must  remit.  Some  houses 
from  whom  I  buy,  more  particularly  United  States 
houses,  expect  my  cheque  in  time  to  give  me  the  ad- 
vantage of  the  discount,  and  if  they  do  not  receive  my 
remittance  until  after  the  full  time  of  the  bill  has 
elapsed,  they  either  call  my  attention  to  this  fact 
or  allow  a  few  days  and  then  draw  on  me.  I  feel 
when  I  buy  goods  that  I  owe  it  to  the  seller  to  send 
him  the  money,  not  to  have  him  come  after  me  by 
means  of  a  draft.  On  the  other  hand,  I  am  entitled 
to  expect  my  customers  to  send  me  the  money,  if  they 
are  going  to  take  advantage  of  the  discount,  and  per- 
haps leave  it  to  me  to  draw  on  them  when  the  full 
time  of  the  bill  has  elapsed.  However,  the  system  is  in 
effect,  and  I  presume  no  individual  manufacturer 
could  discontinue  it,  but  I  would  heartily  endorse  any 
movement  tending  to  a  more  satisfactory  system  of 
payment  of  accounts." 

Long  Dating. — Long  datings  are  supposed  to  have 
been  buried  so  deeply  that  it  seems  an  impertinence  to 
revive  the  topic.  Their  burial  is  only  "supposed," 
however,  for  notwithstanding  the  shorter  datings  that 
are  general,  the  habit  of  renewing  acceptances  con- 
tinues to  an  extent  that  gives  thirty  day  bills  a  four 
to  six  months'  extension.  A  prominent  retailer  in 
giving  his  view  of  this  subject  stated  that  he  had 
figured  out  to  his  own  satisfaction  Iioav  a  manufac- 
turer who  could  deliver  goods  on  a  six  month's  dating 
could  afford  a  cash  discount  of  ten  per  cent.  "If  he 
can  afford  to  give  it,"  concluded  the  retailer,  "I  can- 
not afford  not  to  have  it,  as  in  my  case  the  discount 
is  worth  more  than  the  time."  What  the  exact  rela- 
tive discount  that  a  six  month's  dating  should  figure 
down  to  is  debatable,  but  it  is  quite  definite  that  no 
manufacturer  can  give  the  same  prices  for  four  or  six 
months  that  he  could  for  thirty  days.  Retail  mer- 
chants making  instalment  sales  are  in  a  position  to 
realize  that  goods  sold  on  an  extended  credit  must 
bear  a  larger  per  centage  of  advance  over  cost  than 
goods  sold  for  cash.  The  tendency  is  always  toward 
shorter  credits,  consequently  a  smaller  per  centage  of 
losses  and,  quite  naturally  closer  prices. 

Handling  Office  Furniture. — AVhether  the  furniture 
retailer  cai-es  to  admit  it  or  not  it  is  true  that  he  has 
been  letting  the  office  furniture  business  get  away 
from  him.  Tlie  inertia  of  tlie  furniture  man  has  been 
seized  upon  by  the  stationary  dealers,  and  the  latter 
have  been  very  energetic  in  exploiting  desks,  filing 
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Made  in  Berlin,  Canada 

1912  MODELS  NOW  READY 


The  "Double  Tank" 
Means  Less  Work 

The  double  tank  device  (an  exclusive 
feature  of  the  Onward  Automatic  Hand 
Power  Vacuum  Cleaner)  separates  95 
per  cent,  of  the  dust  from  the  air  with- 
out the  use  of  screens,  baffles  or  water. 
Only  5  per  cent,  of  the  dust  is  screened, 
which  means  that  the  screening  device 
offers  but  5  per  cent,  resistance  to  the 
pump.  This  machine  is  the  easiest  to 
pump  aud  the  easiest  to  empty,  as  there 
are  no  complicated  screens  as  in  other 
cleaners. 

It  has  the  greatest  air  displacement  be- 
cause the  pump  is  one-third  larger  than 
any  other.  This  gives  it  a  more  power- 
ful suction  and  a  strong  blow.  (This 
is  the  only  hand  machine  that  blows 
as  well  as  sucks). 

Do  not  be  deceived  by  any  other  claim- 
ed to  be  just  as  good  as  the  Automatic 
' '  Hand  Power. ' ' 

Made  of  malleable  iron  and  steel,  it 
will  last  an  ordinary  lifetime.  Write 
for  jjrices  and  discounts. 

ONWARD    MFG.  CO. 

Largest  Builders  of  Hand  and  Electric 
Power  Vacuum  Cleaners  in  Canada 


BERLIN 


CANADA 


FURNISHERS 


of  High -Class  Printing: 
Catalogues,  Booklets, 
and  all  CommerciaLl 
work.  Printers  of  Can- 
adian Furniture  World 
a^nd  The  Underta^ker  :  : 


The  ARMAC  PRESS 

LIMITED 

56  and  58  Agnes  Street 

TORONTO  -  ONTARIO 


Invisible    ^"  ® 
Hinges 

I' or  the  ISSii-^. 

lililBSBii 

Furniture       ,  . 
Trade  1 

Easily  and  Quickly  Attached. 

Some  of  the  advantages  of  Soss  Invisible 
Hinges  are  that  there  is  no  projection  on  either  side, 
and  when  the  door  is  closed  no  hinge  is  visible.  These 
hinges  do  not  creak  and  are  stronger  than  the  ordinary 
hinge. 

WRITE  FOR  PRICES 

The  Soss  Invisible  Hinge  Co., 

Limited 

104  Bathurst  St.,  Toronto.  Canada. 
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cabinets,  elastic  book  cases  and  otlier  office  equipment 
that  actually  gives  him  a  foothold  on  the  library  fur- 
niture trade  as  well  as  the  office  trade.  The  stationer 
is  not  to  be  found  fault  with  for  tackling  this  business, 
though  technically  foreign  to  his  own  line.  He  has 
simply  seen  the  opening  and  got  into  it,  In  the  larger 
cities  the  furniture  retailer  can  compete  with  success 
for  the  reason  that  the  business  is  wide  enough  to  al- 
low of  a  specially  trained  man  to  handle  the  depart- 
ment and  go  after  the  business.  The  furniture  trade 
includes  many  bright  and  able  young  men  who  could- 
be  enthused  to  take  up  this  line  and  become  thoroughly 
posted  on  the  requirements  of  the  modern  office,  and 
then  go  after  this  branch  of  the  furniture  trade  just 
as  the  stationers  have  done.  In  the  smaller  towns  the 
same  principles  apply,  for  if  the  business  warrants  the 
local  stationer,  or  one  from  some  city  going  after  it, 
it  is  worthy  of  the  personal  attention  of  the  furniture 
retailer. 

A  Waiting  Game. — In  too  many  lines  the  furniture 
retailer  plays  a  waiting  game,  and  this  tendency  can 
doubtless  be  traced  back  to  the  time  when  the  only 
furniture  on  the  market  was  what  the  local  cabinet- 
maker received  orders  to  make,  and  which  orders  in- 
cluded coffins  as  they  were  required.  There  are  a  num- 
ber of  lines  that  one  would  think  the  furniture  store 
the  logical  place  to  look  for,  but  which  are  found  in 
the  hardware  store.  There  is  good  profit  in  specialties, 
and  there  are  certain  side  lines  that  work  in  ad- 
mirably with  furnitiire,  and  that  would  help  furniture 
sales  if  the  retailer  would  take  them  on  and  push  them. 
The  furniture  man  has  been  so  long  accustomed  to 
waiting  for  trade  to  come  that  he  has  let  the  hardware 
retailer,  for  example,  annex  certain  lines  that  should 
be  found  in  the  furniture  store,  and  that  is  one  of  the 
reasons  so  many  hardware  merchants  are  adding  fur- 
niture departments.  The  hardware  trade  is  a  business 
of  specialties,  and  there  are  so  many  lines  as  legiti- 
mately the  furniture  retailer's  merchandise  as  the  hard- 
ware man's,  that  it  is  difficult  to  know  where  to  draw 
the  line.  In  self  defence,  however,  furniture  retailers 
must  add  and  feature  lines  that  in  the  strict  sense  of 
the  word  are  not  considered  as  furniture  in  the  gen- 
erally accepted  sense  of  the  term,  but  go  well  with  fur- 
niture. It  is  no  longer  policy  to  play  a  waiting  game, 
but  to  go  after  business  in  person,  by  personal  letter 
and  by  newspaper  advertising. 

Birth  and  Marriage  Notices. — Tlie  reference  to  go- 
ing after  business  suggests  the  success  one  young  re- 
tailer iiad  by  carefully  watching  the  birth  and  mar- 
riage notices  that  appeared  in  the  two  local  news- 
];apers  in  his  town.  Being  favorably  located  to  do 
business  in  the  vicinity  of  three  or  four  surrounding 
towns,  he  subscribed  for  four  additional  weeklies.  He 
not  only  watched  the  birth  and  marriage  notices,  but 
us(h1  them.  Tlu;  death  notices  he  was  also  interested 
in,  being  an  undertaker  as  well,  but  he  did  not,  of 
course,  use  these.  In  many  instances  he  was  well 
enough  acquainted  with  the  families  responsible  for 
the  birth  notices,  to  Avrite  them  more  personally  tlian 
to  others,  but  lie  liad  a  very  carefully  worded  form 
letter,  which  could  give  offence  to  none,  and  in  which 
he  very  diplomatically  suggested  his  line  of  carriages, 


go-carts,  chairs,  and  children's  cots.  His  results,  as 
long  as  he  continued  in  business,  he  stated,  were  ex- 
cellent, and  the  time  he  devoted  to  this  particular  idea 
he  stated,  was  the  most  profitable  investment  of  time 
he  had  ever  made.  The  same  applied  to  the  marriage 
notices,  which  he  used  with  discrimination.  For  in- 
stance, if  he  found  that  the  contracting  parties  Avere 
already  customers,  he  wrote  in  a  different  way.  ' '  Some 
furniture  men  that  I  told  of  my  plan,"  remarked  the 
retailer  in  question,  "couldn't  see  far  enough  ahead  to 
make  anything  out  of  it.  They  would  tell  me  married 
couples  always  had  their  furniture  bought.  That  is 
true  to  a  certain  extent,  but  married  couples  always 
have  considerable  to  buy,  and  many  of  them  showed 
their  appreciation  of  my  suggestions.  It  is  not  the  im- 
mediate results  that  concerned  me  nearly  as  much  as 
getting  new  customers  started  to  trade  with  me,  and  I 
could  tell  of  several  families  leaving  hundreds  of  dol- 
lars with  me  that  I  would  probably  never  have  known, 
had  it  not  been  for  my  little  birth-notice  letter." 

Read  the  Advertisements. — So  liighly  developed  an 
art  is  advertising,  that  a  large  proportion  of  readers 
buy  magazines  and  newspapers  as  much  for  the  adver- 
tisements as  for  the  reading  matter.  That  the  educa- 
tive value  of  trade  paper  advertising  is  appreciated  by 
retailers,  was  convincingly  brought  to  the  attention 
of  the  Canadian  Furniture  "World  quite  recently.  A 
retailer  who  has  what  is  considered  quite  an  extensive 
business,  said,  "I  hope  you  will  soon  have  lots  of  ad- 
vertisements, because  I  am  subscribing  for  the  sake  of 
the  information  I  get  out  of  these  as  well  as  your  read- 
ing pages."  Pursuing  the  topic,  this  subscriber  told 
of  ideas  that  he  had  gathered  from  the  advertisements 
of  manufacturers  that  paid  him  many  times  the  cost  of 
his  subscription.  The  moral  to  retailers  is  to  read  the 
advertisements  Avhile,  of  course,  the  moral  to  the  manu- 
facturer is  to  advertise. 

Heating  the  Store. — There  was  a  time  Avhen  heat- 
ing the  furniture  store  was  about  the  last  item  con- 
sidered. The  comfort  of  the  customer  was  not  thought 
of,  and  all  the  proprietor  considered  necessary  was  a 
little  heater  somewhere,  to  keep  himself  warm.  If  he 
thought  of  it  at  all,  he  reasoned  thusly,  "When  people 
come  here  in  winter  time,  they  have  their  overcoats 
and  other  cold  weather  wraps  on.  These  they  need  not 
remove  when  buying  furnitui'e,  so  what  need  of  heat?" 
But  there  has  been  much  progress  since  then,  and  the 
modern  furniture  store  is  built  with  a  view  to  the  com- 
fort of  the  patron,  as  well  as  with  a  view  to  creating  a 
favorable  impression,  consequently  the  best  method  of 
heating  is  a  subject  for  serious  consideration.  Tlu>re  is 
much  diversity  of  opinion  on  the  subject,  but  it  is  now 
generally  agreed  that  the  furniture  store  must  be  com- 
fortably heated.  The  writer  has  been  in  furniture 
stores,  that  in  February  were  little  warmer  tium  tlie 
outside  atmosphere,  which  is  surely  not  condiu'ive  to 
successful  retailing. 

The  Kind  of  Heat. — A  heating  expei't  asked  by  the 
Canadian  Furniture  World  regarding  the  luxating  of 
the  furniture  store,  mentioned  a  couple  of  new  stores 
in  which  he  had  installed  the  heating,  and  point<'d  out 
that  he  had  always  to  keep  in  view  tlie  comfort  oF  em- 


12 


CAlSTADIAN  FUHNITUEE  WOELD  AND  THE  UNDEETAKEE, 


ployees  and  customers,  as  well  as  the  welfare  of  the 
stock.  "It  is  not  always  practicable  to  instal  a  steam 
or  hot  water  plant,  because  of  the  cost,"  said  he,  "and 
the  majority  of  the  stores  outside  of  the  large  cities 
are  heated  with  warm  air  furnaces.  If  judiciously 
handled,  these  give  good  satisfaction,  provided  the  in- 
stallation is  right,  but  nine  times  out  of  ten  they  are 
undersized,  and  to  keep  the  place  warm  they  are 
crowded.  This  results  in  burning  the  air  or  reducing 
it  to  such  a  moistureless  state,  that  it  is  unhealthy  for 
the  occupants  of  the  store,  as  well  as  hard  on  the 
furniture.  A  large  furnace,  with  good  water  evapora- 
ting capacity,  is  more  economical  and  satisfactory  than 
a  small  one.  If  hot  water  or  steam  is  used,  I  would 
recommend  cast  iron  radiators,  as  they  are  thicker,  and 
retain  heat  longer  than  pressed  radiators."  Inciden- 
tally, this  heating  expert  remarked  that  the  frequent 
complaints  of  furniture  becoming  loose  after  two  or 
three  seasons,  should  be  directed  against  lack  of  hu- 
midity, resulting  from  improper  heating  in  the  home, 
and  not  against  the  construction. 

Furnished  Rooms. — To  get  the  most  out  of  the  busi- 
ness the  furniture  retailer  has  to  be  more  than  that. 
He  must  be  a  home  furnisher,  and  it  is  noticed  that  the 
retailers  making  the  most  progress  are  students  of 
home  making.  This  involves  the  addition  of  various 
lines  once  considered  foreign  to  the  furniture  business, 
but  now  essentially  a  part  of  what  evolution  has  de- 
veloped the  furniture  business  into.  This  brings  floor 
coverings  of  all  kinds,  draperies,  wall  decorations,  pic- 
tures, stoves  and  crockery  ware  into  the  furniture  man's 
zone.  Effective  methods  of  display  have  resulted  in  the 
furnished  room  idea,  and  this  is  not  confined  to  the 
city  stores.  To  lay  out  a  series  of  three  sided  booths, 
about  seven  by  ten  feet,  as  one  retailer  recommends,  is 
not  expensive.  The  divisions  may  be  the  full  height  of 
the  ceiling,  or  only  six  or  seven  feet  high,  and  the  ad- 
vantage of  showing  the  goods  as  they  will  appear  in 
the  home  increases  the  selling  efficiency.  Purchasers 
in  these  furnished  rooms  are  also  afforded  greater  pri- 
vacy, there  is  less  interruption  to  seller  or  customer, 
and  sales  are  consequently  concluded  more  quickly  and 
more  satisfactorily. 

Sectional  Bookcases. — No  better  illustration  of  the 
power  of  advertising  is  afforded  than  the  sectional 
bookcase.  When  the  first  purchase  of  these  was  made 
by  a  Canadian  buyer,  he  went  home  and  lost  a  night's 
sleep  over  it.  On  thinking  over  his  day's  deal  he  con- 
eluded  that  he  had  let  the  salesman's  enthusiasm 
override  his  judgment.  This  buyer  had  a  reputation 
for  never  having  canceled  an  order,  and  for  that  rea- 
son alone  he  did  not  cancel  his  first  order  for  sectional 
book  cases.  At  that  time  they  were  not  known.  Those 
who  knew  anything  of  them  predicted  their  early  de- 
mise, and  when  the  manufacture  of  them  was  com- 
menced in  Canada,  there  seemed  to  be  only  one  man  in 
Canada  who  had  faith  in  the  future  of  the  goods ;  that 
one  man  Avas  the  man  who  pioneered  their  manufac- 
ture in  Canada.  What  sectional  bookcases  are  to-day 
it  is  quite  unnecessary  to  enlarge  upon,  but  among  all 
their  other  features,  they  are  a  monument  to  adver- 
tising, and  retailers  who  are  not  "cashing  in"  on  the 
franchise  that  sectional  bookcases  have  become  through 


the  publicity  of  the  manufacturers,  are  not  fully  awake 
to  the  possibilities  of  these  goods.  One  convert  for 
sectional  bookcases  was  much  impressed  when  he  went 
to  buy  further  units,  some  three  years  after  his  first 
purchase.  In  three  minutes  the  salesman  was  able  to 
tell  him  exactly  how  many  sections  he  bought,  the  sizes, 
the  price  and  the  finish,  and  therefore  was  able  to  show 
him  exactly  what  he  required  again.  This  retailer  was 
systematic  in  handling  this  business,  and  recorded 
every  sale. 

Watches  Incoming  Freight. — An  Ontario  furniture 
retailer  makes  it  a  practice  to  pay  his  own  freight  and 
express  bills,  and  thus  cultivate  the  acquaintance  of 
the  men  in  charge  of  receiving  freight  and  express  for 
delivery  to  people  in  his  neighborhood.  During  his 
visits  to  the  freight  shed  and  express  offices  he  keeps 
his  eyes  open  and  takes  note  of  the  articles  of  furniture, 
etc.,  which  are  passing  through  the  sheds  for  delivery 
to  his  customers.  If  a  farmer  receives  a  shipment  of 
goods  from  a  mail  order  house  and  that  farmer  is  a 
credit  customer  of  the  furniture  man's,  the  merchant 
knows  how  to  deal  with  him  when  the  question  of  ex- 
tending credits  comes  up  again,  and  he  does  not  hesi- 
tate to  point  out  the  unfairness  of  sending  cash  to  the 
big  city  stores  and  asking  the  local  merchant  to  sell 
goods  on  credit.  Frequently,  too,  the  retailer  will  see 
shipments  addressed  to  local  contractors  from  other 
merchants  or  townspeople  from  whom  he  should 
reasonably  expect  to  secure  business.  Knowing  the 
sort  of  competition  he  has  to  meet,  he  is  better  equipped 
to  secure  orders  from  those  who  have  purchased  else- 
where. The  idea  of  keeping  a  tab  on  the  goods  going 
through  the  express  office  and  freight  sheds  is  a  good 
one,  and  other  merchants  could  take  it  up  to  ad- 
vantage. 


AMONG  THE  RETAILERS. 

Mr.  F.  W.  AVallace,  of  Sussex,  N.B.,  has  installed 
a  modern  morgue  at  his  premises  on  Maple  Ave.  The 
compartment  is  built  of  cement,  and  will  serve  a  useful 
purpose. 

Word  has  come  from  Saskatoon  that  the  Standard 
Furniture  Co.  has  decided  to  give  up  business.  The 
reason  given  is  that  they  were  unable  to  secure  a  new 
lease  of  their  premises  in  the  Helgerson  Block. 

The  death  is  recorded  of  Mr.  Thomas  C.  Glendin- 
ning  who,  while  latterly  of  Revelstoke,  B.C.,  formerly 
conducted  an  undertaking  establishment  in  Moneton. 
Mr.  Glendinning  was  prominently  connected  with  the 
Presbyterian  Church  in  Revelstoke. 

Messrs.  W.  and  G.  Harper  have  taken  over  the 
buildings  and  stock  of  Mr.  H.  A.  Cook,  Furniture 
Dealer  and  Undertaker,  of  Watford,  Ont,  according  to 
a  local  paper,  which  says  that  they  will  get  possession 
in  October.  Mr.  Cook  contemplates  removing  to  To- 
ronto. 

Mr.  Patrick,  the  capable  and  energetic  manager  of 
the  C.  H.  Conery  Furniture  Co.  of  Guelph,  reports 
business  as  good  and  improving.  As  "Sir.  Conery  has 
extensive  business  interests  in  Western  Canada  that 
occupy  his  time  and  attention,  the  entire  management 
of  the  furniture  business  falls  upon  ]\Ir.  Patrick,  who 
has  made  good  as  a  careful  and  competent  manager. 
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HOW  TO  EFFECT  INSURANCE. 

By  W.  G.  Wright— First  Article. 

THE  good  old  fashioned  way  of  effecting  insur- 
ance is  to  wait  till  Tom  Jones  or  Henry  Brown 
gets  after  you,  and  whichever  is  the  more  per- 
sistent, or  offers  the  lower  rate,  or  has  the  larger  ac- 
count outstanding,  or  in  fact  any  other  consideration 
than  that  of  insurance,  that  one  gets  the  premium. 
The  idea  of  effecting  insurance  because  insurance  is 
a  part  of  business,  of  treating  it  like  any  commodity 
which  forms  a  necessary  part  of  the  expense  account 
of  purchasing  on  merit ;  these  considerations  did  not 
then,  and  except  with  the  most  up-to-date  establish- 
ments do  not  even  yet  get  the  consideration  to  which 
they  are  entitled. 

Now,  first  of  all  in  the  proper  effecting  of  insurance 
don't  wait  for  the  solicitation  of  agents  at  all.  Sit 
down  and  go  into  the  question  just  as  you  would  were 
you  considering  putting  up  a  ncAv  building,  or  pur- 
chasing a  new  stock.  You  probably  have  most  of  your 
assets  tied  up  in  business.  You  owe  the  bank  and 
wholesale  houses,  say  half  the  value  of  the  stock,  and 
you  owe  perhaps  half  of  the  value  of  your  real  estate 
on  mortgage.  Your  net  worth  is  therefore  one-half 
of  the  value  of  your  property.  The  mortgagee  will 
see  that  his  interests  are  protected  by  an  insurance 
policy  assigned  to  him.  The  bank  is  quite  as  careful. 
Two  other  interests  in  the  business  are  those  which  may 
be  sacrificed,  your  creditors  and  your  own ;  and  they 
are  to  you  the  most  important,  for  without  credit  and 
without  cash  a  man  ceases  to  be  in  business,  and  that 
is  just  the  risk  to  which  you  subject  yourself  when  you 
neglect  the  most  important  question  which  crops  up 
in  the  transaction  of  the  year. 

Go  carefully  into  the  matter  and  decide  on  an 
amount  that  will  protect  you  to  at  least  75  per  cent,  to 
80  per  cent,  of  your  values,  and  carry  that  all  the  year 
round  and  then  when  stock  is  heavy  put  on  short  date 
insurance  to  always  have  protection  over  75  per  cent, 
of  your  values.  Don't  listen  to  the  talk  of  the  old 
fogey  agent  that  you  can  insure  only  for,  and  collect 
only,  two-tliirds.  You  may  insui-e  for  any  amount 
if  you  give  notice  or  have  a  permit  attached  to  all 
policies,  but  not  otherwise,  and  this  permit  sliould  al- 
ways be  ol)tained,  as  it  saves  enormous  worry  and  puts 
liability  to  omit  notices  out  of  the  question.  You  can 
collect  every  dollar  of  your  loss  to  one  hundred  cents 
on  the  dollar  of  value  if  you  have  a  properly  drawn 
contract,  and  you  will  have  no  difficulty  in  securing 
that  if  you  go  the  right  way  about  it. 

Red  Ink  Variations. 
Having  decided  on  the  amount  necessary,  get  out 
an  insurance  policy  and  read  carefully  conditions  No. 
6  and  No.  7.  Then  set  about  to  see  that  you  get  a 
proper  distribution  of  insurance.  If  there  are  any 
red  ink  conditions  on  the  policies  decide  definitely 
on  one  or  two  things,  either  you  are  going  to  study 
and  master  every  one  of  these,  or  that  you  are  going 
to  have  them  removed  from  all  your  policies.  The 
latter  is  infinitely  the  better,  and  from  the  writer's 
experience  the  only  proper  course,  for  after  thirty- 
five  years  the  courts  have  not  decided  as  to  the  mean- 


ing of  one-tenth  of  them,  but  they  cause  endless 
trouble  when  a  loss  occurs.  Some  of  these  red  ink 
clauses  are  very  exacting,  and  it  is  therefore  necessary 
to  draw  the  contract  so  as  to  get  past  conditions  like 
this : — 

"Gilding,  engraving,  pictures,  patterns,  models, 
prints,  book,  awning,  signs,  store  furniture  and  fix- 
tures, counters,  shelving,  or  verandahs,  are  not  insured 
unless  mentioned  in  the  policy." 

Don't  Sign  Applications. 

Most  emphatically  we  wish  to  warn  against  signing 
of  applications  and  against  permitting  agents  to  make 
out  and  sign  applications  for  you.  No  merchant 
should,  under  any  circumstances  sign  an  application. 
The  application  contains  a  lot  of  fine  print  warranties 
and  agreements  and  sometimes  thirty  or  forty  ques- 
tions about  the  meaning  of  which  the  courts  have 
wrangled  for  forty  years.  The  best  companies  are 
doing  their  business  without  requiring  applications, 
and  in  the  United  States  the  application  is  a  thing  of 
the  past.  No  merchant  will  have  the  slightest  difficulty 
in  placing  all  his  insurance  without  signing  an  ap- 
plication, and  to  do  so  is  just  to  hedge  around  the  con- 
tract with  conditions  at  best  only  partly  understood 
by  the  assured,  and  which  never  act  to  his  advantage. 
Never  sign  an  application  for  fire  insurance. 

(To  be  Continued). 


FIRE  INSURANCE  TIPS.  » 

The  Canadian  Credit  i\Ien's  Association  offers  the 
following  valuable  hints  to  merchants  and  other  policy- 
holders, which  they  will  do  well  to  heed : 

1.  Are  the  insuring  companies  financially  respon- 
sible and  in  a  position  to  pay  all  just  claims ; 

2.  Are  you  sufficiently  insured  at  all  times?  Re- 
member your  stock  is  much  greater  at  one  tnne  of  the 
year  than  at  another.  Do  you  regulate  the  amount  of 
insurance  accordingly? 

3.  Are  your  buildings  and  contents  properly  de- 
scribed in  the  policy,  and  if  more  than  one  policy,  do 
they  all  read  the  same?  Make  your  description  as 
brief  as  possible. 

4.  If  you  are  insured  in  more  than  one  company 
it  is  necessary  to  have  a  "Concurrent  Insurance" 
clause  in  each  policy,  viz.,  the  written  consent  on  each 
policy  permitting  you  to  insure  in  more  than  one  com- 
pany without  notifying  each  comjiany.  This  is  very 
important.    Do  your  policies  contain  this? 

5.  If  you  use  gasoline,  acetylene  or  other  lighting 
plants  on  the  premises,  the  policies  should  distinctly 
permit  same.  Your  policy  limits  the  amount  of  ex- 
plosives, gasoline,  coal  oil,  etc.,  to  be  carried  on  tlie 
premises.    Are  you  exceeding  this  limit? 

6.  Have  you  paid  your  premiums  and  obtained  a 
proper  receipt  for  same? 

If  you  have  not  complied  witli  the  foregoing  con- 
ditions, you  might  get  little  or  nothing  in  case  of  fire. 
After  the  fire  your  policies  are  unalterable,  no  matter 
how  glaring  their  errors  which  appear,  and  how  far 
they  are  from  what  you  expected.  Examine  your  j)()li- 
cies  now.    It  may  be  too  late  to-morrow. 


'4 


CANADIAN  FUKNITUKE  WORLD  AND  THE  UNDERTAKER. 


How 
Disposed  of 

Notes  settled  for  by 

Rate 
of 
Int. 

(U 

s 

•oaa 

•AON 

•130 

•Idas 

•Sny 

When  r 
191 1 

Xinf 

sunf 

Xbjv  1 

ludv 

•qaj 

•UBf 

Term 

3  mos. 

3  " 

4  " 
60  days 
i6o  days 

When 
Accepted 

Where  payable 

My  Office. 
My  Office. 

Imperial  Bank,  here. 
Bank  of  Ottawa,  Toronto. 
My  Office. 

In  whose 
favor 

Self 
Self 
Self 
John  Shortt 
1  Self 

Drawer 

or 
Maker 

Thomas  Smith 
R.  F.  Brown 
Peter  Long 
Mrs.  A.  B.  Shortt 
Wm.  Robinson 

Date 
191 1 

-  0  N 

June 
June 

July 
July 

U5  «  0 
!>•  to 

< 

t^vo  000 
10  ~  0  0  0 

1 

i-'j  - 

1    «  U)  M   0  - 

1    %   ^         >.  ^, 

•ON 

1   -  «       ^  10 

-a 
'5 
a. 

0 
X 

Notes  settled  for 
by 

♦J 

IS  0  c 
<A  " 

When  Due 
191 1 

00 

•AON 

•}0O  1 

•;das  1  "2 

■Snv  1  ^ 

A|nf  1 

aunf  1 

^■BIM  1 

(udv  1 

•qaj  1 

Term 

6  mos. 
j  4  mos. 

3  mos. 
30  days 
60  days 

6  mos. 

-0 

0  *  0 
N  «  « 

When 

Accepte 
1911 

Where  Payable 

My  Office  1 
Traders  Bank 

My  Office 

In  Whose  Favor 

Round  &  Co. 
Maple  &  Beaver  Ltd. 
I.  X  L.  Furniture  Co. 
Kingsville  Casket  Co. 
H.  H.  Hampton 
Thomas  Hall 

By  Whom  Drawn 

-Amoimt 

-t- 

0  0  ^  «)  «  0 

Date 
191 1 

1    -  lO  tT       N  u~. 

May 

June 
July 
Aug. 
June  1 

•ON  1  -  N  "  "^^ 

BOOKKEEPING  FOR  THE  RETAILER. 

(Continued  from  last  i^sue). 

THE  journal  day  book,  as  posted  in  illustration  No. 
2,  is  one  in  which  a  record  of  facts  is  first  made, 
and  is  therefore  called  a  book  of  original  entry. 
Such  are  the  only  ones  admitted  as  evidence  in  a 
court  of  law,  and  for  that  reason,  as  well  as  for  other 
reasons,  it  is  most  important  that  there  must  be  no 
erasures  in  them.  Any  corrections  necessary,  should 
be  made  in  such  a  way  as  not  to  obliterate  the  first 
entry. 

Having  made  an  analysis  of  the  records  of  notes 
given  and  drafts  put  through,  for  the  posting  of  the 
journal  day  book,  the  next  step  is  to  record  them  in 
the  bill  book.  This  is  spoken  of  as  an  auxiliary  book, 
because  Avhile  it  is  a  record  of  facts,  yet  from  it  no 
jiosting  is  done.  The  bill  book  enables  the  proprietor 
or  the  bookkeeper  to  see  a  complete  description  of 
either  bills  receivable  or  payable  with  tlie  minimum 
amount  of  trouble.  Illustration  No.  3,  shows  the  five 
entries  entered  in  bills  receivable,  Avhile  the  six  bills 
payable  are  shown  in  illustration  No.  4,  the  last  two 
columns  in  both  cases  being  left  for  completion  at  the 
due  date  of  the  notes.  To  complete  the  posting,  the 
amounts  in  illustration  number  2,  must  be  transferred 
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to  their  respectiA'e  accounts  in  the  ledger.  Tlie  result 
of  the  stocktaking  will  be  shown  in  the  proprietor's 
account,  whicli  would  appear  as  shown  in  illustration 
No.  5. 

AVhen  tlie  other  entries  are  posted  in  the  ledger  in  the 
same  way  as  shown  in  the  proprietor's  account,  the 
total  of  all  the  debit  balances  should  agree  to  a  cent, 
with  the  total  of  the  credit  balances,  for  as  was  stated 
in  a  foregoing  paragraph,  there  must  be  some  account 
credited  for  every  other  account  debited.  If  these 
totals  agree,  the  work  thus  is  proven ;  if  they  do  not 
agree  the  work  must  be  gone  over  again  to  detect  the 
error. 

Now,  the  proprietor  knows  exactly  how  he  stands 
financially,  and  is  in  a  position  to  continue  his  lixiyiug 
and  selling.  During  the  day,  particularly  when  busy, 
he  will  likely  jot  down  in  pencil  the  particulars  of  each 
transaction  temporarily,  and  then  in  the  evening  or 
during  some  other  spare  hour  make  the  necessary  en- 
tries in  the  books.  In  future  records,  the  same  prin- 
ciple of  each  transaction  affecting  two  accounts  holds 
good.  When  $200  worth  of  goods  are  purchased,  giv- 
ing a  note  or  accepting  a  draft  in  payment,  debit  mer- 
chandise and  credit  bills  payable.  If  A.  Hall  pays  .$25 
on  his  account,  debit  cash  and  credit  A.  Hall.  Before 
maturity,  R.  F.  Brown's  note  of  $126.52  is  paid,  then 
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debit  cash  and  credit  bills  receivable,  etc.,  etc.  The 
.iournal  day  book  would  show  the  three  foregoing 
transactions,  as  in  illustration  6. 


MOTORED  HOME. 

Mr.  S.  Smyth,  who  is  responsible  for  the  exist- 
ence and  success  of  the  Strathroy  Furniture  Co.,  Ltd., 
has  returned  to  Strathroy  from  a  visit  to  Western 
Canada.  Mr.  Smyth  is  well  versed  on  the  AVest  as  a 
result  of  many  visits  and  some  years  of  residence. 
AVhen  seen  in  Toronto  by  the  Canadian  Furniture 
World,  he  had  none  but  optimistic  remarks  to  make 
concerning  the  furniture  trade.  The  return  trip  to 
Toronto  was  made  in  ^Mr.  Smyth's  automobile. 


PERMANENT  SHOWROOMS. 

The  xVlaska  Feather  and  Down  Co.,  Ltd.,  of  IMont- 
real,  have  at  their  disposal  24,000  scjuare  feet  of  floor 
space  at  their  Toronto  warerooms,  in  the  rear  of  235 
Yonge  St.  Their  local  manager,  IMr.  AV.  J.  Crombie, 
has  charge  of  a  complete  stock  of  brass  and  iron  beds, 
mattresses,  springs,  pillows  and  couches,  which  are 
splendidly  arranged  for  displaying  to  interested 
visitors. 


It  is  not  surprising  that  with  the  increased  output  of 
furniture  and  the  general  prosperity  of  Canada  that 
the  Dougall  Varnish  Co.,  Ltd.,  of  Montreal,  should 
profit  thereby.  Mr.  Ingersoll,  their  well-versed 
manager,  is  the  right  kind  of  an  optimist. 

A¥ebster's  Dictionaiy  does  not  give  a  very  clear 
explanation  as  to  the  connection  between  the  varnish 
business  and  playing  golf.  And  yet  Mr.  Walter  Jamie- 
son,  of  R.  C.  Jamieson  &  Co.,  Ltd.,  Montreal,  has  proved 
himself  a  success  at  both. 

Air.  Smith,  president  of  the  Holland  Varnish  Co., 
Ltd.,  is  also  a  Alontreal  golfist  of  some  repute.  He 
maintains  an  interest  in  this  game,  in  spite  of  one  or 
two  little  funnigrams,  which  Air.  Norman  Holland  has 
been  heard  to  relate  at  his  expense. 

The  Eastern  Branch  of  the  Canada  Glue  Co.,  Ltd., 
in  Alontreal,  managed  by  Air.  D.  AV.  Styles,  reports 
very  favorably  on  present  business  conditions.  A  re- 
presentative of  the  "Canadian  Furniture  World"  was 
informed  that  they  had  recently  opened  some  new  ac- 
counts of  importance.  AVhile  there  is  keen  competi- 
tion in  this  line,  there  seems  to  be  good  reason  for  an- 
ticipating continued  increase  in  the  amount  of  sales. 

Air.  Parsons,  of  Colin,  AIcArthur  &  Co.,  Inc.,  Alont- 
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in  (^lU'bec,  as  in  Ontario,  the  all  important  (piestion 
to-day  with  many  of  the  manufacturers,  is  how  to  keep 
up  with  the  orders. 

Alexsrs.  J.  W.  Kilgour  &  Rro.,  of  Beatduirnois, 
whose  factory  is  capable  of  an  immense  output,  find 
business  anytliing  btit  dull.  Not  only  are  they  shipping 
large  (pumtities  of  furniture,  but  the  orders  continue 
to  coitie  in  most  satisfactorily. 

In  Victoriaville,  "Exceedingly  busy"  describes 
trade  conditions  well.  Air.  J.  E.  Alain,  the  well  and 
favorably  known  manager  of  the  Victoriaville  Furni- 
ture Co.  consequently  has  very  few  idle  moments. 

But  no  matter  how  hard  men  work,  sleep  is  a  ne- 
cessity, so  that  tlie  Standard  l^edstead  Co.,  Ltd.,  of  Vic- 
toriaville, find  an  increased  demand  for  their  products. 

The  Canada  Alattress  Alfg.  Co.,  of  tlic  same  place, 
express  tluMiiselves  as  highly  ])leas('d  with  the  progress 
made  so  far  this  year. 

That  low-priced,  well-built  chairs  are  saleabh^  ar- 
ticles, is  demonstrated  by  the  volume  of  business  on  the 
books  of  the  Victoriaville  Chair  Alfg.  Co. 


real,  is  in  Toronto  on  a  somewhat  extended  business 
ti'ip. 

Air.  Andrews,  of  the  Acme  Vacixum  Cleaner  Co., 
Alontreal,  is  an  enthusiast  in  his  line.  He  reports  that 
business  is  increasing  in  a  most  encouraging  manner. 

To  supervise  the  operations  of  the  large  factory  of 
Alessrs.  George  Gale  &  Sons,  at  Waterville,  Que.,  is  no 
sinecure.  But  Mr.  Frank  Gale  does  not  confine  his 
activities  to  his  own  business,  for  he  is  a  good  citizen, 
and  everything  affecting  Waterville  claims  a  share  of 
his  attention. 

AFessrs.  A.  Laurin  &  Co.,  of  Three  Rivers,  have  a 
splendid  up-to-date  retail  furniture  store,  which  is  a 
credit  to  the  city. 

The  Alaska  Feather  &  Down  Co.,  Ltd.,  of  Alontreal, 
whose  Torojito  showrooms  are  referred  to  elsewhere  in 
this  issue,  are  well  known  to  the  trade  throughout 
Canada,  owing  to  their  ])rogi'essive  methods  and  the 
high  (nullify  oi"  goods  manufactured. 

One  ol'  the  pi'oiiiinent  Alontreal  ])usiness  uumi  who 
visited  Toronto  during  the  month  was  Air.  S.  S.  Boxer, 
manager  of  AVatson,  Foster  Co.,  Ltd. 


i6  CANADIAN  FURNITURE  WORLD  AND  THE  UNDKRTAKER. 


OBSERVATIONS  OF  A  TRAVELLER. 

By  a  Traveller. 

WHEREVER  I  go  I  make  it  a  point  to  observe 
how  other  people  sell,  and  I  draw  my  own 
conclusions  as  to  what  methods  are  desirable 
or  otherwise.  I  have  often  heard  of  the  selling  ability 
of  piano  men,  and  I've  been  told  of  piano  salesmen  that 
never  let  you  go  until  you  sign  an  order.  Thinking 
the  Toronto  Exhibition  would  be  a  good  place  to 
"make  observations,"  I  strolled  up  to  one  stand  while 
there  was  no  crowd  in  the  way  and  hung  around  for  a 
few  minutes  to  give  the  man  chewing  the  toothpick 
a  chance  to  spot  me.  He  either  thought  I  was  a  poor 
prospect  or  didn't  think  at  all,  anyway  he  didn't  come 
to  me,  so  I  went  to  him. 

"I  see  you're  making  pianos  now,"  said  I.  "Yes," 
he  responded,  but  made  no  effort  to  establish  a  con- 
versation, so  I  tried  again. 

"Oh;  I  see  you're  making  player  pianos  too,"  I  re- 
marked with  genuine  curiosity.  "Yes,"  was  all  this 
attempt  brought,  so  I  inquired  the  price.  "Seven  hun- 
dred and  fifty  dollars,"  he  replied,  very  decisively,  and 
I  commenced  to  walk  away.  By  this  time  he  had  come 
to  life  and  began  to  show  an  interest.  "Excuse  me," 
he  said,  "you're  interested  in  a  player  piano?"  1 
pleaded  guilty,  but  said  my  intere.st  was  not  in  his  line 
and  went  on. 

The  next  week  a  friend  of  mine  Avas  walking  with 
me,  and  as  we  passed  a  furnishing  store  it  suddenly 
occurred  to  him  that  he  wanted  s:me  collars.  Having 
got  these  for  him  the  obliging  salesman  pulled  a  tie 
oif  the  rack.  "Look  at  this  for  a  tie,"  said  he,  "this 
is  the  newest,  not  a  seam  in  it  and  no  lining ;  tie  it  as 
tight  as  you  like  and  when  you  take  it  oft'  there  is  no 
crease."  He  illustrated  this.  "How  much?"  said  I, 
though  I  saw  the  price  ticket  plainly  enough. 
"Seventy-five  cents,"  he  said,  "here  is  a  nice  shade  of 
red  that  you  could  wear,"  he  said,  directing  his  atten- 
tion to  my  friend,  and  he  bought.  "How  about  this  one 
for  you?"  and  I  took  it. 

Now,  all  this  has  nothing  to  do  with  furniture,  of 
course,  but  it  has  to  do  with  selling.  I  had  no  thought 
of  buying  a  neck-tie  when  I  went  into  the  store,  neither 
had  my  friend,  but  the  alluring  manner  in  which  the 
clerk  showed  them,  just  as  if  he  had  some  sort  of  a 
treasure,  caught  me.  And  I  couldn't  object  that  I 
had  no  need  for  a  necktie.  His  subtle  suggestion  made 
me  feel  that  I  required  that  particular  style,  and  he 
knew  very  well  I  didn't  have  it.  In  short  he  im- 
planted in  me  a  desire  for  possession.  The  piano  man 
didn't. 

Many  tiiiics  1  have  happened  to  be  in  the  store  of 
a  customer  when  a  person  would  call,  bringing  the 
catalogue  of  a  mail  order  house.  Sometimes  those 
people  f)ring  in  the  catalogues  with  the  idea  of  beat- 
ing down  their  local  dealer  on  the  price  of  some  article, 
and  again  others  bring  the  catalogue  to  give  the  local 
man  a  chance  at  the  sale.  To  some  men  that  I  know 
this  mail  order  catalogue  business  is  like  a  red  rag 
to  a  bull,  and  T  have  remonstrated  with  more  than  one 
man  for  getting  impatient  because  someone  brought 
a  catalogue  for  him  to  look  at. 

1  have  one  particular  retailer  in  mind  as  I  write 
this.    He  and  1  had  talked  this  question  over  a  good 


many  times,  and  finally  I  won  him  over  to  take  the  mail 
order  catalogue  as  a  part  of  the  game.  It  is  nearly  a 
year  since  I  was  in  his  place,  when  the  wife  of  a  local 
business  man  came  in  bringing  the  catalogue.  Instead 
of  being  annoyed  he  listened  attentively  to  what  she 
had  to  say  and  he  was  able  to  convince  her  that  he 
could  give  her  better  service,  .because  he  was  on  the 
ground  to  place  the  goods  right  in  her  home,  cleaned 
and  polished,  with  freight  paid,  and  no  chance  of 
damage.  He  was  also  able  to  prove  by  some  of  the 
articles  catalogued,  which  he  had  also  in  stock,  that 
his  prices  averaged  but  a  fraction  higher  than  the  mail 
order  house  prices,  and  then  there  Avas  no  freight 
added,  no  post  office  order  or  express  order  to  pur- 
chase, no  delay  in  delivery,  the  customer  was  buying 
the  actual  article,  not  from  a  picture,  and  lastly  he  just 
hinted  that  the  money  would  be  circulated  at  home. 
His  demonstration  was  effective,  and  I  believe  the  cus- 
tomer Avas  glad  to  be  shown.  I  belieA'e  there  are  Tnany 
people  sending  money  past  their  home  furniture  man 
because  they  think  they  are  getting  better  goods  for 
less  money,  and  they  think  that  because  tlie  retailer 
has  not  shown  them  otherAvise. 

"Sell  all  you  can  load  onto  him,"  A\'as  the  conclud- 
ing argument  of  one  of  my  travelling  friends  in  a 
little  discussion  Ave  had  on  selling.  If  I  eA'er  believed 
in  that  sentiment  I  had  it  thoroughly  jarred  out  of 
me  early  in  my  road  career.  To  mj  retail  friends  and 
their  salesmen  Avho  may  happen  to  read  this,  I  aa'ouM 
emphasize  that  quantity  is  not  the  only  consideration 
in  selling.  The  retailer  is  of  course  in  business  to  give 
serAdce,  and  that  being  the  case,  his  desire  is  to  supply 
Avhat  people  need,  sometimes  only  what  they  Avant,  and 
sometimes  as  much  as  they  want,  but  a  good  retailer 
usually  knoAvs  better  than  the  customer  Avhat  the  cus- 
tomer needs.  He  knoAvs  Avhen  it  is  in  the  interests  of 
the  customer  to  sell  him  a  better  article  than  he  is  try- 
ing to  buy,  and  again  he  knoAvs  that  the  AAife  of  a  Avork- 
ing  man  getting  tAvo  dollars  a  day,  cannot  afford  the 
same  class  of  furnishing  that  the  superintendent  of 
the  same  factory  could  buy,  so  that  the  r.^tail^r  must 
use  tact  and  make  a  distribution  of  his  Avares  so  as  to 
giA^e  the  greatest  lasting  serA'ice. 

Mighty  glad  I  am  that  the  elections  are  over. 
Whether  the  results  were  Avhat  I  Avanted  is  neither  here 
nor  there,  but  the  intense  interest  they  stirred  up  cer- 
tainly did  interfere  Avith  business.  Right  here  I  Avant 
to  say  a  word  to  those  retailers  and  their  salesmen  aa-Iio 
allow  themselves  to  get  into  political  arguments  Avith 
customers.  Ton't.  I  saAV  several  cases  of  this  kind 
during  the  campaign,  and  I  saw  more  than  ever  hoAv 
easily  off'ended  some  people  are.  I  Avas  in  a  store  in 
one  of  the  defeated  cabinet  minister's  constituencies 
and  saAV  a  Avoman  take  um])rage  at  the  remarks  of  one 
of  the  clerks.  In  an  argument  he  got  a  little  hot  and 
said  something  about  the  candidate's  family  connec- 
tion that  the  woman,  who  had  come  along  just  in  time 
to  hear,  seemed  to  resent.  She  made  some  A^ery  sar- 
castic remark  and  turned  and  Avalked  out  of  the  store. 
"By  jove,  I've  done  it  now,"  observed  the  argumenta- 
tive clerk,  as  the  ott'ended  member  slammed  the  door 
and  he  surely  had.  Wise  business  men,  whether  retail- 
ers or  Avholesalers,  keep  political  and  i-eligious  argu- 
ments out  of  business. 
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AN  APPEAL 

TO  USERS  o/rte  FINEST  GOODS  PRODUCED  MAY  MISS  rte  MARK 
WITHOUT  ILLUSTRATIONS,  and  THESE,  UNLESS  of  the  HIGHEST 
CLASS,  will  MISS  the  HIGHEST  PERCENTAGE  of  SELLING  POWER 


We  are  after  the  Best 
Buyers  of  the 
Best  Goods 
Are  You 


P 


IF  SO,  CONSULT  US  ::  GOODS 
ILLUSTRATED  IN  THEIR  NATURAL 
COLORS  OR  IN  BLACK  AND  WHITE 

Page  17  is  one  of  our  Productions 


Legg  Bros 

5  JORDAN  STREET 


Engraving  Co. 

::         ::         TORONTO,  ONT. 
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Publicity 


AN  ADVERTISING  man  called  on  a  merchant  re- 
cently and  on  introducing  himself  the  merchant 
informed  him  that  he  didn't  believe  in  adver- 
tising. "Well,  I  don't  believe  you,"  was  the  prompt 
rejoinder.  "If  you  didn't  believe  in  advertising  jou 
woudn't  be  here.  You  wouldn't  have  a  sign  on  your 
store;  you  wouldn't  have  a  good  show  window,  and  in 
fact  any  old  sort  of  a  barn  would  do  to  carry  your 
stock  in." 

' '  Oh,  but  I 'm  talking  about  newspaper  advertising, ' ' 
said  the  merchant,  good  humoredly,  and  he  proceeded 
to  expatiate  on  the  lack  of  results  that  his  investments 
in  this  way  had  been  productive  of.  "Even  so," 
acquiesced  the  vendor  of  newspaper  space,  "you  con- 
tracted for  space,  and  filled  it  up  with  no  thought  of 
who  you  were  trying  to  reach,  or  whether  you  were 
advertising  appropriate  or  seasonable    lines.  You 


ing  Co.  of  Halifax,  and  which  has  a  coupon  attached 
for  the  reader  to  clip  and  forward  with  name  and  ad- 
dress written  thereon.  The  advertisement  proceeds  to 
say: 

"Get  One  Free." 

"We  have  just  issued  a  new  and  very  comprehen- 
sive 'Guide  to  Home  Furnishing.' 

"It  contains  hundreds  of  illustrations  of  Furniture, 
all  being  the  very  latest  designs  in  pretty  things  for 
every  room  in  the  house,  and  includes  Rugs,  Curtains, 
Oilcloths,  Draperies,  etc.,  and  also  many  helpful  hints 
in  regard  to  Furnishing  and  Decorating  the  Home. 

"It  explains  all  about  our  Free  Delivery  to  any 
R.  R.  Station  in  the  Maritime  Provinces. 

"This  is  an  important  feature  to  find  out  about,  no 
matter  where  you  live. 


Showing  the  recently  rcn.odelltd  front  of  the  well  kept  and  well  conducted  furniture  and  furni&hing  store  ot  Luke  Bros.,  Oshawa,  Ont. 


know  all  the  advertising  under  heaven  won't  sell  fly 
screens  in  February." 

So  it  is  with  much  so-called  advertising.  Absolutely 
no  thought  is  given  to  the  preparation  of  the  matter, 
nor  to  the  class  of  people  that  it  is  expected  to  reach. 

The  show  window  and  the  arrangement  of  the  stock 
in  the  store,  as  well  as  treatment  of  customers,  is  ad- 
vertising. In  this  department  of  "publicity,"  news- 
paper and  window  advertising  will  be  separately  dis- 
cussed, though  they  dovetail  into  eacli  other  in  a  man- 
ner tliat  progressive  retailers  always  take  advantage 
of. 

Advertising  is  done  with  the  specific  object  in  view 
of  creating  desire  and  making  sales,  just  as  the  sales- 
man endeavors  to  do  when  he  is  face  to  face  witli  tlie 
customer  in  the  store. 

What  Some  Advertisers  Say. 

"Get  One  F'ree"  is  tlie  display  line  for  a  two 
column,  five  inch  advertisement,  by  the  N.  S.  Furnish- 


"  Every  prospective  Home  Furnisher  should  have 
a  copy  of  this  valuable  publication,  and  it  will  be  sent 
to  any  address  in  Canada  on  receipt  of  the  coupon  be- 
low, and  stating  what  paper  you  saw  the  advertise- 
ment in. 

"Cut  out  the  coupon  and  mail  to  us  at  once." 
"For  Thrifty  Housekeepers." 

Tlie  above  is  tlie  catch  line  in  letters  three-quarters 
of  an  inch  deep  in  a  recent  advertisement  of  Bedell's. 
Toronto.  The  words,  in  two  lines,  read  across  three 
columns,  and  the  full  depth  of  a  newspaper  page  il- 
lustrates, and  describes  seven  different  lines.  This  ad- 
vertiser says : 

"A  list  of  bargains,  being  only  a  small  indication 
of  what  we  can  do  for  you.  Come  and  see  what  we 
have.  We  are  complete  home  outfitters,  and  will  be 
glad  to  give  you  an  estimate,  and  explain  our  confiden- 
tial credit  plan  to  you." 
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"A  Comfort  Chair  for  a  Happy  Home." 

This  is  the  appropriate  display  line  accompanying 
an  illustration  of  a  man  sitting  in  a  Morris  chair  in 
front  of  a  grate  fire.  "A  soft,  cosy  Morris  chair  for 
you  to  drop  into  when  you  come  home  tired  is  just  as 
necessary  to  a  happy  home  as  a  bedroom  suite,"  is  the 
way  this  advertisement  starts  out  to  create  desire  for 
the  possession  of  such  a  chair,  and  continuing  says, 
"Don't  allow  yoiir  home  to  be  furnished  without  at 
least  one  chair,  especially  when  we  are  selling  a  solid 
oak  IMorris  chair,  with  spring  seat  and  back,  covered 
in  velours  or  art  leather.  Regular  value,  $9.00  for 
$5.95,"  the  latter  price  being  in  black  and  larger  type. 
"Four  Posters  Are  Fashionable." 

So  says  a  bed  advertisement  of  the  Murray-Kay 
store,  Toronto,  in  a  three  column,  ten  inch  advertise- 
ment, which  shows  three  different  styles,  side  by  side. 
Continuing,  the  advertisement  says : — 

"They  are  in  fact  very  much  in  vogue — so,  if 
stored  away  in  some  attic  or  lumber  room,  you  happen 
to  have  a  bedstead  of  this  type  that  belonged  perhaps 
to  some  ancestor  of  Georgian  days,  why,  get  it  out  and 
have  it  re-finished,  so  that  once  again  it  may  take  the 
place  of  honor  in  the  best  bedchamber. 

"The  chances  are,  of  course,  it  will  cost  about  as 
much  to  make  the  old  bedstead  presentable  as  we 
charge  for  a  well-made  reproduction,  which,  while  hav- 
ing all  the  appearance  of  the  18th  Century  originals, 
has  modern  fastenings,  and  can  be  quickly  and  easily 
set  up  and  fitted  with  springs,  mattresses,  etc. 

"Our  stock  at  present  includes  an  unusually  good 
collection' of  these  bedsteads  in  single  and  double 
sizes,  and  in  wide  variety  of  style  and  price.  "We  have, 
for  instance  : — 

Brief  descriptions  with  prices  then  follow. 
The  Home  of  Good  Furniture. 

Wide-Awake  Furniture  Co.,  of  Vancouver,  use  a 
full  page,  with  a  room  interior  view  across  the  top, 
a  fancy  rule  border  down  both  sides  containing  illus- 
trations of  eighteen  different  pieces. 

"You  need  the  goods — We  want  to  sell  them,"  is 
the  logic  that  the  announcement  starts  off  with,  after 
emphasizing  "cash  or  easy  payments."  Various  lines 
are  mentioned,  giving  the  range  of  prices  which  does 
not  strike  one  as  being  as  interesting  to  the  prospective 
customer  as  specific  prices  would.  A  space  devoted  to 
the  carpet  department  gives  specific  prices,  however, 
for  different  sizes  and  kinds  of  rugs. 

"The  Furniture  Floor  Announces  Complete 
Readiness." 

In  upper  and  lower  case  letters  the  above  attracts 
the  eye  to  a  full  page  advertisement  of  the  Watkins 
store  in  Hamilton,  the  slogan  of  which  is,  "Hamilton's 
Favorite  Shopping  Place."  The  advertisement  is  di- 
vided among  a  couple  of  different  bedroom  suites,  a 
dining  room  and  a  library  suite,  each  illustrated  with 
a  three  column  cut. 

"How  much  the  above  library  set  would  improve 
one  room  in  your  home,"  is  the  subtle  suggestion  under 
an  attractive  illustration,  and  having  seen  that  much 
of  the  appeal  to  one's  vanity,  the  reader  is  naturally 
curious  for  the  rest,  which  reads  as  follows,  in  clear, 
bold  type: 


'Sturdy,  comfortable,  well  designed  and  priced 
very  reasonable,  the  above  Library  Set  is  only  one  of 
several  superb  collections  now  in  display  and  sale  on 
the  Furniture  Floor.  The  Oak  IMagazine  Stand  may 
be  had  in  any  desired  finish  at  $9.00.  The  large 
Leather  Upholstered  Arm  Chair  (genuine  leather)  is 
priced  at  $54.00.  (Others  like  it  for  $45.00  and  $65.00) . 
The  Quartered  Oak  Library  Table  comes  in  Oak,  any 
finish,  at  only  $14.00.  (Others  at  $11.00  to  $33.00). 
The  Oak  Arm  Chair  and  Rocker,  exactly  like  those 
illustrated,  are  priced  at  $12.00  each.  They  have 
genuine  Spanish  Leather  seats.  (Others  here  at  $5.00 
to  $27.00)." 


THE  WINDOW. 

Merchandise  is  no  longer  merely  put  in  the 
window  to  show  passers-by  that  such  things  can 
be  bought  in  the  particular  store  showing  them. 
The  effective  window  display  does  more  than  that ;  it 
suggests  and  creates  desire  for  possession,  or  in  other 
words  educates  the  people.  The  window,  in  conjunc- 
tion with  newspaper  space,  shows  the  public  new  de- 
signs and  ideas;  teaches  them. about  productions  that 
they  would  otherwise  not  hear  of  so  quickly,  or  per- 
haps would  not  hear  of  at  all.  This  being  the  case  it 
is  wise  to  give  the  window  display  a  "homey"  appear- 
ance. For  example  a  dining  room  suite  shown  in  the 
window  as  it  would  appear  in  the  dining  room  is  more 
effective  than  the  bare  articles  of  furniture.  Besides, 
the  furnished  room  idea  gives  an  opportunity  to  dis- 
play rugs,  which  most  furniture  retailers  now  carry, 
likewise  dishes,  which  are  becoming  a  recognized  line 
for  furnishing  houses.  The  fact  that  the  retailer  does 
not  handle  crockeryware  need  not  prevent  him  arrang- 
ing the  table,  as  he  can  borrow  the  dishes  and  cutlery 
from  some  other  merchant. 

Hall  furniture  was  shown  by  one  firm,  with  such 
suggestive  accompaniments  as  a  cane  and  an  umbrella 
in  the  umbrella  stand.  On  a  hall  i-ack  hung  a  hat,  and 
a  pair  of  gloves  lay  on  the  seat,  with  an  overcoat  care- 
lessly thrown  over  the  seat  arm.  A  hall  seat  had  an 
opened  magazine  lying  on  it,  just  as  if  some  pei'son 
reading  the  publication  had  temporarily  laid  it  there. 

In  the  same  way  bedroom  furniture  is  best  shown 
dressed  up  a  little.  On  the  principle  that  an  occupied 
house  sells  more  readily  than  an  empty  one,  a  bed  made 
up  ready  for  use,  with  attractive  and  dainty  bedding 
and  linen,  appeals  more  quickly  than  the  unadorned 
bedstead. 


SOMETHING  IN  MOTION. 

Every  merchant  is  familiar  with  the  fact  that 
something  in  motion  never  fails  to  catch  the 
eye  of  even  the  most  hurried  pedestrian.  Me- 
chanical devices  for  furniture  displays  are  practically 
an  impossibility,  but  there  is  an  occasional  idea  that 
the  furniture  man  can  adopt.  A  waving  flag  in  the 
window  is  not  less  appropriate  in  a  furniture  window 
than  in  any  other  store  window.  This  may  be  accom- 
plished with  the  aid  of  an  electric  fan.  One  such  win- 
dow showed  the  flag  staff  in  the  hands  of  a  boy,  and 
it  kept  constantly  fluttering,  as  a  current  of  air  was 
forced  against  it. 
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Wall  Papers 


ARE  wallpapers  a  profitable  or  a  desirable  line,  or 
both,  in  the  furniture  store?  The  most  interest- 
ing and  practical  reply  to  this  question  being 
the  experiences  of  the  retailers  themselves,  the 
Canadian  Furniture  World  communicated  with  fur- 
niture men  in  all  Provinces,  with  a  view  to  ascertain- 
ing their  success,  or  otherwise,  with  wallpapers.  The 
expressions  of  opinion,  particularly  of  men  speaking 
from  actual  experience,  will  undoubtedly  prove  help- 
ful to  Furniture  World  readers. 

In  view  of  the  evolution  of  the  furniture  business 
into  one  of  furniture  and  furnishing,  it  is  only  natural 
that  wall  coverings  should  be  included  in  the  stock, 
consequently  the  furniture  store  has  come  to  be  quite 
the  logical  place  to  look  for  them.  There  are  many 
furniture  men  who  have  already  made  the  line  a  direct 
success  apart  from  the  indirect  sales  of  other  furnish- 
ings effected  through  the  influence  of  this  department. 
Otiier  furniture  men  are  similar  to  one  successful  re- 
tailer, wlio  stated  to  a  representative  of  Canadian  Fur- 
niture World  that  he  would  like  to  take  on  the  line,  but 
would  not  interfere  with  the  established  wallpaper 
retailer  of  the  town,  who  gave  the  people  a  splendid 
service. 

Furniture  Department  Incomplete  Without  Them. 

"AVe  do  not  handle  wallpapers,"  said  one  firm, 
"and  never  have,  we  are  a  young  concern,  only  four 
years  in  business.  We  have,  however,  considered  a 
wallpaper  department,  but  owing  to  our  situation  in 
the  town  we  are  very  doubtful  as  to  results.  As  to 
whether  it  should  go  with  furniture  or  not,  we  are  of 
the  opinion  that  while  you  can  get  along  very  well 
without  it,  yet  no  house  furnishing  department  is  com- 
plete without  it,  because  where  you  do  not  sell  paper, 
you  will  always  find  your  customers  have  or  must  have 
a  sample  of  the  paper  to  match  hangings,  etc.,  to  it. 
Whereas,  if  you  have  it  in  stock,  it  is  much  easier  to 
make  sales  when  you  can  show  your  rooms  complete. ' ' 

Best  Paying  Department. 

A  Manitoba  retailer  says,  "I  think  wallpaper  an 
appropriate  and  profitable  side-line  in  the  furniture 
store."  and  he  is  backed  up  by  another  man  from  the 
same  province,  whose  first  experience  was  unsuccess- 
iul,  but  he  tried  again.    His  own  account  follows: 

"I  handle  wallpapers  in  my  furniture  store,  and 
am  making  them  pay  all  right  now.  I  went  into  them 
once  before,  but  did  not  make  them  pay,  simply  be- 
cause I  did  not  know  how  to  handle  them,  and  finally 
cut  them  out.  Three  years  ago  I  started  in  again,  and 
now  they  are  paying  me  better  than  anything  I  handle. 
I  keep  a  good  assorted  stock,  and  have  a  system  of 
handling  it.  I  do  not  keep  the  more  expensive  paper — 
just  the  samples.  I  expect  to  work  into  these  soon  as 
possible.  I  have  just  been  feeling  my  way  until  I  find 
what  is  the  best  course  to  take,  and  find  it  is  the  worst 


thing  a  man  can  go  into  if  he  does  not  run  it  right, 
and  the  best  if  he  does." 

A  Drawing  Card  for  Furniture. 

An  Ontario  retailer,  who  also  handles  hardware, 
gives  his  verdict  as  follows : — 

"We  handled  wallpaper  in  connection  with  our 
furniture  business  for  some  fifteen  years,  and  found  it 
a  profitable  side-line,  while  we  gave  it  our  personal 
attention,  but  when  our  business  grew  that  we  required 
outside  help,  we  found  the  clerks  did  not  give  it  the 
close  attention  it  required.  AA^ould  consider  wall- 
paper a  good  side-line  for  a  furniture  man  who  had 
the  time  in  connection  with  his  furniture  business  to 
devote  to  it.  It  is  also  a  drawing  card  for  the  furniture 
end  of  the  business." 

A  Doulitful  Source  of  Profit. 

In  interesting  contrast  to  the  above  experience  is 
the  opinion  of  a  British  Columbia  retailer,  who,  al- 
though asked  for  the  goods,  doubts  their  profitable- 
ness : — 

"I  do  not  handle  wallpapers  (although  I  contem- 
plated doing  so,  having  received  a  number  of  inquiries 
for  them),  for  the  reason  that  shortly  after  I  started 
here  an  enterprising  firm  of  painters  and  decorators 
also  started,  and  they  made  wallpapers  a  prominent 
line.  This  place  being  too  small  yet  to  comfortably 
digest  more  than  one  stock  of  such  an  article,  and  as 
most  of  the  inhabitants  are  still  on  a  friendly,  and  in 
many  cases  even,  on  an  intimate  footing  with  one  an- 
other, I  decided  not  to  disturb  my  friendly  relations 
with  the  firm  in  question  for  the  sake  of,  what  ap- 
peared to  me  under  the  circumstances,  a  doubtful 
source  of  profit." 

Diverse  Opinions. 

"I  do  not  handle  wallpapers,"  said  a  prominent 
retailer,  who  has  one  of  the  best  retail  furniture  busi- 
nesses in  Western  Ontario,  "nor  have  I  room  to  do  so 
if  I  wished,  but  have  thought  many  times  it  should 
work  well  with  the  house  furnishing  business." 

"I  do  not  handle  wallpapers,  nor  would  I  so  long 
as  the  makers  furnish  samples  to  any  and  all  painters 
to  sell,  without  carrying  any  stock." 

Too  Many  Handling  Them. 

A  Manitoba  subscriber  says,  "there  are  two  men  in 
town  handling  the  line,  which  I  consider  plenty,  there- 
fore do  not  care  to  stock  it."  An  Ontario  reader  in 
a  town  of  a  thousand,  expresses  exactly  the  same  views, 
while  another  Ontario  wellwisher  of  Canadian  Furni- 
ture World,  expresses  his  ideas  thusly : — 

"Two  drug  stores  carry  wall  papers  here,  also  one 
store  makes  a  business  of  papers  only,  and  we  find 
nowadays  every  painter  carries  samples.  Again,  we 
have  always  heard  that  furniture  men  thought  wall- 
paper selling  took  up  too  much  of  their  time.  In 
country  towns,  present  time,  business  of  the  day  is 
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concentrated  from  three  to  five  in  the  afternoon,  and 
wallpaper  selling  is  slow,  and  would  mean  to  keep 
too  much  help." 

How  One  Firm  Successfully  Handle  the  Line. 

Perhaps  the  most  comprehensive  expression  of 
opinion  the  Canadian  Furniture  World  received,  is 
from  Messrs.  Pemble  Bros.,  of  Indian  Head,  Sask.,  who 
say : — 

"We  handle  wallpapers,  and  find  them  profitable. 
We  most  certainly  think  that  the  furniture  store  is 
the  right  place  for  them,  and  we  do  not  see  any  reason 
why  any  furniture  man  should  not  make  them  pay, 
providing  he  spends  a  little  time  and  thought  over 
them.  We  have  in  stock  over  100  different  patterns, 
besides  ceilings  and  borders  suitable  for  rooms  which 
are  kalsomined  and  not  papered. 

"We  have  a  rack  in  the  upper  part  of  our  premises 
built  in  the  usual  diamond  shaped  fashion,  and  every 
pattern  has  a  number  by  which  it  is  marked  and 
known.  The  wall  and  border  we  put  in  one  partition 
together,  the  ceilings  we  keep  separate,  as  we  find 
many  people  do  not  take  the  matched  ceiling,  but  most 
probably  prefer  a  white  or  cream  'stock'  ceiling. 

"The  border  we  distinguish  from  the  wall  by  a 
cross  on  the  end  of  the  roll,  marked  with  blue  or  red 
crayon.  Downstairs  we  have  an  'Onward  Display 
Rack,'  which  we  know  shows  the  samples  to  much  bet- 
ter advantage,  but  of  course  this  is  not  a])solutely 
necessary,  especially  in  tlie  smaller  towns. 

"All  the  samples  are  marked  with  little  red  gum- 
labels,  witli  the  number  of  the  pattern,  are  in  the  rack 
upstairs,  and  the  price.  We  find  no  trouble  at  all  with 
the  paper,  because  we  keep  the  stock  'clean.'  By 
clean  we  mean  that,  should  a  customer  bring  back  a 
roll  th<\y  do  not  require,  it  is  not  left  anywhere  until 
tluM-e  are  rolls  of  paper  all  around  the  place,  but  it  is 
immediately  turned  to  on  the  display  rack  and  taken 
ujistairs  and  put  away,  upon  its  number  being  ascer- 
tained. 

"Our  method  of  getting  rid  of  patterns  that  do  not 
appear  to  sell  very  quickly  is  to  lower  the  price  Ic.  at 
a  time,  until  a  price  is  reached  that  customers,  wt^o, 
although  they  do  not  care  for  the  pattern,  have  to  be 
governed  by  price,  witli  a  little  judicious  persuasion, 
are  induced  to  take  it. 

"We  consider  it  is  as  well  to  get  rid  of  patterns 
like  these  at  a  very  small  margin,  than  to  have  to  carry 
them  over  to  another  season  and  run  the  risk  of  cus- 
tomers recognizing  them,  as  would  most  certainly  be 
the  ease.  With  regard  to  the  last  few  rolls  of  any 
pattern,  we  always  endeavor  to  sell  them  right  out 
and  have  been  so  far  successful  that  we  liave  very  few 
odd  rolls  of  wallpaper  on  our  hands. 

"Then,  as  regards  the  border,  sometimes  the  wall 
will  be  sold  and  the  border  left.  We  then  take  a 
sample  of  the  border  and  put  it  in  a  book  of  borders 
made  up  by  ourselves  of  odd  borders,  and  should  any- 
body— as  is  often  the  case — want  a  border  alone,  we 
show  them  this  book,  and  can  generally  satisfy  them 
from  it  without  robbing  any  of  the  walls  of  their 
borders. 

"Finally,  we  think  tliat  wherever  possible  one 
person  alone  should  look  after  the  wallpaper,  and  then 


he  becomes  familiar  with  all  the  patterns,  and  knows 
which  are  getting  low  and  which  do  not  sell,  and  when 
ordering  time  comes  he  knows  the  tastes  of  the  people, 
and  can  order  accordingly.  As  for  the  class  of  goods, 
we  ourselves  carry  from  the  cheapest  up  to  that  which 
retails  at  50c.  a  double  roll,  and  we  find  that  this 
seems  to  satisfy  the  demand.  Of  course  in  the  larger 
cities  we  suppose  that  higher  priced  goods  would  have 
ready  sale." 


TO  DISPLAY  WALLPAPERS. 

The  waste  that  results  from  wallpapers  being  soiled 
and  torn  in  showing  to  customers  can  materially  re- 
duce the  profits  of  a  season.  The  advantageous  dis- 
play of  patterns  is  the  greatest  problem  in  the  wall- 
paper department,  but  which  the  display  rack  shown 
in  the  accompanying  illustration,  now  helps  to  solve. 

This  rack  will  carry  one  hundred  samples,  and  ro- 
tates so  that  the  customer,  sitting  or  standing,  can 
view  the  entire  list  without  moving.  The  samples  can 
be  readily  changed  when  soiled  or  torn,  and  the  com- 
paratively small  piece  used  is  not  expensive,  and  yet 
the  sample  is  large  enough  to  show  the  patterns  to  ad- 
vantage. 

One  of  the  advantages  of  the  rack,  in  addition  to 


saving  stock  and  saving  space,  is  that,  should  a  cus- 
tomer enter  while  the  proprietor  or  assistants  are 
busy,  he  or  she  can  look  over  the  samples  withoiit  as- 
sistance. 

Samples  for  a  number  of  rooms  may  be  lined  up 
side  by  side,  so  that  the  customer  can  see  how  they 
harmonize.  The  rack,  which  is  manufactured  by  On- 
ward Manufacturing  Co.,  of  Berlin,  Ont.,  is  in  use  by 
progressive  retailers  a  list  of  whom  will  be  sent  on  ap- 
plication. 

One  purchaser  of  a  rotary  rack  says,  "papers  look 
so  much  better  than  in  sample  books,  which  soon  get 
dilapidated,  and  people  think  it  is  old  stock." 


SOME  CREDIT. 

Mrs.  Hashehouse — Your  boots  squeak;  that's  a  sign 
they  ain't  paid  for. 

Slimdiet — It  there's  anything  in  that  sign,  Avhy 
doesn't  my  coat,  vest,  pants  and  hat  squeak? 
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Floor  Coverings 


RUGS  Still  King. — In  this  department  in  the  Sep- 
tember issue  of  Canadian  Furniture  World  and 
The  Undertaker,  a  paragraph  headed  "Rugs 
Going  Out"  received  the  editorial  attention  of  "The 
American  Carpet  and  Upholstering  Journal  which,  in 
this  connection,  says: — "While  we  have  observed  un- 
mistakable signs  within  the  past  two  or  three  years 
of  a  reaction  in  favor  of  earpetings,  it  has  not  reached 
the  stage  of  'death  knell  ringing'  for  the  rug.  In- 
deed, rugs  are  being  sold  in  larger  quantities  in  the 
carpet  stores  than  ever  l)efore,  although  many  ex- 
chisive  users  of  rugs  are  returning  to  the  use  of  ear- 
petings for  certain  rooms.  The  demand  for  rugs  which 
set  in  some  ten  years  ago,  has  been  steadily  increasing, 
and  we  see  no. evidences  of  a  change  that  will  eliminate 
the  rug  from  the  market.  Carpet  dealers  who  have 
been  lamenting  the  loss  of  yardage,  due  to  the  decline 
of  carpets  and  the  ascendency  of  rugs,  seem  to  have 
readjusted  themselves  and  their  business  to  the  new 
conditions,  but  nevertheless  many  would  welcome  a 
return  to  the  good  old  days  when  the  sale  of  a  tioor 
covering  for  a  room  meant  yardage  covering  the  entire 
space  and  tlie  added  charges  for  sewing,  lining  and 
laying,  all  of  wliicli  brought  additional  profit  to  the 
retaih^r. " 

Not  Quite  Dead. — WJiile  in  fashionable  centres 
there  are  unmistakable  signs  of  a  return  to  piece  car- 
pets, it  does  not  follow  that  rugs  are  en  passe,  nor 
was  it  tlie  intention  of  this  publication  to  exactly  say 
they  were.  Retailers  who  have  watched  the  trend 
closely,  however,  do  not  hesitate  to  affirm  that  piece 
goods  are  returning  to  favor.  This  does  not  neces- 
sarily mean  that  rugs  will  pass  out,  but  if  ultra-fashion- 
able homes  commence  to  cover  their  entire  floors,  then 
less  fasliionable  homes  will  do  so.  It  is  true  that  many 
people,  wliile  openly  admiring  bare  stairs  and  hall  and 
kitchen  floors  and  very  wide,  polished  hardwood  bor- 
ders in  other  rooms,  secretly  prefer  something  less 
noisy  and  less  productive  of  falls.  Sanitary  and  hand- 
some as  waxed  floors  are,  it  must  be  admitted  that 
walking  on  them  is  anything  but  a  pleasure,  to  say 
nothing  of  the  labor  in  keeping  them  in  presentable 
shape.  One  of  the  original  argiunents  for  art  squares 
was  that  they  lessened  the  work  of  keeping  the  home 
sanitary,  being  more  easily  removed  for  cleaning  pur- 
poses. The  vacuum  cleaner  has  solved  the  problem, 
however,  and  entire  floor  coverings  are  now  just  as 
easily  cleaned  as  are  squares.  Even  with  the  return 
to  favor  of  piece  goods,  there  is  no  doubt  that  rugs 
will  continue  in  favor,  and  the  increased  consumption 
of  carpets  of  all  kinds  that  continues,  may  even  increase 
art  s(|UHre  demand. 

Good  Business  Expected.— Retailers  are  looking  for- 
ward to  the  next  couple  of  months  bringing  good  floor 
covering  trade.  Sei)teml)er  secitis  to  have  been  a  com- 
I)arative]y  good  carpet  month  in  some  sections  but,  on 


the  whole,  available  reports  indic  ate  too  fine  weather 
for  a  healthy  carpet  demand.  The  political  landslide 
of  September  twenty-first  has  not  liad  the  effect  of  up- 
setting trade  and  commerce,  and  farmers  are  going 
ahead  with  operations  just  the  same  as  ever.  The 
Canadian  agriculturist  has  developed  the  taste  for 
articles  of  comfort  and  beauty  formerly  supposed  to  be 
entirely  a  sign  of  city  breeding.  Furthermore  he  has 
the  wherewithal  to  gratify  these  tastes,  and  he  is  doing 
so.  He  may  buy  his  carpets  and  rugs  from  his  local 
furniture  man,  and  he  buys  other  articles  which  in 
turn  mean  the  industrial  progress  of  manufacturing 
towns,  the  residents  of  Avliom  are  in  turn  enabled  to 
assist  the  circulation  of  money  to  the  profit  of  retailers, 
manufacturers  and  middlemen.  Each  retailer  knows 
the  crop  conditions  of  his  own  locality,  and  can 
feature  carpets  and  rugs  accordingly.  The  return  of 
city  residents  from  their  summer  homes  always  means 
a  brisk  trade  in  carpets  and  draperies,  so  a  bird's  eye 
perspective  of  (*anadian  conditions  indicate  a  good 
fall  season  in  this  branch  of  the  furniture  retailer's 
business. 

Poor  Trade  In  U.S. — There  is  a  general  impression 
formed  on  authentic  reports  that  trade  conditions  are 
much  more  satisfactory  in  Canada  than  in  the  United 
States.  This  also  applies  to  the  carpet  and  rug  busi- 
ness. The  Grand  Rapids  Furniture  Record  for  Sep- 
tember devotes  nearly  a  page  to  the  carpet  and  rug 
situation,  the  gist  of  Avhich  was  that  July  was  one  of 
the  dullest  months  on  record,  with  an  improvement  in 
August  that  was  expected  to  continue  throughout  tiie 
fall  ;  that  buyers  are  ordering  with  extreme  conser- 
vatism, and  that  trade  in  the  West  and  Middle  AVest 
was  a  long  way  from  normal.  The  above  named  pub- 
lication also  says. — "The  bulk  of  the  orders  now  being 
booked  by  the  manufacturers  are,  in  the  main,  for  Ax- 
ministers,  Brussels,  a  few  Wiltons  and  tapestries.  The 
New  England  buyer  continues  to  pin  his  faith  to  the 
Brussells  rugs,  and  therefore  is  not  inclined  to  buy 
liberally  of  the  Axminster  lines.  There  has  been  a 
moderate  amount  of  biisiness  put  through  on  tapestries, 
and  some  few  Wiltons  have  been  taken  over  by  the 
larger  retailers  in  the  New  England  territory.  Carpets 
have  been  moving  very  slow,  and  this  refers  to  all 
grades.  Buyers  are  far  more  interested  in  rugs  for  im- 
mediate or  nearby  delivery  A  very  fair  amount 

of  new  business  has  been  put  through  on  other  floor 
coverings,  such  as  linoleums,  floor  oilclotlis  and  mat- 
tings. Dealers  have  been  building  up  these  stocks 
which  were  fairly  well  depleted  during  July  and 
August.  Linoleums  have  been  selling  well  in  spite  of 
the  higli  prices  which  now  prevail  on  all  lines.  The 
new  designs  in  Japanese  mattings  have  taken  very 
well  with  the  trade,  aiul  stocks  are  not  as  extensive 
with  jobbers  as  the  retail  buyers  believe  them  to  be." 

Rug  Racks. — The  average  i-ug  oi-  cai-pet  customer 
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prefers  to  see  the  article  on  the  floor  in  a  natural  light, 
just  as  it  would  be  on  the  floor  of  her  own  home.  The 
average  man  of  course,  will  be  as  readily  impressed 
Avith  the  colorings  of  a  rug  under  the  glare  of  an  arc — 
but  then  nobody  ever  heard  of  a  man  being  entrusted 
with  the  purchase  of  a  rug — that  is  the  normal  man. 
The  woman  being  the  customer,  therefore,  every  con- 
sideration must  be  given  her,  but  it  is  not  always  prac- 
ticable to  show  the  rug  on  the  floor.  There  is  not  al- 
ways room  to  have  the  entire  line  of  patterns  on  the 
floor,  hence  the  rug  rack.  Eug  racks  are  so  generally 
used  that  they  may  be  considered  as  necessary  as  any 


New  Furniture  and  Hardware  Store  of  Noden,  Hallitt  &  Jolinson,  Toronto 
(Toronto  Junction) 


other  fixture.  They  save  space  and  time,  and  these 
both  mean  the  almighty  dollars,  in  which  losses  or 
profits  are  reckoned.  Like  all  other  utilitarian  articles, 
however,  there  are  some  disadvantages  credited  to  rug 
racks,  and  Mr.  John  Haddon,  who  edits  the  "Southern 
Furniture  Journal's"  Carpets  and  Draperies,  ad- 
monishes the  new  users  of  them  as  per  the  next  para- 
graph. 

Rack  Disadvantages. — "A  salesman  accustomed  to 
showing  rugs  on  the  floor  is  likely  at  first  to  abuse  the 
rug  rack  when  allowed  to  use  it.  The  displaying  of 
rugs  on  a  rack  is  so  easy  and  can  be  accomplished  with 


so  little  work  that  such  a  salesman  is  liable  to  rush  the 
customer  from  one  pattern  to  another  before  she  has 
had  time  to  study  it  carefully  and  really  decide  whe- 
ther the  rug  submitted  is  the  one  she  wants.  This  over- 
speed  is  sure  to  confuse  the  customer  and  fill  her  mind 
with  a  jumble  of  patterns  and  colors  which  will  lead 
to  indecision.  How  much  better  it  would  be,  if  the 
salesman  should  show  each  rug  slowly,  talk  upon  its 
merits  and  then  if  it  be  unacceptable  turn  deliberately 
to  the  next.  Another  disadvantage  in  displaying  rugs 
on  the  rack,  which  the  clever  salesman  can  overcome,  is 
the  matter  of  bad  light.  Anyone  of  experience  knows 
that  a  rug  on  the  floor  shows  to  better  advantage,  if 
placed  in  a  proper,  natural  light,  than  a  rug  under  the 
glare  of  electric  lights  on  the  rack.  In  one  instance  I 
have  known  of  a  sale  which  was  hanging  in  the  balance, 
being  quickly  closed  by  a  salesman  removing  the  rug 
from  the  rack  and  placing  it  on  the  floor.  The  cus- 
tomer, being  pleased  with  the  improvements  in  the 
colors,  was  quick  to  purchase  it  when  shown  in  the 
natural  light.  A  little  ingenuity  of  the  salesman,  es- 
erciscd  at  the  proper  moment,  turned  the  scales." 

Door  Mats. — Who  would  idsit  a  grocery  store  in 
search  of  a  door  mat?  Yet  a  grocer  in  an  Eastern 
Ontario  town  advertises  reductions  in  door  mats  that 
were  originally  priced  at  from  fifty  cents  to  three  and 
one-half  dollars,  with  a  dozen  different  prices  between. 
If  a  grocer  can  sell  door  mats,  the  furniture  retailer 
assuredly  can,  and  this  is  just  the  season  of  the  year 
to  feature  them. 


AMONG  THE  RETAILERS. 

Probably  the  most  artistic  furniture  warerooms  in 
Western  Ontario  are  those  of  the  Shedden  Furniture 
Co.  of  Woodstock,  the  interior  fittings  and  decorations 
of  which  are  quite  in  keeping  with  the  goods  shown  on 
their  spacious  floors. 

This  business  was  established  about  30  years  ago 
by  Mr.  David  Shedden,  who  has  now  retired  from  ac- 
tive business  life,  the  active  manager  of  this  progres- 
sive concern  is  Mr.  Charles  Shedden,  who  is  a  practical 
upholsterer  and  a  drapery  man  of  more  than  average 
ability. 

The  Shedden  Co.  are  large  dealers  in  floor  rugs, 
and  showed  a  large  assortment  of  the  latest  creations 
in  that  line. 

The  furniture  warerooms  of  the  E.  J.  Coles  Co.,  of 
Woodstock,  are  among  the  largest  in  Western  Ontario, 
containing  ab'iut  30,000  square  feet,  two  entire  floors  of 
their  fine  building  being  used  to  show  a  magnificent 
assortment  of  furniture  of  all  kinds.  The  E.  J.  Coles 
Co.  are  also  large  dealers  in  rugs  and  carpets,  also 
china,  crockery  and  wall  papers.  TJiider  the  careful 
management  of  Mr.  E.  J.  Coles  this  business  has  made 
great  progress. 

W.  J.  Lindsay,  of  Woodstock,  has  recently  added 
a  large  addition  to  his  premises,  in  order  to  meet  the 
demand  for  more  space  for  his  china  and  crockerj^  de- 
partment, and  also  to  accommodate  his  display  of  up- 
holstered furniture,  which  alone  requires  floor  space 
of  about  3,000  square  feet. 

Mr.  Lindsay  shows  a  large  assortment  of  china  and 
crockery,  and  also  has  a  splendid  display  of  floor  rugs 
of  all  grades  and  prices. 
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Pictures  and  Mouldings 


THE  Picture  Season. — With  pictures  of  real  merit 
procurable  at  such  reasonable  prices,  the  wonder 
is  that  so  large  a  proportion  of  the  cheap,  inar- 
tistic productions  find  buyers  at  all.  Some  of  the  fur- 
niture retailers  can  consider  themselves  responsible 
for  some  of  the  lack  of  appreciation  of  the  better  lines, 
because  of  neglect  in  featuring  them.  The  cheap  litho- 
graphs, in  colored  frames,  to  be  found  in  so  many- 
homes,  where  better  ones  could  as  easily  be  purchased, 
are  to  an  extent  the  fault  of  the  retailer.  He  could  have 
and  should  have  persuaded  his  elastomer  to  the  better 
lines.  The  picture  season  is  here,  and  it  is  up  to  the 
furniture  retailer,  if  he  handles  pictures  at  all,  not 
to  let  the  entire  business  go  to  the  drug  or  stationery 
store.  If  he  has  such  a  department  at  all,  it  is  en- 
titled to  some  window  consideration  and  newspaper 
space,  as  well  as  inside  display,  and  here  it  might  be 
suggested  that  while  pictures  on  the  store  walls  add  to 
the  decorative  effect,  they  are  oftentimes  supposed  by 
customers  to  be  there  for  that  purpose  solely,  and  not 


Matthews  Bros.,  Limited,  Toronto 


for  the  purpose  of  being  transferred  to  some  other  per- 
son's  walls. 

A  Suggestion. — One  picture  enthusiast,  who  gave  a 
little  more  attention  to  this  line  perhaps,  than  most 
retailers  could  afford  to  do,  had  a  table  located  inside 
the  door,  where  every  person  who  entered  could  not 
fail  to  see  it.  On  this  table  a  single  picture  was  always 
displayed.  The  picture  was  changed  frequently,  some 
weeks  two  or  three  times,  but  usually  it  was  allowed  to 
stand  a  week,  as  the  town  was  not  a  large  one.  The 
picture  was  invariably  one  worth  stopping  to  look  at, 
and  this  retailer  developed  into  quite  an  educationalist 
in  his  own  way.  Each  picture  was  accompanied  by 
some  particulars  of  its  origin,  or  of  the  artist's  history. 
When  the  election  campaign  was  on  he  showed  framed 
pictures  of  both  leaders,  resulting  in  sales  of  both.  The 
pictures  were  good  photographic  enlargements,  and  he 
framed  up  one  of  each,  always  framing  another  to  take 
the  place  of  the  one  sold.  He  also  took  advantage  of 
the  attention  given  to  Royalty  durfng  the  weeks  pre- 
ceding the  recent  coronation.  He  stated  afterwards 
that  it  surprised  him  to  learn  how  many  of  the  good 


liomes  in  the  community  did  not  have  pictures  of  the 
present  or  late  ruler.    The  suggestion  in  this  photo- 
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graph  idea  can  be  turned  to  good  account  by  any 
Furniture  World  reader. 

Featured  Local  Events. — Still  another  furniture 
man  has  turned  his  liking  for  amateur  photography  into 
profitable  account.  Having  but  little  time  himself  for 
hunting  up  suitable  pictures,  he  has  had  the  taste  for 
artistic  landscapes  well  developed,  and  when  any  of 
his  "kodak"  friends,  of  whom  he  has  a  number,  have 
anything  with  merit,  he  is  quick  to  appreciate  the  fact. 
He  is  always  very  prompt  in  putting  on  display  a 
framed  enlargement  of  some  good  local  scene.  He 
took  occasion  to  secure  several  good  school  photo- 
graphs, that  is  of  groups  of  children  coming  from  or 
going  to  the  local  school.  In  the  enlargements  many  of 
the  children  were  promptly  recognizable  by  their 
parents,  and  this  has  every  year  resulted  in  enough 
business  to  warrant  the  attention  expended  in  this  par- 
ticular way. 

Advertising-  Value  In  It. — Besides  the  direct  profits 
of  the  department,  which  is  the  first  consideration,  it 
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has  an  advertising  value  that  is  worth  considering.  To 
have  people  say  "I  got  this  picture  at  So-and-So 's, "  or 
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SOMETHING  NEW 
AND  ATTRACTIVE 

FOR    YOUR    EARLY  APPROVAL 


THE    illustrations    show    a   couple   of  artistic 
and  pleasing  conceptions  from  an  entirely 
new  range    of   designs  that  will  be  ready 
for  the  approval  of  retailers,  in  the  near  future. 
The  new  goods  will    embrace    every  meritorious 
feature  of       .......  . 


MADE 
IN 

CANADA 


FURNITURE 


MADE 
IN 

CANADA 


IN  THE  MEANTIME 

There  is  much  in  the  Malcolm  &  Souter  range 
that  you  should  have  for  present  needs,  in 
BEDROOM  FURNITURE,  BUFFETS,  CHINA 
CABINETS,  LIBRARY  AND  PARLOR 
TABLES,  PARLOR  AND  MUSIC  CABINETS, 
Every  piece  embraces  the  Malcolm  &  Souter 
Furniture  Quality  with  which  your  most  fastidious 
customer  cannot  find  a  reasonable  fault. 


MALCOLM  &  SOUTER 
FURNITURE  CO.,  limited 

HAMILTON,       •       -  CANADA 
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"I  saw  such  a  picture  at  So-and-So's,"  is  good  adver- 
tising for  the  furniture  retailer,  because  if  they  think 
of  the  place  at  all  they  must  connect  it  with  furniture, 
whether  they  buy  pictures  or  not.  It  is  perhaps  not  on 
the  sales  of  pictures  that  the  furniture  man  makes  the 


A  new  design  by  Malcolm  &  Souter  Furniture  Co..  Limited.  Hamilton 

greater  profit  from  his  picture  and  moulding  depart- 
ment, but  from  the  picture  framing  that  he  does.  Every 
home  now-a-days  secures  pictures  in  various  ways, 
either  with  the  specific  purpose  of  having  them  framed, 
or  that  they  afterwards  decide  to  have  framed,  and 
the  furniture  man  who  has  a  name  for  being  capable 
of  suggesting  suitable  frames  and  doing  nice  work,  will 
find  his  picture  department  well  patronized,  providing 
he  does  not  keep  his  customers  waiting  for  weeks  and 
montlis,  as  so  is  too  frequently  tlie  ease. 


EXPORTED  FRAMES  AND  MOULDINGS. 

After  exporting  a  consignment  of  picture  frames, 
the  following  letter,  dated  at  Pretoria,  South  Ai'rien, 
on  July  10th,  was  received  by  Messrs.  Matthews  Pa^os., 
Jjtd.,  the  well  known  manufacturers  at  788  Uundas  St., 
Toronto : — 

"Consignment  of  frames  ordered  from  you  some 
time  ago  arrived  in  first  class  order,  and  gave  us  every 
satisfaction.  Your  bill  has  also  been  duly  honored  and 
will  be  met  in  due  time. 

"We  therefore,  have  much  pleasure  in  repeating 
the  same  order,  and  we  want  you  to  kindly  note  that 
this  lot  must  be  addressed  via  Delagoa  Bay,  ms  tliis  poi-t 
is  nearer  to  us. 

"Also  send  about  £10  worth  of  nice,  white,  whit<' 
and  gold  mouldings,  and  i)lain  gold  mouldings.  Please 
note  that  there  is  to  be  no  more  than  £10  worth.  The 


moulding  is  to  be  really  nice,  from  1  in.  to  3  in.  wide. 
We  want  no  green  mouldings,  as  they  will  not  sell  here. 
We  hope  that  everything  will  be  clear  and  goods  will 
arrive  here  in  the  same  good  condition." 


MADE  BY  PHILLIPS  MANUFACTURING  00. 

In  the  September  nuiuber  of  Canadian  Furniture 
World  were  shown  in  the  picture  and  moulding  de- 
partment several  new  framed  pictures.  Inadvertently 
readers  were  not  informed  tliat  these  were  from  the 
line  of  the  Phillips  Mfg.  Co.  af  Toronto,  who  have  an 
extensive  connection  with  the  retail  furniture  trades 
of  Canada,  both  in  pictures  and  mouldings. 


SUCCESSFUL  HAMILTON  FIRM. 

If  a  visitor  to  Canada  Avere  to  enquire  about  the 
personnel  of  the  furniture  manufacturers  here,  there 
are  two  words  which  would  have  to  find  a  place  in  the 
answer,  viz : — capable  and  progressive.  These  adjec- 
tives are  quite  applicable  to  both  Mr.  William  Mal- 
colm and  Mr.  James  E.  Souter,  who  are  responsi])le  for 
the  progress  made  by  the  well  known  firm  of  Malcolm 
and  Souter  Furniture  Co.,  Ltd.,  of  Hamilton,  Ont. 
After  being  ten  years  in  business,  they  are  rightly  re- 
cognized as  specialists  in  diningroom  and  bedroom  fur- 
niture, occupying  a  factory  which  allows  them  60,000 
square  feet  of  floor  space.  With  the  aid  of  six  travel- 
ling salesmen  they  have  established  a  long  list  of  cus- 
tomers, extending  from  the  Atlantic  to  the  Pacific,  in 
addition  to  those  in  Bermuda  and  Australia,  to  whom 
the  Malcolm  &  Souter  lines  are  exported.    Mr.  Souter 


A  new  design  by  Malcolm  it  Souter  Furniture  Co.,  Limited,  Hamilton 

is  a  practical  furniture  man  of  wide  experience,  and 
makes  it  a  practice  of  giving  the  factory  operations  his 
personal  supervision.  Mr.  Malcolm  is  responsible  for 
tile  business  end  of  the  enterprise,  which  he  attends  to 
faithfully. 
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LOCATED  IN  PETERBOROUGH. 

One  of  the  important  manufacturing  centres  in 
Eastern  Ontario  is  the  city  of  Peterborough,  and  this, 
according  to  "the  Examiner,"  is  due  almost  entirely 
to  the  splendid  advantages  and  facilities  which  this 
city  has  and  is  now  offering ;  and  it  is  due  also  in  a 
large  measure  to  the  progressiveness  of  the  various 
business  men,  who  are  always  ready  to  boost  for  their 
home  town,  and  have  made  the  city  what  it  is  to-day — 
a  leader  of  industry.  In  the  past  few  years  this  city 
has  been  fortunate  in  securing  some  very  large  and 
prosperous  manufacturing  concerns  whose  products 
are  shipped  from  coast  to  coast,  and  some  of  them  to 
all  parts  of  the  world. 

One  of  the  more  recent  industries  to  establish  there 
is  the  Diamond  Wire  IMattress  Company,  which  was 
opened  for  business  in  April  of  this  present  year,  with 
offices  and  factory  centrally  located  at    214  Hunter 


Mr.  H.  H.  Smith,  who  is  a  thoroughly  experienced 

man  in  his  business,  has  spent  seven  years  in  this  work 


K.  J.  BALL,  iVI  p.  FOR  NOK  TH  GKAY 
Oi  Ball  Furniture  Co.,  Hano\'er,  Ont.,  successful  Anti-Reciprocity  c;  rdidate 
in  above  constituency. 

Street,  whose  affairs  are  under  the  able  administration 
of  a  most  up-to-date  and  progressive  business  man. 


MR.  H.  G.  STONE.  RED  DEER,  ALTA. 
Sec.-Treas.  Alberta  Funeral  Directors  and  Emtalniers'  Associatit  n 

in  Toronto  before  going  to  Peterborough.  This  firm 
are  manufacturers  of  high  grade  best  springs,  camp 
cots,  divans,  folding  beds,  etc.,  and  make  a  specialty 
in  manufacture  of  upholsterers'  springs.  In  addition 
to  making  the  Avire  springs  they  also  manufacture  the 
woodwork  for  all  their  beds  on  the  premises. 

One  of  the  greatest  features  of  this  concern  is  the 
patent  which  Mr.  Smith  has  just  received,  a  vermin- 
proof  metal  binding,  which  is  used  in  all  their  beds. 
They  have  built  up  a  very  large  patronage  all  over  the 
country  and  have  great  future  prospects. 


Mr.  H.  L.  Hatt,  of  Quality  Beds,  Ltd.,  Welland, 
Ont.,  was  among  recent  manufacturers  to  make  a  suc- 
cessful Western  trip. 

Mr.  H.  M.  Snyder,  of  Snyder  Bros.  Upholstering 
Co.,  Waterloo,  has  returned  from  a  business  trip  among 
the  Western  trade  extending  over  several  weeks. 


3000  UNSOLICITED  TESTIMONIALS 

The  following  is  one  of  them: 

Vancouver,  B.C.,  Dec.  5th,  igo8. 
Domestic  Specialty  Company,  Limited. 
Hamilton,  Ontario. 
Deai  Sirs: — We  take  pleasure  in  stating^  that  we  have  used  your 
Veribrite  Venoil,  and  do  prefer  it   to   any  other  that  we  have  had 
experience  with.  Yours  very  truly, 

The  Standard  Furniture  Co.,  Ltd. 
(Sgd.)  J.  F.  Taylor,  Manager. 

Does  it  pay  you  to  be  without  it  ? 


Domestic  Specialty  Company,  Limited, 


Hamilton,  Ont. 
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ESTABLISHED  1887. 

Among  the  industrial  firms,  of  which  the  citizens 
of  Ingersoll  are  justly  proud,  is  the  Ellis  Furniture 
Co.,  whose  four  storey  white  brick  factory  has  a  fron- 
tage of  100  ft.  on  James  Street.  The  plant,  which 
covers  about  two  acres,  is  modern  in  its  equipment,  and 
contains  every  facility  for  carrying  on  the  large  volume 


of  business  done.  Their  si^ecialty  is  fine  parlor  furni- 
tiire,  jMorris  chairs  and  rockers,  couches,  and  all  de- 
scriptions of  upholstered  furniture,  which  is  shipped  to 
every  part  of  the  Dominion. 

Mr.  A.  H.  Ellis,  the  founder  of  the  business,  is 
widely  known,  having  many  personal  friends  through- 
out Canada.  He  is  thoroughly  acquainted  with  every 
detail  in  the  manufacture  of  his  own  line  of  goods,  and 
the  firm's  progress  is  due  to  his  ability  and  eminently 
practical  methods.  AVith  ]\Ir.  Ellis  is  associated  his 
son,  Mr.  G.  C.  Ellis,  who  gives  his  personal  attention 
to  the  office.    The  firm  was  established  in  1887. 


PRESENTATION  TO  MR.  FRANK  SALLOWS. 

I\Ir.  Prank  Sallows,  who  terminated  his  six  years' 
engagement  with  Brown's,  Ltd.,  of  Portage  La  Prairie, 
Man.,  was  the  recipient  of  two  valuable  gifts  sub- 
scribed by  the  employees  of  the  firm. 

The  staff  of  the  funiture  and  undertaking  depart- 
ment, which  was  under  Mr.  Sallows'  direction,  pre- 
sented him  with  a  self-filling,  gold  mounted  fountain 
pen,  while  the  other  departments  gave  him  a  morocco 
club  bag. 

Expressions  of  regret  over  Mr.  Sallow's  severance 
from  the  store  were  heard  on  all  sides,  and  with  them 
came  the  well  wishes  of  everyone  who  knew  Mr. 
Sallows. 

Mr.  Sallows  is  leaving  to  start  business  again  on 
his  own  account.  Exactly  where  he  will  locate  is  an 
open  question,  as  he  has  three  positions  under  con- 
sideration. 

Mr.  William  Orr,  of  Moose  Jaw,  Sask,  will  succeed 
Mr.  Sallows. 


CATALOGUE  OUT. 

In  the  last  issue,  announcement  was  made  that  the 
Dymond  Colonial  Co. 's,  Ltd.,  of  Strathroy,  were  out 
with  an  entire  new  line  of  bedroom  furniture.  In  this 
connection,  they  have  a  isupplementary  catalogue, 
ready  for  distribution,  and  any  interested  dealer  may 
obtain  a  copy  by  dropping  them  a  card. 


A  despatch  from  Winnipeg  announces  that  Messrs. 
McCallum  and  Westbrook,  furniture  dealers,  Strath- 
cona,  have  sold  to  Dawson  and  Kennedy. 


FIRE  AT  ORANGEVILLE. 

The  factory  in  Orangeville,  Ont.,  which  was  for- 
merly used  for  manufacturing  caskets,  and  which  was 
afterwards  acquired  by  the  National  Casket  Co.,  of 
Toronto,  was  recently  destroyed  by  fire.  This  took 
place  on  the  same  night  that  Mr,  A.  J.  H.  Eckardt  was 
speaking  at  a  political  meeting  in  Orangeville.  The 
loss  was  estimated  at  $10,000. 


ESTABLISHED  IN  1868. 

In  1868 — almost  half  a  century  ago — the  Peterboro 
Mattress  Co.  came  into  evidence,  and  since  that  time 
have  been  increasing  their  business  steadily.  This  is 
accounted  for,  says  a  local  paper,  by  adherence  to 
strong  business  principles  and  ideals,  and  the  quality 
of  goods  which  are  put  into  their  products  by  the 
expert  mattress  makers  which  they  employ. 

In  this  connection,  the  same  exchange  adds :  This 
business,  which  now  occupies  the  spacious  structure  at 
No.  3  East  Plunter  Street,  was  taken  over  four  years 
ago  by  Mr.  J.  C.  Ellis  and  J.  H.  Ellis,  under  whose 
capable  administration  the  business  continues  to  forge 
ahead  upon  the  same  solid  basis.  Ten  employees  are 
.  kept  busy  in  this  large  factory  in  the  manufacture  of 
mattresses  of  all  kinds,  woven  wire  bed  spring,  pillows, 
etc. 

]\Ir.  Jas.  C.  Ellis,  who  bears  the  distinction  of  hav- 
ing been  born  in  Manilla,  is  on  the  road  during  the 
major  portion  of  his  time,  while  Mr.  Howard  Ellis 
supersedes  to  the  management  in  Mr.  Ellis'  absence. 
The  partners  are  both  men  of  worth  to  this  community, 
who  take  a  great  interest  in  the  affairs  of  the  city.  They 
are  untiring  in  their  efforts  to  extend  their  business, 
and  are  constantly  winning  new  friends  on  their  merits. 


A  SAMPLE  OF  SEVENTEENTH  CENTURY  UPHOLSTERY 

Fromjhe  London  Cabinet  Maker  and  Complete  House  Furnisher 
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No.  900,  Solid  Mahoiany.    No.  901,  Solid  Quarter  Cut  Oak. 


MADE  IN  CANADA 

THIS  "STATE"  DESIGN  CASKET 

is  the  greatest  value  ever  offered  in  a  Polished  Casket.  It 
is  of  massive  design,  with  heavy  hand  carved  corner 
pieces.  It  is  highly  polished,  bringing  out  the  beauty  of 
the  grain  of  the  mahogany  or  the  oak,  which  in  either 
case  is  solid — not  veneer. 

It  was  shown  for  the  first  time  during  the  Convention  of 
the  Canadian  Embalmers'  Association  in  Toronto  last 
month.  The  manner  in  which  visiting  undertakers  en- 
dorsed it  exceeded  even  our  anticipations. 

If  this  is  not  included  in  your  stock  better  get  prices 
from  us  at  once. 

Always  Ready  for  Immediate  Shipment 

Everything  required  in  the  Undertaking  business,  from  the 
cheapest  coffins  to  the  finest  couches,  including  cloth  and 
plush  colored  goods. 


THE  D.  W.  THOMPSON  CO..  Limited 

Teraulay,  Buchanan  and  Hayter  Streets 
Head  Office,  54  Hayter  Street 
TORONTO  F.  L.  Coles,  Manager  CANADA 
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The  Undertaker 


Twenty-Eighth  Annual  Convention  Canadian  Embalmers'  Association 

MOST  SUCCESSFUL  YET  HELD 

Large  Attendance — Splendid  Addresses — Interesting  and  Practical  Discussions — 
Well  Chosen  Executive  for  Ensuing  Year 


IN  POINT  of  numbers,  interest  and  accomplishment, 
the  25th  convention  of  the  Canadian  Embalmers' 
Association  in  Toronto,  on  Sept.  T),  6,  7  and  8  was 
probably  the  most  successful  ever  held.  The  members 
of  the  profession  have  been  incited  to  still  greater  in- 
terest in  the  work  of  the  organization  by  reason  of 
legislation  secured.  The  Executive  had  arranged  for  a 
prograinme  that  might  well  enlist  the  attendance  of 
every  undertaker  who  could  possibly  attend.  In  short, 
the  man  who  was  not  present  was  the  loser. 

There  were  valuable  addresses,  capital  disciissions, 
and  the  election  of  officers  resulted  in  an  excellent 
executive  for  the  ensuing  year,  as  was  the  case  last 
year. 

The  officers  elected  were : — President,  J.  H.  Robin- 
son, Hamilton;  First  Vice-President,  A.  Dodds,  Bolton; 
Hecond  Vice-President,  N.  J.  Boyd,  Mitchell ;  Trea- 
surer, A.  R.  Coltart,  Chatham,  re-elected;  Secretary, 
J.  C.  Van  Camp,  Toronto,  re-elected,  and  Sessional 
Financial  Secretary,  N.  B.  Cobbledick,  Toronto. 

On  the  afternoon  of  the  second  day  Rev.  Byron  E. 
Stauffer,  pastor  of  Bond  Street  Congregational  Church, 
Toronto,  made  a  well  received  addr.'ss.  Incidentally 
he  worked  in  some  good  practical  suggestions  for  tlie 
undertaker. 

"1  have  often  thought,"  said  Mr.  Stauffer,  "that  an 
undertaker  at  a  funeral  should  be  a  good  deal  like 
the  frame  the  photographer  puts  behind  your  head  to 
hold  your  head  straight  while  you  are  getting  your 
picture  taken.  The  undertaker  shoidd  be  largely  in- 
visible. The  frame  the  general  public  don't  see,  and 
I  am  of  the  opinion,  being  a  preacher  Avho  has  con- 
ducted a  few  funerals — and,  a  few  weddings — I  am 
convinced  that  the  chief  requisite  of  an  undertaker  at 
a  funeral  is  to  conduct  the  thing  so  carefully,  so  nicely 
and  so  silently  that  nobody  would  suspect  that  there 
was  an  undertaker  around  within  a  hundred  miles." 

After  paying  a  tribute  to  the  kindly  co-operation 
of  the  undertaker  and  the  public's  indebtedness  to 
him,  and  to  the  steady  improvement  there  has  been 
du  ring  the  past  twenty  years,  IVlr.  Stauffer  said: 

"I  don't  know  as  I  have  a  brief  for  defending  the 
undertaker  against  the  charge  of  extortion — over- 
charging, and  yet  once  in  a  while  during  my  ministry 
has  come  an  opportunity  to  say  a  word  about  tlu;  cost 
of  funerals.  Not  so  very  long  ago  in  this  city  of 
Toronto  an  undertaker  (he  may  be  here,  1  don't  know) 
was  charged  with  having  made  an  exorbitant  charge 
for  burying  a  man  who  was  said  to  iiave  died  without 


a  will,  without  relatives,  and  Avitli  a  little  money  in  the 
bank  to  his  credit. 

"There  was  a  good  deal  made  of  it  in  the  papers, 
and  the  trial  in  court,  where  the  Judge  asked  some 
things  about  this  funeral,  the  cost  of  casket  and  so  on. 
I  told  the  undertaker  not  long  afterwards  I  wished 
that  I  might  have  been  the  undertaker  while  he  was 
in  the  witness-box,  so  as  to  have  been  able  to  tell  the 
Judge  that  I  often  had  to  bury  people,  the  poor  of  the 
community  without  making  a  dollar  of  profit. 

"When  an  old  fellow  hoards  up  a  few  thousand 
dollars  without  doing  anything  for  tlie  province  in  the 
way  of  bringing  children  into  the  world  to  leave  after 
him,  without  wife  or  parents,  and  certainly  l.as  no  one 


MR.  J.  H.  ROBINSON,  HAMILTON 
President  Canadian  Embalmers'  Association 

to  inherit  his  money,  I  do  not  blame  the  undertaker 
for  cliarging  him  not  only  for  his  funeral,  coffin  and 
shroud,  but  a  few  coffins  and  shrouds  besides  tliat  he 
has  liad  to  donate  for  nothing." 

The  foregoing  sentiments  were  loudly  applauded. 

Mr.  Stautt'er,  who  is  a  humorist  of  considerable 
merit  illustrated  his  points  with  several  excellent 
stories.  The  following  was  particularly  applauded, 
thougli  to  be  really  appreciated  it  must  be  lieard  in 
Mr.  Stauffer 's  own  words : 

A  Buffalo  alderman,  an  Orangeman,  w;is  always 
anxious  to  maintain  friendly  relations  with  botli  Pro- 
testants and  Catholics.  He  heard  one  morning  of  the 
death  of  a  prominent  Irishman  in  his  ward,  named 
Maloney,  and  he  was  very  anxious  to  send  a  nice  Horal 
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The  Globe  Casket  Co. 

LONDON,       :  CANADA 

MANUFACTURERS  OF 


OUR  No.  325  CANOPY  CASKEI, 
One  of  the  moA  attradtive  Caskets  shown  at  Toronto  Convention, 

Reliable  Goods  Prompt  Service 

Write  for  our  Supplementary  Catalogue  and  Price  List. 


The  Globe  Casket  Co. 


London,  Can. 
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tribute  to  his  funeral.  As  he  was  very  busy  that  morn- 
ing he  called  up  a  florist  and  gave  him  directions  over 
the  telephone  and  said,  "You  know  Mr.  Maloney  died 
to-day  and  is  to  be  buried  to-morrow  morning.  I  want 
you  to  make  me  a  fine  floral  piece  for  that  funeral.  It 
must  stand  up,  the  biggest  floral  piece  there ;  I  want  it 
so  that  you  can  read  the  inscription  from  the  other 
side  as  the  mourners  pass,  so  the  citizens  will  know 
who  it  is  from."  So  he  said,  "make  a  design  of  an 
Irish  Harp  and  have  it  stand  out  the  highest  piece  at 
the  whole  funeral ;  have  the  inscription  in  white  let- 
ters over  a  green  background,  and  let  it  read,  'At 
Rest'  " — of  course  he  wanted  it  on  both  sides.  "Now 
let  it  read  'At  Rest'  on  both  sides,  and  if  there  is  room 
at  the  bottom  'Will  Meet  Again.'  "  The  florist  of 
course  took  the  order  over  the  phone,  and  took  it 
down  verbatim.  He  made  up  the  design  and  sent  it. 
Next  morning  at  the  funeral  they  read  this  inscrip- 
tion on  the  design.  "At  rest  on  both  sides.  If  there  is 
room  below  we  will  meet  again." 

A  vote  of  thanks,  moved  by  Mr.  J.  H.  Robinson  of 
Hamilton,  and  seconded  by  Mr.  J.  B.  Mclntyre,  of  St. 
Catharines,  was  tendered  Mr.  Stauffer.  In  acknow- 
ledging this  Mr.  Stauffer  said  he  thought  it  might  do 
good  to  have  some  official  of  the  Undertakers'  Asso- 
ciation talk  to  the  IMinisterial  Association,  taking  for 
his  text,  "What  the  Undertaker  Expects  of  the 
Preacher. " 

Official  Welcome. 

The  official  address  of  welcome  on  behalf  of  the 
city,  was  given  by  Aid.  Hilton,  and  acknowledged  by 
Mr.  J.  B.  Mclntyre,  a  former  Mayor  of  St.  Catharines, 
and  one  of  the  fathers  of  the  association.   He  said : — 

"I  esteem  it  an  honor  to  be  here  and  to  be  permitted 
to  say  a  few  words  in  reply  to  the  very  cordial  wel- 
come which  has  been  extended  to  this  large  assembly 
of  representative  citizens  of  this  Province  of  Ontario. 

"It  would  seem  to  me,  right.  Sir,  that  I  should  be 
called  upon  at  this  time  to  reply  to  your  address ;  I 
might  say  to  you,  as  representing  the  Mayor  and  the 
City  and  Corporation  of  Toronto,  that  it  was  my  good 
fortune  to  have  been  the  father  and  founder  of  this 
organization.  I  issued  the  circular  calling  the  first  meet- 
ing, which  met  in  the  City  of  Toronto,  on  the  3rd  day 
of  July,  1884;  and  1  have  seen  this  Association  grow 
from  a  small  beginning  to  what  you  see  represented 
here  to-day. 

"The  highest  object  of  importance,  is  first,  as  pro- 
perly stated  by  yourself,  to  get  to  know  each  other. 
We  knew  but  very  little  of  the  men  in  the  same  line 
of  business  in  the  different  sections  of  the  country 
until  we  were  brought  together  in  convention.  Socially, 
fraternally  and  educationally. 

"The  assembly  before  you  to-day.  Sir,  are  engaged 
in  a  work  which  is  of  world-wide  importance ;  our  mem- 
bers are  endeavoring  to  elevate  the  standard  of  hu- 
manity, and  when  we  elevate  the  standard  of  humanity, 
we  elevate  ourselves  and  all  those  engaged  in  the  pro- 
fession of  Funeral  Directors. 

"Sir,  you  represent  a  city  of  which  we,  as  Canadians 
are  justly  proud.  We  have  had  the  pleasure  of  meet- 
ing in  Toronto  26  times.  On  two  occasions  this  con- 
vention met  outside  the  City  of  Toronto,  once  in  the 
City  of  Ottawa  and  once  in  the  City  of  London,  which 


shows  that  we  have  a  warm  spot  in  our  hearts  for  To- 
ronto. It  is  a  city,  of  which  you,  as  a  representative 
of  the  Mayor  and  Corporation  have  just  reason  to  be 
proud,  situated  as  it  is  on  one  of  the  greatest  chain  of 
lakes  that  this  or  any  other  country  in  the  world  can 
boast ;  you  have  one  of  the  finest  harbors  on  these 
lakes.  Any  person  who  comes  to  Toronto  to  spend  a 
few  days  in  business  or  in  convention,  sees  acres  of 
business  blocks,  and  innumerable  residences  scattered 
throughout  your  city.  The  hospitality  of  your  citizens 
has  been  extended  so  frequently ;  and  I  understand, 
Sir,  that  you  have  been  within  this  last  year  extending 
your  borders,  and  I  hope  the  time  will  come,  in  the  not 
far  distant  future,  when  you  will  have  a  still  ' '  Greater 
Toronto,"  and  when  you  can  say  to  those  coming 
within  your  borders,  here  we  have  the  highest  class  of 
citizens  to  be  found  anywhere  throiighoiit  this  Do- 
minion. 

"Speaking  on  behalf  of  this  Association,  allow  me 


REV.  BYRON  E.  STAUFFER 


to  thank  you.  Sir,  for  the  very  cordial  welcome  you 
have  extended  to  us  to-day." 

Resolutions. 

On  motion  of  Mr.  Bingham  and  N.  J.  Boyd,  the 
Secretary  was  authorized  to  send  suitable  letters  to 
Hon.  J.  B,  Lucas,  Mr.  Hurst,  M.P.P.,  and  W.  K.  Mc- 
Naught,  M.P.P.,  and  Mr.  E.  M.  Trowern,  of  Retail 
Merchants'  Association,  acknowledging  assistance  in 
securing  passage  of  Embalraers'  Act. 

Mr.  Harry  Ellis,  reporting  for  the  Committee  on 
the  President's  address,  said,  "We  wish  to  congratu- 
late the  Association  upon  having  a  President  of  such 
calibre  the  past  year,  and  hope  we  will  always  be  for- 
tunate in  securing  as  good  and  efficient  a  President  as 
we  have  had  in  Mr.  Simpson." 

It  was  decided  on  recommendation  of  the  Execu- 
tive to  increase  the  Secretary's  honorarium  to  ^]y)0, 
and  to  use  $50  for  testimonials  for  the  retiring  Presi- 
dent and  for  Mr.  Hurst,  M.P.P.    The  President  made 
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a  suitable  acknowledgment,  following  whicli  officers 
were  elected  as  reported. 

Following  the  installation  of  officers,  whicli  was 
superintended  by  Past  President  Greenwood,  the  lat- 
ter's  motion  to  retain  the  services  of  retiring  President 
Simpson,  "until  we  are  sure  this  matter  of  legislation 
is  Aviped  from  the  slate,"  was  adopted. 

Value  of  the  Diploma. 

A  member  j^reeipitated  an  interesting  distnssion  by 
asking : 

"What  weight  will  our  Diploma  liave  with  the 
Government?  Will  it  have  any  weight  at  all,  or  will 
we  require  to  have  another?" 

Mr.  Simpson  in  reply  said: — ^" According  to  the 
Bill  the  new  Board  of  Examiners  are  going  to  require 
evidence  of  good  character,  experience  and  ability. 
Now,  the  diploma  you  receive  here  is  evidence  of 
ability  certainly  but  cannot  be  evidence  of  good  charac- 
ter. That  diploma  is  certainly  an  evidence  of  ability, 
and  will  save  you  or  any  person  the  trouble  of  secur- 
ing evidence  of  same,  and  it  will  be  a  material  assist- 
ance to  the  holder  when  he  goes  before  the  examining 
board  appointed  by  the  Government,  much  more  so 
than  a  diploma  signed  by  the  President  and  Secre- 
tary." 

Among  the  recommendations  of  the  Resolution 
Committee  that  were  unanimously  adopted,  were  votes 
of  thanks  to  the  Canadian  Furniture  AVorld  and  The 
I'ndertaker,  published  by  Fullerton  Publishing  Co., 
and  also  to  the  Acton  Publishing  Co.  for  the  instruc- 
t'on  contained  in  tlieir  respective  papers. 


Presentations. 

Retiring  President  Simpson  was  presented  with  a 
gold  headed  cane,  with  which  he  said,  "he  would  be 
able  to  hobble  down  to  the  conventions."  He  was  also 
given  a  similar  cane  for  Mr.  Hurst,  M.P.P.,  Soo,  as  a 
token  of  appreciation  of  the  convention  for  his  eit'orts 
to  secure  legislation.  Mr.  Simpson  received  an  addi- 
tional surprise  in  the  shape  of  a  magnificent  silver  ser- 
vice for  his  better  half.  Mr.  Simpson  was  taken  com- 
pletely by  surprise,  but  made  a  very  fitting  reply. 


PRESIDENT'S  ADDRESS. 

I  welcome  you  to  this  the  28th  annual  convention  of  the 
Canadian  Embalmers'  Association,  and  I  do  so  with  mixed 
feelings  of  jjleasure  and  regret,  pleasure  at  see'ng  before  me 
to-day  what  I  believe  to  be  the  largest  attendance  in  the  his- 
tory of  the  association,  and  regret  at  the  fact  that  there  are 
so  many  funeral  direcors  througliout  the  Province  of  Ontario 
who  never  attend  our  annual  conventions  or  take  any  apparent 
interest  in  the  work  which  this  association  is  car.ying  on  for 
the  advancement  of  the  profession  as  a  whole.  I  am  delighted 
to  state,  however,  that  we  have  a  number  of  new  m^mbeis 
with  us  to-day,  and  I  hope  at  no  far  distant  date  many  more 
will  recognize  the  advantages  to  be  derived  from  membership 
in  this  association,  and  will  range  themselves  under  its  banner, 
and  by  their  presence  and  counsel  assist  in  the  work  in  which 
we  are  engaged. 

Since  we  last  met  in  convention  many  matters  of  im- 
portance have  been  before  your  officers  for  consideration,  sjme 
of  these  were  dealt  with  by  correspondence,  as  your  Executive 
have  held  only  three  official  meetings  during  the  year,  one  im- 
mediately following  the  last  convention,  one  in  April  and  one 
immediately  jiroceding  this  convention,  although  some  of  your 
officers  have  made  cifferent  trij)S  to  Toronto  at  their  own 
expense  to  assist  in  looking  after  the  in'^ere<;ts  of  the  asso- 
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ciation.  1  desire  to  apologize  to  the  members  of  the  Kxecutive 
for  not  calling  more  meetings  and  discussing  personally  mat- 
ters which  we  dealt  with  by  correspondence,  my  only  reason 
being  a  financial  one,  as  the  funds  in  the  treasury  after  paying 
the  expenses  of  the  last  convention  were  low,  and  we  were 
anxious  not  to  have  a  large  deficit  at  the  end  of  the  year. 
The  all  important  question,  and  the  one  to  which  we  devoted 
a  great  deal  of  time  and  special  attention,  was  tlie  question 
which  has  occupied  the  minds  of  your  Executive  for  many 
years  past,  that  of  securing  recognition  by  the  Provincial 
Legislature,  and  I  am  pleased  to  state  that  they  have  acceded 
to  our  demands,  and  at  the  last  session  passed  an  act  entitled 
"An  Act  Respecting  Embalmers, "  thereby  placing  this  asso- 
ciation in  the  proud  position  of  being  the  first  in  the  Dominion 
of  Canada  to  secure  legislation.  It  is  not  necessary  at  this 
time  for  me  to  dwell  at  length  on  the  provisions  of  the 
Act,  you  will  find  it  printed  in  full  in  the  programme  which 
you  have  in  your  possession,  and  it  will  be  dealt  with  by  the 
legislative  committee  in  their  report,  but  I  do  wish  to  say  in 
passing  that  while  there  are  clauses  in  the  Act  which  I  think 
we  could  improve  on,  yet  on  the  whole  I  consider  it  em- 
minently  fair,  and  if  administered  in  a  fair  and  competent 
manner,  as  I  believe  it  will  be  by  the  Government  Board  of 
Examiners,  it  will  merit  your  hearty  endorsation,  and  will 
eventually  elevate  the  calling  of  funeral  management,  and 
bring  to  a  higher  state  of  proficiency  the  art  of  embalming  in 
the  Province  of  Ontario. 

While  we  were  the  first  Canadian  association  to  secure 
legislation  regulating  the  i^ractice  of  embalming,  I  am  pleased 
to  be  able  to  report  that  there  was  a  close  second,  The  Western 
Canada  Funeral  Directors  and  Embalmers '  Association  were 
successful  in  securing  legislation  at  the  last  session  of  the 
Manitoba  Legislature,  in  the  form  of  an  amendment  or  an 
addition  to  the  Public  Health  Act  of  that  Province,  by  adding 
six  clauses  regulating  the  practise  of  embalming,  and  I  know 
I  am  voicing  your  sentiments  when  I  say  that  we  heartily  con- 
gratulate them  on  their  success. 

These,  gentlemen,  are  evidences  to  my  mind  of  the  fact 
that  we  are  living  in  an  age  of  progress,  of  high  ideals,  an 
age  in  which  the  public  demand  the  best  service  that  we  can 
render,  the  Legislature  have  set  oar  standard,  they  recognize 
that  in  the  interests  of  public  health  we  should  not  only  be 
competent  to  care  for  the  dead,  but  that  we  should  be  familiar 
with  the  laws  of  sanitation  and  disinfection,  thereby  enabling 
us  to  do  our  part  to  prevent  the  spread  of  contagious  or  in- 
fectious disease.  Let  us  not  prove  recreant  to  our  trust,  but 
let  us  live  up  honorably  to  the  standard  which  has  been  set 
for  our  profession. 

It  is  a  pleasure  for  me  to  state  that  your  Executive  have 
been  successful  in  securing  the  services  of  Prof.  C.  0.  Dhonau, 
President  of  the  Cincinnati  College  of  Embalming,  to  lecture 
and  demonstrate  before  this  convention.  He  is  a  man  of  many 
years'  practical  experience  and  bears  an  enviable  reputation 
as  a  lecturer  and  demonstrator. 

Your  Executive,  believing  that  there  were  many  under- 
takers throughout  the  Province  who  lacked  the  experience  and 
ability  which  may  be  required  to  secure  a  Government  License, 
felt  that  it  was  our  duty  to  arrange  for  a  school  on  Embalming 
and  Sanitary  Science,  where  these  and  any  others  who  desired 
to  attend  might  take  advantage  of  this  course.  We  accordingly 
arranged  with  Prof.  Dhonau  to  conduct  a  school  for  us,  as  you 
no  doubt  noticed  by  the  ])rogramme.  It  has  proven  entirely 
satisfactory  for  the  start,  and  I  would  strongly  recommend  that 
the  school  be  conducted  annually  immediately  preceding  the 
convention,  as  it  affords  those  who  desire  to  prepare  for  their 
examination  an  opportunity  of  taking  up  the  course  without 
any  interru])tions  which  in  the  past  have  been  necessary  in 
order  to  transact  the  business  of  the  Association. 

Your  President  has  been  asked  many  times  during  the  past 
six  months  as  to  whether  there  is  now  any  further  necessity 
for  the  existence  of  our  association,  since  we  have  secured 
legislation  and  a  T'rovincial  Board  of  Examiners.  T  dealt  with 
this  question  through  the  columns  of  the  Funeral  Director  & 
Embalnier  a  short  time  ago,  but  T  wish  to  deal  with  it  before 
this  convention,  and  T  hope  a  little  later  it  will  come  up  for  a 
full  and  free  discussion,  so  that  every  member  may  thoroughly 
be  convinced  of  this  fact,  that  in  order  to  have  the  advance- 


ment in  our  profession  that  we  should  have,  or  even  to  main- 
tain the  standing  to  which  we  have  now  attained,  it  is  abso- 
lutly  necessary  to  have  not  only  the  moral  support,  but  the 
united  effort  of  the  individual  members  of  our  profession,  and 
how  can  you  obtain  this  better  than  through  the  medium  of 
our  association.  The  association  has  done  a  great  work  in  the 
past,  thanks  to  the  efforts  of  such  veterans  at  J.  B.  Mclntyre, 
A.  E.  Coltart,  A.  Dodds  and  others  who  have  been  active  mem- 
bers since  its  inauguration  28  years  ago,  but  I  am  convinced 
that  there  is  still  a  great  work  for  us  to  do,  in  arranging  for 
good,  interesting  and  instructive  annual  conventions,  where 
we  can  meet  together,  talk  over  our  experiences,  exchange  ideas 
and  discuss  the  latest  scientific  methods  in  the  practise  of  our 
profession.  In  arranging  for  an  annual  school  on  embalming, 
such  as  was  inaugurated  this  year,  thus  placing  within  the 
reach  of  all  the  means  whereby  they  can  prepare  to  take  the 
examination  before  the  Government  Board  of  Examiners  for 
Lincense. 

I  would  recommend  that  the  Executive  Committee  keep 
in  close  touch  with  the  Examining  Board,  and  assist  them  in 
their  endeavors  to  carry  out  in  a  satisfactory  manner  the  dif- 
ferent provisions  of  the  Act.  I  would  further  recommend  that 
a  vigorous  membership  campaign  be  undertaken  at  once  and 
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continued  until  every  undertaker  in  the  Province,  who  has 
any  interest  in  the  work  in  which  he  is  engaged,  is  enrolled  on 
our  membership  roll. 

I  do  not  make  this  recommendation  with  any  mercenary 
motive  in  view,  or  for  the  purpose  of  forming  a  close  corpora- 
tion, far  from  us  be  any  such  intention,  but  I  make  it  because 
I  am  desirous  of  seeing  every  undertaker  thoroughly  familiar 
with  the  higher  standards  of  our  calling,  and  I  contend  that 
these  are  more  easily  attained  through  membership  in  our 
association  and  attendance  at  our  annual  convention  than  by 
any  other  means. 

After  this  year  it  will  not  be  necessary  for  this  Association 
to  conduct  examinations  for  diplomas,  as  this  will  be  taken  care 
of  under  the  Act,  and  as  a  result  our  By-laws  will  require  con- 
siderable revising  and  amending,  re-adjusting  of  the  member- 
ship fee  and  conditions  of  membership,  etc.,  and  I  would 
suggest  that  the  By-law  committee  take  up  this  work  actively, 
and  if  possible  present  a  report  before  the  close  of  this  con- 
vention. 

It  was  a  keen  disapjiointniont  indeed  to  tiie  undertakers 
when  they  were  notified  by  the  Acton  Publishing  Co.,  that  they 
had  decided  to  discontinue  publishing  the  undertaker's  section 
of  the  Furniture  Journal  and  Undertakers'  Gazette,  leaving 
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The  Semmens  &  Evel  Gasket  Co.  Limited 


Head  Office  and  Works,      -      Hamilton,  Ont. 

Established  Over  30  Years.  Branch  Warehouse:    Winnipeg,  Man. 


THE  LARGEST  MANUFACTURERS  OF  HIGH  GRADE  CASKETS,  FUNERAL  DRY 

GOODS,  ETC.,  IN  THE  DOMINION. 

OUR  Magnificent  Display  in  Toronto  during  Convention  week  excelled  all 
former  exhibits.    We  introduced  many  New  Caskets  and  several  distinctly 
New    and  Original   Features   which  were   greatly  admired  by  visiting 
Funeral  Directors. 

We  now  take  this  opportunity  of  thanking  our  many  friends  of  the  profession  for 
the  very  practical  manner  in  which  they  showed  appreciation  of  our  efforts. 

It  proves  conclusively  that  all  Up-to-Date  Funeral  Directors  are  desirous  of 
obtaining  the  Best  and  Latest  in  High-Grade  Caskets,  Burial  Robes,  Linings 
and  Casket  Hardware  and  that  we  can  furnish  them  with  all  their  requirements 
in  these  lines.  Our  facilities  are  the  best.  Our  Plants  and  Equipments  are 
Modern.  Our  Designs  are  Original.  We  use  only  the  best  materials  and  employ 
thoroughly  competent  and  experienced  labor.  Our  Express  Order  Department 
is  at  your  service  Night  and  Day.  If  you  require  a  case  in  a  Big  Hurry. 
call  up  Phone  517,  Hamilton.     "We  Never  Miss  a  Train." 
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Caskets  that  Sell  at  Sight 


No.  507    Solid  Oak.    Handsome  Figure  Veneered  Panels.    Heavy  Fluted  Corners.    Finished  in  Golden  Oak, 

Tuscan  Oak  or  Mission        .  -  

No.  509    Birch  Mahogany  


Design 

42275 
62275 


Design 

No.  313— Square  Selected  Hardwood,  Veneered  Panels,  Hand  Carved  Corners,  Sateen  Pleating  Around  Glass,  and 

Pleated  Face  Plate.    New  Style  •       .  61800 

Made  in  sizes  5  ft.  9  ins  ,  6  ft.  and  6  ft.  3  ins. 


Design 

No.  311    Selected  Hardwood,  Octagon  End,  Waxed  Finish,  New  Style.    Sateen  Puffing  Around  Glass  and  Pleated 

Face  Plate  51400 

Made  in  sizes  s^ft.  9  ins.,  6^ft.  and^6  ft.  3  in. 


The  Semmens  &  Jvel  Casket  Co.  Limited,   -    Hamilton,  Can. 
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us  without  a  publication  of  any  kind  devoting  any  space  to  the 
needs  of  the  undertaker  in  the  Province  of  Ontario,  but  i 
am  pleased  to  say  that  it  was  simply  the  opening  out  of  greater 
activities  along  this  line,  and  they  are  now  j)ublishing  a 
journal  devoted  exclusively  to  matters  of  interest  to  the  under- 
taker and  embalmer.  I  am  also  informed  that  there  is  another 
journal  now  being  jjublished  in  this  city  devoting  a  portion  of 
its  space  to  our  work  (Canadian  Furniture  World  &  Under- 
taker). Gentlemen,  our  trade  journals  are  good  educators, 
stand  loyally  behind  them  by  contributing  for  publication  any- 
thing you  may  have  of  interest,  by  subscribing  yourself  and 
getting  others  to  subscribe,  and  by  not  allowing  your  sub- 
scription fee  to  stand  in  arrears. 

I  cannot  close  my  address  without  referring  to  the  w  jriv 
of  our  worthy  Secretary,  he  has  been  always  on  the  job,  and 
alti.ough  I  am  sorry  to  say  he  did  not  enjoj^  good  health  dur- 
ing a  jiortion  of  the  year,  yet  he  has  been  a  tower  of  ttr  'ii'.>rh 
to  your  President,  credit  must  be  given  him  for  the  programme 
which  you  have  in  your  possession,  and  which  is  not  only  a 
credit  to  him  but  to  this  asFociation,  and  I  know  yoa  will  ;i.>i'oe 
with  me  when  I  say  he  :s  the  right  man  in  the  right  pi;uH-,.  and 
you  want  to  keep  him  there. 

I  have  not  only  been  fortunate  in  enjoying  the  services  of 
a   most  capable  Secretary,  but  my  administration  has  bean 
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favored  by  an  Executive  Committee  who  have  been  active, 
efficient  and  faithful  in  the  discharge  of  every  duty  assigned 
them. 

In  conclusion,  gentletneti,  let  me  ask  you  to  study  our  code 
of  Ethics.  There  is  no  profession,  from  the  members  of  which 
greater  purity  of  character  and  a  higher  standard  of  moral 
excellence  is  required  than  the  funeral  director;  and  to  obtain 
such  eminence  is  a  duty  every  funeral  director  owes  to  his 
])rofession  and  to  the  public.  Then  let  us  be  men  in  the  truest 
sense  of  the  word,  men  of  sterling  character,  honesty  and  in- 
tegrity in  all  our  dealings  with  our  fellow  men,  and  by  so  doing 
we  will  bring  honor  or  ourselves  and  credit  to  the  profession  to 
which  we  belong. 

Gentlemen,  I  thank  you  for  the  honor  you  have  done  me 
in  electing  me  as  your  President.  I  have  endeavored  to  do 
my  duty  and  to  deal  with  all  matters  that  came  before  me  in 
a  fair  and  fearless  manner,  and  I  bespeak  for  my  successor 
your  most  hearty  support  in  his  endeavors  to  carry  on  the  work 
of  the  association. 

T.  E.  SIMPSON, 

President. 


SECRETARY'S  REPORT. 

It  is  expected  that  your  Secretary  will  say  a  few  things  in 
reference  to  the  work  of  the  Executive,  as  well  as  the  work 
of  the  Secretary  during  the  past  j'ear. 

You  have  been  made  acquainted  with  the  work  accom- 
plished in  connection  with  the  Act  passed  by  the  Proviuc'al 
Legislature,  through  the  circular  letter  sent  out  to  all  the 
undertakers  in  the  Province  on  the  13th  of  April  last.  In  this 
circular  we  endeavored  in  as  few  words  as  possible,  to  set 
forth  the  main  features  in  the  Act,  so  that  all  the  men  in  the 
business  would  feel  satisfied  that  they  would  receive  plenty 
and  timely  notice,  so  that  they  could  complj'  with  the  law  and 
receive  the  license  or  permit  necessary  to  continue  their 
business. 

The  delay  in  appointing  the  Board  under  the  Act  has 
caused  a  large  number  of  undertakers  to  make  inquiry  as  to 
what  they  would  have  to  do  to  comply  with  the  Act.  The 
Secretary  is  supposed  to  know  all  about  everything  in  con- 
nection with  the  association  work,  but  when  asked  to  say 
what  the  Board  of  Examiners  would  require  of  us  in  order 
that  we  should  receive  license,  he  could  only  say  what  he 
thought  they  would  require,  and  he  has  said  this  a  great  many 
times  in  answer  to  the  many  inquiries,  but  now,  that  you  have 
the  Act,  you  can  see  for  yourself  that  the  Board  will  say  what 
we  each  will  need  to  do,  and  I  am  quite  sure  that  they  will 
not  be  too  severe  with  the  men  who  are  doing  embalming  and 
who  express  themselves  willing  to  do  their  best,  and  to  im- 
prove themselves  as  opportunity  presents  itself. 

In  mentioning  this  matter  in  the  booklet  I  was  of  the 
opinion  that  the  Board  would  be  present  to  meet  us  at  the 
close  of  the  convention,  but  at  the  present  I  cannot  see  how 
they  can  be,  for  which  I  am  very  sorry  indeed,  but  still  hope 
that  we  will  know  something  more  definite  before  we  separate. 

We  are  of  the  opinion  that  the  programme  booklet  should 
have  been  in  the  hands  of  the  undertakers  a  week  or  ten  days 
sooner,  and  it  would  have  been,  had  we  not  been  disappointed 
in  securing  the  services  of  Professor  Moll  of  Chicago,  who 
was  the  second  choice  of  the  executive  last  year,  and  who  ex- 
pressed the  hope  of  engagement  with  us  this  year,  and  wrote 
us  this  summer,  saying  that  he  was  ready  to  serve  us.  We 
were  depending  on  him,  and  when  we  wished  to  close  the  mat- 
ter and  prepare  the  programme,  we  found  that  he  had  accepted 
an  engagement  with  another  party  for  the  date  of  our  meeting, 
we  then  had  to  look  for  some  one  who  could  serve  us.  This 
took  the  time  to  such  an  extent  that  we  were  just  a  little  be- 
hind what  we  expected  we  would  have  been,  but  we  feel  that 
all  have  received  the  booklet  with  the  exception  of  possibly 
a  few  who  have  changed  their  place  of  business  or  residence, 
and  a  few  others  where  the  person  addressing  the  envelojie  has 
misspelled  the  name  or  address;  some  books  have  been  returned 
on  that  account,  but  taking  in  consideration  the  large  number 
sent  out,  the  mistakes  have  been  few. 

We  are  pleased  to  mention  the  fact,  that  the  old  members 
of  the  Association  seem  to  be  taking  a  greater  interest  in  the 
work  being  done  by  the  Executive  and  the  Secretarj',  and  have 
responded  to  the  call  to  square  themselves  on  the  books.  A 
large  number  did  as  they  were  requested,  and  have  sent  in  the 
amount  due,  not  only  for  the  past  two  or  three  years,  but  have 
also  sent  in  the  present  year's  dues,  and  the  Seere'^ary  has 
given  them  credit  and  returned  the  official  receipt  to  all  who 
have  done  so. 

In  preparing  the  booklet  the  Secretary's  thought  was  that 
it  would  be  a  great  help  to  the  Examining  Board,  and  a  most 
convenient  time  and  way  for  each  one  in  business  and  who 
wished  a  license,  to  fill  in  the  question  b^ank  on  the  yellow 
leaf  and  send  it  along  with  their  dues  to  the  Secretarj',  who 
would  hand  them  over  to  the  Board,  and  I  am  quite  sure  that 
the  board  will  appreciate  this  effort  and  make  good  use  of 
them. 

I  am  encouraged  to  believe  that  Dr.  McCullough,  the  Secre- 
tary of  the  Provincial  Board  of  Health,  will  be  prepared  to 
deal  with  the  undertakers  who  are  present  at  this  convention 
and  present  to  each  one  the  license  required  by  the  Board 
from  them,  as  per  the  Act. 

The  Dr.  will  be  with  us  in  convention  on  Thursday,  at 
11  a.m.,  and  give  us  a  talk,  as  mentioned  in  the  programme, 
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and  I  shall  ask  him  while  with  us  to  say  what  he  is  prepared 
to  do,  and  the  cost  of  the  license. 

The  Secretary  is  aware  that  the  report  of  the  Executive 
will  deal  largely  with  the  securing  of  the  Embalmers'  Act,  and 
also  that  the  President  will  cover  all  the  ground  necessary  in 
his  address,  so  that  the  Secretary  will  not  touch  upon  it,  as 
our  time  will  be  fully  occupied  with  other  important  matters. 

The  question  as  to  a  School  of  Embalming  for  the  future 
years,  is  one  worthy  of  our  careful  and  most  serious  considera- 
tion. The  undertakers  in  this  Province  have  never  had  a  good 
opportunity  to  prepare  themselves  for  their  work.  I  would 
not  for  a  moment  cast  any  reflection  on  the  instruction  given  at 
the  three  days'  session,  or  part  of  three  days  at  our  previous 
conventions,  but  it  is  not  sufficient  time  to  get  the  proper 
scientific  instruction  that  we  require  to  make  us  proficient  in 
our  work.  I  am  more  convinced  of  this  fact  now  than  ever 
before.  I  have  been  in  the  class  only  a  short  time  that  has 
been  conducted  during  the  past  week  by  Professor  Chas. 
O'Dhonau,  and  from  what  I  have  seen,  and  in  conversation 
with  those  who  have  been  in  attendance,  I  am  fully  convinced 
that  the  men  in  the  business  must  have  a  better  opportunity 
to  prepare  for  the  examination  which  the  new  Embalming  Board 
will  require.  If  I  understand  the  Act  properly,  the  Board  will 
give  a  license  of  proficiency  to  some  men  now  in  the  business, 
for  some  are  really  proficient.  Then  again,  the  Act  provides 
for  the  granting  of  permits.  I  take  this  to  mean  that  those 
who  are  not  fully  qualified  to  receive  a  license  will  be  given  a 
permit  to  continue  their  business,  but  with  the  understanding 
that  they  will  prepare  for  an  examination  at  some  not  far 
distant  date,  so  that  with  but  few  exceptions  in  a  few  years 
all  the  men  engaged  in  the  business  will  hold  an  "A  1  Li- 
cense." Permits  will  be  a  thing  of  the  past,  all  new  men  wish- 
ing to  enter  the  profession  can  only  do  so  by  first  passing  a 
written  examination,  and  it  will  be  necessary  that  he  be  of 
good  standing  in  the  community  in  which  he  lives. 

In  the  State  of  Nebraska  when  the  Government  gave  them 
a  license  law,  the  Board  granted  two  qual'ties  of  license,  an 
A  and  B,  and  I  am  informed  that  to-day  there  is  not  a  B  license 
in  the  State;  all  have  measured  up  to  the  standard,  and  have 
A  licenses,  and  it  will  be  so  in  Ontario  if  we  keep  our  Asso- 
ciation in  good  working  order,  and  provide  an  annual  school 
preceding  our  convention. 

I  am  of  the  opinion  that  the  new  executive  should  engage 
the  I'rofessor  we  have  this  year,  Chas.  O'Dhonau,  President  of 
the  Cincinnati  College  of  embalming.  I  know  that  his  work 
in  the  class  has  been  most  successful,  and  it  seems  to  me  that 
it  is  well  to  have  the  same  man  two  years  in  succession,  he 
can  follow  up  the  work  of  the  previous  year,  and  in  this  way 
make  it  more  profitable  to  the  members  of  his  class. 

Speaking  for  myself,  I  would  like  to  see  some  one  of  our 
own  young  men  prejjare  for  this  work.  I  am  sure  the  executive 
would  consider  the  engagement  of  one  of  our  own  boys,  who 
would  thus  prepare  himself  for  the  work. 

I  am  sure  you  all  will  appreciate  the  fact  that  the  Fuller- 
ton  Publishing  Co.  are  sending  us  a  stenographer,  who  will  re- 
port to  us  all  we  do  and  say  in  our  convention.  This  Company 
is  publishing  Canadian  Furniture  World  and  the  Undertaker, 
a  journal,  part  of  which  is  being  devoted  to  the  undertaking 
and  embalming,  and  part  to  the  furniture  business.  We  wish 
it  every  success. 

In  closing  I  wish  to  say  that  the  President  has  heeii  \ery 
attentive  to  the  business  being  carried  on  under  liis  instruc- 
tions, and  he  is  to  be  credited  with  much  of  the  success 
in  securing  the  passing  of  the  Act  by  the  Government.  Mr. 
Hurst  and  our  President  arc  pretty  good  friends,  and  some- 
times wo  are  accused  of  using  our  friends.  I  would  rfcommend 
that  this  Association  express  tiieir  heartiest  appreciation  by 
a  vote  of  thanks  to  Mr.  Hearst,  M.P.P. 

I  would  also  suggest  that  we  express  in  the  same  way  to 
Mr.  I.  B.  Lucas,  the  member  of  the  Government  who  looked 
after  tlie  Bill  and  presented  it  to  the  Cabinet,  for  their  approval. 
Also  to  tlie  Law  Secretary,  Mr.  Diamond,  who  was  in  accord 
with  the  passage  of  the  Bill. 

Mr.  E.  M.  Trowern,  Secretary  of  The  Retail  Merchants' 
Association  of  Canada,  and  Mr.  W.  K.  McNaught,  M.P.P.,  did 
very  effectual  work  in  securing  the  passing  of  the  Bill.    I  think 


that  these  gentlemen  should  receive  the  most  hearty  thanks 
of  this  convention. 

We  shall  have  the  opportunity  of  expressing  to  Dr.  Mc- 
Cullough  what  we  wish  to  say  to  him  for  his  favorable  com- 
ments and  approval  of  the  Bill. 

I  have  found  the  wholesale  men  ever  ready,  as  well  as  the 
travellers,  to  speak  in  the  kindliest  way  about  the  Association 
and  much  in  favor  of  the  Act.  I  should  propose  that  we  make 
all  the  heads  of  the  firms  and  their  travellers  Honorary  Mem- 
bers of  this  Association. 

I  have  endeavored  to  answer  all  correspondence  in  a  most 
careful  and  thoughtful  way  and  as  promptly  as  possible,  and 
I  hope  the  work  done  has  been  satisfactory.    I  am. 
Respectfully  yours, 

J.  C.  A^AN-CAMP, 

Secretary. 

Toronto,  September  2nd,  1911. 


REPORT  OF  LEGISLATION"  COMMITTEE. 

Your  committee  on  legislation  beg  to  submit  the  fol  ow- 
ing brief  report  of  our  labors  during  the  past  year  for  y^ur 
consideration : 

At  the  last  convention  you  approved  of  the  Draft  Bill 
then    presented   for  your   consideration,   and   instructed  your 
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committee  to  have  it  considered,  and  if  possible  passed  by  the 
Provincial  Legislature  at  its  first  session.  We  accordingly 
met  at  the  close  of  the  convention  to  formulate  our  plans  and 
decide  on  what  we  considered  the  best  cour.se  to  pursue  in  order 
to  obtain  results.  We  were  of  the  unanimous  opinion  that  we 
were  not  strengthening  our  case  by  sending  deputations  from 
this  association  year  after  year  to  wait  on  the  Premier  or  any 
member  of  the  Cabinet,  but  rat'ier  that  we  should  take  the 
question  up  with  two  or  three  members  of  the  House,  explain 
what  we  wanted  clearly  and  fully  to  them  and  have  them  lay 
the  matter  before  the  Cabinet  for  consideration,  believing  that 
they  would  have  more  weight  with  the  Cabinet  and  get  a 
better  hearing  than  we  could  hojie  to.  Your  Secretary  and  Mr. 
Trowern,  Secretary  of  the  Retail  Merchants'  Association,  were 
deputed  to  interview  Mr.  W.  K.  McNaught,  M.P.P.,  who  we 
knew  was  in  sympathy  with  our  Bill,  and  have  him  explain  it 
thoroughly  to  Hon.  I.  B.  Lucas,  Chairman  of  the  Private  Bills 
Committee,  while  the  remaining  members  of  your  committee 
were,  to  make  good  use  of  what  influence  they  had  in  the 
meantime.  Many  details  were  worked  out  and  tlie  provisions 
of  our  Bill  explained  to  several  of  tlie  members  of  the  House 
before  Parliament  assembled  in  February  of  this  year.  Your 
committee  were  convinced  of  this  fact,  that  if  we  hoped  to 
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secure  legislation  at  all  it  must  be  on  account  of  its  relation 
to  the  Public  Health  Act,  and  the  assistance  the  embalmer 
might  be  expected  to  give  in  carrying  out  the  regulations  im- 
posed by  that  Act,  especially  those  dealing  with  the  spread 
of  contagious  and  infectious  disease,  therefore  our  first  move 
was  to  arrange  an  interview  with  Dr.  McCulloch,  chief  health 
officer  of  the  Province,  and  we  were  delighted  to  find  when  our 
Bill  was  explained  to  him  that  he  was  in  sympathy  with  our 
cause,  as  his  influence  would  and  did  assist  us  very  materially 
in  securing  the  passage  of  the  Bill. 

There  were  several  alterations  made  in  the  wording  of 
the  Bill  by  the  legal  department  of  the  Government,  and  also 
some  additions  by  the  Provincial  Board  of  Health  b:fore  it 
was  introduced  by  Mr.  "W.  H.  Hearst,  M.P.P.  Many  of  these 
changes  do  not  materially  alter  the  Bill,  but  were  made  for 
the  purpose  of  adding  to  its  effectiveness,  and  yet  make  it  as 
simple  and  easy  to  understand  as  possible,  but  clauses  14  and 
15,  which  were  added  by  the  Government  at  the  request  of  the 
Provincial  Board  of  Health,  are  something  which  your  com- 
mittee had  not  contemplated,  the  wording  of  which  does  not 
altogether  meet  with  approval,  but  if  carried  out  in  the  man- 
ner in  which  your  President  and  Secretary  were  assured  by 
Dr.  McCullough  that  they  would  be,  we  feel  that  no  particular 
hardship  will  ensue. 

Your  committee  are  pleased  to  report  that  the  Bill  re- 
ceived the  several  readings,  and  was  finally  passed  without  any 
opposition  in  the  House,  and  while  we  are  sorry  to  state  that 
opposition  to  the  passing  of  the  Bill  did  develop  within  our 
own  ranks  yet,  fortunately,  it  was  not  seriously  considered  by 
the  members  of  the  Government,  and  did  not  have  any  effect 
on  the  progress  of  the  Bill  other  than  to  increase  the  efforts 
of  your  committee. 

It  is  not  the  intention  of  your  committee  to  attempt  to 
give  an  exj)lanation  of  the  Act  in  detail  in  this  respect,  believ- 
ing that  this  can  be  better  accomplished  by  a  general  discus- 
sion in  convention,  but  we  will  endeavor  to  give  you  a  general 
outline  as  we  understand  it. 

The  Act  comes  into  force  Jan.  1st,  1912.  Previous  to  this 
date  every  person  who  intends  to  continue  the  practice  of  em- 
balming in  the  Province  of  Ontario,  will  have  to  secure  a 
license  from  the  Government  Board  of  Examiners.  We  are 
not  in  a  position  to  say  on  what  condition  these  licenses  will 
be  granted,  as  that  rests  entirely  with  the  Board,  but  we  are 
of  the  opinion  that  every  person  now  practising  embalming  in 
this  Province  will  be  asked  to  submit  evidence  as  to  his  ex- 
perience and  ability  and  good  character.  If  this  is  considered 
by  the  Board  to  be  satisfactory,  a  license  will  be  granted  with- 
out any  written  examination.  A  nominal  fee  will  be  charged 
for  each  license,  and  as  they  have  to  be  renewed  regularly, 
a  small  renewal  fee  will  also  be  charged  every  time  a  renewal 
is  required,  which  we  think  will  be  once  a  year. 

The  portion  of  the  Act  added  by  the  Prov.  Board  of  Health, 
viz.,  clauses  14  and  15,  are  intended  so'ely  for  the  purpose  of 
assisting  in  compiling  the  vital  statistics.  Much  difficulty  has 
been  experienced  in  the  past  in  getting  anything  like  an 
accurate  report  of  all  deaths  occurring  in  the  Province,  and 
clause  15  provides  that  every  undertaker  who  conducts  or 
directs  the  burial  of  a  human  body,  must  forthwith  report  such 
death  to  the  Secretary  of  the  Provincial  Board  of  Health  on 
forms  to  be  supplied  by  them,  and  in  order  to  enforce  this 
regulation  clause  14,  provides  that  every  undertaker,  whether 
an  embalmer  or  not,  must  jirocure  a  license  from  the  Pro- 
vincial Board  of  Health,  fo  that  if  he  refuses  to  make  prompt 
returns  of  all  burials  conducted  by  him,  he  is  not  only  liable 
to  a  penalty  of  $25,  but  also  of  having  his  license  cancelled  or 
suspended.  These  clauses,  as  already  stated,  were  not  an- 
ticipated by  your  committee,  and  while  we  would  have  pre- 
ferred to  have  seen  them  left  off,  yet  we  could  not  raise  any 
serious  objection,  or  we  would  in  all  probability  have  had  the 
whole  Bill  thrown  out.  We  hope,  however,  that  it  will  work 
out  to  the  satisfaction  of  all  concerned. 

Your  committee  believe  that  the  legislation  which  has 
been  secured  is  as  good,  if  not  better,  than  that  first  seoured 
by  an  association  in  the  United  States,  and  while  we  admit 
that  it  is  not  perfect,  we  would  ask  that  it  be  not  adversely 
criticised  by  the  undertaker  and  embalmer  until  he  is  con- 
vinced that  it  is  not  being  enforced  in  a  fair  and  equitable 


manner;  in  other  words  do  not  criticise  until  you  are  absolutely 
certain  that  you  have  a  grievance. 

Your  committee  desire  to  make  mention  of  the  very 
valuable  assistance  rendered  by  Mr.  E.  M.  Trowern,  secretary 
of  the  Retail  Merchants'  Association,  in  assisting  in  the  pre- 
])aration  of  the  Bill,  and  in  many  other  ways  during  the  year, 
by  Mr.  W.  K.  McNaught,  M.P.P.,  for  his  assistance,  not  only 
in  the  preparation  of  the  Bill,  but  in  placing  it  before  the 
Cabinet,  and  to  Mr.  W.  H.  Hearst,  M.P.P.,  of  Sault  Ste.  Marie, 
for  introducing  the  Bill  into  the  House  and  working  it  through 
the  various  stages  until  it  received  the  third  reading  and  ul- 
timately became  law. 

Your  committee  also  desire  to  acknowledge  the  many  let- 
ters of  encouragement  and  congratulation  received  from  mem- 
bers of  this  association  during  the  year.  These  were  certainly 
appreciated  by  the  recipients,  and  encouraged  us  to  believe 
that  our  efforts  were  appreciated  by  those  whose  int?rests  we 
were  striving  to  advance. 

In  conclusion  your  committee  wish  to  gratefully  acknow- 
ledge the  assistance  rendered  this  association  by  the  publis  .ers 
of  the  Furniture  Journal  and  Undertakers'  Gazette.  For  years 
they  have  given  liberally  of  their  time  and  space  to  promote 
the  interests  of  the  Bill,  many  times  when  there  was  no  im- 
mediate hope  of  success,  and  also  the  manufacturers  and  their 
worthy  representatives  have  done  much  to  a  sist  us  in  ex- 
plairinn;  to  the  undertakers  throughout  the  Province  the  ad- 
vantages of  legislation  and  the  benefit  it  would  be  to  our 
profession. 

All  of  which  is  respectfully  submitted. 

PROVINCIAL  LEGISLATION. 

Address  by  Dr.  McCullough,   Secretary  Provincial  Board  of 
Health,  Ont. 

I ASSURE  you  it  is  a  great  pleasure  indeed  to  come  here  tliis 
morning  and  say  a  few  words  to  you  respecting  regulations 
affecting  members  of  your  calling.  I  am  reminded  of  an 
Irishman,  I  think  his  name  was  Pat,  bemoaning  the  fact  that 
the  world  was  a  very  bad  place,  but  he  said  the  worst  thing 
about  it  is,  that  "very  few  of  us  ever  get  out  of  it  alive." 
(Laughter).  That  being  the  case,  the  last  rites  to  which  we 
will  all  be  subject  to  will  be  in  the  hands  of  such  a  generous, 
fine  looking  body  of  men  as  you  have  in  this  association. 

They  say  the  undertaker  always  follows  the  doctor,  but 
as  I  am  not  in  actual  practice  now,  I  cannot  claim  any  longer 
to  be  an  ally  of  the  undertaker. 

However,  I  am  glad  to  have  this  opportunity  of  having  a 
short  talk  with  you  ou  matters  pertaining  to  your  profession, 
particularly  legislation,  for  as  you  are  doubtless  aware,  an  Acl 
was  brought  in  called  the  "Embalmers'  Act,"  and  the  Govern- 
ment will  appoint  a  Board  of  Examiners  to  examine  those  of 
your  profession  who  desire  to  become  or  have  become  proficient 
in  the  art  of  embalming;  certain  regulations  will  also  be  laid 
down  in  regard  to  the  general  body  of  undertakers.  After 
January  1st,  next,  each  undertaker  will  be  required  to  have 
a  license  from  the  Provincial  Board  of  Health,  for  which  he 
will  pay  $1.00,  which  is  only  a  fraction  of  what  it  will  cost  the 
Government  in  the  matter  of  administration,  etc.  After  that 
date  every  undertaker  will  be  required  to  immediately  notify  the 
Secretary  of  our  Board  particulars  regarding  the  death  of  each 
]ierson  t'^ey  bury.  We  will  supply  printei  forms  for  this  pur- 
pore,  which  ycv-  can  fill  in,  so  as  to  make  it  as  easy  for  you 
as  we  possibly  can.  The  object  of  this  is  that  we  have  not  in 
the  jiast  had  very  complete  vital  statistics,  and  we  look  to 
the  undertakers  after  the  first  of  the  year  to  give  us  complete 
returns.  We  have  a  pretty  thorough  registration  of  marriages 
at  the  i)resent  time,  because  the  Clergymen  are  required  to 
return  the  licenses  properly  filled  out  to  our  Department.  Re- 
ports of  births  are  not  at  all  complete.  We  will  have  to  devise 
some  means  of  improvement  in  this  respect  also.  Statistics  are 
pretty  dry  reading,  but  very  valuable  to  a  country,  this  is 
understood  best  by  those  who  study  them  most. 

The  returns  you  gentlemen  will  be  required  to  make  are 
largely  with  the  object  of  having  more  complete  particulars  of 
death.  By  the  returns  you  make  to  us  we  will  have  a  more 
complete  cheek  both  on  the  doctor,  who  should  make  out  the 
certificate  of  death,  and  the  local  Registrar  or  Clerk  of  the 


CANADIAN  FUENITUEE  WORLD  AND  THE  UNDEETAKER.  41 


town  or  village,  who  every  quarter  makes  his  returns  to  our 
Department. 

With  regard  to  the  Embalmcrs'  Examining  Board,  I  had 
hoped  that  it  would  have  been  ai)pointed  ere  this,  but  as  the 
people  at  the  Parliament  Buildings  are  busy  over  the  election 
shortly  to  be  held,  it  is  standing  in  abeyance  for  a  little  while, 
but  I  may  say  here,  that  the  Government  are  desirous  of  having 
the  most  efficient  Board  appointed  it  is  possible  to  get.  Before 
long  I  think  this  Board  will  be  appointed,  and  you  will  find, 
I  am  sure,  that  it  will  be  made  up  of  the  very  best  men  pos- 
sible to  find  for  the  purpose. 

I  should  like  to  say  a  word  to  you,  without  speaking  at  all 
boastingly,  about  the  Public  Health  Exhibit  which  our  Board 
has  established  this  year  at  the  Canadian  National  Exhibition, 
in  this  city,  and  I  think  that  those  of  you  who  have  seen  it 
will  agree  with  me  that  it  is  a  very  creditable  exhibit.  For 
some  years  our  Board  has  had  a  tuberculosis  exhibit  travelling 
around,  and  this  is  an  addition  to  it.  This  exhibit  is  well 
worth  any  person's  while  seeing;  and  I  might  mention  the  fact 
that  the  other  day  His  Excellency,  the  Governor  Genera',  at- 
tended the  Fair,  and  he  sent  a  letter  to  the  President  of  the 
Fair,  in  which  he  stated  our  Exhibit  was  the  best  on  the 
grounds,  and  wanted  to  be  jjut  in  communication  with  those  in 
authority,  with  a  view  to  securing  this  Exhibit  for  Ottawa  and 
Montreal. 

I  am  i)]eased  to  be  able  to  state  that  since  taking  my 
present  office  a  great  deal  of  good-will  has  been  shown  towards 
our  Board,  and  the  great  mass  of  your  profession  all  over  the 
Province,  almost  without  exception,  are  desirous  of  obeying 
the  law  and  doing  your  duty,  especially  in  regard  to  burial 
permits  and  all  that  sort  of  thing.  There  will  be  no  difficulty 
at  all  in  complying  with  these  new  regulations;  we  will  have 
everything  as  simple  as  possible,  and  I  trust  you  will  assist 
our  Board  in  having  our  ideas  carried  out.  I  am  pleased  to 
note  that  you  are  bent  on  educating  yourselves  better — a  very 
proper  thing  to  do.  The  fact  that  you  come  here  in  such  num- 
bers to  this  School  of  Instruction  is  in  itself  a  high  tribute 
to  your  profession,  showing  that  you  are  desirous  of  advancing 
yourselves,  and  make  the  conditions  relating  to  your  profession 
better. 

It  is  with  the  utmost  good  feeling  I  come  here  to  say  these 
few  words  to  you.  I  hope  if  you  have  any  difficulty  at  any 
time  I  may  be  able  to  help  you  out.  I  shall  be  pleased  to  do 
anything  I  possibly  can;  I  shall  be  pleased  to  come  to  your 
Convention  any  time.  I  hope,  in  all  these  matters  you  have 
undertaken,  you  will  meet  with  the  utmost  success.  I  thank 
you  all  very  cordially  for  the  jjrivilege  you  have  given  me  of 
saying  these  few  words. 

(In  the  discussion  that  followed  Dr.  McCullough 's  speech 
many  questions  were  asked  by  delegates,  the  replies  to  which 
form  useful  information  for  the  undertaker.  Owing  to  lack  of 
space  these  are  held  over  until  the  next  issue. — Ed.) 


DELEGATES  WHO  REGISTERED  AT  THE  CON- 
VENTION OF  THE  CANADIAN  EMBALMERS' 
ASSOCIATION,  TORONTO,  SEP- 
TEMBER, 1911. 


Avery,    S..  Caledonia. 
Appleby,  .1.   A.,  Chesterville. 
Addison,   Chas.   E.,  Otterville. 
Anderson,  Nugent  &  Co.,  Lindsay. 
Appel,   Chas.,   New  Hamburg. 

Best,   Ernest  F.,  Thamesville. 
Branton,    .Tames,  Hamilton. 
Burrows,   W.   G.,  Chatham. 
Beamish,  A.  L.,  Pembroke. 
Beamish,    Wm.,  Pembroke. 
Bunt,    W.    H.,  Flesherton. 
Brien,   H.   N.,   Sherbrooke,  Que. 
Bolton,   Chas.   R.,  Toronto. 
Boyd,  N.  J.,  Mitchell. 
Buchanan  &  Minaker,  Picton. 
Boyce,  G.  W.,  Brockville. 
Bonesteel,  D.  A.,  Ingersoll. 
Ball,  O.  T.,  Ayr. 
Black,    Neil,  Beaverton. 
Bates,    J.   W.,  Toronto. 
Burgess,   C.  E..  Toronto. 
Baird,    .las.,  Plattsville. 
Baycroft,   W.   E.,  Beeton. 
Beam,   W.    S.,  Selkirk. 
Ball,  Nelson,  Clinton. 
Brandan,   N.    L.,    St.  Marys. 
Brophy,   Joseph,  Goderich. 


Bannister,  J.  A.,  St.  George. 
Bolton,  E.   E.,  Toronto. 
Bell,  John, 

Balott,    F.,  Williamsford. 
Barker,    "W.   J.,  Brechin. 
Burling   &   Co.,   R.,  Milton. 
Breckenridge,  R.  A.,  Owen  Sound. 
Brownlee,  W.  J.,  Pinch. 
Buck,   H.  W.,  Beamsville. 
Beaver,    C,  Crediton. 
Brown,  M.   P.,  Brantford. 
Bishop   &   Son,  Elmvale. 
Bartlett,   A.   W.,  Toronto. 
Buchanan,    Wm.,  Orillia. 
Burkholder,   J.   N.,  Stouffville. 
Beirel,    Chas.,  Markham. 
Burkholder,    M.    S.,  Woodbridge. 
Boughner,    Roy,  Ingersoll. 
Beckett,   H.   B.,  Brantford. 
Byng,  Geo.  C,  Bobcaygeon. 
Becker,  D.,  New  Hamburg. 
Burling.    C.   H.,  Pickering. 
Beverley,   Jas.,  Exeter. 

Coltart,   V.   R.,  Chatham. 
Cobbledick,  N.  B.,  Toronto. 
Creery,  J.   C,  Alvinston. 
Cain,  J.  A.,  Lindsay. 


Caulfield,    H.    E.,  Toronto. 
Coulter,  W.  B.,  Atwood. 
Cross,    E.   G.,  Stratford. 
Craig,    N.    A.,  Toronto. 
Cummings,   J.   A.,  Hazeldean. 
Campbell,    J.    A..  Dutton. 
Cavill,   H.   B.,  Chesley. 
Clark,   D.,  Orillia. 
Cosby,   A.  H.,  Fenwich. 
Cleveland,  H.  E.  A.,  South  Moun- 
tain. 

Cole  &  Son,  I.,  Gananoque. 
Campbell,   A.   L.,  Elgin. 
Craig,  S.  C,  North  Gower. 

Dodds,   A.,  Bolton. 
Dillane,  A.  K.,  Palraerston. 
Davison,    N.    J.,  Lucknow. 
Donaldson,  .T.  A.,  Caledon  East. 
Deyman,    P.    C,    Fenelon  Falls. 
Dreisinger,  Chris.,  Elmira. 
Dreisinger,   Geo.,  Elmira. 
Dunham,    C,  Aurora. 
Dell,   H.   B.,  Ridgeway. 
Dunford,   Jas.,  Clinton. 
Dixon,    W.    O.,  Chesterville. 
Dance,   F.    C,  Shelburne. 
Davey,  C.  H.,  Victoria  Road. 

Ellis,    H.,  Toronto. 
Ellison,    C.   J.,  Florence. 
Edwards,   Wm.,  Gananoque. 
Ellsworth,    E.    J.,    Port  Colborne. 

Ford,    Burton,  Blenheim. 
Findlayson,    Wm.,  Paris. 
Fletcher,      D.      W.,  Walsingham 
Centre. 

Ferguson,   -T.   T.,  Beamington. 
Forester,  C.  T.,  Park  Hill. 
Fischer,  Fred,  Elora. 
Fischer,  Geo.  L.,  Arthur. 

Greenwood  &  A^ivian,  Stratford. 
Gleiser,  Geo.,  Waterloo. 
Genge,    Daniel.  Alvinston. 
Gillott,    W.,  Millbrook. 
George  &  Son,  A.  W.,  Port  Hope. 
Green.    Ira,    Hamilton,    124  King 
East. 

Golden,   E.   S.,  Toronto. 
Genung,  C.  A.,  Waterloo,  N.Y. 
Gemmel,   R.,  Ayr. 
Gourlay,   J.   C,  Egiinville. 
Gruetnzer,  E.  N.,  Hanover. 

Hutchinson,    C.   H..   North  Bay. 
Harris,    S.,  Streetsville. 
Harris,   W.   &  G.,  Lindsay. 
Hogg   &  Thompson,  Perth. 
Hubbell,   Geo.   H.,  Arnprior. 
Hughes,  E.  J.,  Carp. 
Hammer,  John,  Neustadt. 
Henderson,    T.,  Drayton. 
Haskett,   C.,  Lucan. 
Harris,  W.  .T.,  Dresden, 
Heath,  W.   L.,  Wallaceburg. 
Humphrey,   E.  J.,  Toronto. 
Howard,  P.  M.,  Hastings. 
Hanans,    E.,  Baden. 
Haines,  R.  T.,  Cheltenham. 
Hobnor,   S.  T.,  Seaforth. 
Hewitt,   S.  A.,  Mitchell. 
Hoffman,  W.  H.,  Zurich. 
Hansel,   A.,  Campden. 
Hopkins   Burial    Co.,    B.,  Toronto. 
Healey,    Robt.,  Kingsville. 
Harris,   D.   Roy    (Bond  &  Harris) 

Ottawa. 
Hall,  R.  T.,  Gore  Bay. 
Henry,  .J.  D.,  Sudbury. 
Henderson,  W.  H.,  Ottawa. 
Hall,  E.  T.,  Florence. 
Hetherington,    Geo.,  Langton. 
Hicks,  E.  J.,  Essex. 

Irwin,  J.,  Campbellford. 
Idle,   T.  G.,  Thornbury. 

Jackson,    Jas.,  Arkona. 
Jolley,  E.  D.,  St.  Williams. 
Jackson,   A.,  Sudbury. 
Johnson,  N.  A.,  Seeleys  Bay. 

Keeler,  Fred.  W.,  Ingersoll, 
Kilbank,  W„  Hillsdale. 
Knechtel,    W.   N.,  Toronto. 
Klippert,   A.,  Waterloo. 
Klippert,   H.,  Waterloo. 
Kilkenny  &  Son,  T.,  Bradford. 

Lorriman,   E.   S.,  Inwood. 
Love,  W.  H.,  Ethel. 
Lorke,  .J.  C,  Ridgetown. 
Long,  C.  E.,  Melbourne. 
Lewis,   W.   W.,   Mount  Forest. 
Lippert,    Edward,  Berlin. 
Lang,   Alex.,  Kirby. 
Linall,   H.,  Toronto. 
Lawrie,  G.  J.,  Maple. 
Leach,  John,   St.  Thomas. 
Little,  C.  J.,  Gait. 
Logan,   A.,   Parry  Sound. 

MacPherson,    Max,  Delhi. 
Maynes,  A.  E.,  Toronto. 
Meston,    Leroy,  Leamington. 


McPhail,   A..  Bothwell. 
Myles,    E.,  Walkerton, 
Mattliews,   F.  W.,  Toronto. 
Moshier,    W.    B.,    Lion's  Head. 
Mitchell,    J.    O.,    St.  Mary's, 
McParquhar,    Jas.,  Toronto. 
McDermott,  J.   A.,  Guelph. 
McRae,  Arch.  D.,  Vankleek  Hill. 
Murdy,  C.  J.,  Lucan. 
Morrison,  W.  .J.,  Kincardine. 
Martyn,  P.  J.,  North  Bay. 
Martyn,    E.,  Kincardine. 
Martyn,  J.  B.,  Ripley. 
Master,    Arthur,  Highgate. 
Mitchell,  A.  M.,  Guelph. 
Haddocks,  M.,  Toronto. 
McLean,   Chas.   W.,  Spencerville. 
Marsh,    Chas.   M.,  Morrisburg. 
MacCallum,    Jno.,    Vankleek  Hill. 
McDonald,  A.  T.,  Stayner. 
Mathers,   D.,  Stayner. 
McNiven,  J.  C,  Dorchester. 
Meadows  &  Son,  T.,  Woodstock. 
Mathers,  W.  J.,  Keene. 
Mathers,    W.    J.,  Wroxeter. 
Miller,   E.,  Kincardine. 
McNair,  N.  J.,  Trenton. 
Mann,   H.   W.,  Cannington. 
Madell,   J.  H.,  Harrow.- 
Mclntyre,  J.  B.,   St.  Catharines. 
Morris,  L.  &  Son,  Bowmanville. 
McMillan,    Colin,  Dromore. 
More  &  Son,  M.,  Niagara  Palls. 
McCall,   C.  B.,    St.  Williams. 
Morrow,  J,   R.,  Midland. 
McCamraon,   .J.   P.,  Paris. 
Marlatt,    J.    C.,  Grimsby. 
Murphy,   W.   K.,  Toronto. 
McKeliys,    T.    H.,  Brampton. 
Marsh,   .1.   J.,    Smith's  Falls. 
McMurtrv,    S.    P.   L.,  Midland. 
Mofifatt,   R.,  Toronto. 
McNabb,   J.   C,   Cobalt   &  Porcu- 
pine. 

MacCormick,   S.   G.,  Rockton. 
Marston,   Herbert,  Paris. 
McCormick,    R.,  Winchester. 
McPhee,   N.,  Park  Hill. 
Marsh,  A.  ,J.,  Iroquois. 

Neville,  M.  J.,  Pembroke. 
Nelson,   A.,  Tiverton. 
Nicholson,    J.    H.,  Whitby. 
Nagel,  J.  H.,  Cayuga. 

Oliver,  M.,  Chatsworth. 
O'Connor,  T.  D.,  Renfrew. 

Pliinn,  J.  K.,  Waterloo. 
Pettyplace,    C.,  Walkerton. 
Patterson,   D.   P.,   Carleton  Place. 
Patterson.  J.  W.,   Carleton  Place. 
Pennock,  S.  R.,  Whitevale.  . 
Phillips,   G.   L.,  Sarnia. 
Phillips,   W.   L.,  Sarnia. 
Paul,    J.,  Peversham. 
Porter,   T.,  Toronto. 
Puffer,    Chas.,  Norwood. 
Phippen,   L.   N.,  Sarnia. 
Paul,   Mack,  Woodstock. 
Pattison,  J.  W.,  Port  Elgin. 
Phelan,   J.   A.,  Arthur. 
Page,    B.  C. 

Quigley,    .J.    B.,  Pakenham. 
Quinn,    M.   J.,  Tweed. 

Robinson,  J.  H.,  Hamilton. 
Rubble,   Wm.,  Dresden. 
Rowe,    S.    W.,  Wallaceburg. 
Rosenblatt,  Geo.,  St.  Clements. 
Rogers.  G.  W.  H.,  Ottawa. 
Richardson,   S.   C,  Ottawa. 
Rutherford,    A.,  Burford. 
Reid,   J.  A.,  i'rincetou. 
Robinson,  A.  W.,  Coldwater. 
Rudd,    S.   R.,  Arnprior. 
Robinson,  F.  T.,  Strathroy. 
Robinson,    J.    A.,  Newbury. 
Reid,   R.  J.,  Kingston. 
Reid,  0.  W.,  Meaford. 
Reynolds,   C,  Bethany. 
Reynolds,  P.  W.,  Bethany. 
Roger,   J.,  Atwood. 
Ronan,   I.   C,  Kingston. 

Simpson,  T.  E.,  Sault  Ste  Marie. 
Seibert,    L.,  Berlin. 
Scott,   Fred,  Woodbridge. 
Sutton,    J.    H.,    (Kemp  Furniture 

Co.),  Amherstburg. 
Smith,  G,  G,,  Barrie. 
Sutherland.  G.  W.,  Welland. 
Stone,    W.    H.,  Toronto. 
Stone,    R,    U.,  Toronto. 
Slater,   Henry,  Waterdown. 
Steel,   A.   P.,  Forest. 
Sponenburgh,   G.   W.,  Melbourne. 
Stephenson,   T.,  Ailsa  Craig, 
Scarrow,    ,J.    G.,  Tara. 
Saint,   J.   T.,  Wallaceburg. 
Sproule,    W.,  Dungannon. 
Soper,  L.,  Englehart. 
Savage,  W.  J.,  Chesley. 
Swartz.,  G.  H.,  Jerseyville. 


42 


CANADIAN  FUENITUEE  WORLD  AND  THE  UNDERTAKER. 


Stokes.  E.  A. 
Searight.   C.  J.,  Norwood. 
Sti-asler,  H.,  Aurora. 
Stewart,  .T.  A.,  Strathroy. 
Schneider.  H.,  Fisherville. 
Smith.  .T.  E..  Vienna. 
Sm  th.  W.  S.,  Chesley. 
Steadman.  D.  M.,  Petrolia. 
Strachan.   W.   A..  Orillia. 
Stonehouse.    M.,  Toronto. 
Steinman.   N.   M..  Baden. 
Slaght,    F.,  Wellandport. 
Seldon,   C,  Whitby. 
Smith,   C.   M.   G..  Barrie. 
Smith.   G.    6..  Barrie. 
Speers.  Wm.,  Toronto. 
Swinton,    Wm..  Orillia. 

Tait.  W.  W.,  Parkhill. 
Tangnev,  M.  E.,  Lindsay. 
Tovell,  H.   X..  Guelph. 
Theaker,  H.  W.,  Mount  Albert. 
Tickell,   J.    L.,  Belleville. 
Taylor,   ,T.   A.,  Sutton. 
Thomson.   W..  Fergus. 
Tanton,    W.   H.,  Strathroy. 
Thompson,  G.,  Port  Dover. 


Thorpe  Bros.,  Haileybnry  and  Por- 
cupine. 

Taylor,  J.  A.,  Singhanipton. 

VanCamp,  .J.  C,  Toronto. 
Vance,   J.   F.,  Waterdown. 

Wunnenberg,    W.,  Hanover. 
Wilson,    G.    S.,  Norwich. 
White,  W.  W.,  Bracebridge. 
Webb.  M.,  Barrie. 
Wright,   N.   H.,  Queensville. 
Walker,    H.,    Port  Hope. 
Woodburn.    C,  Ottawa. 
Winterstein,  G.  A.,  Zephyr. 
Watson,    W.    G.,  PriceviUe. 
Watson,   G.   L.,   Walt?r's  Falls. 
Wilson,    R.,  Chatsworth. 
Werlich,    J.,  Preston. 
Walker,   D.,  Brussels. 
Wilco.\.    F.   G.,  Waterford. 
Wcvt.    W.   M.,  Avonmore. 
Williams,  D.  R.,   St  Thomas. 
A\iii;lit.    F.    W..  Pic-ton. 
Wright,   W.   A.,   Richmond  Hill. 

Yale,  W.  S..  Owen  Sound. 


ALBERTA  CONVENTION. 

The  fifth  annual  convention  of  the  Alberta  Funeral 
Directors'  and  Embalmers'  Association  was  held  in 
Calgary  this  year.  There  was  a  good  representation 
of  members,  and  it  was  pronounced  the  most  successful 
convention  in  the  history  of  the  Association. 

On  the  opening  day,  after  the  invocation,  an  ad- 
dress was  given  by  Rev.  S.  B.  Hillocks,  and  the  civic 
welcome  was,  in  the  absence  of  the  Mayor,  extended  by 
acting  Mayor  Brocklebank,  to  whose  greetings  Pro- 
fessor Hohensehuh  responded.  Mr.  H.  G.  Strong,  of 
Red  Deer,  read  the  Secretary's  and  Treasurer's  re- 
report,  which  showed  the  organization's  financial  posi- 
tion to  be  most  satisfactory. 

Several  instructive  lectures  were  delivered  by  Prof. 
W.  P.  Hohensehuh,  of  Iowa  City,  who  is  not  by  any 
means  a  stranger  to  the  profession  in  Canada.  His 
subjects  were  "Valuable  hints  to  the  man  who  wishes 
to  excell  in  his  profession";  Treatment  of  dropsical, 
yellow  jaundice  and  special  cases";  "Bacteria";  "The 
relative  value  of  the  different  arteries";  "Descriptive 
and  general." 

Upon  the  recommendation  of  the  Membership  Com- 
mittee the  following  new  members  were  admitted : — 

Alberta — Geo.  McFarquhar,  McLeod;  AVesley 
Small,  Wainwright;  W.  S.  Durres,  Didsbury;  J,  A. 
Quirk,  Calgary;  E.  Titsworth,  Lacombe ;  G.  W.  Evans, 
Gleichen;  H.  C.  I\IcKay,  Nanton;  John  AVilson,  Oko- 
toks;  J.  Droppo,  Lethbridge ;  T.  H.  Mappin,  Stettler; 
J.  R.  Lawrence,  Maple  Creek;  A.  B.  Purdy,  Provost; 
C.  AV.  Chase,  Strathmore ;  D.  W.  Leydon,  Granum. 

Saskatchewan — F.  W.  Morton,  Wilkie ;  H.  Martin, 
^Maymont;  Chas.  T.  ,  lor,  Rosetown. 

British  Colu:. '  "n— E.  G.  McNeilly,  Nelson;  J.  H. 
Howson  and  L.  A.  "Tovrc;on,  Revelstoke ;  S.  J.  Baker, 
Grand  Forks. 

The  officers  elected  for  next  yec   nre : — 

Hon.  Pres. — A.  AV.  Kelley,  High  River. 

President — G.  E.  Bowker,  Ponoka. 

1st  Vice — J.  AV.  Connelly,  Edmonton. 

2nd  Vice — A.  D.  Sharp,  AVetaskiwin. 

Sec.-Treas. — H.  G.  Stone,  Red  Deer. 

Sergeant — Ira  Sharp,  Bassano. 

After  a  spirited  ballot,  Calgary  was  chosen  as  the 
place  where  the  next  convention  should  be  held. 

Among  the  delegates  who  were  present  were : 

F.  AV.  Morton,  AVilkie,  Sask. ;  Geo.  McFarquhar, 


Macleod;  AVesley  Small,  AVainwright ;  Harry  Alartin, 
Mayment,  Sask.;  Geo.  AV.  Evans,  Gleichen;  E.  Tits- 
worth,  Lacombe ;  Chas.  Taylor,  Rosetown,  Sa.sk. ;  Joe 
Howson,  L.  A.  Howson,  Revelstoke,  B.C. ;  R.  Alinns, 
Kelowna,  B.C. ;  T.  AV.  Davies,  Coleman ;  AA^.  G.  AVinter, 
Sastor;  T.  H,  Mappin,  Stettler;  D.  M.  Layden,  Gra- 
num; Jas.  R.  Lawrence,  Maple  Creek;  J.  Dioppe,  Leth- 
bridge ;  John  AVilson,  Okotoks ;  H.  C.  McKay,  Nanton ; 
E.  C.  McNeillie,  Nelson;  J.  A.  Quirk,  Calgary;  AV.  S. 
Durrer,  Didsbury;  S.  J.  Baker,  Grand  Forks,  B.C.; 
H.  C.  Stone,  Red  Deer;  A.  M.  Shaver,  Calgary. 


B.  C.  UNDERTAKERS  ORGANIZE. 

Big  things  often  grow  from  a  small  beginning,  and 
if  present  indications  are  not  misleading,  there  is  a 
great  future  ahead  of  the  new  organization  of  the 
Funeral  Directors  of  British  Columbia.  The  associa- 
tion can  trace  its  origin  to  a  meeting  of  the  A-^aneouver 
members  of  the  profession,  held  on  16th  August  last, 
in  the  parlors  of  Messrs.  Greene  and  Merkley.  It  was 
then  decided  after  a  lengthy  discussion  that  a  provin- 
cial organization  would  prove  very  beneficial,  and  that 
the  acting  secretary  should  send  out  notices  calling  a 
meeting  of  all  engaged  in  that  line  of  Avork  in  British 
Columbia,  for  1st  Sept.  A  representative  atteiid;'nce 
at  that  meeting  resulted,  and  the  new  association  came 
into  existence  with  the  following  list  of  officers : — 

Hon.  Pres. — Mr.  Hayward,  Victoria. 

President — A.  E.  Harron,  A^ancouver. 

1st  Vice-Pres. — H.  AV.  Merkley,  Vancouver. 

2nd  Vice-Pres. — Mr.  Banks,  Cumberland. 

Sec.-Treas. — Mr.  Hobson,  New^  AVestminster. 

Sergeant-at-Arms — Mr.  Scott,  Vancouver. 

Executive — Jas.  A.  Greene,  Vancouver ;  Air.  Han- 
nah, Victoria ;  Mr.  Murchie,  NeAV  AA^estminster. 

After  the  business  w^as  all  transacted,  the  frater- 
nity were  tendered  a  banquet,  which  proved  a  most 
enjoyable  closing  to  the  deliberations. 


MARITIME  ASSOCIATION. 

That  the  Alaritime  Funeral  Directors'  Association 
is  doing  good  work  is  apparent  to  all  those  Avho  have 
followed  its  progress.  The  9th  annual  convention, 
which  Avas  held  at  the  offices  of  J.  Snow  &  Sons,  Hali- 
fax, was  the  most  successful  one  yet  held,  and  it  speaks 
well  for  the  personnel  of  the  profession  in  the  Alari- 
time  Provinces  that  a  conA^ention  for  purely  educa- 
tional purposes  can  create  as  much  interest  as  this 
one  did,  resulting  in  so  satisfactory  an  attendance. 
The  first  session  opened  Avith  President  A.  J.  Beaton, 
Sydney,  C.B.,  in  the  chair.  The  President's  and  Secre- 
tary's reports  Avere  presented,  shoAA'ing  the  organiza- 
tion to  be  in  a  healthy  condition  financially  and  other- 
wise. The  educational  lectures  and  demonstrations 
Avere  given  by  Professor  J.  Dodge,  of  Boston,  Alass., 
whose  Avork  proved  of  practical  value  to  the  aA'erage 
embalmer,  in  his  ordinary  round  of  duties.  In  arrang- 
ing for  the  many  items  of  business  to  be  taken  up  and 
the  several  discussions  and  lectures  to  be  attended, 
those  in  charge  of  the  programme  did  not  OA-erlook  the 
fraternal  and  social  side  of  such  a  gathering.  It  is 
not  venturing  too  much  to  say  that  at  the  close  of  the 
proceedings  those  in  attendance  kncAV  one  another  bet- 
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ter  and  felt  more  fitted  for  another  year's  work,  for 
there  is  no  doubt  that  such  conferences  broaden  any 
man's  viewpoint. 

The  Association's  affairs  for  1911-1912  are  in  the 
liands  of  the  following  officers : — ■ 

President — D.  A.  Jonah. 

Vice-President  for  Nova  Scotia — John  Snow. 

Vice-President  for  New  Brunswick — A.  Tattle. 

Vice-President  for  Prince  Edward  Island — L.  Mc- 
Kenna. 

Secretary — C.  Wingh. 

Treasurer — B.  Larder. 

Chaplain — S.  C.  "West. 

Sergeant-at-Arms — George  McLaren. 

Editor  Funeral  Director — F.  W.  Wallace. 

Managing  Directors  of  Official  Journal — A.  J. 
Logan,  "\V.  IMurray,  John  Acorn. 

Two  of  the  endeavors  of  the  organization  are  (1)  To 
discourage  as  far  as  possible  Sunday  funerals,  and 
(2)  To  work  in  harmony  with  the  different  boards  of 
health,  along  the  lines  of  sanitation  and  preventing  the 
spread  of  contagious  diseases.  In  these  and  many 
other  ways  much  credit  is  due  to  the  official  publica- 
tion, "The  Canadian  Funeral  Director,"  of  which  Mr. 
F.  AV.  Wallace,  of  Sussex,  N.B.,  is  the  editor. 

IMPROVING  PREMISES. 

]\Ir.  Daniel  Stone,  one  of  Toronto's  best  known  and 
most  reliable  funeral  directors,  has  extensive  altera- 
tions to  the  interior  of  his  building  in  course  of  com- 
pletion. Mr.  Stone,  who  a  couple  of  years  ago  pur- 
chased the  large  residence  at  82  Bloor  Street  West,  has 
enlarged  his  show  rooms  and  remodelled  and  decorated 
them,  and  the  new  arrangement  entirely  separates  the 
business  and  residential  premises  and  entrances. 


LEASED  MILLARD  PREMISES. 

The  E.  J.  Humphrey  Burial  Co.  have  taken  a  lease 
of  the  premises  at  359  Yonge  St.,  Toronto,  formerly 
occupied  by  Mr.  Alex.  IMillard.  Mr.  Humphrey  stated 
to  a  representative  of  "The  Undertaker,"  that  he  had 
moved  into  these  premises,  but  Avould  continue  his 
branch  at  407  Queen  St.  West.  There  has  been  con- 
siderable "wondering"  on  the  part  of  the  Toronto 
members  of  the  profession  as  to  whose  name  plate 
would  appear  at  359  Yonge  St.,  but  Mr.  Humphrey's 
action  has  put  an  end  to  this. 


A  NEW  HEARSE. 

Messrs.  John  Thompson  &  Son  the  enterprising 
furniture  dealers  and  undertakers  of  Fergus,  Ont.,  have 
added  to  their  undertaking  department  one  of  the 
finest  hearses  they  could  procure.  This  year  marks 
the  fortieth  anniversary  that  Mr.  Thomson  has  been  in 
this  line  of  business.  Forty  years  ago  he  bought  his 
first  hearse. 


NEW  CHAPEL  AND  EMBALMING  ROOMS. 

Messrs.  Hayner  Bros.,  Prince  Rupert,  are  commenc- 
ing to  erect  a  new  and  entirely  up-to-date  undertaking 
establisliment  on  one  of  the  fan  shaped  lots  on  Gren- 
ville  Court,  adjoining  the  Salvation  Army  Citadel. 


The  plans  provide  for  a  chapel  for  funeral  services, 
offices  and  embalming  rooms  conveniently  arranged. 
In  referring  to  these  plans  the  Prince  Rupert  Optimist 
states  that  while  in  the  earlier  days  of  Prince  Rupert 
there  was  no  lack  of  dignity  about  funeral  services  held 
in  a  little,  rough  shack,  the  growth  of  the  city  has 
demanded  development  in  line  with  that  of  all  other 
cities,  and  in  this  department  Messrs.  Hayner  Bros, 
lead  the  way. 

BUILDS  I  UNERAL  CARS. 

With  a  large  cement  brick  factory,  Avell  situated 
for  shipping  purposes,  fitted  with  the  latest  and  most 


MR.  O.  J.  MITCHELL 

improved  machiner  and  with  such  an  active  manager 
as  Mr.  O.  J.  Mitcoll,  it  is  not  a  matter  of  surprise 
that  Messrs.  Mitchell  &  Co.  have  gained  an  extensive 
reputation.  This  company  manufactures  funeral  cars, 
casket  wagons,  ambulances,  landaus,  first-call  buggies 
and  three-seated  coaches,  specializing  in  the  first  men- 
tioned. They  also  make  a  feature  of  ambulances,  and 
in  the  })uilding  of  all  of  these  lines  their  aim  is  to  turn 
out  a  handsome  and  serviceable  product.  In  the  ac- 
companying portrait  his  many  acquaintances  and  per- 
sonal friends  in  tin;  trade  will  at  once  recognize  Mr. 
Mitchell. 
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Mr.  A.  J.  Thompson,  of  Erin,  Ont.,  has  purchased 
a  fine  neAv  hearse  of  the  latest  design. 

Mr.  J.  H.  Robinson,  of  Hamilton,  Ont.,  President 
of  the  Canadian  Embalmers'  Association,  is  at  present 
on  an  extended  visit  to  the  Western  Provinces. 

Mr.  John  Ferguson  and  Mr.  F.  AY.  Coles,  of  the 
Globe  Casket  Co.,  accompanied  by  their  wives,  are 
visiting  the  Western  Provinces,  and  calling  on  the 
trade  in  the  larger  cities. 

Messrs.  A.  C.  Walter  &  Son,  Grenfell,  Sask.,  are 
erecting  an  up-to-date,  solid  brick  store  for  their  fur- 
niture and  undertaking  business. 

I\Ir.  C.  M.  Smith,  of  the  firm  of  G.  G.  Smith  &  Co., 
Barrie,  Ont.,  was  married  on  Sept.  14th.  Mr.  Smith 
is  well  known  by  the  Ontario  undertakers,  he  always 
having  taken  an  active  interest  in  the  Canadian  Em- 
balmers' Association  affairs,  and  the  Canadian  Furni- 
ture World  and  the  Undertaker  joins  with  them  in 
wishing  Mr.  Smith  a  long  life  of  happiness  and  pros- 
perity. 


VARNISH  OPPORTUNITY. 

Among  the  readers  of  the  "Canadian  Furniture 
World"  who  are  interested  in  the  furniture  industry 
are  the  varnish  manufacturers,  who  may  be  interested 
in  the  fact  that  a  firm  in  Barbados  invites  corres- 
pondence from  Canadian  exporters  of  varnishes  and 
carriage  paints.  Anyone  desiring  to  take  this  up 
should  write  the  Inquiries  Branch,  the  Department  of 
Trade  and  Commence,  Ottawa,  mentioning  reference 
number  990. 


In  Toronto  During  Exhibition 
Weeks 


EVEL  CASKET  CO. 

The  Evel  Casket  Co.,  Hamilton,  had  space  in  the  Prince 
George  Hotel,  King  St.  West.  Their  exhibit  consisted  of 
twenty  new  designs  of  caskets  and  couches,  cloth  covered  and 
solid  oak.  Also  a  line  of  robes  and  linings  and  high  class  hard- 
ware. The  firm  was  ably  represented  by  P.  A.  Summerville, 
E.  W.  Braithwaite  and  Mr.  W.  G.  Evel. 


GLOBE  CASKET  CO. 

The  Globe  Casket  Co.,  of  Loudon,  had  an  exceedingly  fine 
display  of  their  goods  at  100  King  St.  West.  A  magnificent 
line  of  couches  and  other  caskets,  both  in  polished  oak  and 
mahogany,  were  ])laced  on  exhibition,  also  silk  plut-h  in  colors 
and  cloth.  An  excellent  line  of  casket  hardware  was  also 
shown. 

Their  assortment  of  new  designs  in  women's  and  men's 
burial  robes  were  rich  and  artistic,  seemingly  too  nice  to  com- 
mit to  mother  earth. 

A  line  of  funeral  requisites,  such  as  lowering  devices, 
church  trucks,  etc.,  also  a  display  of  embalming  goods,  manu- 
factured by  the  Eckels  Embalming  Fluid  Co.,  were  shown. 

The  Globe  Casket  Co.,  in  accordance  wdth  previous  cus- 
tom, jirovided  comfortable  quarters  for  sleeping  purposes  ad- 
joining the  show  rooms.  In  addition  to  this,  a  temporary 
cafe  was  established  for  the  accommodation  of  their  friends. 

The  Company  was  ably  represented  by  the  following 
gentlemen:  Mr.  Fred  W.  Cales,  general  manager;  W.  H.  Hen- 
derson   (known   as   the   "Deacon"),   Eastern  rejiresentative; 


The   Undertakers'  Directory 

IF   YOU    HAVE   OCCASION   TO   SHIP   A    BODY,   CONSULT  THIS  DIRECTORY. 


FUNERAL,  DIRECTORS     SHOULD     HAVE    THEIR     NAMES    ON     THIS  PAGE. 
FOR    TERMS    APPLY    TO   FULLERTON   PUBLISHING    CO.,    42-44    AGNES    STREET,  TORONTO. 


ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Campbellford — 

Irwin,  .James. 
Campden — 

Ilan.se!,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  CllfT— 

Boyd,  W.  C. 
Button — 

Scliultz,  B.  L. 
Elmira — 

Dreisinger,  C'liris. 
Fenelon  Falls — 

Dcyman,  L.  &  Son. 
Fergus — 

Armstrong,  M.  F. 
Fort  William 

Cameron  &  ('(>., 
Ave. 
Haileybury — 

Tliorpe  Bros. 
Hamilton 


Inwood— 

Lorriman,  E.  S. 
Kenora — 

Horn  &  Taylor. 
Lakefield — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 
Oliver,  M. 
North  Augusta — 

Wilson,  J.  E. 
Ohsweken — 

.Johnson,  F.  L. 
Oshawa — 
Disney  Bros. 
T.ii]tp  Bros. 

Petrolia — 

Steadman  Bros. 
Port  Arthur 

Collin  Wood,  236  Arthur  St. 
n    \'ii-tori;iprescott — 

Kanliin,  H.  &  Son. 
Renfrew — 

(J 'Connor,  Wm. 


Green  Bros.,  124  King  St.  E.^t-  Marys- 
Robinson,  J.  H.  &  Co.,  19-2]  Brandon. 
John  St.  X.  St.  Thomas — 

Hanover —  Williams,  P.  E.  &  Son,  519  Brandon 

Wunnenberg,  Xorman.  Talbot  St.  Vincent 


Toronto — 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Daniel  Stone  (formerly  H. 
Stone  &  Son),  82  Bloor  St.  W. 
Scotland — 

Vaughan,  Jos.  H.  M. 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catharine 
St.  West. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Halifax — 

Snow  <&  Co.,  90  Argyle  St. 
Verrona — 

Fraser,  D.  &  Co. 

MANITOBA. 


(fc  McPherson 


Swan  River  — 

Paull,  Geo. 
Winnipeg — 

Thompson,  J.  Co.,  501  Main 
Street. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred  A. 
Kamsack — 

Eussell,  G.  E.  L 
Rush  Lake,  Sask. — 

Friesen,  John  M. 
Semans — 

Haygarth,  Jas. 
Welwyn  (Sask)  — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Alix— 

Darland,  G.  E. 
Calgary — 

Graham     &    Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIi* 

Hosmer — 

Coruett,  T.  A. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER, 


45 


II.  E.  Caulfield,  Westeni  representative;  L.  H.  Batton,  Central 
Ontario  and  Nortliern  Territory  representative,  and  S.  R. 
McCully,  Saskatchewan  and  Northern  Ontario  representative. 

The  orders  taken  for  goods  during  their  exhibit  in  Toronto 
was  far  in  excess  of  any  previous  year.  The  popularity  which 
this  Company  seems  to  enjoy  reflects  much  credit  on  the  manag- 
ing directors. 


NATIONAL  CASKET  CO. 

The  National  Casket  Co.,  as  in  former  years,  provided  ac- 
commodation for  visitors  at  their  own  premises,  and  the  com- 
pany's staff  of  travellers  stayed  in  town  to  entertain  their 
customers.  Mr.  A.  J.  H.  Eekardt,  head  of  the  firm,  spent  each 
night  on  the  premises. 


THE  D.  W.  THOMPSON  CO. 

The  "sold"  signs  on  the  various  cloth  covered  and  polished 
caskets  disjilayed  by  the  D.  W.  Thompson  Co.,  at  their  own 
premises,  indicates  a  growing  demand  for  the  higher  grade 
goods.  The  observer  was  also  impressed  with  the  fact  that 
undertakers  from  comparatively  small  and  remote  centres  are 
purchasers  of  the  better  caskets  to  an  extent  that  dispels  any 
suggestion  that  the  undertaking  business  is  going  from  the 
man  in  the  small  place  to  the  larger  centres. 

As  per  their  usual  custom  the  D.  W.  Thompson  Co.,  through 
Mr.  F.  L.  Coles,  manager,  placed  a  number  of  cots  at  the  dis- 
posal of  visiting  undertakers,  who  were  also  able  to  secure  their 
meals  on  the  premises.  This  accommodation  was  appreciated 
by  many  visitors,  and  the  proximity  to  the  convention  head- 
quarters of  the  Embalmers'  Association  also  brought  many 
visitors  to  this  company's  exhibit. 

Besides  Mr.  Coles,  the  company's  travellers,  including 
Messrs.  W.  P.  Reid.  Andrew  Black,  A.  S.  Preston  and  H. 
McDonald,  were  on  hand  to  extend  greetings  to  visitors. 


SEMMENS  &  EVEL  CASKET  CO.,  LTD. 

Many  visiting  undertakers  took  advantage  of  the  tempor- 
ary showrooms  of  the  Semmens  &  Evel  Casket  Co.,  of  Hamilton, 
at  tlie  Palmer  House,  to  look  over  their  complete  line  of  cas- 
kets and  sup])lies  for  the  funeral  director.  There  were  several 
distinctly  new  and  original  designs  in  caskets  and  couches. 
Their  number  507,  in  solid  oak,  with  figure  veneered  panels, 
heavy  fluted  corners,  finished  in  golden,  Tuscan  or  Mission  oak, 
proved  a  popular  style,  as  did  the  No.  313  in  selected  hard- 
wood, with  hand  carved  corners,  sateen  pleating  around  glass, 
and  pleated  face  plate.  Other  features  of  the  exhibit  were 
the  burial  robes,  linings  and  casket  hardware,  all  of  which  were 
of  a  high  grade  quality  and  workmanship. 

The  Semmens  &  Evel  Casket  Co.,  Ltd.,  has  been  established 
over  thirty  years,  and  therefore  it  is  no  wonder  that  they  are 
well  known  to  the  undertakers  throughout  Canada,  and  that 
many  of  these  drojjjjed  in  to  meet  Mr.  Semmens  and  his  staff 
of  ))rogressive  representatives,  as  well  as  to  leave  their  orders 
for  a  supply  of  the  latest  designs  in  their  requirements. 


At  the  Canadian  National 
Exhibition 


GLOBE  WERNICKE  CO.,  LTD. 

In  the  Manufacturers'  Building,  the  (!lobc  WernicUe  Com- 
pany had  a  sj)len(lid  dis])lay  of  their  office  filing  systems,  and 
sectional  bookcases.  After  many  years  of  study  and  oxiieri- 
ence  this  firm  is  in  a  position  to  know  what  is  required  to  turn 
out  a  finished  product  that  is  convenient,  useful,  and  one  that 
in  addition  adds  much  to  the  beautifying  of  the  library  or 
office.  The  pillars  and  railing  themselves  were  a  fine  ])iece  of 
workmanship  in  solid  quartered  oak,  suitably  finished  for  the 
style  of  furniture  they  surrounded.  Mr.  R.  A.  Byron,  whose 
father  was  a  well  known  furniture  man  in  Toronto  for  many 
years,  was  looking  after  the  company's  interests. 


AN  ELOKA  EXHIBIT. 

John  C.  Mundell  &  Co.,  of  Elora,  held  their  exhibit  at  117 
King  St.  West,  during  the  Toronto  Exhibition.  It  consisted 
of  an  attractive  line  of  Mission  and  Morris  chairs,  rockers, 
tables  and  lounges.  Mr.  John  Stockford,  who  is  a  veteran  m 
the  furniture  trade,  was  in  charge  as  usual,  and  was  kept  pretty 
busy  taking  orders  and  entertaining  his  many  friends. 

KINDEL  BED  CO.,  LTD. 

Many  visitors  to  the  Industrial  Building  looked  on  with 
interest  while  the  representative  of  the  Kindel  Bed  Co.,  Ltd., 
of  Toronto,  explained  the  working  of  the  Kindel  Davenport 
Bed.  His  expression  was,  "simply  wonderful,  yet  wonderfully 
simple."  One  of  the  popular  styles  is  the  Renaissance  design, 
made  in  oak  and  mahoganized  birch,  in  which  the  springs  are 
the  best  tempered  steel  wire,  "long  cone  coils,"  and  the  up- 
holstery protected  by  automatically  reversing  cushions.  Special 
attention  was  attracted  to  the  Kindel  "Chair-bed,"  which  is 
a  Morris  chair  conversible  into  a  single  bed,  by  merely  pulling 
the  back  of  the  chair  forward. 


THE  ORIENTAL  CARPET  MANFACTURERS',  LTD. 

The  magnificent  display  of  rugs  made  by  the  Oriental  Car- 
pet Manufacturers',  Ltd.,  whose  head  office  is  in  Smyrna,  at- 
tracted much  attention.  It  is  claimed  that  these  genuine 
Oriental  rugs  are  colored  with  the  best  dyes  it  is  possible  to 
obtain  in  the  world.  The  Company's  local  branch  is  at  77  Bay 
St.,  Toronto. 


IDEAL  BEDDING  CO.,  LTD. 

The  Ideal  Bedding  Co. 's  line  of  brass  and  iron  beds  was 
very  well  located,  being  directly  opposite  the  eastern  entrance 
of  the  Process  Building.  Two  of  the  features  of  their  display 
were  the  "Ideal"  Davenport  bed,  and  the  Ilammo-coueh.  The 
last  mentioned  is  a  piece  of  furniture  which  has  become  ex- 
ceedingly popular  on  account  of  the  nature  of  its  make-up,  as 
well  as  the  reasonable  price  at  which  it  can  be  purchased.  The 
many  designs  of  brass  beds,  as  well  as  the  iron  ones,  in  colored 
and  white  enamels,  were  carefully  inspected  by  many  visiting 
dealers,  who  were  also  interested  in  the  new  Fischmann  patent 
spring  and  felt  mattress. 


THOMPSON  FURNITURE  CO.,  LTD. 

"Sold  to  the  Robert  Simpson  Company,"  was  the  notice 
displayed  by  the  Thompson  Furniture  Co.,  Ltd.,  of  Belleville, 
at  their  exhibit  of  Kanuck  Kitchen  Kabiuets.  The  makers 
refer  to  their  cabinet  as  a  "Women's  Work  Bench,"  with 
everything  needed  right  at  hand.  They  give  special  attention 
to  the  flour  and  sugar  bins,  recipe  rack,  alumni  work  table  and 
bread  and  cake  box. 


IMPERIAL  FURNITURE  CO. 

The  many  varieties  of  upholstered  chairs  and  couches 
shown  by  the  Imperial  Furniture  Co ,  Ltd.,  were  done  in 
Rexine  leathers,  and  the  entire  line  was  sold  to  Mr.  F.  C. 
Burroughs,  of  643  Queen  St.  West,  Toronto. 


ANCHOR  MANUFACTURING  CO.,  LTD. 

The  Anhor  line  of  bedding  was  on  exhibit  in  the  Indus- 
trial Building.  This  line  includes  brass  and  iron  beds,  daven- 
ports, couches,  springs  and  mattresses.  But  the  most  interest- 
ing piece  to  many  was  the  "Anchor  Davenport,"  in  one  of 
the  early  colonial  designs  of  old  A'irginia,  upholstered  in 
S]ianish  leather,  and  the  frame  made  of  Cuban  mahogany. 
One  of  the  features  emphasized  by  the  makers  was  that  the 
back  is  always  stationary  and  can  never  lose  its  shape. 


BERLIN  BEDDING  CO. 

(Considerable  attention  was  attracted  to  the  Kellaric  com- 
bination mattresses,  manufactured  by  the  Berlin  Bedding  Co., 
of  Berlin,  which  were  on  exhibit  in  the  Industrial  Buildingr 
Mr.  McKcllar  spent  some  time  in  Toronto  during  the  Fair,  but 
found  it  necessary  to  divide  his  time  between  the  Exhibition 
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and  Berlin,  owing  to  the  busj'  state  of  affairs  at  the  factory. 
Mr.  Inglis,  the  genial  representative  of  the  Company  in  Toronto, 
at  33  Front  St.  East,  was  in  attendance  at  their  exhibit. 


BRINTON  CARPET  CO.,  LTD. 

The  Brinton  Carpet  Co.,  Ltd.,  of  Peterboro,  featured  their 
"Kuhistan"  rugs  at  their  exhibit,  where  Mr.  II.  E.  Wadely, 
njanager  of  the  eonipany,  was  in  attendance. 


B.  M.  &  T.  JENKINS. 

To  those  who  appreciate  antique  furniture,  the  display  of 
B.  M.  &  T.  Jenkins  was  a  treat.  The  jjieces  were  many  and 
varied,  and  each  was  claimed  to  be  at  least  one  hundred  years 
old. 


THE  TORONTO  FURNITURE  CO.,  LTD. 

Just  before  entering  the  Exhibition  grounds,  one's  atten- 
tion was  drawn  to  the  commodious  new  factory  of  the  Toronto 
Furniture  Co.,  Ltd.,  whose  floor  space  in  tlie  Manufacturers' 
Building  was  used  to  show  two  rooms  completely  furnished  and 
decorated.  A  suite  in  Chipiiendale  mahogany  was  the  feature 
of  the  dining-room,  while  the  bedroom  contained  a  suite  of  a 
Sheraton  design,  made  of  prima  vera,  or  white  mahogany  in 
natural  finish.  The  company's  complete  line  of  furniture  was 
on  view  in  the  showrooms  of  the  new  building,  under  the 
supervision  of  Mr.  A.  T.  Edwards. 


MANSON-CAMPBELL  CO.,  LTD. 

The  Manson-Campbell  Co.,  Ltd.,  of  Chatham,  Ont.,  dis 
played  a  complete  line  of  their  Chatham  kitchen  cabinets. 


MARSHALL  SANITARY  MATTRESS  CO. 

In  addition  to  the  Churchill  folding  cribs,  invalid  cush- 
ions and  chairs,  the  Marshall  Sanitary  Mattress  Co.  featured 
their  sanitary  mattress,  which  they  claim  are  used  on  board 
the  Lusitania  and  the  Mauretania. 


ELORA  FURNITURE. 


The  exhibit  of  the  Elora  Furniture  Co.  (Flora)  at  117  King 
Street  West,  was  a  very  creditable  one.  It  consisted  of  tables 
and  bedsteads  of  a  high  class  finish.  During  the  past  15 
months  which  this  company  has  been  in  existence,  it  has  made 
rapid  progress  in  the  production  of  high  class  goods,  so  much 
so,  that  the  business  has  outgrown  the  present  facilities.  The 
company,  therefore,  have  in  course  of  construction  a  new  two 
story  stone  building,  75  x  50  feet,  for  manufacturing  purposes. 
These  additional  facilities  will  enable  the  Elora  Furniture  Co. 
to  meet  the  demand  for  these  goods.  Mr.  John  Stockford 
was  in  charge  of  the  exhibit. 


G.  H.  KING  CO.,  LTD. 

The  King  Edward  vacuum  cleaners,  manufactured  Vjy  the 
G.  H.  King  Co.,  Ltd.,  of  Woodstock,  Ontario,  were  demonstrated 
in  the  Manufacturers'  Annex.  This  firm  already  features  ma- 
chines operated  by  both  hand  power  and  electricity.  Mr.  M. 
Nesbitt  had  charge  of  the  exhibit. 


THE  GENDRON  MANUFACTURING  CO. 

On  Children's  Day,  the  Gendron  reiirescntative  at  their 
exhibit  in  the  Industrial  Building  was  busily  engaged  in  fur- 
nishing the  kiddies  with  quotations  for  the  special  line  of  doll 
carriages  displayed.  This  required  a  little  more  than  ordinary 
l)atience,  for  the  requests  came  thick  and  fast.  The  line  of 
reed,  rolling,  and  reclining  chairs,  as  well  as  the  various 
designs  of  baby  carriages  and  sleighs,  attracted  the  attention 
of  many  people,  for  their  entire  floor  space  was  u.'ed  to  ad- 
vantage in  making  the  arrangement  of  the  exliibit  the  best 
possible. 


RATHER  AN  INDUCEMENT. 

The  students  of  an  Eastern  college  grew  so  reck- 
less in  their  behaviour  that  the  professor  thoiight  to 
improve  their  conduct  by  a  lecture  on  morality.  In 
the  course  of  his  lecture  he  said:  "^ly  young  friends, 
the  floors  of  hell  are  paved  Avitli  champagne  and  auto- 
mobiles and  chorus  girls." 

He  was  horrified  to  hear  one  of  tlie  students  say  in 
a  sepulchral  tone : 

"Oh,  Death,  Avhere  is  thy  sting?" — Exchange. 


ONLY  A  HUSBAND. 

AVhat  was  the  worst  knock  jon  ever  got?"  was 
asked  a  little  group  of  young  married  men  the  other 
day. 

"I  can  tell  mine  and  skin  the  other  fellows  before 
they  start,"  replied  one  who  shall  be  nameless,  for  his 
wife's  sake.  "My  wife  hit  me  in  the  vanity  harder 
than  anyone  else  eA^er  did." 

"That's  nothing,"  chorused  the  rest,  "that's  every- 
body's experience." 

"I  suppose  so.  But  listen.  The  other  night  I  woke 
up  suddenly,  hearing  a  noise  downstairs.  'AYhat's  the 
matter?'  asked  my  wife,  drowsily,  'I  think  there's  a 
man  in  the  house,'  I  said.  'My  dear,'  she  murmured, 
'you  flatter  vourself. '  " — Cleveland  Plain  Dealer. 


What  have  you  to  Sell  ^  i 
What  do  you  want  to  Buy  • 


TERMS  for  I>'SERTION 


Cenis  per  Word  one  Insertion 
"     "       "     two       "  s 
10     "      "       "     three     "  s 
MINIMUM     50  CEiVTs 


FOR  SALE — Furniture  business,  estab- 
lished 5  years,  on  good  business  street; 
stock  low  at  present,  about  .$7,000;  good 
store,  brick  building,  large  windows;  low 
rent;  about  two  years'  lease.  Apply  to 
Langridge  Furniture  Co.,  938  Granville  St., 
Vancouver,  B.C. 

~1P0R  SALE— Furniture"  and  Undertak- 
ing business,  handling  Doherty  pianos  and 
organs,  sewing  machines,  trunks  and  suit 
cases;  new  building,  22  x  40  x  16;  one- 
third  cash,  balance  secured;  stock  reduc- 
ed; wish  to  retire.  Merrit  Leavens,  Well- 
wyn,  Sask. 

""FOE  SALE— An  es^tablished  Furniture 
business;  best  town  Pacific  Coast,  about 
$].'5,000;  reaHon  for  selling  failing  health. 


Applv  to  Box  "D"  "Canadian  Furniture 
World,"  56-58  Agnes  St.,  Toronto. 


FOR  SALE — Furniture  and  Undertak- 
ing bui-iness  in  a  good  live  town  of  1,300; 
stock  including  hearse  about  $2,300;  an- 
nual turnover  $8,000;  genuine  snap  for 
quick  buyer.    R.  C.  Eankin,  Cardinal,  Ont. 

FURNITURE  WANTED— A  S^th  Afri- 
ean  man  afacturcr 's  agents  desires  to  be 
placed  in  communication  with  Canadian 
manufacturers  and  exporters  of  all  kinds 
of  furniture.  Any  person  wishing  to  go 
into  this  matter  should  communicate  with 
the  "Inquiries  Branch  of  the  Department 
of  Trade  and  Commerce,  Ottawa,  quoting 
reference  number,  995. 


CHAIRS  WANTED— A  St.  Vincent  mer- 
chant wants  to  get  into  touch  with  Cana- 
dian manufacturers  and  exporters  of 
furniture,  chairs,  etc.  Particulars  can  be 
had  on  application  to  "The  Inquiries 
Branch,"  The  Department  of  Trade  and 
Commerce,  Ottawa,  and  quoting  the  num- 
ber 650. 

TRAVELLER  WANTED— To  carry  a 
side  line  that  will  not  interfere  with  any 
line  he  is  now  selling,  the  Furniture  or 
Undertaking  Trades.  Several  reliable  men 
wanted  in  different  Provinces.  All  cor- 
respondence confidentially  treated.  Apply 
Box  27,  Canadian  Furniture  World,  58 
Agnes  Street,  Toronto. 


CANADIAN  rUENITUEE  WOELD  AND  THE  UNDEETAKER. 


HERE  IS  WHAT  A  FEW  OF  THEM  SAY: 

"Just  what  we  need.  Enclosed  find  $2.00,  to  pay  for  my  own 
subscription  and  for  my  two  clerks,  according  to  your  terms." 

"  I  congratulate  you  on  the  appearance  of  your  first  issue,  and 
wish  you  success.  Put  me  on  your  list,  on  your  Undertakers' 
Directory  also,  and  send  me  bill." 

"The  right  paper  at  the  right  time.  I'm  glad  you  are  giving 
our  Undertaking  Department  a  show.  My  brother  runs  that  while 
I  look  after  the  Furniture.  Better  put  us  both  on.  Enclosed  is 
the  price.  ' 

"  Here's  wishing  you  success.  Your  "  For  Sale  and  Wanted  " 
page  is  what  we  need,  and  I  am  enclosing  an  advertisement  that  I 
want  to  go  in  next  month.  Draw  on  me  for  the  charge,  including 
subscription. " 

There  are  others  just  as  complimentary  and  just  as 
encouraging  from  which  extracts  will  be  published 
from  time  to  time. 


In  the  meantime,  are  You  on 
the  list?  The  price  is  i|i.oo  per 
year,  or  three  subscribers  for 
$2.00  if  the  three  are  all  con- 
nected with  one  house.  Send 
the  money  or  tell  us  to  draw  on 
you. 


Fullerton  Publishing  Co. 

56-58  AGNES  STREET 

Toronto,      -  Canada 


CANADIAN  rURNITURE  WORLD  AND  THE  UNDERTAKER. 


A   BRISKrfSELLER   FROM   THE    IMPERIAL  LINES 


The  chair  here  illus- 
trated is  another  of 
the  "IMPERIAL" 
Line  on  which  any 
retailer  can  stake  his 
reputation,  as  we  do 
ours. 


GET  OUR 
CATALOGUE 


Keep  in  mind  that 
Stratford  is  a  Carload 
Point  in  the  heart  of 
Canada's  Furniture 
producing  centre. 
This  is  especially  im- 
portant to  Western 
Retailers. 


GET  OUR 
CATALOGUE 


Manufacturers  of  Reed  and  Upholstered  Furniture 

STRATFORD,  -  CANADA 


Stratford  Chairs  in  your 
Store  will  ensure  the 
permanent  success  of 
your  Chair  business. 
They  are  a  combination 
of  strength  and  beauty 
which  your  customers 
will  find  hard  to  resist. 


1578-5 


1578-1 


THE  STRATFORD  CHAIR  CO.,  LIMITED,  -  STRATFORD 


Toronto.  November,  1911 


■Trr 


'^HE  construction  of  all  our  goods  will  stand 
the  closest  scrutiny.    Everything  made  to 
stand  the  test  of  years  of  usage,  thereby  ensur- 
ing satisfaction  to  both  dealer  and  customer. 


STRATFORD.  ONTARIO 


CANADIAN  FUEXITURE  WORLD  AND  THE  UNDERTAKER. 


JOHN  C.  MUNDELL  &  CO.,  Elora.  Ont. 

are  the  Sole  Canadian  Agents  for  the  celebrated 

Art  Lamps,  Chandeliers  and  Domes 

manufactured  by  the  Brown  Co.,  Ltd.  of  Bluffton,  Ind. 

These  lamps  are  of  various  woods,  and  shaded  or  opalescent  glass  in  varied  tints. 
They  throw  a  subdued  light  over  Den,  Dining  Room,  Library  or  Smoking  Room, 
and  the  effect  is  delightful.  These  Lamps  are  practically  indispensable  for  the  dealer 
at  this  season,  being  largely  purchased  by  the  public  for  Christmas  Gifts. 

Rarely  do  you  find  any  article  of  furniture  which  so  admirably  combines  the  useful, 
the  artistic,  and  the  ornamental  as  these  beautiful  lamps,  while  the  price  ranges  from 
a  dollar  or  two,  up  to  the  very  expensive  Domes  and  Chandeliers. 


Send  us  your  enquiries:  and  ask  for  catalogue. 


JOHN  C.  MUNDELL  &  CO. 


Elora,  Ont. 


ESTABLISHED   20  YEARS 

The  reputation  of  our 
Springs  is  unequalled. 
Our  Guaranteed  Tempered 
Upholstering  Spring  has 
been  pronounced  the 
Best  Yet. 

JAMES  STEELE.  LIMITED 

GUELPH  ONTARIO 


United  Typewriter  Co. 

Limited 

7  and  9  Adelaide  St.  E.  in  Toronto 
Everywhere  in  Canada 


Bookkeeping 
by  Machinery 

A  large  manufacturer 
says  :  ''Our  Undcrwtxid 
Condensed  Billing  Type- 
writer and  the  system 
you  devised  to  go  with  it 
is  the  best  investment 
we  ever  made.  The 
machine  saves  the  cost 
every  four  months.  " 

See  the 
Adding  Typewriter 
Computing 
Typewriter 


Flexible  Sleigh 


BABY  SLEIGHS 
RAIL  SLEIGHS 
FLEXIBLE  SLEIGHS 

and  a  full  line  of  Holiday  Goods 


Rail  Sleiih 


137  Duchess  Street 


1170,  Hood  Sleigh 
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NECHTIL 
ITGHEN 
ABINET 


Mide  better  than  necessary.  Lumber  sel- 
ec^led  and  seasoned. 

Top  will  not  warp,  tarnish,  Stain  or  corrode. 

There  is  a  50  lb.  flour  bin  with  tilting 
device  and  sifter. 

Sugar  bin  is  sanitary  as  humanity  can  make 
it,  duSl-proof  and  ant-proof. 

All  desirable  features  included,  and  not  a 
thing  to  find  fault  with. 

Crated  so  freight  smashers  can't  injure  it. 


^  This  Trade  Mark  on  it  means  all  the 
Kitchen  Kabinet  Quality  the  mo^ 

exading  housekeeper  could  look  for. 
The  retailer  who  handles 

KNECHTEL 

KITCHEN 

KABINETS 

has  cinched  the  be^  of  the  kitchen  cabi- 
net trade  in  his  community. 


You  never 

before 

required 


15 


as  you  do  this  season. 
Stock  them,  talk  them, 
show  them. 


The  demand  for  our  Cabinets  Is  created  through  our  direct  advertising 
to  consumers  in  the  leading  home  journals  and  magazines  of  the  country. 

The  Knechtel  Kitchen  Cabinet  Co..  Limited 

(The   Kitchen  Cabinet  People) 

Hanover       -       -       -  Ontario 
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are  seasonable  at  all  seasons  but  particularly  so  for 
the  Christmas  season.  They  are  their  own  argu- 
ment ot  utility,  adaptability  and  furnishing  effective- 
ness.    There    is    no   home    without   a  place  for 

(Biviht  -  Wnnukt  S^tttmml  look  QJaspB 


have  advantages  other  than 
the  first  sale  profits.  The 
first  sale  is  only  the  beg'in- 
ning  of  a  long  line  of  profit- 
able sales  that  are  just  as 
pleasing  to  the  buyer  as  to 
the  seller. 


for  the  home  or  the  office  are  always  in  demand. 
This  one  suggests  cleanliness  and  neatness,  solid- 
ity and  convenience.  It  is  attractive  in  style  and 
finish  and  so  is  the  same  design  with  the  roll  top 
which  is  still  preferred  by  many  men. 


STRATFORD  CANADA 
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Magazine  Racks  for  Christmas  Trade 


Each  Rack  is  made  in  solid  oak — any 
finish  —  Early  English  Golden  Oak, 
Fumed  and  Cathedral.  Every  home 
needs  one,  many  homes  have  none 
because  the  dealer    has  not  show^n  them. 


T 


621 


623 


622 


No.  640  Smoker. 
Quartered  Oak.       Any  Finish. 
To  Show  it,  IS  to  Sell  it. 


The  DYMOND  COLONIAL  GO'S,  Ltd, 

Strathroy        ::        ::  Ontario 

OUR  SUPPLEMENTARY  CATALOGUE  WILL   HELP  YOU.      GET  IT. 
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FROM 
TREE 

TO 
CRATE 


.•If" 


THE  explanation  of  our  being  able  to 
offer  unbeatable  and  almost  unbe- 
lievable values,  whether  for  a  single 
crate  of  goods  or  a  carload  order,  is  in 
our  own  Timber  Limits,  our  own  Saw 
Mills,  owning  and  operating  different 
Factories  and  each  Factor}^  being 
specialized. 

The  Knechtel  policy  of  service  is  thus 
worked  out  to  a  maximum  of  efficiency 
with  a  minimum  cost  of  production, 
always  having  in  view  salability  of  design, 
thoroughness  of  construction  and  a  fair 
iand  square  deal  to  our  customer  and  to 
his  customer. 


THiKB 
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NUMBER  ONE  HARD,  for  the  production  of  which 
Canada's  wheat  belt  has  a  world-wide  reputa- 
tion, is  proportionately  scarce  this  year,  accord- 
ing to  pul)lic  and  private  reports.  Untimely  frosts 
and  unseasonable  rains  have  had  the  effect  of  loAver- 
mg  the  grade  to  an  extent  that  makes  the  net  results 
decidedly  disappointing.  That  such  is  the  case,  how- 
ever, is  no  warrant  for  expecting  the  commercial  de- 
pression that  ^ome  pessimist  is  always  prophesying. 
Wheat  is  now  not  the  only  cereal  of  Western  produc- 
tion, and  tliere  are  communities  backed  with  a  suffi- 
ciently long  period  of  successful  crops  to  prevent  a 
season's  failure  or  partial  failure  being  a  catastophe. 
Furthermore  the  success  of  the  country  is  not  entirely 
controlled  by  the  success  of  the  AVest,  important  as 
it  is.  The  natural  products  of  the  East  have  still  a 
greater  annual  monetary  value  than  AVestern  wheat. 
Various  representatives  of  Eastern  houses,  who  have 
made  first  hand  observations,  rejiort  that  there  is  a 
large  ixicrcase  in  the  number  of  buyers,  which  will 
more  than  offset  any  reduction  in  volume  of  sales  in 
specific  localities,  and  the  prospects  continue  bright  for 
continued  development  in  the  lines  that  tliis  publica- 
tion represents. 

CANADA'S  POPULATION,  as  shown  by  the  1911 
census,  is  a  disappointment  to  many  interested  per- 
sons, who  estimated  it  to  be  at  least  8,000,000.  The 
increase  of  1,710,554  in  ten  years,  however,  is  de- 
cidedly more  satisfactory  both  in  numbers  and  in 
ratio,  than  the  increase  of  the  previous  decade,  which 
was  538,076.  It  is  not  unreasonable  to  expect  the 
numbers,  and  the  ratio  also,  to  show  a  much  larger  in- 
crease during  the  next  ten  years.  C-anada  is  becoming 
better  known.  The  reputation  of  her  vast  resources 
is  always  extending  and  attracting  settlers  and  capital 
all  of  which  must  be  gratifying  to  the  manufacturers 
of  this  country.  The  increase  in  population  represents 
an  immense  annual  increase  in  the  volume  of  goods 
consumed.  Tliere  is  also  the  enlarged  desires  on  the 
part  of  the  people,  and  the  general  consumption  per 
head  of  population  must  be  infinitely  larger  than  it 
was  as  recently  as  ten  years  ago.  But  it  must  also  be 
borne  in  mind  tliat  the  importations  of  foreign  pro- 


ducts is  increasing,  and  the  tendency  of  the  age  is 
not  toAvard  tariff  revisions  upward,  but  downward. 
The  question  then  arises,  what  are  individual  manu- 
facturers doing  to  establish  a  name  and  a  reputation 
for  their  wares  that  would  be  a  greater  protection 
than  a  tariff? 

A  COLLECTION  LETTER  is  something  that  re- 
quires unusual  care  in  wording.  The  creditor  is  usu- 
ally desirous  of  emphasizing  to  the  delinquent  that  he 
wants  his  money,  but  also  desires  to  retain  his  cus- 
tom and  good  will.  It  is  difficult  to  make  a  ' '  dunning ' ' 
letter  do  this,  but  not  always  impossible.  A  member 
of  the  National  Association  of  Credit  Men  of  the  United 
States,  submits  the  following  as  a  successful  letter: — 

"  'Small  bills,  however  trifling  when  considered 
singly,  in  the  aggregate  form  a  sum  so  large  that  the 
withholding  has  ruined  an  otherwise  prosperous  busi- 
ness. Happy  is  he  who  will  cheerfully  perform  the 
duty  of  the  moment,  whatever  it  may  be.' 

"The  above  fact  has  appeared  on  our  statements 
for  many  years ;  occasionally,  however,  some  of  our 
friends  overlook  that  plain  duty,  the  doing  of  which 
would  make  things  pleasant  for  us  all. 

"Have  you  ever  calculated  how  many  thousands 
of  dollars  of  accounts  a  single  ten-dollar  bill  will  pay, 
if  'sent  on  its  way  rejoicing?' 

"AVe  find  you  are  overdue  to  us  for  an  account  of 

$  ,  and  if  you  will  kindly  read  over  the  motto 

above  and  will  then  send  us  your  check,  we  promise 
to  'pusli  it  along'  that  it  may  do  as  much  good  to  the 
other  fellow. 

Now,  one  good,  strong  i^ull — pull  altogether." 

AVHEN  TO  RETIRE  is  one  of  those  subjects  that 
provokes  more  interest  among  men  yet  financially  un- 
able to  retire,  than  among  those  who  can.  There  seems 
to  be  no  unanimous  opinion  as  to  when  a  man  should 
retire,  and  which  would  be  manifestly  impossible  in 
view  of  the  great  variety  of  tastes,  opinions  and  capa- 
bilities of  mankind.  The  average  man  has  always  in 
mind  the  time  when  he  can  stop  drudging  and  com- 
mence to  enjoy  himself,  but  few  are  destined  to  reach 
that  pleasing  state.  One  active  man  once  asked  when 
a  man  should  retire,  promptly  replied,  "When  he 
wants  to  die."  He  was  more  nearly  right  than  most 
men  think,  for  without  regular  occupation,  without 
something  to  keep  him  employed  day  after  day  and 
year  after  year,  the  man  who  has  always  been  active 
will  rust  out.  AVhen  a  man  thinks  of  retiring  it  is 
necessary  that  he  have  something  to  take  the  place  of 
what  he  is  retiring  from. 

THE  VICIOUS  CIRCLE  BROKEN  is  the  title  of  a 
recent  editorial  in  Saturday  Evening  Post,  with  the 
sentiment  of  which  all  Canadian  readers  will  not  agree, 
but  is  nevertheless  an  interesting  reflection  of  Ameri- 
can op'inion  on  the  result  of  Canada's  recent  election. 
The  editorial  is  as  follows. — ■ 

"The  decisive  defeat  of  reciprocity  in  Canada  was 
mostly  due,  no  doubt,  to  a  general  disapproval  of  the 
United  States.  We  have  lynchings  and  Trusts;  our 
political  graft  is  not  of  the  time-honored  British  pat- 
tern ;  we  are  extravagant,  boastful,  and  frequently 
(line  in  our  shirtsleeves.  Our  Lady  of  the  Snows  re- 
gards us,  on  the  whole,  witli  disfavor.  When  the  Con- 
servatives— aided  by  a  few  silly   utterances   here — 
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raised  the  cry  that  reciprocity  would  lead  to  divorce 
from  J.  Bull  and  marriage  with  Uncle  Sam,  the  lady 
indignantly  rejected  our  proposals. 

"No  one  on  this  side  the  border  need  lament  the 
decision.  The  trade  agreement  considered  by  itself 
was  of  sma-1  importance,  offering  us  comparatively 
little  either  of  gain  or  loss.  It  was  chiefly  important, 
because  it  broke  the  vicious  circle  by  which  high  pro- 
tection had  been  maintained.  With  farm  products 
virtually  on  the  free  list,  the  agricultural  vote  could 
hardly  be  depended  upon  any  longer  to  support  pro- 
tection for  the  Steel  Trust.  This  important  effect  of 
reciprocity  will  be  saved,  we  think,  in  spite  of  Canada 's 
veto.  Farmers  must  read  all  future  arguments  for  high 
protection  in  view  of  the  recorded  fact  that  the  alleged 
benefits  of  that  system  were  denied  to  them,  so  far  as 
that  was  within  the  power  of  this  Government. 

"Otherwise,  reciprocity  would  have  been  important 
by  way  of  introducing  freer,  more  cordial  business  re- 
lationships with  Canada ;  hut  in  this  respect,  also,  some 
benefits  are  saved.  There  still  lingered  among  us  a 
foolish  notion  that  everybody  else  must  admire  us  be- 
cause we  admired  ourselves,  and  that  American  citizen- 
ship is  a  peerless  boon,  for  which  all  inteHigent  people 
must  be  openly  or  covertly  athirst.  Canada's  refusal 
even  to  do  business  with  us,  lest  that  lead  to  political 
association,  ought  to  extinguish  this  lingering  notion. 
Whoever,  after  this  election,  talks  of  annexation  as 
though  Canada  were  ready  to  fall  into  our  arms,  must 
be  a  surprising  blockhead." 

THE  PACE  OF  THE  PERIOD  was  aptly  illus- 
trated by  the  youth  who  flippantly  assured  his  father 
that  if  men  now-a-days  were  so  slow  as  to  require 
twelve  hours  in  which  to  do  a  day's  work,  they 
wouldn't  last  the  second  day.  The  statement  was 
prompted  by  the  sire's  observations  upon  the  present 
eight  hour  day,  as  an  evidence  of  the  degeneracy  of 
the  age.  Pleasing  to  think  of  or  not,  it  is  true  that  the 
demands  upon  men  are  greater  every  year,  whether 
they  are  heads  of  big  enterprises  or  small  ones,  or  the 
employees  of  either.  Business  men  are  frequently  heard 
to  express  a  doubt  as  to  whether  the  game  is  worth  all 
that  it  takes  out  of  a  man  to  keep  up.  However, 
growth  and  progress  are  the  order  of  the  age,  and  if 
business  can  be  conducted  without  the  added  necessity 
of  worrying,  or  if  the  individual  can  so  tone  his  tem- 
perament as  to  make  worry  an  unknown  element,  there 
is  a  zest  in  the  competition  of  the  business  world  to  be 
found  in  no  other.  Though  the  clerk  or  the  artisan 
may  not  be  required  to  toil  more  than  eight  or  nine 
hours  a  day,  the  average  business  man  finds  it  neces- 
sary to  concentrate  his  attention  on  his  work  many 
more  hours  than  that. 

THE  ADVERTISING  COLUMNS  of  the  trade 
press  should  always  be  carefully  scanned  by  the  re- 
tailer. The  majority  of  retainers  do  not  need  this 
admonishment,  but  there  are  others  lacking  in  ap- 
preciation of  the  value  of  these  same  advertising 
columns.  They  keep  the  retailer  posted  on  new  de- 
signs and  ideas,  and  keep  him  constantly  informed  on 
where  he  can  secure  certain  specific  lines,  which  he 
may  not  be  in  need  of  at  the  time  he  reads  of  them, 
but  may  require  at  a  later  date.  Furthermore  the  ad- 
vertising columns  of  a  trade  paper  such  as  this,  keep 


the  retailer  in  touch  with  Avhat  he  is  handling  himself, 
but  also  what  his  customer  is  handling.  The  adver- 
tising columns  of  any  newspaper  or  trade  paper  are, 
to  the  man  looking  for  ideas,  as  full  of  interesting 
news  as  the  actual  news  columns.  In  the  former,  he 
will  frequently  find,  Avhat  is  to  him  important  news, 
and  Avhieh  may  not  appear  elsewhere. 

A  "SUBJECT  TO  CANCELLATION  "  SCHEME. 

Look  Out  for  Such  a  Proposition  as  This.    A  Subscriber  Warns 
Other  Retailers. 

One  of  the  Canadian  Furniture  World's  subscribers 
in  AVestern  Ontario  in  the  following  communication 
passes  along  an  experience  for  the  benefit  of  other  fur- 
niture retailers  who  may  be  saved  some  trouble  and 
worry  and  perhaps  expense,  by  reading  his  letter.  The 
correspondent,  however,  has  not  given  permission  to 
use  his  name,  but  any  subscriber  Avho  may  desire  fur- 
ther information  concerning  the  scheme  outlined  may 
communicate  with  this  office,  and  his  letter  will  be 
forwarded.  The  letter  received  is  as  follows: — 
Editor  Canadian  Furniture  World  and  Undertaker: 

Dear  Sir, — Some  months  ago  the  writer  was  called 
upon  by  a  sleek,  slick  individual,  who  badly  wanted  to 
place  a  piano  in  the  store  window  at  a  ridiculously 
low  figure,  to  be  competed  for  by  the  citizens  in  gen- 
eral, and  by  our  customers  in  particular.  The  method 
of  advertising  was  not  a  new  one,  and  a  casual  glance 
through  the  literature  pertaining  to  the  deal,  and  the 
conditions  regulating  same,  seemed  to  be  favorable. 
At  the  time  we  were  very  bvisy,  and  I  was  repeatedly 
called  away  during  our  conversation  to  attend  to  mat- 
ters more  immediately  urgent.  Your  readers  will  be 
acquainted  with  the  plan  where  the  dealer  buys  the 
piano,  and  issues  coupons  to  all  those  who  make  a  pur- 
chase at  the  store ;  the  contest,  lasting  over  six  months, 
ends  with  the  piano  being  given  to  the  contestant  se- 
curing the  highest  number  of  coupons.  Before  me  were 
laid  testimonials  (more  or  less  genuine)  of  grateful 
dealers  all  over  the  continent,  testifying  to  the  ejfi- 
eiency  of  this  method  of  advertising,  and  more  par- 
ticularly of  this  particular  firm.  As  I  have  said,  the 
idea  appealed  to  me,  but  I  was  by  no  means  prepared 
to  close  the  deal  right  there.  Nothing  was  to  be  lost 
by  delay  in  this  case,  and  I  craved  time  to  think  over 
the  matter.  But  my  lean  friend  from  the  Sunny  South 
urged  immediate  action,  as  he  was  leaving  on  the  13th 
on  4  p.m.  train  for  distant  parts,  not  to  return.  Then 
I  will  send  you  Avord  if  you  leave  your  address.  That 
was  alright,  but  not  quite  good  enough.  By  this  time 
the  form  of  contract  was  duly  spread  before  us  and 
he  played  his  last  card  by  the  statement  that  he  would 
draw  up  the  contract  "subject  to  cancellation  by  the 
20th  inst"  (10  days  ahead).  This  seemed  safe  enough, 
and  requesting  him  to  write  this  legend  across  the 
face  of  the  order  duly  signed,  the  writer  affixed  his 
signatixre.  Two  days'  reflection  on  my  part  was  suffi- 
cient to  decide  me  definitely  against  the  scheme,  and 
written  instructions  were  accordingly  mailed  to  the 
given  address ;  with  outside  instructions  to  the  Post- 
master at  S.   to  return  in  10  days  to  sender. 

Five  days  later  several  heavy  parcels  were  dragged 
to  the  front  by  the  expressman,  and  his  book  presented 
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for  signature  regarding  said  express  parcels.  Investi- 
gation soon  proved  these  to  be  the  advance  guard  of 
the  aforementioned  piano.  Acceptance  of  course  was 
refused,  with  explanations,  and  finally  the  goods  were 
returned  by  the  local  express  office,  where  they  laid 
for  some  weeks. 

Now  for  the  sequel.  Mail  advices  soon  followed, 
stating  that  the  piano  had  been  shipped  on  such  a  date, 
that  success  was  certain,  that  initiative  like  mine  had 
but  one  result,  win,  prosperity  and  advancement.  We 
wrote  refusing  to  accept  piano,  pointing  out  that 
agreement  was  cancelled  as  arranged,  drawing  atten- 
tion to  copy  of  order  in  our  possession  plainly  marked 
to  this  effect,  etc.,  etc. 

Some  months  or  so  passed,  and  a  letter  came  from 
a  legal  firm  calling  attention  to  our  liability  for  cer- 
tain sums  of  money  for  piano.  We  wrote  disclaiming 
liability  and  repudiating  any  indebtedness.  As  the 
months  passed,  intermittent  efforts,  but  more  pro- 
nounced, were  made  by  various  foreign  legal  firms  to 
obtain  "settlement."  It  was  in  vain  we  pointed  out 
our  "non  liability,"  not  to  speak  of  the  minor  fact  that 
no  piano  had  ever  been  received. 

After  a  lapse  of  more  weeks  we  were  cited  as  plain- 
tiffs by  a  local  firm  of  lawyers,  acting  for  others,  in 
a  suit  for  debt.  Thus  gaily  we  had  a  rest  for  a  while, 
until  another  local  firm  wrote  us  that  action  would 
follow  at  once  if  payment  was  not  immediate.  It  now 
began  to  get  comical,  and  we  felt  it  was  time  to  laugh 
at  the  importunity  of  our  friend  the  enemy.  At  this 
writing  we  are  waiting  for  the  next  communication,  as 
there  are  several  local  legal  firms,  who  have  not  yet 
been  petitioned  to  secure  our  goods  and  chattels.  The 
moral  of  the  incident  is,  look  out  for  any  canvassing 
agent  who  wants  your  signature  to  a  "subject  to  can- 
cellation scheme,"  and  be  careful.  The  proviso  was 
inserted  on  the  copy  left  with  me,  but  not  on  that  sent 
to  his  headquarters. — E.  J.  P. 


FURNITURE  IN  SOUTH  AFRICA. 

Elder-Dempster  &  Co.,  who  operate  a  line  of  steam- 
ers from  Canada  to  South  Africa,  are  now  issuing 
weekly  letters  relative  to  trade  between  these  two 
countries.  On  the  subject  of  furniture  the  following 
information  is  given  : — 

"Our  share  of  the  trade  in  school  and  church  fur- 
niture is  most  disappointing. 

In  a  country  where  schools  are  now  numerous  and 
up-to-date,  and  wood  plentiful,  it  would  seem  that 
Canada  could  at  least  have  competed  with  the  United 
Kingdom  in  school  furniture. 

South  Africans  are  so  impressed  with  the  import- 
ance of  education  that  school  appointments  are  likely 
to  be  an  increasing  business.  Not  many  new  churches 
are  going  up,  but  there  is  a  certain  amount  of  re- 
newals in  furniture  constantly  taking  place. 

Our  shipments  of  office  and  house  furniture  are 
more  satisfactory,  but  even  these  are  disappointing, 
and  since  1906  our  records  show  a  fa'ling  off  in  all  lines 
of  furniture. 

We  are  told  that  our  house  furniture,  in  such  lines 
as  chests  of  drawers,  wash  stands.  Wardrobes,  tables 
and  chairs  can  compete  in  quality  with   tlie  United 


States  article,  but  our  manufacturers  do  not  seem  to 
be  able  to  compete  in  price  or  in  enterprise.  We  are 
getting  our  share  of  chairs,  and  this  is  a  line  that  will 
probably  be  extended.  We  learn  that  while  our  chairs 
are  inferior  in  finish  to  some  of  the  others  shipped 
from  other  countries,  our  Canadian  chairs  are  stronger 
than  these  others,  and  a  little  cheaper. 

Undoubtedly  the  falling  off  in  our  furniture  ship- 
ments is  due  almost  entirely  to  the  fact  that  South 
Africa  now  manufactures  a  considerable  quantity  of 
the  better  class  of  furniture.  In  almost  every  store  or 
warehouse  in  which  good  furniture  is  stocked  are  ar- 
ticles of  domestic  manufacture,  and  there  is  no  doubt 
that  the  goods  are  well  made  and  of  good  material. 
Therefore,  in  time,  no  doubt,  they  must  exert  a  very 
material  effect  on  the  imported  article.  We  under- 
stand that  it  will  not  pay  the  South  Africans,  for  some 
years  yet,  to  make  the  cheaper  kinds  of  furniture,  and 
as  this  is  what  is  largely  shipped  by  our  steamers,  we 
are  hopeful  that  our  shipments  will  increase  next  year. 
Owing  to  improved  methods  being  introduced-  into 
office  systems  there  should  be  a  steady  demand  for 
office  furniture,  and  we  would  suggest  that  our  ship- 
pers take  up  this  question  with  their  houses  in  South 
Africa  and  with  suppliers  on  this  side.  We  shall  be 
pleased  to  give  a  list  of  the  firms  capable  of  filling 
orders  for  all  kinds  of  furniture,  and  we  will  be  pleased 
indeed  to  hear  from  any  shippers  who  are  interested, 
and  who  intend  increasing  their  shipments  of  furniture. 
There  is  a  good  demand  for.  furniture  in  the  white,  but 
we  have  not  carried  any  of  this  from  here,  and  there 
is  no  reason  why  we  should  not. 


NEW  TRENTON  FACTORY. 

The  new  two-storey  brick  factory  (40  x  125)  of 
Lloyd  &  Sons,  Ltd.,  Trenton,  Ont.,  is  now  completed, 
and  within  a  short  time  will  be  running  full  swing. 
The  whole  equipment  is  a  tribute  to  Mr.  C.  S.  Lloyd's 
thorough  knowledge  of  his  products,  as  well  as  of  the 
machinery  most  suitable  for  turning  out  the  very  best 
goods. 

The  factory,  in  which  will  be  made  steel  folding  go- 
carts,  express  wagons,  doll  carriages,  etc.,  provides 
10,000  square  feet  of  floor  space,  exclusive  of  the  boiler 
room.  It  contains  an  electro  heated  oven  for  enamel- 
ling, which  is  said  to  be  the  first  one  used  in  Canada. 
Another  feature  of  the  equipment  is  the  introduction  of 
electro  biitt-welding  and  spot  welding,  instead  of 
riveting. 

The  express  wagon  will  be  known  as  the  "Boy 
Scout,"  in  which  tlie  wheel  used  is  an  extra  strong  one, 
tlie  chief  principle  in  it  being  compression  rather  than 
tension.  Fbr  shipping  purposes  the  firm  has  the  ad- 
vantage of  two  railroad  lines  and  boat  connection.  For 
the  former  they  liave  their  own  siding, 

vShould  any  manufacturer  or  any  other  reader  of 
tlie  "Canadian  Furniture  World"  be  interested  in 
looking  into  the  cost  and  operation  of  the  electro 
heated  oven,  Mr.  Lloyd  expresses  a  willingness  to  have 
them  visit  his  plant,  and  will  be  pleased  to  pass  on  his 
own  experiences  in  this  line.  The  oven  is  capable  of 
any  heat  up  to  400  degrees. 
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OIL  FINISHED 

SPANISH  LEATHER 


(LARGE  STEER  HIDES) 


The 

LACKAWANNA 

LEATHER  CO. 


Tanners  and 

Manufacturers 


Hackettstown,  N.J. 


10  Grades 

10  Grain  Effects 

20  Colors 

TO  SELECT  FROM 

WHOLESALE  ONLY 

Samples  and  Prices  on  application 


Soss 
Invisible 
Hinges 


For  the 


Furniture 
Trade 


Easily  and  Quickly  Attached. 

Some  of  the  advantages  of  Soss  Invisible 
Hinges  are  that  there  is  no  projection  on  either  side, 
and  when  the  door  is  closed  no  hinge  is  visible.  These 
hinges  do  not  creak  and  are  stronger  than  the  ordinary 
hinge. 

WRITE  FOR  PRICES 

The  Soss  Invisible  Hinge  Co., 

Limited 

104  Bathurst  St.,  Toronto.  Canada. 


Why  accept  Casters  on  your  Furniture  and  Metal  Beds,  when  you 
can  have  same  equipped  with  the 

Onward  Sliding  Furniture  Shoe 

They  are  made  with  Glass  Base  and  Mott  Metal  Base  in  all  sizes  and  styles. 
They  are  neat  in  appearance,  easih-  attached,  move  easier  than  a  v\hee]  and  do  not 
destroy  Carpets  and  mark  up  polished  Hardwood  Floors.  Get  a  stock  of  them  and 
make  a  display  in  )Our  window  with  our  attriictive  Show  Cards,  which  we  luinish 
free,  and  see  how  fast  they  will  sell.  Write  to-day  for  our  illustrated  circular  and 
discounts.     Manufactured  only  by 

ONWARD  MANUFACTURING  CO.    -     Berlin.  Ont. 


3000  UNSOLICITED  TESTIMONIALS 

The  following  is  one  of  them  : 

Vancouver,  B.C.,  Dec.  5th,  1908. 
Domestic  Specialty  Company,  Limited. 
Hamilton,  Ontario. 
Dear  Sirs:  —  We  take  pleasure  in  stating  that  we  have  used  your 
Veribrite  Venoil,  and  do  prefer  it   to   any  other  that  we  have  had 
experitnce  with.  Yours  very  truly. 

The  Standard  Furniture  Co.,  Ltd. 
(Sgd.)  J.  F.  Taylor,  Manager. 

Does  it  pay  you  to  be  without  it  ? 


Domastic  Sp3cialty  Company,  Limited, 


Hamilton,  Ont. 
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With  the  Manufacturer 


AN  OLD  Grievance. — "Damage  to  goods  in  tran- 
sit," continues  to  be  a  grievance  among 
furniture  retailers,  as  it  lias  been  for  years. 
The  most  elaborate  and  careful  packing  and  crating 
which  the  manufacturers'  shipp'ng  departments  are 
capable  of  is  not  proof  against  the  frenzied  attacks  of 
the  freight  smashers  included  among  railway  com- 
panies' employees.  It  has  been  observed  that  the  smal- 
lest buyer  is  usually  the  greatest  "kicker"  al)0ut 
damage,  but  the  reason  may  be  because  he  has  not 
the  facilities  for  removing  blemishes  as  the  larger 
stores  have.  It  would  be  interesting  to  know  in  dol- 
lars the  annual  cost  to  this  trade  of  damage  to  furni- 
ture in  transit.  As  every  manufacturer  has  reason  to 
know  the  manner  in  which  his  goods  are  shipped,  or 
rather  the  condition  in  Avhich  they  are  received  by  the 
retailer,  has  an  important  influence  on  the  sales.  A 
number  of  retailers  who  have  recently  been  inter- 
viewed in  this  connection,  promptly  mentioned  a 
couple  of  firms  as  giving  close  attention  to  their  ship- 
ping departments,  with  the  result  that  little  or  no 
damage  is  ever  clone  to  goods  received  from  them. 

Examples. — "Look  here,"  said  one  retailer,  as  he 
led  the  way  to  his  repair  room  at  the  rear  of  his  store. 
"See  these  pieces,  everyone  with  some  damage  that  has 
to  be  made  right  before  I  can  show  the  goods,  and  yet 
I  shouldn't  have  to  do  it.  Neither  can  I  expect  the 
manufacturer  to  pay  the  cost,  as  he  is  not  responsible, 
and  to  make  the  railways  pay  is  out  of  the  question, 
so  the  only  thing  to  do  is  make  the  public  pay  by  in- 
cluding the  cost  of  repairing  these  damages  in  the  cost 
of  doing  business."  The  pieces  of  furniture  shown  the 
writer  by  the  retailer  referred  to  were  not  seriously 
injured.  On  one  or  two  pieces  something  had  rubbed 
the  varnish.  On  another  the  crate  had  been  partly 
broken  by  something  falling  on  it,  or  because  the 
article  itself  had  fallen.  In  each  case  it  seemed  to  be 
a  matter  of  handling.  Another  retailer  told  of  going 
down  to  the  station  in  time  to  rescue  a  shipment  of 
mattresses.  He  had  ordered  forty.  Twenty  were  for 
immediate  delivery,  being  wanted  in  a  hurry,  hence 
the  visit  to  the  freight  shed.  The  workman  in  the  car 
was  unloading  these  mattresses  with  a  hook,  much  as 
if  he  were  handling  bales  of  hay.  Six  or  seven  out 
of  the  twenty  mattresses  had  holes  punched  in  them, 
so  tliat  they  could  either  not  be  sold  at  all  or  at  a  sacri- 
fice, and  yet  the  retailer  considered  himself  fortimat(! 
in  being  in  time  to  prevent  the  stupid  freight  handler 
and  his  hook  damaging  every  mattress  in  the  ship- 
ment. Whether  a  different  method  of  packing  or  a 
different  c'ass  of  railway  employee  would  prevent 
such  loss,  this  retailer  was  not  prepared  to 'say,  "un- 
less," he  humorously  concluded,  "the  manufacturer 
miglit  encase  them  in  galvanized  iron." 

Preventing  Accidents. — One  of  the  most  interest- 
ing items  on  the  programme  of  the  recent  Convention 


in  Toronto  of  the  Canadian  Manufacturers'  Associa- 
tion, was  the  address  on  Prevention  and  Relief  of  Ac- 
cidents, by  F.  C.  Schwedtman,  commissioner  of  the 
National  Association  of  Manufacturers  of  the  United 
States.  This  subject  is  especially  pertinent  to  the  fur- 
niture manufacturing  industry.  A  question  was  asked 
as  to  what  could  be  done  toward  enforcing  a  proper 
system  of  accident  prevention  in  view  of  the  prone- 
ness  of  employees  to  remove  safety  appliances.  Mr. 
Schwedtman  explained  that  a  simple  solution  lay  in  the 
direction  of  a  law  now  pending  in  Germany,  where 
the  removal  of  any  safety  appliance  by  either  employee 
or  employer,  Avould  be  made  a  penal  offence.  He  also 
endorsed  the  proposition  for  a  committee  of  Canadian 
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manufacturers  to  decide  on  standard  safety  devices  for 
the  prevention  of  accidents  and  to  formulate  a  scheme 
of  compensation  for  unpreventable  accidents. 

Reciprocity  Echoes. — The  following  editorial  in  the 
October  number  of  "The  Furniture  IManufacturer  and 
the  Artisan,"  is  an  interesting  echo  of  the  recent  re- 
ciprocity conflict  now  almost  forgotten: — "The  reci- 
procity proposition  seems  to  be  a  dead  issue,  and  it 
is  possible  that  some  of  the  Canadian  manufacturers 
of  furniture  who  feared  that  the  adoption  of  the  pro- 
position which  was  under  consideration  might  act  as  an 
entering  wedge  for  still  freer  interchange  of  commodi- 
ties between  the  States  and  the  Provinces,  may  breathe 
freer.    There  was  much  unfair  and  misleading  discus- 
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sion  :n  licth  Canada  and  the  United  States  during  the 
time  the  proposition  was  pending,  and  it  is  likely  to 
be  some  time  before  anything  of  the  sort  can  again 
be  discussed  sanely.  The  defeat  of  the  measure,  we 
believe,  was  due  chiefly  to  unscrupulous  politicians 
wlio  interjected  false  arguments  into  the  campaign  on 
both  sides  of  the  line,  and  which  beclouded  the  issue. 
So  far  as  the  furniture  manufacturers  on  this  side  of 
the  line  are  concerned,  if  they  continue  to  make  bet- 
ter furriture  than  is  made  in  the  Canadian  factories, 
they  will  continue  to  sell  some  goods  in  Canada,  whe- 
ther there  be  duty  or  no  duty.  The  lowering  of  the 
tariff  on  furniture  was  not  contemplated  by  the 
treaty  which  was  defeated,  it  should  be  stated.  It 
should  also  be  added  in  this  connection  that  manufac- 
turers in  the  States  shoixld  not  underestimate  the  ex- 
tent and  character  of  the  factories  which  are  to  be 
found  in  Canada,  or  overlook  the  fact  that  marvelous 
progress  which  is  being  made  in  the  character  of  the 
output  of  these  new  factories.  A  ncAV  factory  which 
will  compare  favorably  Avith  anything  to  be  found  in 
the  States  has,  for  instance,  been  built  in  Owen  Sound, 
which  is  to  make  nothing  save  high-grade  furniture." 

On  Advertising. — The  preceding  paragraph  sug- 
gests the  pertinency  of  the  folloAving,  which  appeared 
in  an  Ottawa  daily  early  in  the  history  of  the  reci- 
procity campaign  :  ' '  More  advertising,  rather  than 
more  tariff,  is  what  many  Canadian  manufacturers 
need.  Imports  from  the  United  States  keep  mounting 
up.  The  invasion  of  our  manufacturing  field  by 
Americans  goes  on  apace  with  the  invasions  of  the 
prairies  of  the  West  by  farmers  from  the  United 
States.  The  advertising  of  the  Americans  is  distributed 
through  Canada  by  the  periodicals  of  the  United 
States,  as  well  as  by  our  own  newspapers.  AVhen  the 
American  comes  across  the  line  he  employs  the  same 
methods  of  advertising  which  have  built  his  business 
at  home.  He  employs  the  same  complete  sales  organi- 
zations. He  is  accustomed  to  large  advertising  ex- 
penditures across  the  line.  He  has  seen  firms,  in- 
significant in  size,  located  in  smal"  centres  of  popula- 
tion, grow  to  national  fame  and  importance  through 
the  agency  of  publicity,  and  so  he  uses  the  same  me- 
thods in  Canada  and  gets  the  business.  Many  Cana- 
dian firms  are  just  as  well  organized  and  just  as  ag- 
gressive. j\Iany  of  them  are  extensive  advertisers  in 
proportion  to  the  size  of  their  field.  Many  put  out 
advertising  just  as  effective  and  brainy  as  any  in  the 
United  States.  The  brands  and  firm  names  of  many 
Canadian  manufacturers  have  become  household  words 
through  the  excellence  and  continuity  of  their  ad- 
vertising. ' ' 

Lumber  Statistics. — Statistics  for  1910  place  the 
Canadian  yield  of  lumber  at  4,900,000,000  board  feet, 
worth  over  $77,000,000.  Of  the  twenty-six  native  spe- 
cies of  wood  cut,  the  first  nine  were  softwoods,  spruce 
being  the  most  important,  as  it  furnished  one-fourth  of 
the  total  cut.  Spruce  and  white  pine  together  formed 
barely  one-half  of  the  1910  cut,  while  in  the  year 
previous  these  two  species  made  up  nearly  three-fifths 
of  the  total.  This  decrease  in  proportion  is  due  not  to 
a  smaller  cut  of  the  two  species,  but  to  a  great  increase 
in  the  amount  of  Douglas  fir,  hemlock,  cedar  and  yel- 
low pine  produced  in  British  Columbia.    One-fourth  of 


the  1909  cut  was  formed  of  these  four  species,  while 
in  1910  the  total  cut  of  the  four  was  increased  70  per 
cent.  Up  to  three  years  ago  white  pine  stood  at  the 
top  of  the  list,  when  it  was  supplanted  by  spruce,  al- 
though the  actual  cut  of  the  former  had  not  decreased. 
The  prediction  of  last  year  that  white  pine  had  nearly 
reached  its  maximum  yield  has  proved  true,  as  the  cut 
shows  a  falling  off  of  four  per  cent.,  or  42,000,000  feet, 
as  compared  with  1909.  In  British  Columbia  the  cut 
of  yellow  pine  has  increased  nearly  600  per  cent,  in  one 
year.  This  increase,  amounting  to  over  150,000,000 
feet,  was  sufficient  to  raise  it  in  importance  from  four- 
teenth place  to  sixth  place  among  the  different  species. 

Wood-Using  Industries.- -The  J'orestry  Branch  of 
the  Department  of  the  Interior  is  conducting  an  ex- 
haustive statistical  study  of  the  industries  in  Ontario 
which  in  any  way  use  wood  in  the  manufacture  of  their 
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products.  This  report  will  cover  practically  every 
manufacturer  in  Ontario,  for  besides  those  using  wood 
directly,  as  in  the  manufacture  of  vehicles,  cars,  boats, 
automobiles,  furniture  and  interior  finish,  it  is  also 
expected  that  reports  will  be  secured  from  every  in- 
dustry consuming  wood  for  boxes  and  shipping  crates. 
Information  forms  will  shortly  be  sent  out,  and  the 
data  obtained  will  be  published  in  bulletin  form,  in- 
cluding a  classified  list  of  co-operating  firms,  a  technical 
discussion  of  the  varioi^s  woods  used,  as  well  as  sta- 
tistics on  the  consumption  and  cost  of  each  species. 
All  individual  information  Avill  be  held  strictly  con- 
fidential by  the  department.  Such  a  work  will  be  of 
benefit  to  every  producer  and  consumer  of  Avood  in  the 
province.  To  the  mill-owner  it  will  shoAv  the  purpose 
for  which  certain  species  are  used,  the  quality  of  wood 
required  and  the  prices  paid.    The  manufacturer  can 
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ascertain  what  is  the  relative  importance  of  his  class 
of  industry  and  the  total  consumption  and  value  of 
wood  used  in  manufacture.  Every  manufacturer  re- 
porting will  receive  a  copy  of  the  bulletin  when  pub- 
lished. All  those  receiving  schedules  are  asked  to  co- 
operate by  reporting  fully  and  promptly. 


SOME  VARNISH  HINTS. 

In  view  of  the  numerous  idiosyncracies  of  varnish, 
the  following  hints,  supplied  by  a  firm  of  varnish 
manufacturers  can  be  digested  with  profit  by  varnish 
users,  though  the  various  points  may  be  entirely 
familiar  to  them. 

Varnish  should  always  be  poured  into  a  clean  ves- 
sel. If  it  has  been  in  contact  with  the  brush,  never 
pour  it  back  into  the  can,  but  use  it  for  priming  coats, 
for  adding  to  liquid  filler  or  for  other  purposes,  where 
perfectly  fresh  varnish  is  not  required.  Never  pour 
out  more  varnish  than  can  be  used  in  one  or  two  hours. 

Use  clean  brushes.  Do  not  have  them  moist  with 
oil,  turpentine,  linseed  oil  or  varnish.  Never  use  a 
brush  with  loose  hairs,  for  even  though  the  hairs  are 
removed  from  the  varnished  surface,  marks  will  be  left 
which  will  be  displeasing  to  the  eye. 

Preparatory  to  varnishing,  the  surface  must  be 
dusted  well.  Care  should  also  ve  taken  to  keep  the 
dust  out  as  much  as  possible,  until  the  varnish  has 
dried  sufficiently  to  be  immune  from  dust. 

In  applying  varnish,  all  deep  lying  parts  such  as 
panels,  should  be  varnished  first  and  raised  work,  such 
as  frames,  stiles,  moulding,  etc.,  should  be  done  after- 
wards. The  work  should  be  started  at  the  top,  the 
same  as  in  painting.    Baseboards  should  be  done  last. 

Each  coat  of  varnish  should  be  allowed  at  least 
forty-eight  hours  to  dry.  Sandpaper  lightly  with  No. 
00  sandpaper  or  rub  with  fine  steel  wool  between  coats. 
The  finishing  coat  must  be  properly  leveled  or  glazed; 
that  is,  after  varnishing  over  part  of  the  work,  before 
the  varnish  has  had  time  to  set,  brush  lightly  over  that 
portion  of  the  surface,  using  the  tip  or  end  of  the  brush 
without  any  pressure.  This  will  remove  all  brush 
marks  and  produce  an  even  and  glossy  surface. 

All  varnishes  have  their  peculiarities,  no  two  being 
alike.  Every  varnish  must  be  understood  by  the 
finisher  and  applied  according  to  its  own  nature. 
Generally  speaking,  however,  all  kinds  of  varnish 
should  be  applied  as  uniformly  as  possible  and  spread 
out  evenly  on  the  surface  so  that  the  film  formed  will 
not  be  too  thick  or  too  thin.  Should  the  varnish  be 
applied  too  thin,  the  coating  will  not  show  the  proper 
gloss.  If  applied  too  heavy  and  unevenly,  it  is  liable 
to  have  what  the  painter  calls  runs  and  sags.  This,  as 
you  know,  will  give  an  unsightly  appearance. 

Never  use  a  dryer  in  varnish,  as  the  manufacturer 
sends  the  varnish  out  with  the  proper  drying  qualities. 

Ordinarily,  never  thin  varnish,  as  the  manufacturer 
sends  it  out  ready  for  use  and  any  thinning  wiil  de- 
crease the  durability.  Where  varnish  becomes  too 
heavy  from  long  standing,  however,  it  may  require 
thinning.  This  may  be  done  by  heating  a  large  vessel 
of  water  and  placing  therein  a  can  containing  the  var- 
nish to  be  thinned,  as  well  as  a  can  containing  sufficient 
spirits  of  turpentine  for  thinning.   "When  both  are  pro- 


perly warmed,  add  the  necessary  quantity  of  turpen- 
tine and  shake  well  (this  should  be  done  away  from  a 
flame  or  open  fire,  as  both  materials  are  very  inflam- 
mable). Do  not  use  the  varnish  for  at  least  twenty- 
four  hours. 

Varnish  is  the  most  delicate  material  with  which 
you  will  have  to  deal,  and  should  not  in  any  case  be 
subject  to  the  conditions  when  applying  it  that  would 
be  suitable  for  paint.  Uniform  heat  and  proper  ven- 
tilation are  necessary.  A  job  done  in  a  room  very  hot 
with  many  biirning  gas  jets  Avill  likely  go  wrong  from 
the  fumes  of  the  gas.  Varnish  should  not  be  applied 
in  a  temperature  of  less  than  60  degrees  Fahrenheit. 
The  proper  temperature  of  less  than  60  degrees  Fah- 
renheit. The  proper  temperature  is  from  70  to  80  de- 
grees Fahrenheit.  Poor  wear,  cracking,  blistering, 
etc.,  are  sometimes  caused  by  applying  varnish  in  cold 
weather. 

Poor  materials  are  the  chief  cause  of  poor  varnish 
jobs.  Any  trouble  is  apt  to  arise  with  varnish  contain- 
ing inferior  ingredients  or  varnish  not  sufficiently 
aged.  There  is  only  one  sure  way  of  getting  quality 
materials  and  that  is  by  using  materials  of  manufac- 
turers you  are  sure  of. 


A  HISTORICAL  CHAIR. 

AVhiie  not  in  itself  possessing  any  marked  features 
to  make  it  conspicuous  among  other  office  chairs,  the 
chair  shown  in  the  illustration  is  of  historical  interest. 
It  was  used  by  Sir  John  A.  iMcDonald  during  the  years 
1874  to  1878,  when  he  was  in  private  law  practice  in 
Toronto.    The  firm  was  then  ilVIcDonald  &  iMarsh. 


In  the  course  of  time  the  chair  passed  into  posses- 
sion of  iMr.  George  A.  Kingston,  secretary  of  tlie  Bor- 
den Club  of  Toronto,  who  asked  iMr.  Borden  to  accept 
this  chair  when  he  should  become  Premier.  On  his 
attaining  that  position  the  new  Premier  was  reminded 
of  the  chair,  which  was  shipped  to  him  at  Ottawa  on 
October  ninth. 
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^  Give  your  cu^omers  what  they 
really  want  in  design,  finish  and 
con^rudion.   .   .   .  We  supply  it. 



The  Orillia  Furniture  Company,  Limited 
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A  TRIP  THROUGH  EASTERN  ONTARIO. 

HAVING  decided  to  see  some  of  our  prosperous 
Ontario  towns  east  of  ray  native  village,  To- 
ronto, I  traded  a  fraction  of  a  dollar  to  a 
Grand  Trunk  official  for  a  ticket  to  Whitby.  It  was 
a  bright  October  Monday  morning  when  I  launched 
out,  and  the  thought  of  a  holiday  for — I  Avas  going  to 
say  a  week  or  two — but  I  mean  until  my  supply  of 
filthy  lucre  ran  out,  was  an  intensely  pleasant  sensa- 
tion. 

The  G.  T.  R.  train  crew  did  their  duty,  with  the 
result  that  I  reached  Whitby  on  time.  This  town  is 
known  to  the  outside  worM  as  the  home  of  one  of 
Canada's  leading  Ladies'  Colleges.  In  addition  it 
is  almost  surrounded  by  good  farm  lands,  and  being 
one  of  those  places  classed  as  residential,  there  is  a 
demand  for  a  good  class  of  furniture.  This  want  is 
supplied  by  Messrs.  Nicholson  &  Seldon.  Mr.  Nichol- 
son is  a  practical  man  of  many  years'  experience,  and 
gives  constant  attention  to  both  the  furniture  and 
undertaking  branches  of  his  business.  He  knows  and 
is  knoAvn  by  many  of  the  manufacturers  and  retailers 
throughout  Ontario. 

Oshawa. 

As  the  train  pulled  in  at  Oshawa  I  wondered  wliy 
that  growing  centre  of  industry  was  ever  given  such 
an  odd  name.  Did  it  ever  occur  to  you  how  oddly  it 
sounds?  Osh-a-wa.  In  conversation  with  ]Mr.  Wigg, 
who  has  been  connected  with  furniture  and  cabinet 
making  for  almost  60  years,  my  curiosity  was  satis- 
fied. It  seems  that  in  the  early  days,  when  the-  settle- 
ment was  to  be  given  a  post  office  it  became  necessary 
to  have  an  official  name  for  the  addressing  of  mail  to. 
Several  men  were  in  a  room  one  evening  talking  over 
tliis  important  matter,  but  of  all  the  names  suggested 
not  one  seemed  to  suit.  Finally  a  trapper  entered,  ac- 
companied by  an  Indian,  and  the  latter  without  know- 
ing what  was  under  discussion  said  to  the  trapper 
Osh-a-wa."  Instant'y  it  occurred  to  those  present — 
there  is  the  very  name.  So,  it  was  unanimously 
adopted.  Oshawa  has  several  important  industries, 
and  these  have  the  advantage  of  two  railroads  now,  as 
they  were  given  a  station  on  the  new  branch  of  the 
C.  N.  R. 

Luke  Bros,  have  an  old  established  business  there. 
Their  store-front,  which  was  recently  remodelled,  Avas 
shown  in  the  last  issue  of  the  "Canadian  Furniture 
AYorld." 

Disney  Bros,  are  a  progressive  firm,  who  realize 
the  value  of  keeping  up-to-date  in  all  the  branches  in 
which  they  are  interested. 

Mr.  C.  T.  Oke  does  his  share  in  supplying  the  7,500 
citizens  with  furniture,  cari^ets,  etc.  it  might  be 
more  appropriate  for  Mr.  Oke  to  spe  1  his  name  Oak — 
])ut  still  it  cannot  l)e  changed  now. 

Bowmanville. 

It  is  nearly  sixty  years  now  since  Bownuxnville  had 
its  first  railway  line  pass  through  the  town.  Another 
ei)och  in  the  history  of  railway  facilities  for  this  dis- 
trict was  reached  when  the  Canadian  Northern  Rail- 
way went  into  commis.sion,  making  their  first  trip  on 
the  Toronto-Trenton  line.  To  celebrate  the  event  the 
company  gave  a  free  trip  to  Toronto  and  return,  al- 


lowing two  ears  for  each  town  and  one  for  villages 
along  the  line.  Needless  to  state,  the  coaches  were  well 
filled. 

There  are  three  important  manufacturing  concerns 
in  Bowmanville,  one  of  which  is  at  present  building  a 
large  addition  to  the  factory.  The  furnitiire  store  of 
L.  Morris  &  Son  makes  a  most  creditable  appearance. 
Both  Mr.  Morris,  Sr.  and  his  son  have  many  acquaint- 
ances in  the  trade. 

Mr.  A.  M.  Williams'  store  also  is  in  a  good  location. 
Judging  from  the  fact  that  I  noticed    his  delivery 
wagon  out  bright  and  early  in  the  moriing,  it  might 
be  inferred  that  satisfactory  sales  were  being  made. 
Port  Hope. 

When  the  train  slows  up  at  Port  Hope,  one  gets  a 
splendid  view  of  Lake  Ontario,  as  the  station  is  right 
on  the  shore.  This  town  too  has  its  share  of  industrial 
works,  furnishing  employment  for  many  of  its  citi- 
zens. It  is  also  a  grain-buying  centre,  from  which 
large  quantities  of  grain  are  shipped  annually. 

Mr.  J.  L.  AVestaAvay  is  the  proprietor  of  a  four- 
storey  establishment,  on  Port  Hope's  leading  highway, 
Avhich  is  admirably  fitted  up  for  the  carrying  on  of  a 
purely  furniture  business.  Mr.  Westaway  is  no  novice 
in  this  line,  being  conversant  with  both  the  art  of  buy- 
ing and  of  selling. 

Mr.  Alfred  George's  premises  are  situated  on  the 
crest  of  the  hill,  west  of  the  main  business  corner,  so 
that  he  is  in  a  position  to  "look  down"  upon  the  ma- 
jority of  the  business  men  there.  Between  the  furni- 
ture business  and  many  calls  to  bury  the  dead,  Mr. 
George  is  a  busy  man. 

It  is  an  odd  coincidence  that  the  third  furniture 
dealer  there,  should  bear  the  name  of  Walker,  for  it 
Avill  be  remembered  that  the  mueh-talked-of  barber, 
who  walked  from  Port  Hope  to  Toronto  in  record 
time,  was  a  native  of  the  first-mentioned  place.  Mr. 
Walker,  may  not  be  a  "Walker"  in  that  sense,  but  he 
is  an  experienced  embalmer  and  funera'  director. 

Cobourg. 

Cobourg  is  brought  to  the  front  regularly  by  the 
announcement  of  its  annual  horse  show,  which  has  be- 
come a  popular  event.  The  surrounding  district  is 
one  of  Ontario's  most  fertile  farming  sections,  and 
this  has  been  recognized  by  many  Americans,  who  have 
purchased  farms  near  Cobourg  where  they  spend  the 
summer. 

Mr.  F.  J.  McArthur  is  responsible  for  the  con- 
tinued success  of  the  business  formerly  conducted  by 
Mr.  H.  L.  McBride.  Mr.  McArthur  is  a  young  man, 
full  of  energy,  and,  with  the  experience  he  has  had,  is 
well  fitted  for  taking  charge  of  this  store. 

Human  nature  is  said  to  be  the  same  the  world  over, 
and  further  it  seems  human  nature  is  judged  by  ap- 
pearances. Therefore  I  should  judge  that  the  neat 
and  well-kept  appearance  of  Mr.  Nelson  Tait's  place 
of  business  Avins  customers  for  him  aa'Iio  Avould  other- 
wise be  inclined  to  order  from  a  mail-order  house,  and 
the  same  no  doubt  aids  his  undertaking  connection. 

Trenton. 

Trenton  has  been  in  the  limelight  recently  as  the 
terminal  of  the  ncAV  Canadian  Northern,  Toronto  to 
Trenton  division.    The  manufacturers  there  are  pro- 
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The 
Most 

Attractive 
Goods 

You  can  display  in 
your  window  are  those 
designed  for  the  par- 
lor or  living  room. 
We  have  a  range  of 
designs  in  medium 
and  high  class 

UPHOLSTERED  GOODS 


that  win  favor  wherever  they  are  sold— BECAUSE  of  the!r  attrac- 
tive appearance  backed  by  construction  and  finish  that  bears  close 
examination. 

We  are  in  a  position  with  our  great  facilities  to  make 
prompt  shipmervls. 

Gold  Medal  Furniture  Mfg.  Company,  Limited 


TORONTO 


MONTREAL 


WINNIPEG 
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vided  with  exceptionally  cheap  power.  In  addition  to 
the  two  railroad  lines  for  shipping  there  is  also  an  op- 
portunity of  sending  freight  out  by  boat. 

Mr.  McNairn  has  a  furniture  and  undertaking  es- 
tablishment that  is  a  credit  to  Trenton.  The  store  is 
not  on  the  main  street,  but  it  is  quite  near  to  the 
cenre  of  the  town,  and  in  this  connection  a  retailer 
said  just  the  other  day: — -"A  furniture  store  in  the 
average  town,  just  off  the  main  street,  has  several  ad- 
vantages. 

Another  business  there  is  tliat  of  Mr.  Louis  Roe- 
nick,  which  has  been  established  for  quite  a  number 
of  years,  having  been  conducted  formerly  by  Mrs. 
C.  McCullough. 

Belleville. 

At  Belleville  I  sauntered  up  the  main  street  for  a 
little  post-eatum  exercise.  My  attention  was  drawn  to 
a  furniture  store  with  a  fine  frontage,  so  I  dropped  in 
to  see  the  interior.  Mr.  Thompson,  to  whose  ability 
and  enterprise  is  due  the  success  of  the  business,  made 


At  254-256  Princess  St.  is  the  well-known  furniture 
store,  undertaking  rooms  and  ambulance  headquarters 
of  James  Reid.  This  business  was  established  in  1854, 
and  is  now  conducted  by  sons  of  the  late  James  Reid. 
AVhen  I  was  in  Kingston,  many  people  stopped  to  view 
the  contents  of  the  display  Avindow  in  this  store,  their 
attention  being  attracted  by  the  furnished  room  ex- 
hibited in  the  window. 

Almost  across  the  road,  in  a  corner  location,  stands 
the  premises  of  Mr.  J.  McAuley,  who  serves  the  citi- 
zens of  Kingston  by  assisting  in  supplying  their  fur- 
niture needs  as  well  as  in  the  capacity  of  funeral  di- 
rector. Mr.  McAuley  was  not  at  home  when  I  called, 
so  I  did  not  have  an  opportunity  of  meeting  him. 

Unfortunately  Mr.  R.  J.  Reid  was  out  too,  but  one 
could  judge  by  the  quantity  and  quality  of  his  stock  of 
suites,  and  odd  pieces,  that  he  was  doing  an  extensive 
trade.  He  has  the  advantage  of  a  very  central  posi- 
tion, which  "helps  some,"  beyond  a  doubt. 

The  carpet  warerooms  of  Mr.  R.  McFaul,  King- 
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Ground  floor  plan  of  the  Thompson  Store,  Belleville,  Ont. 


me  welcome,  and  extended  an  invitation  to  look 
around.  The  floor  space,  which  is  used  to  advantage, 
is  reproduced  herewith. 

Mr.  B.  E.  Sills  a'so  has  suitable  premises,  which  he 
took  me  through.  The  store  is  a  three-storey  one,  in 
which  is  kept  a  well-assorted  stock  of  all  grades  of 
furniture,  carpets  and  mattresses.  Mr.  Sills  also  has 
a  workshop  in  the  rear,  where  he  has  his  own  up- 
holstering done. 

Messrs.  Tickell  &  Sons  Co.  both  manufacture  and 
retail  furniture,  in  addition  to  having  a  good  under- 
taker's equipment.  Mr.  Tickell  was  at  the  station 
when  I  arrived,  with  his  hearse,  drawn  hj  an  attrac- 
tive team  of  blacks. 

Kingston. 

Kingston,  the  limestone  city,  is  at  once  associated 
with  Queen's  University,  of  which  all  Canadians  are 
proud,  and  our  famous  penitentiary,  each  of  which 
plays  an  important  part  in  tlie  building  up  of  the  Do- 
minion. 


ston,  Ont.,  are  considered  one  of  the  largest  in  Ontario. 
They  are  located  in  a  very  central  district,  being  di- 
rectly opposite  the  Hotel  Randolph.  The  three  stories 
are  each  140  feet  long,  by  40  feet  wide,  all  of  which 
space  is  required  for  the  large  imported  stock  kept 
on  hand.  Mr.  McFaul  himself,  who  for  many  years  did 
the  buying,  is  an  experienced  judge  of  carpet 
qualities. 

To  require  seven  floors  for  the  displaying  of  goods 
one's  annual  sales  must  amount  to  quite  a  respectable 
figure.  This  is  tlie  case  with  Messrs.  T.  F.  Harrison 
Co.,  whose  business  has  been  established  there  for 
seventeen  years.  The  store  is  conveniently  situated 
on  Princess  St.,  wliere  they  have  a  very  large  and  well- 
assorted  stock  of  all  grades  of  furniture,  and  a  spe- 
cial carpet  and  drapery  department.  Also  in  the  rear 
is  a  workshop,  where  the  firm  have  their  own  up- 
holsterer and  woodworker.  The  shipping  and  receiv- 
ing room  is  connected  with  every  floor  by  means  of  an 
electric  elevator,  so  that  it  is  unnecessary    for  any 
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will  help  make  your  Christmas 
Season  of  191  1  the  most  pleas- 
ing you  have  ever  had. 

^  In  our  manufacture,  nothing 
is  allowed  to  interfere  with 
quality,  and  the  ever  growmg 
demand  is  the  best  evidence 
of  appreciation  of  our  endeavor. 

^  Such  lines  as  we  have  to 
offer  will  attract  to  your  store 
the  most  desirable  class  of  trade. 

It  would  pay  you  to 
^ive  us  your  business 

Ellis  Furniture  Company 

INGERSOLL  ONTARIO 
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All  Furniture  Retailers  Should  Sell 

The  Tarhox  Sham  Holder 

It  keeps  the  shams  exposed  day  or  night, 
and  does  not  crease  them. 

It  does  not  fasten  on  finished  surfaces,  but 
below  the  mattress  out  of  sight. 

It  may  be  transferred  from  one  bed  to  an- 
other—  leaves  no  trace. 

It  can  injure  no  surface,  nor  tlie  finest 
material. 

It  is  recognized  as   the   only  satisfactory 

holder  for  metal  beds. 
The  principle  is  the  same  in  the  wood  and 

metal  bed  holders — the  difference  is  in 

the  attachments. 


Manufactured  only  by 

TARBOX  BROS. 

Rear  274  Dundas  St. 


Toronto 


FURNISHERS 


of  High -Class  Printing: 
Catalogues,  Booklets, 
and  all  CommerciaLl 
work.  Printers  of  Can- 
adian Furniture  World 
dcnd  The  Underta^ker  :  : 


thearmac  press 

LIMITED 

56  and  58  Agnes  Street 

TORONTO  -  ONTARIO 
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goofls  , either  incoming  or  outgoing,  to  pass  through 
the  front  entrance.  JMr.  T.  F.  Harrison  and  Mr.  C.  E. 
Taylor  are  the  proprietors  of  the  business,  and  owing 
to  the  volume  of  out-of-town  trade  done,  they  liardly 


T.  F.  ILirrison  Co's  Store,  Kingston 

l<now  "what  an  idle  moment  looks  like."    IMr.  Tayior 
stattd  to  the  "Canadian  Furniture  World,"  that  he 
was  we!l  pleased  with  the  present  state  of  business. 
Broc'iville. 

This  place  is  frequently  said  to  lie  the  wealthiest 
place  in  Canada  for  its  size,  which  wealth,  retail  incr- 
chants  liave  frequently  complained,  is  its  chief  draw- 
i)ack.  Tt  is  noticed  that  citizens  of  wealth  in  a  com- 
munity are  usually  tlie  community's  poorest  asset. 
BrockA'ille,  however,  is  admirably  located  on  the  St. 
Lawrence,  and  is  fortunate  in  having  an  active  'ind 
efficient  Board  of  Trade,  and  this  business  organiza- 
tion has  done  much  to  advance  the  commercial  interests 
of  the  city. 

The  accompanying  portrait  is  that  of  Mr.  A.  H. 
Swarts,  of  Brockville,  Out.,  who  for  many  years  has 
canducted  a  furniture  and  undertaking  business  there. 
He  carries  a  complete  stock  of  all  lines,  from  inexpen- 
sive kitchen  furniture,  to  the  costly  oak  and  ma- 
hogany pieces.  With  him  is  associated  his  son,  Mr. 
W.  II.  Swarts.  Mr.  Swarts  Sr.  lias  always  taken  an 
interest  in  municipal  affairs,  as  indicated  by  the  fact 
that  ho  was  a  town  councillor  for  three  years,  during 
which  time  he  a(  ted  as  chairman  on  several  different 
committees. 

On  King  St.  Wc-t,  the  doul)le  store  of  Mr.  R. 
Sheridan  occupies  a  prominent  place.  The  three- 
storey  brick  building  is  30  ft.  wide,  by  100  ft.  deep, 
and  contains  a  large  stock  of  suites  and  odd  pieces. 
This  business  was  established  long  ago,  under  the 
name  of  Buchanan  and  Sheridan,  and  later  on  Mr. 
Sheridan  took  ovei-  his  partner's  intere^;t  and  assiuned 
the  entire  management.  Mr.  Sheridan  is  one  of  Brock- 
ville's  successful  men,  a  North  of  Ireland  man  by 
birth  and  actively  interested  in  the  affairs  of  the  city 
in  which  he  has  lived  for  so  many  years. 

Mr.  (t.  R.  Quirinbach,  known  as  "Ceorge"  to  ills 
many  friends,  is  identified  with  the  runiiture  trade, 
being  a  retailer  of  that  class  of  goods  in  Brockvi'le, 
Ont.    It  is  not  surprising  that  he  manifests  a  keen  in- 


terest in  this  line  when  one  is  informed  that  he  claims 
such  a  furniture  centre  as  Berlin  as  his  birthplace.  To 
the  undertaking  branch  of  his  business  he  gives  special 
attention. 

Mr.  Quirmbach  has  been  in  Brockville  for  about 
twenty  years,  and  is  popular  in  fraternal  circles  there. 

Cornwall. 

"Cornwall,"  remarked  a  gentleman  of  Athletic 
tendencies,"  is  noted  for  once  having  a  famous 
lacrosse  team.  However,  to-day  it  is  known  as  an 
industrial  town,  being  the  home  of  cotton  mills,  paper 
mills,  the  Beach  Furniture  factory,  and  "Ives'  Modern 
Bedstead"  plant.  Besides  being  on  the  G.  T.  R.,  Corn- 
wall has  a  direct  route  to  the  capital  of  the  Dominion, 
by  means  of  the  N.  Y.  &  0.  R.  R. 

Mr.  A.  E.  Evans,  whose  store  is  close  to  the  main 
corner  in  the  town,  is  a  progressive  merchant,  who 
keeps  in  touch  with  everything  that  affects  the  furni- 
ture trade.  Mr.  Evans  has  been  in  Cornwall  for 
twenty-five  years. 

One  would  find  it  necessary  to  do  some  travelling 
in  order  to  locate  a  town  of  ('ornwall's  size,  which  had 
a  more  spacious  furniture  showroom  than  that  of  Mr. 
AVi'liam  Stoddart,  Avhose  office  hours  are  practically 
day  and  night,  owing  to  the  frequent  calls  for  his  am- 
bulance. 

Carleton  Place. 

Should  you  ask  for  the  name  of  a  town  of  about 
5,000  inhabitants  in  which  there  are  two  up-to-date, 
attractive  furniture  stores,  each  with  unusually  large 
plate  glass  front  windows,  I  would  reply  "Carleton 
place. ' ' 

Mr.  George  E.  Leslie  has  been  there  in  business  for 
thirty-one  years.  He  has  always  worked  at  cabinet- 
making,  being  naturally  inclined  to  that  line  of  me- 
chanical Avork.    When  only  eighteen  years  of  age,  he 


Mr.  A.  H.  .Swarts,  Brockville,  Out. 

iiiruie  ;i  complete  suite  that  would  liav(>  been  a  credit 
to  a  workman  many  years  his  seuioi-. 

Messrs.  Patterson  Bros.,  too,  have  a  well-estab- 
lished business,  it  having  been  built  up  by  their  father. 
They  are  well  and  favorably  known  for  many  miles  in 
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every  direction  as  a  result  of  being  residents  there  so 
long,  and  also  from  many  years  of  satisfactory  deal- 
ings with  their  customers. 

Smith's  Falls. 

Being  an  important  divisional  point  on  the  C.  P.  R. 
Smith's  Falls  is  a  very  well-known  town.  Perhaps 


Mr.  G.  R.  Quirmbach,  Brockville,  Ont. 


the  feature  most  noticeable  to  a  stranger  is  the  width 
of  the  main  business  street,  which  cannot  fail  to  favor- 
ably impress  a  visitor. 

To  the  majority  of  funeral  directors  in  Canada  Mr. 
J.  J.  Marsh  is  known  as  a  member  of  the  Board  of  Ex- 
aminers in  embalming  for  the  Canadian  Embalmers' 
Association.  Mr.  Marsh  does  an  active  furniture  trade 
and  it  is  stated  on  good  authority  that  his  recreation 
is — work. 

Mr.  Coghlan,  of  Coghlan  &  Scott,  who  has  seen  in  his 
day  great  changes  in  the  personnel  and  efficiency  of  the 
profession,  disposed  of  his  furniture  department  to  Mr. 
Webster,  formerly  of  Lansdowne,  Ont.,  and  noAV  de- 
votes his  whole  time  to  undertaking. 

After  all,  the  world  is  not  so  large.  No  matter 
where  you  go  you  frequently  meet  someone  who  knows 
somebody  you  do.  It  happened  that  Mr.  J.  Malcolm, 
who  makes  a  specialty  of  upholstering  and  picture 
framing,  was  an  old  school-mate  of  an  acquaintance  of 
mine,  which  led  to  a  very  pleasant  chat,  interesting  to 
us  botli. 

Peterboro. 

"Tliey  made  an  error  of  a  thousand  in  computing 
the  population  after  the  last  census  was  taken,"  said 
a  Peterl)oro  resident  to  me.  Be  that  as  it  may,  Peter- 
boro is  forging  ahead  as  a  manufacturing  centre,  and 
speaking  generally,  business  in  every  line  appears 
active.   Of  course  there  are  no  furniture  men  who  put 

pleasure  before  business.    But,    supposing  you 

had  a  store  in  a  certain  place;  supposing  that  place 
were  within  a  few  hours'  ride  of  real  good  hunting 
and  fisliing;  and  supposing  you  had  a  strong  liking 
for  that  kind  of  sport,  would  it  take  much  persuasion 
to  make  up  your  mind  that  "all  work  and  no  play 


makes  Jack  a  dull  boy  ? "  To  be  frank  :  I  would  rather 
like  to  have  spent  a  day  or  two  myself  in  such  a  dis- 
trict, so  easy  of  access  from  Peterboro. 

One  of  the  busiest  men  in  that  city  is  Mr.  Comstoek, 
who  has  a  large  business  in  both  the  furniture  and  un- 
dertaking to  claim  his  attention. 

In  order  to  keep  up  with  the  work  on  hand,  the 
Peterboro  Mattress  Co.  have  had  to  resort  to  night 
work.  Mr.  Ellis  states  that  he  will  soon  have  to  seek 
a  location  which  will  provide  more  room,  the  present 
factory  having  become  too  small  for  the  increased  out- 
put of  mattresses  necessary. 

The  front  window  of  Messrs.  E.  B.  Clegg  &  Co.'s 
store  contained  a  neat,  well-finished  filing  cabinet.  I 
saw  a  load  of  furniture  leaving  the  rear  of  the  store  one 
morning,  and  it  was  quite  noticeable  how  well  packed 
the  different  articles  were.  It  would  not — ^perhaps — 
be  far  astray  to  attribute  at  least  some  of  Mr.  Clegg 's 
success  to  the  policy  he  has  evidently  adopted  in 
handling  furniture,  even  for  local  delivery. 

Mr.  H.  H.  Smith,  manager  of  the  Diamond  AVire 
Mattress  Co.,  has  a  warm  spot  in  his  heart  for  Toronto, 
having  lived  many  years  in  Parkdale.  Notwithstand- 
ing that,  he  is  enthusiastic  over  Peterboro 's  progress, 
as  well  as  the  way  orders  are  coming  in  for  his  particu- 
lar line  of  goods. 


Mr.  Geo.  E.  Leslie,  Carieton  Place,  Ont. 


Mr.  R.  Begley  is  acquainted  with  wood-finishing  in 
every  way,  having  served  in  some  of  the  leading  fac- 
tories in  both  Canada  and  the  United  States.  Mr.  Beg- 
ley's  reminiscences  of  the  days  when  he  was  a  finisher 
in  the  Pullman  car  shops  are  full  of  interest. 
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Between  keeping  the  factory  affairs  well  in  hand, 
Mr.  Oke,  proprietor  of  the  Peterboro  Furniture  Co.,  is 
engaged  in  preparing  to  add  another  storey  to  his  neat 
white  brick  plant.  When  this  was  erected  four  years 
ago,  Mr.  Oke  prepared  for  future  development,  by 
building  in  such  a  way  as  to  allow  the  addition  of  an- 
other storey  with  tlie  least  possible  difficulty.  A  freight 
elevator  will  a'so  be  installed. 

Many  persons  passing  the  Home  Fiirnishing  Co. 's 
store,  just  west  of  the  Snowden  House,  showed  their  in- 
terest by  stopping  to  look  at  the  display  of  bedroom 
furnishings  in  the  show  window. 

Mr.  Lane,  of  Lane  &  Eano,  was  in  his  usual  jovial 
mood.  He  takes  an  interest  in  keeping  well  informed 
on  all  matters  pertaining  to  furniture  and  embalm- 
ing. Mr.  Lane  has  read  considerable  along  the  line  of 
legislation,  which  will  govern  undertakers  after  first 
of  January  next,  and  about  the  New  Year. 

Ml'.  M.  McFadden's  headquarters  are  on  the  north 
side  of  Hunter  Pt.,  Avliere  he  lias  i\[r.  Be'leghem  for  a 


BROKE  HIS  ARM. 

Mr.  Clark,  of  Clark  Bros.  &  Hughes,  Portage  Ave., 
Winnipeg,  met  with  a  painful  accident  some  time  ago. 
While  cranking  his  automobile  it  back  fired,  breaking 
his  arm  in  two  places,  incapacitating  that  member  for 
some  Aveeks. 


CHANGE  AT  GODERICH. 

A  change  is  announced  this  week  in  the  furniture 
and  undertaking  business  hitherto  carried  on  by  W.  J. 
Muir  &  Co.  Mr.  Muir,  who  has  been  at  the  head  of  the 
business,  has  formed  a  partnership  with  Geo.  Hoh- 
meier,  recently  of  Hanover  and  New  Hamburg,  and  the 
firm  hereafter  will  be  known  as  the  Goderich  Furniture 
&  Funeral  Co.  Mr.  Muir  Avill  continue  to  look  after 
the  undertaking  portion  of  the  business,  while  Mr.  Hoh- 
meier,  who  has  had  twenty  years'  experience  in  the 
furniture  business,  and  is  fully  conversant  with  this 
line  in  all  its  phases,  will  take  an  active  part  in  the 
business.    The  new  firm  will  carry  as  complete  and 


Anibiilaiice  and^Tcain  of  D.  Belleghein,  Peterboro 


neighbor  on  the  West,  and  Messrs.  Lane  &  Eano  on  the 
East.  Mr.  McFadden  is  one  of  those  hospitable  mer- 
chants, with  whom  it  is  always  a  pleasiare  to  drop  in 
and  talk  over  things  in  general. 

In  at  least  one  way  the  ground  fioor  at  Mr.  J.  D. 
Craig's  corner  store  is  different  from  the  majority. 
His  furniture  is  arranged  on  a  floor  the  height  of  two 
or  three  steps  above  the  show  window.  This  enables 
the  passer-by  to  get  a  better  view  of  the  interior,  es- 
pecially at  night,  when  the  lights  are  on. 

A  recent  addition  to  the  equipment  of  Mr.  D.  Belle- 
ghem,  furniture  dealer  and  funeral  director,  of  Peter- 
borough, is  a  handsome  electric-lighted  ambulance, 
steel-gray  in  color,  fitted  with  air  cushions  throughout, 
and  with  every  known  article  for  the  comfort  and 
safety  of  the  patient  installed.  Mr.  Belleghem  is  as- 
sisted by  his  two  sons,  both  of  whom  are  registered 
embalmers.  The  ambulance  was  built  by  Mr.  A.  B. 
Greer,  of  London,  Ont.,  the  (juality  of  whose  manu- 
factures in  this  line  is  well  known. 


up-to-date  a  stock  of  furniture  as  the  public  demands. 
— Goderich  Signal. 


FURNITURE  FOR  EGYPT. 

A  German  consular  report  draws  attention  to  the 
opening  which  exists  in  Egypt  for  drawing-room,  din- 
ing-room, bedroom  and  office  furniture.  There  is  a 
small  quantity  of  pinewood  furniture  made  in  the 
country,  which,  though  not  very  durable,  is  bought  by 
the  poorer  classes,  but  these  articles  cannot  be  com- 
pared with  those  of  European  production.  Furniture 
of  good  quality  is  required,  specially  manufactured  for 
the  large  apartments  of  Egyptian  residences,  and  con- 
sequently much  larger  than  the  articles  ordinarily  used 
in  this  country.  The  French  style  is  stated  to  be  very 
much  in  favour  with  the  natives,  with  the  addition  of 
brilliant  decorations  such  as  glass,  etc.  Exporters  are 
recorrunended  to  send  a  traveller  to  sti;dy  this  market 
on  the  spot,  and  to  gain  information  as  to  the  special 
requirements  of  the  country. 
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With  the  Retailer 


CONTESTS  and  Schemes. — The  most  solidly  estab- 
lished businesses  are  not  those  built  in  a  hurry. 
Honest  service,  good  merchandise  and  fair 
prices  build  slowly  but  surely.  Sensational  schemes 
and  contests  may  draAv  business  Avhile  they  last,  but 
leave  no  impression  of  permanency.  On  the  whole 
they  are  to  be  avoided,  though  certain  contests  may  be 
carried  on  with  added  profit  and  prestige.  A  retailer 
offered  prizes  to  schoolchildren  under  fourteen  years 
of  age  for  the  best  compositions  on  the  "Advantages 
of  Country  Life."  The  prizes  consisted  of  pieces  of 
furniture.  The  retailer  in  question  got  much  advertis- 
ing, and  yet  doubted  the  success  of  his  plan.  A 
scheme  to  draw  people  to  the  store  was  put  on  by  a  re- 
tailer in  a  city.  He  advertised  an  auction  of  goods 
displayed  in  the  window.  The  public  was  invited  to 
make  bids.  These  were  in  sealed  envelopes  and  de- 
posited in  a  suitable  receptacle  until  the  day  decided  on 
for  the  opening  of  the  bids.  Each  person  was  limited 
to  one  bid.  The  dealer  who  tried  this  scheme  pro- 
nounced it  a  success,  and  yet  says  he  will  not  try  it 
again.  Some  people  found  fault  with  the  p'an,  and 
he  believed  the  same  thought  and  advertising  in  re- 
gular cliannels  would  produce  more  lasting  results. 

Large  furniture. — "Such  a  blitliering  idiot  as  1 
Avas  to  buy  tluit  thing,  and  the  chump  that  advised  me 
to  take  it  was  worse,  for  I  haven't  bought  a  dollar's 
worth  from  him  since,  and  never  will."  "That  thing," 
referred  to  was  a  very  large  couch,  and  the  man  who 
confessed  to  be  a  "blithering  idiot"  was  the  house- 
hoMer  in  a  city  flat,  and,  by  the  way,  this  was  not  in 
Toronto.  This  householder's  complaint  is  more  gen- 
eral than  some  retailers  realize.  He  elaborated  it  by 
explaining  that  the  man  who  sold  it  merely  emphasized 
it  as  a  good  honest  article,  well  worth  the  price  asked. 
Nothing  was  said  of  its  suitability  in  size,  design,  finish 
or  covering  for  the  room  in  which  it  was  to  be  used. 
If  a  woman  had  been  the  purchaser,  she  would  per- 
haps have  thought  of  its  suitability  in  the  room  for 
which  it  was  being  purchased,  or  for  some  other  room. 
This  is  merely  a  point  in  salesmanship.  The  customer 
has  a  right  to  expect  the  retail  furniture  man  or  his 
salesman  to  help  in  selecting  a  suitable  article,  and  it 
is  tlie  seller's  duty  to  prevent  people  in  homes  with 
small  rooms  ])uying  pieces  of  furniture  out  of  keep- 
ing with  them.  Incidentally  it  is  worth  remembering 
that  qua'ity  is  remembered  long  after  price  is  forgot- 
ten. 

School  Furniture  Trade.— "How  about  school  fur- 
niture?" ([ueried  one  of  the  Canadian  Furniture 
World's  editors  in  conversation  witli  a  retailer  who 
talked  very  interestingly  on  i\  num])er  of  topics  in- 
cluded in  the  furniture  man's  everyday  experience. 
"Can't  get  a  look  in,"  was  the  prompt  response. 
"Ever  go  after  it?"  was  the  next  question.  "No," 
was  the  candid  admission,  "but  1  am  going  after  the 


next  contract,  in  fact  I'm  working  on  one  noAV  that  I 
expect  to  close  up  before  Christmas."  He  then  told 
of  a  new  outfit  of  desks  placed  in  a  country  school, 
about  four  miles  from  his  store,  that  neither  he  nor 
his  two  loea;  competitors  even  tried  for.  Each  of  the 
three  retailers  was  personally  acquainted  with  the 
school,  the  trustees,  and  practically  all  the  ratepayers. 
Not  one  of  them  made  a  visit  or  said  a  word  in  con- 
nection with  the  contract,  though  probably  knowing 
all  about  it.  Consequently  the  manufacturer's  own 
representative  Avalked  off  with  the  order.  One  large 
school  desk  firm  stated  to  this  publication  that  they 
would  rather  have  this  business  come  through  the  re- 
tailer, as  he  knows  the  trustees ;  they  do  not,  nor  do 
they  care  for  doing  business  with  the  average  school 
trustee.  The  manufacturer  referred  to  pointed  out 
that  a  reasonable  commission  on  such  an  order  as 
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equipping  a  school,  gave  the  retailer  a  nice  profit  for 
little  labor  and  no  investment. 

Better  Furniture  for  Schools. — It  is  not  inappro- 
priate at  this  time  to  remind  readers  of  the  Canadian 
Furniture  World  who  may  now,  or  at  a  future  date  be 
interested  in  school  furniture,  that  better  furniture  is 
being  demanded  for  public  and  high  schools.  There 
are  men  now  in  business  who  remember  tiie  hand-made 
benches  of  their  first  days  in  school,  with  no  kindly 
feelings.  These  same  men  are  among  the  most  wil- 
ling supporters  of  a  policy  of  comfort  for  the  school 
children.  There  is  a  wave  of  sentiment  in  favor  of 
better  school  buildings,  scliools  tliat  are  architectur- 
ally attractive,  and  not  merely  four  walls  and  a  roof, 
with  windows  and  wa'.ls  unadorned.  Better  school 
furniture  is  being  made  and  is  being  sold,  and  there 
seems  no  good  reason  why  the  furniture  retailer  should 
not  "(;ash  in"  on  tiiis  desire,  for  the  children  oF  the 
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present  age,  more  comfortable  surroundings  than  had 
their  fathers  and  mothers. 

Only  Cheap  Grades. — There  are  some  retailers  who 
give  the  impression  that  the  people  they  happen  to  be 
trying  to  do  business  with  couldn't  possibly  be  in- 
duced to  buy  good  furniture.  "There's  no  call  for 
anything  here  but  cheap  grades,"  said  one  of  these 
dealers  to  the  Canadian  Furniture  AVorld  recently,  but 
the  writer  could  not  make  the  statement  fit  in  with  his 
own  observations.  "Then  you  carry  high  grade  stuff, 
too?"  suggested  the  scribe.  "No,"  was  the  somewhat 
irritable  reply.  "I  have  just  said  there's  no  call  for 
it,  so  what's  the  use  in  carrying  it?"  In  that  sentence 
the  retailer  explained  the  situation  exactly.  By  stock- 
ing only  cheap  goods  he  catered  to  a  cheap  class  of 
trade.  The  people  well  knew  that  if  they  wanted  a 
good  piece  of  furniture  they  need  not  go  to  this  store. 
The  particular  town  in  which  he  was  located  and  the 
country  surroundings  were  no  worse,  and  perhaps  bet- 
ter than  the  average,  but  that  there  existed  a  demand 
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for  the  better  grades  will  be  seen  from  the  experience 
of  his  competitor,  given  in  the  below  paragraph. 

Sells  Expensive  Furniture. — "I  understand  the  call 
in  this  town  is  all  for  cheap  furniture,"  was  the  way 
the  subject  was  introduced  to  the  competitor  of  the 
man  referred  to  in  the  preceding  paragraph.  "Not  by 
any  means,"  he  said.  "Such  used  to  be  the  case,  but 
in  the  few  years  I  have  been  here  I  have  helped  a  lit- 
tle in  getting  the  better  furniture  in.  The  fact  of  the 
matter  is  the  people  around  here  want  just  as  good 
furniture  as  they  do  anywhere  else.  The  way  I 
figured  it  out,  when  I  was  looking  around  this  vicinity 
with  a  view  to  opening  up,  was  that  these  good  homes 
in  the  town  and  these  good  farm  houses  that  you'll 
find  for  miles  in  all  four  directions,  didn't  buy  all  their 
furniture  from  the  man  that  was  already  here.  I  had 
a  look  at  his  stock  and  I  was  sure  of  it.  A  traveller 
also  told  me  of  a  lot  of  sales  made  around  here  by  the 

dealers  in  ,  and  during  the  few  days  I  was 

hanging  around  here  I  spent  a  little  while  each  day 
around  the  station.  I  saw  furniture  coming  in  to  pri- 
vate parties.    So  I  settled  there."    This  retailer  car- 


ries a  stock  of  medium  grade  goods,  some  cheap  lines, 
as  well  as  more  expensive  goods.  The  cheap  lines  he 
found  a  good  thing  to  have  for  comparison  purposes, 
besides  selling  some.  He  had  the  catalogues  of  various 
firms  conveniently  shelved,  and  he  stated  that  he 
found  the  local  people  ready  to  buy  from  the  catalogue 
when  his  stock  did  not  include  the  required  article  or 
articles.  "A  few  people  will  not  wait,"  he  said,  "but 
very  few,  for  they  can't  get  what  they  want  in  any 
less  time  anywhere  else.  The  mail  order  houses  do 
not  bother  me,  for  I  can  meet  tlieir  prices,  and  besides 
when  I  explain  that  I  deliver  the  goods  cleaned  and 
polished,  set  up  and  placed  right  in  the  rooms  where 
they  will  be  used,  it  has  some  effect." 

Treatment  of  People. — Some  people  are  so  exceed- 
ingly touchy  that  the  veriest  trifle  is  sufficient  to  offend 
them.  It  is  scarcely  necessary  to  emphasize  the  im- 
portance of  courteous,  considerate  treatment.  Such 
advice  is  superfliTous,  for  the  men  who  need  it  would 
not  know  enough  to  take  it,  and  the  otliers  are  always 
courteous  anyway.  The  following  incident  is  related 
because  it  is  true.  A  man  and  his  wife  were  buying 
new  furniture  for  a  new  home  they  had  just  l)uilt.  hav- 
ing sold  their  old  furniture  with  the  house  they  were 
moving  out  of.  In  one  store  they  saAv  a  pedestal  table 
that  they  admired.  The  material,  the  design,  the 
finish  and  the  price  were  satisfactory.  The  man  Avas 
about  to  say,  "we'll  take  this,"  but  the  mother,  having 
in  mind  childish  oblivion  of  danger,  thought  the  weight 
of  a  youngster  pulling  on  the  edge  might  cause  the 
table  to  overbalance.  "Is  there  any  danger  of  it  tip- 
ping?" inquired  she.  "None  whatever,"  assured  the 
salesman,  as  he  reached  for  his  order  book.  Just  then 
the  lady  pressed  on  one  edge  of  the  table  and  at  once  it 
displayed  symptoms  of  tipping.  "Oh,  don't  do  that" 
ejaculated  the  salesman,  as  he  grabbed  the  table,  "you 
mustn't  do  that,"  he  warned.  She  resented  his  man- 
ner of  warning  and  so  did  the  husband.  Result — -they 
did  not  buy  the  table  there  and  some  other  required 
furniture  they  did  not  buy  there  either.  This  is  only 
one  of  the  innumerable  "little  things"  that  drive  away 
business. 

The  Garbage  Can. — For  some  time  the  garbage  can 
has  been  receiving  editorial  attention  from  various  of 
the  United  States  papers  in  the  furniture  trade.  The 
garbage  can  caaae  into  the  limelight  because  an  adver- 
tising man  named  it  to  illustrate  a  point.  The  adver- 
tising man  was  Col.  Martin,  of  the  Globe-Wernicke  Co., 
of  Cincinnati.  In  an  address  to  furniture  retailers 
some  time  ago  he  expressed  some  strong  opinions  on 
what  ought  not  to  be  sold  in  the  furniture  store.  He 
specified  the  garbage  can.  As  to  the  garbage  can  many 
will  agree  with  him  in  Canada,  for  it  has  not  yet  de- 
veloped into  an  item  for  furniture.  There  are  other 
side  lines,  however,  regarding  which  conditions  may 
differ  in  different  localities.  For  example,  one  furni- 
ture retailer  does  not  handle  window  shades  because  of 
the  general  merchants  who  were  doing  business  before 
he  arrived,  and  he  would  not  interfere  with  their  busi- 
ness. This  will  apply  also  to  other  lines.  The  retailer 
can  only  use  his  OAvn  best  judgment,  avoiding  goods 
that  interfere  with  his  sales  of  furniture,  and  taking 
on  those  that  help  his  sales  of  furniture  and  are  them- 
selves a  source  of  profit. 
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SIDE  LINES  OF  THE  FURNITURE  RETAILER. 

Difference  of  Opinion  as  to  Profit  in  Handling 
Them.    A  Few  Experiences. 

SIDELINES  in  the  retail  furniture  store  is  a  nrnb- 
leni  that  becomes  more  difficult  of  solution  each 
succeeding  year.  There  are  utilities  of  compara- 
tively recent  invention  that  are  as  properly  a  furniture 
store  line  of  merchandise  as  any  other.  Furthermore 
the  evolution  of  the  business  into  one  of  furniture  plus 
furnishing,  has  widened  the  retailers'  scope  until  mer- 
chandise once  a  side  line  is  part  and  parcel  of  the  fur- 
niture retailers'  stock-in-trade. 

Crockery  and  Glassware. 

The  tendency  of  the  furniture  retailer  to  develop 
into  a  house  furnisher  makes  a  crockery  department  a 
natural  acquisition.  For  various  reasons  it  is  not  al- 
ways practicable  to  take  on  the  line.  For  instance  the 
rights  of  other  established  retailers  must  be  considered 
and  there  is  the  question  of  space  for  the  proper  dis- 
play of  the  goods.  In  window  displays  they  are  ef- 
fective, on  their  own  account,  and  as  an  auxiliary  to 
dining  room  or  bed  room  displays.  "The  crockery  de- 
partment of  my  store  is  one  of  the  best  paying  invest- 
ments I've  got,"  remarked  one  merchant  in  a  Western 
Ontario  town  recently.  "AVe  carry  crockery,  pottery, 
ehinaware  and  glassware,  because  there  is  no  exclusive 
china  store  in  our  town,  and  because  we  find  it  a  splen- 
did addition  to  our  business.  It  is  something  that,  if 
handled  with  care  and  nicely  displayed,  will  attract 
buyers  of  not  only  those  particular  goods,  but  for 
others,  and  will  gain  very  often  new  customers  for 
other  departments.  When  a  shipment  arrives,  I  per- 
sonally superintend  its  unpacking,  for  I  believe  that 
money  can  be  made  by  carefully  handling  the  goods 
that  come  into  the  store.  Occasionally  a  few  articles 
are  broken,  but  very  seldom,  and  by  using  this  special 
care  I  do  not  have  those  losses  in  breakage  that  some 
have.  They  are  goods  which  always  can  be  made  to 
show  up  well,  but  some  thought  and  study  is  necessary 
in  order  that  the  window  will  draw  special  attention." 

Furniture  Shoes. 
One  would  think  the  furniture  store  to  be  the  logical 
place  to  look  for  furniture  shoes,  but  the  manufactur- 
ers of  these  state  that  the  hardware  men  are  doing  the 
bulk  of  the  sliding  shoe  business.  A  large  manufac- 
tory in  an  Eastern  Ontario  town  had  all  its  office  fur- 
niture equipped  with  sliding  shoes.  The  goods  were 
supplied  by  a  local  retailer,  who  made  the  suggestion, 
but  that  local  retailer  was  a  hardware  man.  Is  there 
any  reason  why  one  of  the  furniture  retailers  could  not 
have  secured  that  order?  Another  retailer  went  to  the 
leading  local  hotel  and  showed  him  why  it  would  be 
to  his  advantage  to  have  the  furniture  in  liis  liouse 
equipped  with  sliding  shoes.  He  got  the  order.  He 
was  not  a  furniture  man  either.  Several  Western  re- 
tailers have  told  of  buying  these  shoes  in  large  quanti- 
ties, and  which  they  dispose  of  by  canvassing  the 
hotels  and  hospitals,  as  well  as  private  residences.  Is 
it  less  profitable  for  furniture  men  to  secure  business 
in  this  way  than  for  hardware  retailers?  A  Toronto 
departmental  store  has  a  counter  display  of  sliding 
shoes,  along  with  a  display  of  wax  for  hardware  floors. 


Sliding  shoes,  be  it  remembered,  slide  on  hardwood, 
softwood,  or  on  carpet,  and  one  enthusiastic  dealer 
even  claims  that  they  are  protection  from  being  struck 
by  lightning.  As  glass  is  an  insulator,  he  is  at  least 
theoretically  correct,  and  as  metallic  substances  pre- 
sumably attract  lightning,  glass  sliding  shoes  and  iron 
beds  give  the  retailer  a  big  field  for  his  imagination. 
Vacuum  Cleaners. 

While  an  all-the-year-round  article,  the  vacuum 
cleaner  is  in  greatest  demand  for  rental  purposes  dur- 
ing spring  and  fall  house-cleaning,  of  course.  Hard- 
ware men  were  very  prompt  in  taking  hold  of  the 
vacuum  cleaner,  and  so  were  some  furniture  men,  but 
observation  convinces  one  that  many  furniture  retailers 
could  have  had  just  as  good  success  as  have  hardware 
men.  The  fact  that  furniture  men^also  handle  carpets 
and  rugs  gives  them  stronger  possibilities  than  almost 
any  other  retailer  with  vacuum  cleaners.  One  retailer 
asked  about  this  line  gave  the  almost  ridiculous  reason 
that  they  would  interfere  with  his  carpet  sweeper 
sales.  Carpet  sweepers,  it  developed,  was  a  pet  line  of 
his,  and  to  his  credit,  be  it  said  he  made  good  with 
them,  but  while  his  viewpoint  may  have  looked  reason- 
able to  himself,  vacuum  cleaners  have  had  the  opposite 
effect  of  stimulating  carpet  sweeper  sales.  In  compari- 
son the  latter  are  so  low  priced  that  people  who  feel 
they  cannot  afford  the  vacuum  cleaner  feel  that  they 
can  at  least  have  a  carpet  sweeper,  and  the  same  people 
a  few  years  ago  may  have  considered  even  the  carpet 
sweeper  a  luxury  that  they  could  well  dispense  with. 
Modern  houses  are  being  piped  for  vacuum  cleaners. 
That  is  provision  is  being  made  for  a  large  cleaner  in 
the  cellar,  with  pipes  running  to  each  room,  or  where 
each  room  can  easily  be  reached  with  the  rubber  and 
nozzle.  In  addition  to  this  some  builders  are  putting 
plugs  in  the  base  boards  of  the  different  rooms,  so  that 
electric  cleaners  may  be  attached  there  instead  of  to 
the  lighting  fixture. 

Pianos  and  Organs. 

Some  furniture  retailers,  who  have  many  organ 
sales  to  their  credit,  hesitate  to  tackle  the  piano  pro- 
position. They  imagine  it  a  more  serious  proposition, 
because  of  the  higher  price ;  and  so  it  is.  But  there 
is  sti  1  a  demand  for  reed  organs,  though  in  many 
homes  the  piano  has  displaced  them.  Oftentimes,  how- 
ever, wlien  piano  sales  are  not  possible,  an  organ  can 
l)e  sold,  and  later  on  taken  back  in  part  payment  on  a 
piano  and  resold.  In  the  September  issue  of  Canadian 
Furniture  World,  the  reasons  of  a  furniture  retailer  for 
adding  a  piano  department  were  given.  Interested 
readers,  who  may  have  missed  that  particular  issue  can 
secure  a  copy  on  request.  Any  interested  furniture  re- 
tailer may  also  secure  a  list  of  piano  and  organ  manu- 
facturers on  application  to  this  publication.  Wliether 
the  furniture  retailer  handles  pianos  or  not,  he  doubt- 
less has  sale  for  music  cabinets,  and  now  the  player 
piano  has  created  a  demand  for  cabinets  suitable  for 
l)!ay('r  music  rolls.  The  piano  dealer  considers  this 
iiis  line,  but  he  has  no  monopoly  upon  it. 


You  are  wrong,  Cordelia ;  a  nuin  doesn't  acquire  that 
(lark  l)rown  taste  in  the  early  morn  from  wearing  tan 
shoes. 
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BOOKKEEPING  FOR  THE  RETAILER. 

Continued  from  last  issue. 

NOW  that  the  proprietor  has  his  boolis  properly 
commenced,  and  is  going  on  with  transactions, 
of  which  a  systematic  account  is  kept,  there  are 
a  few  helpful  suggestions  which  might  be  interjected 
just  here. 

(1)  In  the  majority  of  eases  it  will  make  book- 
keeping easy  to  deposit  all  monies  received,  in  the 
bank  and  pay  eA^erything  where  possible  by  cheque. 
"When  this  plan  is  adopted  a  good  portion  of  the  work 
can  be  done  after  the  end  of  each  month,  when  the 
bank  book  is  balanced  and  the  cancelled  vouchers  re- 
turned. Then,  too,  the  deposit  slips  and  stubs  in  the 
cheque  book  are  records  one  can  always  look  up  in 
case  a  mistake  has  been  made. 

(2)  For  all  monies  received,  issue  a  receipt,  not- 
ing the  particulars  on  the  stub  of  the  receipt  book.  This 
Avill  be  of  use  to  you  in  avoiding  billing  a  man  for  the 
wrong  amount  or  rendering  your  bill  a  second  time 
when  it  already  has  been  paid. 

(3)  Consult  your  bill  book  frequently  to  keep  in- 
formed as  to  what  drafts  are  coming  due.   Then,  should 
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you  not  be  ready  to  meet  a  maturing  item,  tliere  will  be 
ample  time  to  communicate  with  the  wholesale  house, 
asking  for  a  renewal.  Never  allow  a  draft  to  be  re- 
turned witliout  advising  the  drawers — it  luirts  your 
credit. 

(4)  Keep  your  collections  up-to-date.  Should  it 
ever  be  necessary  for  you  to  raise  more  capital  for 
your  business,  you  will  find  that  open  accounts  of  long 
standing  on  your  books  will  not  be  considered  security 
for  an  amount  anything  like  their  face  value. 

(5)  When  your  account  with  a  customer  gets  to 
an  amount  of  any  size  and  you  are  granting  a  few 
months'  time  for  payment  whenever  it  is  possible,  ob- 
tain a  note  or  get  him  to  accept  a  draft.  This  practice 
will  make  bookkeeping  easier  and  will  assist  you  in 
collecting  the  account. 

(6)  Number  your  cheques.  This  seems  a  small 
thing,  and  many  business  men  do  not  do  it.  But  it 
only  takes  a  moment  to  do,  and  often  proves  useful. 
For  example,  the  writer  knew  a  man  who  more  than 
once  was  inconvenienced  by  making  certain  arrange- 
ments while  under  the  impression  that  the  balance  to 
his  credit  in  the  bank  was  so  much,  when  in  reality 
there  were  some  cheques  which  he  had  issued  two  or 


tliree  weeks  before  not  yet  presented  for  payment. 
AVlien  the  cheques  are  numbered  it  is  a  simple  matter 
to  trace  them  and  find  what  amounts,  if  any,  are 
outstanding. 

After  the  merchant  has  continued  his  bookkeeping 
for  some  time,  he  Avill  require  to  take  off  a  tria'  bal- 
ance, Avhich  is  simply  a  collection  of  the  debits  and 
credits  in  the  ledger,  and  is  used  to  show  that  the  total 
debits  as  posted  are  equal  to  the  total  credits.  This 
is  the  test  time.  If  all  posting  has  been  correctly  done, 
the  ledger  will  balance.  If  not,  the  error  must  be  de- 
tected, and  corrected. 

The  first  step  in  taking  off  a  trial  balance  is  to  go 
through  the  ledger  and  foot  the  amounts.  This  con- 
sists in  adding  each  side  of  every  account  and  placing 
the  total  directly  underneath  in  small  but  distinct  pen- 
cil figures.  Some  bookkeepers  prefer  putting  these 
small  figures  in  red  ink. 

The  next  step  is  to  rule  a  sheet  of  paper  with  two 
money  columns,  leaving  sufficient  space  to  the  left  to 
indicate  the  names  of  the  accounts.  In  the  money 
columns  opposite  each  account  place  the  footings 
shown  in  pencil  or  red  ink  in  the  ledger,  the  debit 
totals  in  the  first  column  and  the  credits  in  the  second. 
Then  total  these  two  columns,  and  if  they  agree,  the 
ledger  posting  is  proved,  and  the  book  is  said  to  be 
balanced.  A  sample  form  of  trial  balance  is  shown  in 
illustration  No.  7. 

When  this  has  been  accomplished — and  by  the  way 
there  is  nothing  difficult  about  it — one  has  the  feeling 
of  satisfaction  in  knowing  that  in  looking  up  his  books 
to  ascertain  any  particular  information  there  is  no 
guess  work  about  it,  no  approximating  amounts,  but  he 
is  basing  his  ideas  on  cold,  hard,  solid  facts,  and  mak- 
ing plans  for  the  future  accordingly. 

Illustration  No.  7. 

TRIAL  BALANCE  AS  AT  (date) 


Names  of  Accounts 


Proprietor   

Cash   

Bank.  

Merchandise   

Fixtures   

Bills  Receivable  

Bills  Payable   

A.  Hall  

C.  Davis   

Maple  and  Beaver,  Ltd. 
Kingsville  Casket  Co.  ... 
Expense   


Debits 

Credits 

2250 

00 

'O'SO  75 

7762 

28 

7700  00 

9436  72 

6386  II 

20624 

53 

•4312  93 

700 

00 

4921 

89 

3248  61 

3146 

87 

7150  46 

674 

15 

400  00 

31° 

00 

150  00 

200 

00 

1015  65 

300 

00 

1226  19 

417 

26 

50743 

70 

50743  70 

IN  CHINA. 


Mr.  Gregg,  of  Gr.  R.  Gregg  &  Co.,  Ltd.,  Toronto,  who 
lias  been  in  China  and  Japan  on  a  business  trip  since 
February,  is  expected  home  early  in  NoA'ember.  This 
firm  import  large  shipments  of  sea  grass  furniture, 
which  is  made  of  sea  grass  fibre  twisted  into  cords,  on 
solid  malaeca  and  bamboo  frames.  Being  flexible,  it 
makes  a  most  comfortable  chair,  of  novel  and  artistic 
appearance. 
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OTTAWA  LETTER. 

THERE  have  been  several  things  which  made  their 
influence  felt  more  or  less  in  the  local  furniture 
trade  during  the  past  few  months.  Ottawa,  in 
common  with  many  other  Canadian  cities,  is  experienc- 
ing a  real  estate  boom.  The  usual  unsettled  feeling 
which  always  precedes  a  general  election  Avas  felt  even 
in  the  capital.  Vacation  season,  too,  was  accompanied 
by  a  noticeable  quietness.  However,  the  popular  holi- 
day months  and  the  Dominion  election  are  both  past, 
and  although  real  estate  continues  active,  the  pros- 
pects for  business  during  the  coming  months  are  quite 
bright. 

From  the  local  manufacturers'  standpoint  the  dif- 
ficulty is  to  fill  orders  quickly  enough.  Mr.  Oliver,  of 
J.  Oliver  &  Sons,  makers  of  medium  grade  furniture, 


buyer,  and  keeps  in  touch  with  all  the  new  designs  as 
they  are  being  brought  out.  He  considers  it  is  a  mis- 
take to  allow  his  stock  to  get  low  at  any  time  of  the 
year,  so  that  he  ahvays  has  a  complete  assortment  on 
hand. 

One  of  tlie  finest  furniture  stores  to  be  found  out 
in  a  residential  district  of  any  Ontario  city  is  that  of 
Mr.  D.  Storey,  at  the  corner  of  Bank  and  Waverley 
Sts.  This  was  erected  especially  for  his  business,  and 
is  therefore  suitable  in  every  detail  for  the  displaying 
of  furniture,  both  to  those  looking  through  the  store 
and  to  those  passing  on  the  street. 

Antique  furniture  seems  to  have  a  greater  hold  on 
the  public  than  ever  it  had.  One  evidence  of  this  is  the 
fact  that  great  numbers  of  people  stop  daily  to  view 
the  fine  selection  at  Messrs.  Snipper  Bros. 


77^ 


Reproduced  from  the  "  Cabmetmaker  and  Complete  House  Furnisher' 


stated  to  the  Canadian  Furniture  "World  that  their 
large  factory  was  taxed  to  its  utmost  in  turning  out 
sufficient  goods. 

A  complete  stock  of  the  "Alaska  line"  is  kept  on 
hand  at  the  Ottawa  Branch  of  tlie  Alaska  Feather  and 
Down  Co.,  Ltd.,  wliich  is  in  charge  of  Mr.  J.  A.  Elder. 
Four  floors,  providing  some  8,000  square  feet  of  floor 
space  are  used  for  this  purpose.  Mr.  Elder  states  that 
a  feature  of  the  policy  of  his  brancli  is  to  give  custom- 
ers to  realize  that  they  can  bank  on  prompt  delivery. 

An  attractive  corner  window  is  that  of  T.  W.  Cur- 
rier &  Co.,  on  Rideau  St.  It  is  so  located  that  the 
goods  displayed  in  the  window  can  be  seen  for  quite 
a  distance  from  all  directions.  Mr.  N.  W.  McKnight  is 
the  manager  of  the  company. 

In  the  very  heart  of  Ottawa  is  Stewart  &  Co.  's  fine 
retail  store.    Mr.  Stewart  himself  is  an  experienced 


The  Bank  of  Toronto,  Ottawa  Branch,  has  recently 
gone  into  new  quarters,  the  fittings  in  which  were  sup- 
plied by  the  Office  Specialty  Mfg.  Co.,  Ltd.,  whose 
local  hranch,  at  143  Sparks  St.,  is  in  charge  of  Mr. 
W.  E.  Hougliton.  ]\Tr.  F.  Laffin  of  this  firiu  states  that 
filing  systems,  and  Mat  top  desks  particularly,  are  sel- 
ling well  at  the  present  time. 

A  new  store  is  being  fitted  up  on  Rank  St.,  almost 
opposite  the  Bank  of  Ottawa  building.  When  com- 
pleted these  premises  will  be  occupied  by  the  Dominion 
House  Furnishing  Co. 

"September  was  the  best  ever  we  had,"  is  the  way 
business  was  commented  upon  at  Mr.  F.  W.  Lord's 
roomy  store  on  Rideau  St.  Mr.  Lord's  premises  are 
centrally  located,  which  adds  to  the  value  of  his  splen- 
did show  window. 

The  front  of  Mr.  S.  A.  Luke's  premises,  from  the 
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outside,  is  quite  in  keeping  with  the  high  class  stock 
kept  inside.  Mr.  Luke  expresses  himself  as  satisfied 
with  the  amount  of  sales  in  October. 

To  Mr.  G.  H.  Chatillon  is  due  much  credit  for  the 
successful  way  in  which  he  handles  the  business  of  the 
Chatillon  Furniture  Co.  This  firm  occupies  a  three 
storey  building  on  one  of  Ottawa's  main  thorough- 
fares, and  keeps  a  well-assorted  stock  of  house  furnish- 
ings on  hand. 


OBSERVATIONS  OF  A  TRAVELLER. 

By  a.  Traveller. 

THIS  time  I  am  going  to  talk  principally  on  the 
mail  order  problem.  It's  a  subject  on  which  I 
have  done  a  lot  of  listening  and  a  lot  of  talking. 
Not  that  I  am  fond  of  either  listening  or  talking,  wlien 
this  particular  matter  is  being  discussed,  but  because 
I  cannot  avoid  it  unless  I  go  out  of  the  furniture  busi- 
ness, and  that  I  am  not  quite  ready  to  do. 
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Some  of  the  tilings  I  have  heard  customers  of  mine 
say  to  customers  of  theirs  about  mail  order  houses 
would  hardly  be  believed,  so  T  am  not  going  to  take 
time  to  speak  of  them  just  now.  Anyway  these  un- 
reasonable utterances  are  things  of  the  past,  for  com- 
petition with  these  city  houses  has  gradually  worked 
into  its  own  particular  niche,  and  become  a  part  of 
the  everyday  life. 

The  competition  of  catalogue  houses  still  exists  how- 
ever, but  the  part  of  it  that  bothers  the  dealer  most  is 
not  price.  I  find  that  retailers  in  the  smaller  towns 
can  supply  their  people  with  furniture  just  as  cheaply 
as  it  can  be  purchased  in  mail  order  business.  The 
other  day  I  was  talking  to  a  retailer  in  a  town  not 
fifty  miles  from  Toronto  on  this  very  subject.  A  cus- 
tomer came  to  him  with  Eaton's  catalogue  and  said, 
"Now,  I  want  this  bed,  mattress  and  spring,  and  if  you 
can  do  as  well  for  me  as  1  can  do  in  Toronto,  I  would 
rather  give  you  the  business."  The  retailer  told  me 
that  he  gave  the  customer  the  identical  articles  he 
wanted,  delivered  into  his  home,  and  set  up  in  the 


room  ready  for  use,  the  price  for  the  outfit  figuring 
out  sixty -five  cents  less  than  Eaton's  price. 

This  retailer  was  not  worrying  about  prices  at  all. 
but  said  he,  "I  can't  carry  the  stock.  My  store  isn't 
big  enough  and  the  possible  business  isn't  big  enough." 
It  is  therefore  principally  a  question  of  the  range. 

The  experience  of  another  retailer  I  must  give,  be- 
cause I  believe  it  will  be  helpful  to  readers  of  Canadian 
Furniture  World,  for  it  proves  a  theory  of  mine  about 
catalogues  and  retail  advertising.  I  will  tell  this  par- 
ticular experience  in  the  retailer's  own  words,  as 
nearly  as  I  can  remember  them,  as  he  told  me  one 
rainy  day  in  his  store  when,  in  our  general  conversa- 
tion, he  happened  to  say  something  about  mail  order 
houses  that  prompted  me  to  say:  "Now  look  here,  Ed., 
do  these  catalogues  interfere  one  particle  with  your 
sales?"  for  I  was  pretty  sure  they  didn't.  "Well,"  he 
said,  "a  few  years  ago  they  did  a  whole  lot,  but  now. 
I  believe,  none  at  all.  It  used  to  worry  me  to  see  the 
dray  going  by  here  from  the  station  with  crates  of  fur- 
niture and  packages  of  carpets,  etc.,  for  old  customers 
of  mine. 

"Some  of  them  gave  me  a  chance  by  bringing  in 
catalogues  of  these  mail  order  houses  to  see  what  I 
could  do  on  certain  articles  that  were  wanted.  I  was 
foolish  enough  to  let  them  see  that  I  was  annoyed,  bvit 
when  sales  that  I  should  have  had  continued  to  go  out 
of  the  town  I  got  worried.  I  thought  over  the  matter 
carefully  and  it  struck  me  this  way.  I  have  ju&t  as 
good  furniture  as  can  be  bought,  and  my  prices  are  as 
low,  except  on  certain  lines.  Specials  1  I  said  to  my- 
self, and  I  had  never  thought  of  it  before.  I  could 
have  specials  too,  even  if  I  sold  them  at  only  five  per 
cent,  over  the  cost  price.  But,  it  again  saddened  me 
to  think  the  people  don't  come  to  me  to  give  me  a 
chance.  They  go  and  buy  what  they  see  advertised  iu 
the  catalogues  of  the  mail  order  houses. 

"If  I  only  had  a  catalogue.  Well,  and  why  can't  I 
have  a  catalogue?  The  thought  had  never  occurred  to 
me,  so  I  hustled  right  out  to  the  printer  to  see  some- 
thing about  prices.  In  my  excitement  I  must  have  en- 
thused the  printer  some,  for  he  sort  of  entered  into 
the  spirit  of  my  trouble.  Well,  to  make  a  long  story 
short,  I  got  out  my  first  catalogue,  and  I  was  so  proud 
of  it  I  sat  up  half  a  night  to  gloat  over  it.  I  mailed 
one  to  every  name  on  the  voter's  list  that  I  saw  was 
an  owner  or  a  tenant.  Then  the  printer  said  I  should 
do  some  advertising.  Being  by  this  time  perfectly 
reckless,  as  I  thought,  for  it  was  a  case  of  break  any- 
Avay,  I  let  him  do  with  me  as  he  would. 

"He  was  an  original  sort  of  a  chap  that  printer,  and 
he  fixed  up  some  good  bright  ads.  for  me.  They  were 
bright  and  snappy,  or  as  the  ad.  critic  would  say, 
'suggestive';  anyway  results  soon  began  to  come;  not 
in  such  bunches  that  I  couldn't  take  care  of  them,  but 
just  enough  to  prove  that  I  had  got  on  the  right  track 
again.  I  was  wakened  out  of  my  trance,  and  I  realized 
that  the  'good  old  times,'  when  people  would  come  to 
you  of  their  own  accord  for  what  they  wanted,  were 
gone  forever.  I  had  to  keep  going  after  them.  The 
weeks  passed  on  and  business  seemed  to  keep  growing. 
More  people  that  hadn't  been  in  the  store  for  months 
were  coming  around,  and  I  found  that  I  had  quit 
worrying  about  the  catalogue  houses. 
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"Whether  just  as  much  stuf¥  is  coming  to  our  sta- 
tion I  don't  know,  for  I  don't  have  time  to  notice.  I 
know  that  my  first  catalogue  paid  me  so  well  that  I 
would  just  as  soon  go  out  of  business  as  not  get  out  a 
catalogue  every  year,  and  then  advertise  it  some  to 
let  the  people  know  I  am  very  much  alive." 

"And  now,"  concluded  my  customer,  as  he  glanced 
around  the  store,  ' '  don 't  you  think  I  have  better  goods 
and  a  better  selection  than  I  used  to  carry?"  "You 
sure  have,"  I  assured  him. 

Now  I  am  sure  if  more  retailers  would  adopt  this 
man's  plan,  and  instead  of  whining  and  complaining 
about  a  condition  that  is  here  to  stay,  they  would  cease 
to  notice  that  condition.  I  am  in  full  sympathy  witli 
those  retailers  who  feel  the  catalogue  competition;  for 
what  effects  them  effects  us  also  and,  by  the  way, 
automobiles  are  not  helping  the  small  town  any.  For- 
tunately for  the  furniture  retailer,  furniture  is  too 
bulky  to  be  carried  home  in  an  automobile,  or  to  be 
sent  by  mail.  Now  that  is  some  consolation  at  any 
rate.  But  the  furniture  retailer  is  always  interested  in 
what  effects  his  brother  merchants;  if  he  isn't  he 
should  be.  Retail  dry  goods  men,  jewelers,  milliners, 
haberdashers  and  other  merchants  in  some  smaller 
towns,  are  now  heartily  engaged  in  damning  the  in- 
ventor of  the  automobile.  "Why,"  said  one  of  the 
disgusted  ones,  "anybody  can  own  an  auto,  and  own- 
ing one  means  that  a  lumdred  or  two  hundred  mile 
jaunt  is  nothing.  A  whole  family  wi';l  make  the  need 
of  a  pair  of  shoes  an  excuse  to  take  a  day  off  for  an 
excursion  to  the  city,  and  they  don't  go  there  witliout 
buying  stuff  in  my  line.  A  musical  comedy  at  the 
theatre,  a  ball  game,  a  rugby  match,  anything  in  fact 
serves  as  an  excuse  for  the  outing,  and  the  tonneau 
never  comes  home  empty. " 

"Oh,  well,"  said  I,  "this  is  a  condition  that  will 
right  itself  in  time." 

"Certainly  it  will,"  he  said  with  a  snort,  "but  it's 
not  much  fun  for  us  while  it  is  going  through  the  pro- 
cess of  righting." 

And  so  I  conclude  with  the  observation  that  every 
line  has  its  own  troubles. 


AMONG  THE  RETAILERS. 

NOT  many  cities  in  Canada  of  similar  population  to 
St.  Thomas,  can  show  three  such  magnificent 
furniture  warerooms  as  those  of  the  W.  B.  Jen- 
nings Co.,  the  Goodwin  Furniture  House,  and  George 
T.  Shepherd. 

Joy  reigns  supreme  in  one  happy  liome  in  Dunn- 
ville,  Ont.,  the  buckwheat  pancake  season  opens  on 
November  first,  and  the  everyday  condition  of  Mr. 
James  Masson,  of  Brett  &  Masson,  is  that  of  delightful 
anticipation.  According  to  Mr.  Masson,  buckwheat 
pancakes  in  a  heated  state,  with  plenty  of  bacon  fat  on 
the  upper  side,  are  extremely  conducive  to  mental  and 
physical  effort.  Nothing  exhilarates  the  brain  and  en- 
thuses the  muscles  with  greater  rapidity  than  buck- 
wheat pancakes  properly  applied,  but  to  his  deep  re- 
gret they  have  so  far  failed  to  act  as  a  liair  restorer, 
although  he  still  has  hopes. 

Walter  Cavers,  for  several  years  assistant  with  J. 
Anderson  &  Son,  of  Gait,  has  resigned  his  position. 


H.  McGregor,  formerly  with  J.  Werlich,  of  Preston, 
has  accepted  a  position  with  J.  Anderson  &  Son,  of 
Gait. 

The  upholstering  department  of  Geo.  T.  Shepherd, 
of  St.  Thomas,  is  now  in  charge  of  W.  J.  Sparkman, 
formerly  of  Guelph,  and  more  recently  of  Vancouver, 
B.C.  Travellers  wishing  to  do  business  with  Mr.  Spark- 
man  will,  if  well  advised,  address  him  as  William,  as 
Mr.  Sparkman  wishes  to  forget  the  past. 

W.  J.  T.  Parsons  and  Phippen  &  Simpson,  of  Sar- 
nia,  both  report  a  much  desired  improvement  in  busi- 
ness. 

The  premises  of  the  McDonald  Furniture  Co.,  of 
Chatham,  have  since  the  fire  been  refitted  and  re- 
modeled, and  now  present  a  very  handsome  appearance. 
This  business,  under  the  able  management  of  Mr 
Charles  Crawford  has  made  great  progress. 

Frank  Goodwin,  of  the  Goodwin  Furniture  House, 
St.  Thomas,  has  returned  from  a  three  weeks'  trip  in 
Western  Canada. 

The  business  of  Broadfoot,  Box  &  Co.,  of  Seaforth, 
is  doing  well  under  the  able  management  of  Sam  T. 


No.  601.    Shoe  Box  and  Foot  Stool  Combined,  by  Dyniond  Colonial  Go's,  Ltd. 

Holmes;  the  farming  operations  of  Mr.  Holmes  during 
the  past  season  are  not  so  encouraging.  His  crop  re- 
port is  about  as  follows:  "Potatoes  very  small  and  not 
many  in  a  hill ;  corn  only  fair ;  cucumbers  a  large  crop, 
but  prices  very  low."  Mr.  Holmes  has  concluded  that 
successful  farming  cannot  be  learned  through  a  corres- 
pondence school,  and  contemplates  a  course  at  the 
Ontario  Agriciiltural  College  at  Guelph  during  the  com- 
ing winter. 

A  well  known  Toronto  citizen  is  deceased,  in  the 
person  of  Mr.  Robert  A  Young,  Avho  was  formerly  in 
the  furniture  business  in  this  city.  He  was  a  son  of 
the  late  John  Young.  Mr.  Young  died  of  heart  failure 
at  his  residence,  23  Rose  Ave. 

W.  J.  Hogan,  undertaker  of  Newcastle,  N.B.,  has 
removed  his  business  to  a  new  building,  twenty  by 
thirty-six  feet.  In  the  front  is  an  office,  with  accom- 
modation at  the  rear  for  hearse  and  casket  wagon.  His 
stock  is  carried  in  the  upper  story. 

Wright  Bros.,  of  Richmond  Hill,  Ont.,  have  pur- 
chased the  undertaking  business  carried  on  in  Union- 
ville,  Ont.,  for  many  years  by  C.  H.  Chant.  This  will 
be  conducted  as  a  branch  business. 
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Everything  in  Burial  Goods 
For  Immediate  Shipment 

FROM  THE  CHEAPEST  COFFINS 
TO  THE  FINEST  POLISHED  CASKETS 
AND   CLOTH  COVERED  GOODS 


The  designs  are  of  the  newest  and  include  many 
exclusive  ideas.  Materials  are  of  the  best  procurable  ; 
the  finish  of  every  casket  leaves  no  room  for  com- 
plaint and  our  shipping  service  is  prompt. 

For  anything  and  everything  in  Caskets,  Dry 
Goods,  Hardware,  Fluid,  Embalming  Instruments, 
Cooling  Boards,  Etc. 


WRITE  OR  ASK  TO  HAVE  ONE  OF  OUR 
REPRESENTATIVES  CALL  ON  YOU. 


THE  D.  W.  THOMPSON  CO.,  Limited 

Teraulay,  Buchanan  and  Hayter  Streets 

Head  Office,       -       54  Hayter  Street 

F.  L.  Coles,  Manager 

Toronto,         ....  Canada 
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The  Undertaker 


MORTICIANS. — It  is  not  only  in  Canada  that  ob- 
jection is  taken  to  the  word  "undertaker"  I0 
designate  the  occupation  of  the  man  or  woman, 
whose  calling  in  life  it  is,  to  care  for  the  dead.  The 
New  York  State  Association  of  Embalmers  have  coiu- 
menced  an  agitation  having  in  view  the  disuse  of  the 
word  that  has  become  distasteful  to  so  many  and  that 
is,  in  fact,  meaningless  from  the  standpoint  of  its 
application  to  the  work 
that  the  funeral  director 
or  embalmer  performs. 
It  has  been  so  long  used, 
however,  that  it  cannot  be 
dropped  by  mere  resol^^- 
tion  of  a  convention  or  re- 
solutions of  a  number  of 
conventions.  Many  in 
the  business  feel  that 
there  is  more  or  less  odi- 
um still  clinging  to  the 
Avord  by  reason  of  the 
low  status  of  the  under- 
taker of  the  early  days, 
whose  undertaking  work 
consisted  mainly  in  the 
making  ])y  hand  of  the 
coffin,  but  who  made  no 
pretentions  to  being  an 
embalmer  or  "funeral  di- 
rector. ' '  The  suggestion 
to  change  the  name  to 
"Mortician"  does  not 
seem  to  meet  with  popu- 
lar favor,  and  there  are 
still  many  in  the  l)usiness 
tliat  prefer  to  continue 
the  name  that  has  so  long 
been  used,  and  l)y  ad- 
vancement in  work  and 
in  personal  conduct  sur- 
round the  word  "Under- 
taker" with  an  atmos- 
phere that  at  once  sug- 
gests what  is  now  the 
ideal  of  tliose^  most  in- 
terested in  the  future  of 
til's  particular  business  or 
profession.        In  othei- 

words  they  would  dignify  the  word  instead  of  trying 
to  digriify  the  profession,  by  changing  its  title. 

Associations. — There  have  been  many  changes  in 
llu'  undertaking  business  of  Canada  since  tiie  first 
meeting  took  place  of  what  is  now  known  as  the 
"Canadian  Embalrrun-s'  Association."  This  was  on 
July  third,  1884,  at  ;M7  Yonge  Street,  Toronto,  and  a 
report  of  the  nu-eting,  wliich  is  still  preserved  as  a 


In  Respect  to  Undertakers 

REGULATIONS 

OF  THE 

PROVINCIAL  BOARD  OF  HEALTH 

Copy  of  an  Order-in-Council  approved  by 
His  Honour  the  Lieutenant-Governor 
the  3rd  day  of  August,  A.D.  1911. 

The  following  Regulations  are  made  under 
Section  14,  Sub-Sections  1  and  2,  and 
Sections  15  and  16  of  the  Act  respect- 
ing Embalmers  (1  George  V.,  Cap.  51). 

REGULATION  I. 
Any  person  who  desires  to  carry  on  business  as  an 
Undertaker  in  the  Province  of  Ontario  shall  s-cure 
from  the  Secretary  of  the  Provincial  Board  of  Health 
on  or  before  the  first  of  January  in  each  year,  a  license 
in  the  prescribed  form  under  the  hand  and  seal  of  the 
Secretary  of  the  Board. 

REGULATION  2. 
The  fee  for  such  license  shall  be  One  Dollar  (i.oo). 

REGULATION  3. 
Every  person  who,  as  an  Undertaker,  conducts  or 
directs  the  burial  of  any  human  body,  shall  forthwith 
notify  the  Secretary  of  the  Provincial  Board  of  Health 
of  such  burial  upon  the  form  prescribed  by  the  Regu- 
lations of  the  Board. 

REGULATION  4. 
Any  p  rson  neglecting-  or  refusing  to  carry  out 
these  Regulations  shall  incur  a  penalty  of  Twenty-five 
Dollars  ($25.00),  and  upon  conviction  his  license  may 
be  suspended  or  cancelled  by  the  Board. 

REGULATION  5. 
These  Regulations  shall  go  into  effect  on  the  1st 
day  of  January,  1912. 


Copies  of  these  Regulations  or  License  may  be 
procured  on  application  to  John  W.  S.  McCullough, 
M.D.,  Chief  Health  Officer,  Parliament  Buildings, 
Toronto. 


treasured  souvenir,  showed  an  attendance  of  seventy- 
six.  The  organization  of  the  "Undertakers'  Associa- 
tion of  the  Province  of  Ontario,"  was  the  result  of  a 
postcard  invitation,  signed  by  Mr.  J.  B.  Mclntyre  of 
St.  Catharines,  Mr.  C.  D.  Blachford,  Hamilton,  and  the 
late  John  Young,  of  Toronto.  "Knowledge  is  power," 
stated  the  notice  of  meeting,  "and  therefore  we  must 
not  expect  to  master  the  situation  before  we  become 

masters  of  our  j^rofession, 
and  nothing  will  conduce 
to  bring  us  to  that  point 
of  proficiency  more  ra- 
pidly than  a  free  inter- 
change of  views  and  ex- 
periences." Incidentally, 
this  observation  is  just  as 
applicable  at  the  present 
day.  Mr.  Mclntyre  was 
the  first  president,  Mr. 
Blachford,  secretary,  and 
Mr.  Young,  treasurer. 
Since  then  the  association 
has  had  its  ups  and 
downs,  and  at  various 
times  its  existence  was 
but  a  precarious  one. 
However,  its  present 
standing  is  well  known, 
and  those  in  the  profes- 
sion realize  more  than 
ever  the  advantages  of 
the  organization,  particu- 
larly in  view  of  the  legis- 
lation that  has  been  se- 
cured. The  other  provin- 
ces have  also  taken  hold 
of  the  idea,  and  British 
Columbia  is  the  latest  to 
form  an  associhtion. 
]\Ianitoba,  Alberta  and  the 
Maritime  Provinces  have 
all  healthy,  progressive 
organizations  that  have 
done  and  are  doing  an  in- 
A'alual)le  Avork  in  the  in- 
terests of  the  public  and 
in  the  interests  of  the 
members  of  the  profes- 
sion. Every  undertaker  in  Canada  should  be  an 
active  uu^mber  of  his  Provincial  association,  attending 
the  annual  conventions  and  taking  part  in  them.  ITii 
cannot  afford  not  to. 

Uncertainty  Prevails. — Among  the  undertakers  oF 
Outai'io  tlu're  is  Jio  topic  ci'eating  more  interest  at  the 
j)reseiit  tinu^  than  the  outconu'  of  the  recent  legislation 
re(|uiriug  tlie  licensing  of  embalmers.     With  many 
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The  Globe  Casket  Co. 

London,  Canada 

^  We  manufacture  a  complete  line  of 
Burial  Caskets  and  Supplies  for  the  Funeral 
Director. 

^  We  have  had  long  experience  and  our 
factory  is  fully  equipped  for  this  work  and 
we  devote  our  entire  time  and  energy  to 
producing  the  best  possible  results. 

^  Our  Casket  Hardware  is  known  through- 
out Canada,  and  it  is  always  our  endeavor 
to  keep  the  place  we  have  gained  in  this 
line  by  paying  the  strictest  attention  to  the 
strength,  design  and  finish  of  our  goods. 

^  We  are  always  ready  for  business  and 
can  take  care  of  your  rush  orders. 

C|  Write  for  our  illustrated  catalogue  and 
price  list  or  1911  Supplement. 
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there  is  a  feeling  of  disturbing  uncertainty  over  the 
delay  on  the  part  of  the  Government  in  appointing 
the  new  board,  who  will  have  the  responsibility  of 
issuing  the  licenses.  The  editor  of  The  Undertaker 
has  had  many  inquiries  from  all  parts  of  Ontario  as 
to  what  this  Board  wiV:  require.  "I  have  been  in 
business  for  eighteen  years  and  hold  a  diploma  from 
the  Canadian  Embalmers'  Association,"  said  one  man, 
who  added,  "will  it  be  necessary  for  me  to  leave  my 
business  for  three  or  four  days,  and  be  put  to  the  ex- 
pense of  a  trip  to  Toronto  to  write  upon  an  examina- 
tion?" Another  enquiry  received  was,  "Will  a  man 
who  has  recently  purchased  a  business  and  yet  who  is 
inexperienced  in  the  art  of  einbalming,  be  perm.tted 
to  continue  in  business  the  possessor  of  an  official  li- 
cense?" Still  another  party  suggested  that  he  knew 
a  supposedly  efficient  embalmer,  who  would  be  unable 
to  qualify  before  the  new  board. 

Varied  Opinions. — AVhile  no  one  is  in  a  position  to 
speak  officially,  it  is  generally  believed  that  it  will  not 


Hr.  John  W.  S.  .McCulloiigh,  Sccretnry  Proviiu'ial  Board  of  Health,  Ontario. 

be  the  intention  of  the  new  board  to  make  it  difficult 
for  competent  men  already  in  business  to  secure  a  li- 
cense for  embalming.  One  party  expressed  an  opinion 
that  all  practising  embalmers  would  be  accepted,  but 
that  newcomers  in  the  ranks  would  have  to  measure 
up  to  a  prescribed  standard.  He  went  on  to  explain 
that  when  legislation  was  introduced  for  druggists, 
all  then  practising  were  allowed  to  continue  undis- 
turbed. "Yes,"  interjected  anotlier  interested  in- 
dividual, "but  they  were  all  druggists.  Supposing 
within  our  ranks  there  are  men  who  are  ignorant  of 
the  fundamentals  of  embalming — what  then?"  One 
well  known  undertaker  volunteered  the  opinion  that 
there  were  certainly  a  few  incompetent  men  to-day 
classed  as  undertakers,  who  would  be  compelled  to 
satisfy  the  Government's  board  that  they  are  deserv- 
ing of  a  license  before  such  a  document  would  be 
issued  to  them. 


A  Wrong-  Impression. — Many  of  the  men  seem  un- 
der the  impression  that  the  Provincial  Board  of  Health, 
of  which  Dr.  John  W.  S.  McCullough  is  the  secretary, 
has  the  issuing  of  the  new  license,  too.  In  an  inter- 
view with  Dr.  McCullough,  the  editor  of  this  paper 
was  given  to  understand  that  there  will  be  two  dis- 
tinct licenses,  each  having  absolutely  nothing  to  do 
with  the  other.  The  regulations  atfeeting  undertakers' 
relationship  to  the  Board  of  Health  are  reproduced  in 
this  issue  of  The  Undertaker,  and  a  copy  of  the  card 
to  be  filled  out  after  each  funeral,  for  the  files  of  that 
department,  is  also  shown  elsewhere  in  these  columns. 
The  embalming  license  will  be  issued  by  the  new 
board,  independent  of  any  other  license  or  any  other 
board. 

Raising  the  Standing. — In  the  interview  mentioned 
in  the  foregoing  paragraph,  Dr.  McCullough  stated 
that  during  1910  there  were  31,332  deaths  in  Ontario. 
Now  the  fact  that  the  Board  of  Health — appointees  of 
the  Ontario  Government — are  seeking  the  assistance  of 
the  undertakers  of  the  province  in  compiling  such 
statistics,  will  without  doubt  tend  to  raise  the  stand- 
ing of  the  profession.  Physicians  send  in  information 
from  which  birth  statistics  are  computed,  as  also  do 
clergymen  concerning  marriages.  So  that,  in  asking 
for  reports  from  every  imdertaker  along  the  lines  in- 
dicated by  the  headings  on  the  card  before  referred  to, 
the  Board  of  Health  is  recognizing  the  undertakers  as 
a  body  in  a  way  that  should  be  a  source  of  pleasure 
and  satisfaction  to  the  funeral  directors. 


BURIAL  RETURNS. 

Elswhere  reference  is  made  to  the  returns  that 
Ontario's  chief  health  officer  will  require  from  each 
undertaker.  The  undertakers  will  be  provided  with 
addressed  cards,  which  will  be  carried  free  by  the 
postal  department.  On  the  reverse  side  of  the  card  is  a 
form  on  which  the  undertaker  will  fill  in  the  required 
particulars.  This  card  is  now  being  prepared  for  dis- 
tribution, the  form  being  as  herewith  reproduced : 


UNDERTAKER'S  RETURN  OF  BURIAL. 


County 

Municipality 

Name  of 

Deceased 

Sex 

Date  of 

Date  of 

Death 

Burial 

Where 

Interred 

Cause  of 
Death 


Name  and  address  of 
Physician  in  attendance 

Name  and  address  of  person 
Issuingf  Burial  Permit 

Signature  and  Address 
of  Undertaker 


Form  for  Burial  Returns  that  Undertakers  will  be  required  to  fill  in 
and  return  to  Ontario's  Chief  Health  Offices.  John  W.  S.  McCul- 
lough, M.D. ,  Parliament  Buildings,  Toronto. 
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^    Constructed  by  skilled  workmen  from  best  material. 

^    Elegant  in  design  and  "Satin"  Finish. 

^  We  are  manufacturers  of  the  finest  lines  of  Under- 
takers' Supplies  and  Funeral  Furnishings  in  the  Dominion. 

Prompt  Shipments  Guaranteed 

^  Special  Express  Department  at  your  service  at  all  hours 
Night  and  Day. 
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Write  for  New  Supplementary  Catalogue 


CANADIAN  FURNITUEE  WORLD  AND  THE  UNDEKTAKEK. 


33 


"THE    BLOOD,    ANTE    MORTEM    AND    POST  MORTEM 
ACTION,  AND  A  NEW  BLOOD  SOLVENT  AND 
ITS  ACTION." 

Lecture  toy  Prof.  Dhonau,  at   Convention   of   Canadian  Em- 
toalmers'  Association. 

THE  two  principal  general  constituents  of  the  blood  are 
liquids  and  solids,  the  solids  being  the  blood  corpus- 
cles, which  ride  right  through  over  the  liquid  part  of  it — 
tlie  liquid,  therefore,  carries  the  corpuscles  all  over  the  body 
through  the  blood  vessels. 

We  have  two  kinds  of  corxjuscles  making  the  solid  portion, 
the  red  and  white,  500  red  to  every  one  of  white.  In  a  tea- 
spoonful  of  blood  there  are  5  million  red  corpuscles  and  ten 
thousand  white,  so  you  can  see  how  very  small  they  are.  Now 
for  the  present  this  will  suffice  for  the  solid  elements.  Now 
for  the  'iquids. 

Blood  Plasma. 

When  we  speak  of  the  liquid  contents  of  the  muscle  cells 
of  the  body,  we  speak  of  muscle  i)lasma,  the  liquid  part  of  the 
muscle  cell,  just  as  we  have  the  liquid  blood  plasma,  which 
will  be  the  liquid  part  of  the  blood,  just  the  same  as  the  cor- 
l)uscles  are  the  solid  i>art  of  the  blood. 

Blood  Serum. 

This  is  the  straw  colored  constituent  itself  that  may  be  left 
when  the  blood  is  clotted.  You  have  perhaps  opened  an  artery 
or  vein  and  have  seen  a  straw  colored  liquid  present — this  was 
blood  plasma. 

Now,  blood  plasma  is  a  general  liquid  that  contains  both 
the  serum  and  another  element  which  we  might  compare  with 
the  white  of  an  egg,  blood  fibrin  bearing  the  albumen,  just  the 
same  as  the  white  of  an  egg.  This  forms  parts  of  the  blood 
plasma  along  with  serum  in  life.  I  want  to  follow  that  out 
to  give  you  the  formation  of  a  blood  clot. 

Here  we  have  the  blood  corpuscles,  red  and  white,  and  tlie 
liquids,  the  serum  and  fibrin.  The  serum  and  fibrin  in  life 
carry  the  corpuscles  all  over  the  body,  and  carry  the  oxygen  to 
all  the  tissues  of  the  body  as  a  part  of  the  corpuscles.  While 
we  are  on  this  we  might  toucli  on  the  difference  between  ar- 
terial and  venous  blood.  After  the  blood  goes  to  the  pulmonary 
artery,  it  goes  to  the  lungs  and  is  a  (lull  red  color,  but  when 
seen  through  the  skin  pores  it  has  a  bluish  shade;  when  it 
comes  back  from  the  lungs  via  the  4  i)ulmonary  veins,  it  is  a 
bright  scarlet  color,  due  to  the  fact  that  in  the  lungs  the 
carbon  has  been  extracted  from  the  impure  blood  and  oxygen 
addeil.  That  will  give  us  the  idea  right  away  of  the  close  re- 
lationsliip  between  the  presence  of  these  gases  and  the  color 
of  the  blood.  Venous  blood,  excess  of  carbon,  color,  dull 
red;  arterial  bhxxl,  excess  of  oxygen,  color,  bright  scarlet. 

In  other  words  the  blood  from  the  heart  is  flushed  by  the 
addition  of  oxygen  from  the  air  cells,  giving  it  the  briglit 
si-;nlet  color,  causing  it  to  become  arterial  blood. 

The  same  change  can  take  i)lace  after  deatli.  You  i)or- 
ha))s  ha\('  left  a  body  and  gone  home  thinking  the  face,  which 
is  flushed,  will  he  alright  to-morrow,  but  to-morrow,  when  you 
return,  you  will  find  it  four  or  five  shades  darker,  and  still 
darker  next  day.    Why  ?    I  will  show  you  the  reason. 

In  the  first  ])lace  venous  blood  is  deficient  of  oxygen,  and 
the  color  is  dull  red;  in  ordinary  venous  blood  in  the  living 
body,  it  gets  its  color  because  of  this  deficiency  of  oxygen,  why 
won't  there  be  a  further  darkening  of  the  blood  in  a  dead 
body  when  this  oxygen  is  leaving  more  and  more  all  the  time, 
as  it  surely  does?  The  greater  tlie  deficiency  of  oxygen,  the 
darker  the  hlood  hei-omes.  Tluit  is  the  reason  whv,  in  the 
absence  of  the  fluid  right  along,  the  hhioil  IxM-onies  d;irker  all 
the  time,  and  finally  if  preventive  niensures  lia\e  not  been 
taken,  yon  liinc  n  'black  face,"  which  is  not  iierliaps  real 
black,  but  undei-  thi'  Mood  vessels  ;i|i|ie;ir  that  way  through 
the  skin. 

Now  we  must  admit  that  iinnie<liately  after  death  all  the 
blood  in  a  dead  body  is  venous  blood,  all  the  arterial  blood  has 
been  used  up.    There  will  be  our  starting'  point: 

Venous  Blood — Dull  Red. 

In  the  absence  of  fluid  or  suitable  lilood  solvents  or 
chemicals,  which  will  prevent  the  blood  changing  color  in  24 
hours,  more  and  more  oxygen  will  be  leaving  this  blood— you 


cannot  prevent  it  unless  the  preservatives  I  have  mentioned 
are  used — and  the  blood  will  be  changed  from  dull  red,  per- 
haps to  brown,  which  will  show  through  the  skin,  black.  So 
the  blood  in  the  body  appears  to  be  about  the  most  dangerous 
element  in  the  body  we  have  to  contend  with  in  such  cases. 

Now,  knowing  exactly  how  these  changes  come  about,  you 
will  be  able  to  counteract  them  and  prevent  them.  When  you 
know  that  the  change  in  the  color  of  the  blood  showing,  say 
on  the  face,  is  caused  by  lack  of  fluid  there,  you  will  be  more 
particular  to  see  that  you  give  a  better  injection  next  time. 
There  is  no  excuse  for  the  blood  changing  from  dull  red,  as  it 
will  when  you  flush  it,  to  a  darker  color  after  the  injection 
has  been  made,  unless  the  circulation  has  not  been  correct. 

You  have  seen  bodies  where  you  have  tried  tlie  waiting- 
game  on  it,  and  said,  "it  will  be  alright  to-morrow,"  and  it 
has  been  alright — the  difference  in  that  case  and  the  first  I 
mentioned  is  that  you  gave  a  good  application  of  fluid,  pre- 
venting the  change  taking  place.  In  the  absence  of  fluid,  how- 
ever, you  had  the  adverse  conditions,  the  color  being  several 
shades  darker  than  the  night  before — so  be  sure  that  you  give  a 
proper  injection,  because  the  fluid  and  blood  mix  thoroughly. 
"Blood  Clot." 

We  have  the  hardening  or  coagulation  of  the  blood  fibrin, 
here.  There  are  small  capillaries,  part  of  the  capillary  net- 
work, through  which  will  run  the  corpuscles,  the  blood  cor- 
puscles passing  through  one  of  the  capillar!  s.  They  push 
each  other  over  with  the  flat  sides  together.  All  that  is  be- 
tween the  corpuscles,  below  and  on  top  and  in  front  of  the 
blood  plasma  is  the  liquid  jjart  of  the  blood — simply  the  liquid 
that  carries  the  corpuscles  through. 

Now  then,  circulation  stops — the  heart  stops  its  action, 
life  has  gone,  after  a  certain  time  has  elapsed  the  fibrin  se- 
parates from  the  serum,  and  breaks  up  the  blood  plasma  in  that 
way,  and  the  filbrin  hardens  when  separated  from  the  serum. 
For  exam]ile:  Take  liquid  court  plaster;  that  will  show  you  how 
the  fibrin  hardens.  Liquid  court  plaster  is  made  of.  acetic 
acid  and  soluble  gun  cotton.  In  this  case  the  fibrin  forms 
exactly  the  same  kind  of  fill,  and  its  meshes  enclose  these  cor- 
puscles. 

Here  will  be  the  first  layer  of  fibrin  around  the  clot,  and 
there  you  have  a  bunch  of  fibrin  tliat  has  enveloped  a  lot  of 
blood  corpuscles.  This  strong  fibrin  has  power  not  only  to 
draw  the  coriniscles  up  into  bunches,  but  to  squeeze  the  serum 
out  of  them,  expanding  and  contracting  like  a  concertina. 
There  you  have  a  solid  lump  of  the  consistency  of  tree  bark, 
easily.  Now  there  is  your  blood  clot  from  start  to  finish . 
Then  we  hear  men  say  that  they  can  dissolve  blood  clots  with 
certain  kind  of  fluid.  On  the  face  of  it  you  can  see  that  this 
statement  is  ridiculous.  What  we  can  do,  however,  is  to  pre- 
vent these  blood  clots  from  forming  and  thin  out  the  thick 
blood,  but  when  the  change  has  actually  taken  place — when  the 
fibrin  and  serum  become  separated,  then  all  the  blood  solvents 
in  the  world  will  do  no  good  whatsoever. 

Effect  of  Certain  Chemicals  on  the  Blood. 

The  subject  of  the  effect  of  certain  chemicals  on  the  blood 
is  what  a  man  ought  to  know  to  enable  him  to  use  his  fluid  in 
an  intelligent  manner. 

The  base  of  every  standard  is  an  astringent  chemical — 
the  base  of  everyone  on  the  market  to-day,  a  chemical  that  has 
not  only  the  power  to  control  the  caj)il]aries,  but  everything 
else  in  the  body. 

The  base  of  every  standard  fluid  is  a  eoagulator  of  albumen 
—something  that  assists  the  formation  of  blood  clots  rather 
than  retards  them.  Formaldehyde,  carbolic  acid,  jieroxide  of 
hydrogen,  etc.,  all  come  under  this  head,  and  will  assist  rather 
than  retard  the  formation  of  a  blood  clot,  but  fortunately  the 
manufacturers  of  these  fluids  are  looking  for  something  else 
as  a  base,  and  this  is  the  way  the  standard  fluids  have  gotten 
around  the  blood  coagulation — yet  there  is  room  for  improve- 
ment, as  you  will  see  shortly. 

Blood  Solvents  Have  Been  Added  to  the  Fluids  to  Counter- 
Act  the  Action  of  the  Astringents. 

'l  lie  old  way  of  counteracting  the  effect  of  astrinuonts  was 
loading  tliem  with  glycerine,  but  it  has  become  so  expensive  they 
are  cutting  it  out.  Then  again,  if  you  overload  the  fluid  with 
glycerine,  it  has  a  very  poor  penetrating  effect— its  penetrating 
power  is  very  small. 
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There  are  two  lines  that  I  know  of  that  have  decreased  the 
amount  of  glycerine  in  the  making  of  the  fluid,  so  there  must 
be  something  else  to  take  its  place.  It  has  been  discovered  that 
borax  is  about  the  best  blood  solvent  possible  to  use,  and  on 
ftccouut  of  the  price  being  within  reason,  a  great  r.>any  of  the 
fluid  manufacturers  have  substituted  borax.  Another  splendid 
blood  solvent  is  common  salt,  which  has  been  cut  out  to  a  cer- 
tain extent.  Glycerine  was  used  for  ciitting  down  the  harden- 
ing properties  of  formaldehyde.  I  know  one  stiindard  fluid 
that  I  analyzed  contained  formaldehyde,  borax  and  water,  and 
it  is  just  about  as  good  a  fluid  as  is  on  the  market. 

Voice:  Tell  us  why  they  cut  out  common  salt!  A.  When 
I  was  playing  baseball  a  fellow  gave  me  a  baseball  suit — blue, 
and  the  color  seemed  to  want  to  run  at  times,  and  the  women 
folks  advised  me  to  give  it  a  bath  of  salt  water  to  make  the 
color  fast,  as  they  said — now.  Gentlemen  you  know  that  in 
order  to  make  color  fast  nothing  can  beat  good  sea  salt— salt 
has  an  astringent  action.  Now,  contrast  that  with  borax,  you 
know — for  there  are  a  lot  of  you  who  use  borax  for  scalp 
shampoos  and  so  on,  and  you  know  how  it  will  take  hard  water 
and  make  it  into  soft  water;  now  you  put  salt  into  soft  water 
and  it  almost  makes  hard  water  out  of  it,  and  you  know  how 
much  easier  soft  water  will  remove  impurities,  etc.,  than  hard 
water;  now,  you  take  your  soft  water  or  hard  water  and  add 
borax  to  it,  then  add  formaldehyde,  and  you  have  a  solution  far 
less  astringent  than  formaldehyde  and  common  salt  in  water, 
because  borax  is  a  solvent  of  almost  everything  in  the  line  of 
im|)urities  and  foreign  substances. 

I  am  glad  you  brought  that  question  up — it  is  not  the  first 
time  I  have  had  to  answer  it.  Common  salt  has  long  been  re- 
cognized as  an  excellent  blood  solvent,  but  borax  is  something 
that  is  a  little  bit  better. 

Voice:  What  aboi.t  saltpetre?  A.  That  would  be  alright — 
it  has  some  bleaching  action.  I  remember  during  the  Spanish- 
American  war  the  cans  of  supplies  sent  down  to  the  troo^  s  were 
loaded  with  saltpetre.  Tt  has  the  property  of  restoring  the 
natural  color  to  the  tissues — for  instance:  If  a  muscle  has 
begun  to  change  color,  and  if  you  dress  it  and  rub  saltpetre 
into  it,  it  will  bring  it  right  back  to  its  natural  color.  This 
embalmed  beef  sent  down  there  was  simply  nothing'  ehe  but 
ordinary  beef  injected  with  a  saltpetre  solution  giving  it  the 
natural  color  of  the  flesh,  and  preventing  change. 

Saltpetre  is  used  to  cure  certain  kinds  of  meat  to-day  as 
far  as  I  know,  but  what  it  is  really  used  for  is  on  account  of  its 
bleaching  action  on  the  red  tissues  of  the  body,  and  to  keep 
the  natural  color,  which  when  reflected  through  the  skin  would 
give  ordinary,  natural,  life-like  color. 

Common  salt,  borax  and  sulphate  of  soda — these  are  tliree 
blood  solvents.  Now  in  examination  of  the  blood  in  the  re- 
moval of  blood  corpuscles  from  the  blood  for  examination,  sul- 
phate of  sodium  is  used,  2  per  cent,  solution.  The  experiment 
should  be  made  with  the  tenij)erature  under  freezing  point  in 
order  to  prevent  the  coagulation  of  the  fibrin — i-o  this  is  the 
action  of  blood  solvents,  to  jirevent  the  separation  of  the  active 
ingredients  of  the  blood  plasma — kee])s  the  two  chemicals  to- 
gether, ])reventing  the  blood  from  forming  hard  knots. 

Now  it  appears  from  information  we  have  had,  that  the 
I)roper  solution  for  embalming  fluid  would  consist  of  a  mild 
formaldehyde  with  our  blood  solvent  added.  Yet  there  are  a 
great  many  instances  where  a  mild  fluid  is  not  to  be  desired, 
not  from  the  standjjoint  of  the  blood,  but  from  the  standpoint 
of  preservation,  but  we  have  a  chance  at  all  times  to  modulate 
the  fluid  to  suit  our  j)urpose.  In  the  old  days  the  embalming 
fluid  salesmen  would  tell  you,  "Don't  monkey  with  the  fluid, 
it  is  just  right  the  way  we  send  it,"  but  to-day,  with  the  con- 
centrated fluids  they  cannot  tell  you  that,  because  water  will 
not  hurt  anything,  especially  embalming  fluid.  If  you  have  a 
scientific  base  every  time  you  modify  your  fluid,  you  run  no 
chance  of  injuring  your  preservation  or  anything  else  in  the 
body. 

Now  this  is  getting  off  the  subject  of  blood  a  little— 1 
want  to  get  on  this  this  afternoon.  The  more  formaldehyde  we 
have  in  the  fluid  the  less  blood  we  can  remove  by  drainage. 
Now  then,  if  that  is  the  case,  wouldn't  you  think  that  if  we 
didn't  use  any  formaldehyde  at  all  until  we  had  blood,  we 
would  get  far  better  results  than  we  are  getting  to-day  f  If 


we  cut  out  absolutely  all  astringent  chemicals  until  we  have 
taken  the  proper  amount  of  blood? 

The  first  case  I  had  in  Kansas  was  a  case  of  yellow  jaun- 
dice. I  procured  an  ounce  of  borax  and  jilaced  it  in  a  half 
gallon  of  water  and  injected  this  half  gallon  into  the  axillary 
artery.  After  I  had  a  quart  of  the  fluid  injected  I  opened  the 
vein  tube,  first  having  allowed  whatever  blood  that  would  do 
so,  to  run  freely,  until  we  had  a  quart  of  the  solution  injected 
into  the  arterial  tube,  and  kept  on  injecting  the  balance  of  the 
half  gallon  of  borax  water.  I  followed  up  with  a  half  gallon 
of  half  strength  normal  fluid.  So  far  we'  had  got  a  g/allon  of 
solution  into  this  body,  yet  no  full  strength  fluid.  When  we  got 
through,  we  had  injected  2V2  gallons  of  liquid  into  this  body, 
and  we  had  approximately  2  gallons  of  mixed  blood  and  fluid 
in  the  bucket  (we  used  a  bucket,  knowing  that  a  bottle  would 
not  hold  it).  The  result  was  that  on  the  morning  of  the 
funeral — two  days  later  (I  will  say  you  could  see  an  imme- 
diate effect  as  far  as  color  was  concerned)  this  body  was  buried 
in  a  great  big  couch  casket.  I  did  not  see  it  myself,  but  mem- 
bers of  the  Association  who  did  see  it  said  that  it  was  just  about 
as  good  a  case  of  yellow  jaundice  as  they  had  ever  seen. 
There  is  nobody  going  to  come  up  here  and  say  they  can  re- 
move the  color  absolutely,  but  if  we  can  give  you  anything — 
give  you  10  or  20  per  cent,  better  results  than  you  have  been 
getting,  it  will  pay  you  to  try  it.  Here  is  the  proposition,  if 
we  are  going  to  remove  this  color  before  we  inject  something 
in  the  blood  vessels  to  set  it  there,  we  have  gone  a  great  way 
towards  removing  it.    See  the  pro230sition?    It  is  very  simple. 

One  day  last  week  we  had  a  body  here  for  embalming  and 
I  got  a  blood  stain  on  my  hand,  and  this  came  in  contact  with 
the  formaldehyde  fluid,  and  it  set  the  color  there  so  fait  that 
I  had  to  use  a  soap  with  grit  in  it  to  wear  it  off'.  Now  if  it 
will  do  that  to  blood  on  the  outside,  what  will  it  do  to  blood  on 
the  inside?  Where  you  can't  get  at  it  to  create  friction,  etc., 
to  move  it?  So  use  the  borax  solution,  it  will  remove  it  partly 
before  you  inject  an  astringent  fluid,  and  I  am  sure  you  will 
get  good  results.  It  is  a  fixed  rule,  you  cannot  get  around  it, 
the  stronger  the  fluid  the  less  blood  you  are  going  to  get  and 
the  less  fluid  you  will  get  in  the  body,  but  if  you  remove  these 
bad  things  before  injecting  the  fluid  and  keep  them  there,  then 
the  blood  and  other  matter  will  be  up  on  top  and  the  astrin- 
gent properties  down  at  the  bottom. 

Now,  as  to  the  cost.  You  will  all  see  thai  it  does  not  cost 
much  more  to  inject  2%  gallons  into  a  body  this  way  than  one 
gallon  the  other  way,  because  the  borax  is  only  about  20c.  a 
l)ound  or  2e.  an  ounce,  use  1  ounce  of  borax  to  2  quarts  of 
water,  or  2  ounces  to  a  gallon,  which  will  cost  you  7  or  8c.  per 
thousand  gallons  for  the  water,  and  if  you  use  a  meter,  it  w.ll 
cost  you  practically  nothing,  so  a  gallon  of  the  borax  solution 
costs  you  about  Sy,  to  4c.,  and  as  you  cut  down  your  concen- 
trated fluid  to  half  strength  for  the  second  injection,  and  use 
loss  full  strength  fluid  for  the  final  injection  than  you  ordinarily 
would  in  a  case  where  you  had  to  drain  the  blood  out  first  before 
injecting  your  fluid,  your  material  costs  very  little  more,  and  it 
won't  take  you  much  longer  than  a  bad  case  in  the  old  way,  so 
the  cost  does  not  enter  into  it  at  all. 

1  am  going  to  give  you  a  little  form  of  injection  if  you 
want  to  remove  discoloration,  or  where  you  have  a  body  with 
the  blood  very  thick.  This  will  not  have  anything  to  do  with 
those  cases  where  you  don't  remove  the  blood,  but  these  are 
in  the  minorit.y,  it  sim|)ly  j)ertains  to  injections  at  the  time  of 
the  removal  of  blood. 

ITsing  one  of  the  drainage  j)rocesses,  we  should  allow 
whatever  blood  that  will  run  from  the  veins,  to  do  so  before 
starting  the  injection.  This  is  where  something  is  to  be  re- 
moved from  the  body,  lilood  discoloration,  or  a  preventive 
treatment. 

I'laco  1  oz.  of  borax  (bi-borate  of  soda)  in  V-j  gal.  water 
and  allow  it  to  dissolve.  Inject  this  solution  first  and  follow 
it  with  i/i;  gal.  strength  fluid.  This  dissolving  j)rocess  will 
only  take  a  few  seconds.  If  after  that  time  there  is  any  sedi- 
ment left  in  the  bottom  it  indicates  that  the  water  has  dis- 
solved all  that  it  will,  and  you  can  leave  it  in  the  bottom,  and 
as  long  as  you  keeji  it  from  getting  into  your  tube  it  won 't  do 
any  harm. 

Voice:    Do  you  use  cold  or  hot  water?    A.  Either  one,  but 
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experiments  with  the  blood  are  always  conducted  with  the 
temperature  under  freezing  point.  Cold  retards  the  coagula- 
tion, and  heat  hastens  it. 

For  drainage  it  does  not  matter  which  you  use,  the  Caro- 
tid, Axillary  or  External  Iliac.  Put  the  arms  over  the  chest, 
over  the  muscles  of  the  chest  before  injecting  any  kind  of 
fluid,  then  close  up  the  vein  tube  until  all  that  will  run  freely 
has  done  so,  then  inject  a  quart  of  this  solution  before  opening 
the  vein  tube  again. 

I  will  tell  you  why  this  is  advisable;  in  most  of  the  drain- 
age processes  we  have  a  very  quick  return  circulation  through 
the  veins,  now  then,  by  holding  your  vein  tube  closed  until  you 
have  a  quart  of  this  material  injected,  you  have  the  best  of  this 
quart  past  the  quick  circulation,  and  you  have  drained  it  into  the 
arteries  via  the  centre  of  circulation,  from  there  all  over  the 
body  with  equal  pressure,  and  it  is  coming  back  through  the 
veins  with  equal  pressure,  and  this  is  going  to  drive  the  blood 
to  the  centre  of  circulation  with  equal  pressure.  Now,  contrast 
that  with  the  operation  with  an  open  vein  tube  right  where 
you  inject  the  fluid  into  the  artery.  We  have  some  branches 
just  above  your  tube  or  around  there  somewhere.  These 
branches  are  continuous  with  the  veins,  because  every  artery 
has  its  accompanying  vein;  now  we  have  a  very  quick  circula- 
tion, there  will  be  a  break  in  your  circulation,  part  of  it  will 
go  forward  to  the  centre  of  circulation  and  all  parts  of  the 
body,  and  part  of  it  will  come  back  to  the  vein  tube,  giving  you 
fluid  and  blood  before  you  ought  to  have  it.  It  is  just  the 
same  as  a  short  circuit  across  two  electric  wires — you  are  de- 
stroying the  effect  of  your  drainage.  Perhaps  the  drainage  is 
driving  the  fluid  through  the  blood,  driving  the  blood  through 
the  capillaries  from  the  veins,  into  your  blood  tube,  which  is 
inserted  into  one  of  the  larger  veins.  Now,  with  having  a 
quick  circulation  around  the  tube  you  are  destroying  year  pur- 
pose because  you  cannot  keep  the  jjressure  you  otherwise  would 
have  by  allowing  this  blood  tube  to  be  closed  until  we  have  at 
least  a  quart  of  the  solution  injected,  and  by  this  method,  when 
you  open  your  vein  tube,  you  get  a  thicker  quality  of  blood 
than  you  would  if  you  had  left  it  open  in  the  first  place.  In 
getting  thicker  blood,  it  proves  to  us  that  we  are  getting  the 
blood  that  is  most  important  and  the  most  necessary  to  have, 
because  this  thick  blood  around  the  centre  of  circulation  will 
keej)  the  pressure  up  so  high  that  the  blood  cannot  gravitate 
down  into  the  centre  of  circulation.  Now  if  we  inject  the  bal- 
ance of  this  solution,  close  the  vein  tube  up  again,  keep  on  your 
injection,  and  now  and  then  ojion  the  vein  tube  j'ou  will  find 
you  will  get  blood  three  times  as  thick  as  you  would  get  by 
allowing  the  tube  to  remain  open  all  the  time,  because  you 
overcame  that  short,  quick,  circulation  right  around  your  tube. 

Here  is  one  point  that  enters  into  this,  you  probably  use 
just  as  much  fluid  where  you  open  the  tube  at  intervals  as 
where  it  is  open  all  the  time,  but  you  get  better  action  and  you 
get  more  fluid  to  stay  in  the  body,  and  more  blood  out,  and  a 
l>etter  face  as  the  result.  Tliis  is  very  easily  seen.  I  am  not 
going  to  come  here  and  tell  you  that  you  have  got  to  inject 
a  gallon  half  strength  or  a  half.  gal.  and  follow  that  with 
enough  full  strength  to  render  preservation  perfect,  because 
you  ma}'  have  an  125  or  1-50  pound  body.  It  really  does  not 
matter  liow  much  you  use  unless  you  use  this  much  or  over, 
but  T  would  not  use  beyond  tliis  quantity  of  the  borax  solution 
or  the  14  strength,  but  when  it  comes  down  to  a  question  of 
how  much  full  strength  fluid,  it  would  be  just  as  easy  to  tell 
you  to  inject  2  gals,  into  every  body,  or  1  gal.  or  %  gal. 

Voice:  What  time  do  you  take  for  injecting  all  that  fluid? 
A.  As  I  said  before,  it  does  not  take  much  longer  than  inject- 
ing a  smaller  amount  of  liquid,  because  you  work  faster  with 
borax.  I  would  not  like  to  say  just  how  long  it  would  take,  as 
I  don't  remember  how  long  it  took  in  actual  minutes. 

Voice:  Will  that  take  out  the  worst  kind  of  coagulation? 
A.  I  would  not  say  that  it  would.  Professor  Hohenschuh  says 
you  must  take  them  out  and  shake  them  up  in  a  bottle  to  break 
them  up.  (Laughter).  There  is  no  solution  on  earth  that  will 
dissolve  a  blood  clot,  for  if  you  will  remember  I  said  they  are 
about  as  hard  as  tree  bark — that  is  the  reason  you  must  have 
motion. 

Voice:    Do  you  advocate  using  water  on  the  face?    A.  Yes, 

Sir. 

Voice:    With  a  wet  rag?    A.  I  was  told  by  someone  not 


long  ago  that  he  laid  a  wet  rag  over  the  face,  and  I  said 
would  it  not  be  better  to  use  a  sponge  and  have  the  water  be- 
side you  and  keep  the  face  moist?  'rne  difference  is  here,  there 
are  so  many  lines  and  hollow  vallej's  in  the  face  that  it  is 
almost  impossible  to  saturate  a  rag  with  water  and  lay  it  on 
and  have  it  come  in  contact  with  all  parts  of  the  face.  I  think 
the  best  way  is  to  use  a  sponge,  linteen  or  absorbent  cotton. 
You  cannot  use  too  much  water,  it  won't  hurt  the  preservation 
at  all;  it  will  keep  the  skin  soft  and  pliable  and  give  you  a 
more  velvety  touch  and  texture  of  the  skin. 

Voice:    Do  you  do  that  while  injecting?    A.  Yes. 

^'oiee:  Would  vaseline  act  the  same  on  the  face?  A.  No, 
T  will  tell  you  why;  when  I  first  tried  water  I  wondered  why 
I  got  so  much  better  results  than  with  vaseline,  and  I  finally 
realized  that  it  v/as  because  oil  and  water  won't  mix,  and  vase- 
line is  refined  petrolatum.  If  you  had  been  here  yesterday  you 
^voiilfl  have  seen  a  cut  of  the  skin,  showing  tvhe'-e  the  fluid  in 
the  ciij.illaries  was  the  fluid  extracted  from  the  ujiper  layer  01 
the  skin.  Now  you  are  going  to  try  to  replace  water  down  in 
the  skin  with  vaseline,  or  oil.  You  can  get  at  least  three  times 
better  results  with  water  than  with  vaseline.  The  only  real 
results  you  get  from  the  use  of  vaseline  is  that  it  prevents  out- 
ward evaporation.  There  are  two  things  necessary  to  watch 
in  the  care  of  the  face,  outward  evaporation  and  the  extrac- 
tion of  water  from  the  face,  and  water  will  take  care  of 
these. 

Voice:  What  about  the  massage  solution?  A.  Very  good — 
every  massage  solution  has  a  bleaching  action;  it  is  not  better 
than  water  for  keeping  the  skin  soft.  The  best  of  them  all, 
with  the  exception  of  a  few,  contain  water,  and  those  few  are 
oils — vegetable  oils.  Water  is  as  good  as  any  for  keeping  the 
skin  soft,  but  if  you  want  a  bleaching  solution,  then  a  massage 
solution  is  best. 

Voice:  How  would  it  do  to  add  a  little  saltpetre?  A.  Not 
good  to  use  at  all;  it  is  alright  for  the  muscles,  but  of  little 
good  for  the  skin. 

Voice:  What  position  do  yoa  favor  having  the  body  in 
when  using  the  drainage  system?  A.  On  a  level,  or  raise  and 
lower  the  head;  have  the  body  in  the  normal  condition,  or  have 
the  head  tilted,  then  lower  it  again,  but  you  get  the  best  action 
if  you  keep  it  on  the  level. 

Voice:  Then  would  you  keep  it  on  the  level  after  through 
embalming?  A.  Not  at  all,  I  would  raise  the  head  to  the  posi- 
tion it  is  going  to  occupy  in  the  casket,  if  you  don't  you  are 
liable  to  be  up  against  it,  as  you  will  have  a  rigid,  straight- 
backed  ))osition,  and  you  will  run  into  trouble. 

Voice:  Is  one  artery  just  as  good  to  use  as  another! 
A.  Yes,  unless  you  care  to  switch  around  and  get  familiar  with 
all  of  them — which  is  a  desirable  thing  to  do. 

'\'oice:  Is  there  any  cutside  solution  you  can  make  your- 
self.*   A.  I  will  think  one  out  in  a  minute. 

Tri  Sulphate  Sodium,  2  oz. 

Casein,  8  oz. 

Alcohol  (Grain)  24  oz.  fluid. 
Water,  to  make  a  gallon. 


POPULAR  AT  THE  CAPITAL. 

The  many  friends  of  Mr.  George  H.  Rogers,  funeral 
director  and  embalmer  of  Ottawa,  are  well  acquainted 
with  the  fact  that  Mr.  Rogers  is  particularly  fond  of 
outdoor  life,  being  an  enthusiastic  hunter  and  fisher- 
man. To  use  his  own  expression:  "I  very  seldom 
take  a  car  when  I  have  time  to  walk,"  indicates  his 
idea  of  exercise.  Mr.  Rogers  is  Commodore  of  the  Vic- 
toria Yacht  Club.  When  the  editor  of  this  paper  Avas 
informed  that  Mr.  Rogers'  son  was  one  of  the  leaders 
of  the  Boy  Scouts  who  assisted  in  welcoming  the  Duke 
of  Connaught  on  Oct  14th,  the  old  saying  came  to  his 
mind,  "Like  father,  like  son." 


Messrs.  Center  &  Hanna,  Ltd.,  funeral  directors, 
Vancouver,  B.C.,  have  opened  a  branch  oflSce  at  New 
"Westminster,  B.C. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


37 


THE  MINISTER'S  TROUBLES. 

An  Address  by  Rev.  S.  D.  Hillocks,  at  the  Convention  of  the 
Alberta  Funeral  Directors'  Association  in  Calgary. 

IT  18  rather  a  difficult  matter  for  me  to  address  a  number  of 
undertakers,  for  I  do  not  like  tne  name.  Well!  I  am  here, 
I  su])pose,  to  say  what  I  think,  and  I  do  not  think  it  is  a 
nice  name  at  all.  It  is  a  name  that  is  used  commonly,  used 
in  the  funny  papers,  and  everywhere  until  it  is  made  more  or 
less  of  a  standing-  joke.  Now  I  have  just  been  out  to  the  coast 
cities  and  I  see  that  they  do  not  use  the  name  "Undertaker," 
they  use  the  word  "Funeral  Director."  It  sounds  more  bu-.i- 
ness-like,  bears  out  the  fact  of  what  you  are.  An  undertaker 
is  one  who  may  undertake  anything  under  the  sun.  1  would  not 
have  that  name.  I  would  cut  it  out  of  advertisements,  and  give 
instead,  the  meaning  of  the  business,  and  what  you  are — a 
Funeral  Director — and  live  up  to  it.  Take  my  advice,  a  whole 
lot  of  people  think  just  as  I  do — live  up  to  it,  that  means  charac- 
ter, and  character  is  everything. 

What  you  have  been,  what  you  are,  and  what  you  will  be 
is  summed  uj)  in  that  word  "  cliaracter. "  It  means  liow  you 
look,  how  you  part  your  hair,  how  you  wear  your  clothes,  whe- 
ther you  keep  them  i)ressed  or  not,  how  you  handle  caskets, 
how  you  arrange  the  carriages  and  hearse  in  front  of  the  door. 
Our  lives  are  summed  u])  in  that  one  word,  "Character."  .Just 
so  with  Funeral  Directing. 

A  man  goes  into  a  house  and  you  know  pretty  well  by  the 
way  he  carries  his  shoulders,  the  way  he  carries  his  head,  the 
way  his  clothes  are  worn,  what  kind  of  a  man  he  is,  and  how 
successful  lie  will  be.  I  do  not  think  that  a  Funeral  Director 
can  at  any  time  afford  to  be  anything  but  just  as  neat  as  if  he 
came  out  of  a  band-box.  Funeral  directing  means  more  than 
merely  conducting  the  funeral;  it  means  being  a  part  in  the 
solemnity  of  the  occasion,  at  all  time  showing  a  far-reaching 
sympathy,  and  the  bereaved  are  sure  to  appreciate  this. 

Above  all,  be  a  man  of  patience.  Cultivate  the  patience 
that  rcs|)ects  that  which  goes  on  in  the  home.  Some  people 
laugh,  some  jieople  cry,  some  women  grow  hysterical,  and  some 
men  act  as  though  they  had  never  known  a  tear.  That  is  not 
so.  Sometimes  the  deepest  tears  are  not  those  tliat  swell  so 
freely,  and  the  man  who  enters  upon  these  feelings  should  be 
one  of  quiet  understanding,  full  of  patience,  graciousness,  and 
Iiiiman  kindness.   But  I  will  not  say  much  more  about  Character. 

Jn  my  opinion  a  funeral  director  should  always  be  prompt. 
I  make  it  a  rule  to  be  even  more  prompt  at  a  funeral  service, 
which  I  have  to  conduct,  than  I  am  at  my  church  services, 
rather  a  minute  l;efo; e  tiian  after,  although  being  too  early 
is  almost  as  bad  as  being  too  late. 

The  relation  between  tlie  funeral  director  and  the  minister. 
Tliere  will  always  be  a  funeral  director  at  a  funeral  and  al- 
ways a  minister,  with  very  few  excejjtions.  The  minister  does 
not  always  get  o!f  where  tlie  funeral  director  gets  off',  though, 
to  use  the  vernacular,  he  sometimes  gets  off  behind,  and  there 
are  just  a  few  little  thini.s  J  would  like  to  say  that  you  may 
|(erhaps  like  to  discuss  at  your  convention. 

Hy  far  the  deepest  and  most  solemn  part  of  the  funeral 
service  a  minister  has  to  perform,  and  he  is  expected  to  do  it, 
no  matter  what  t'ic  inconvenience.  It  is  his  duty  to  do  it,  and 
whether  he  is  called  up  on  the  'phone  by  the  householder  or 
the  funeral  director,  ho  should  be  ready  to  attend  to  that 
funeral.  When  the  funeral  director  calls  him  up  and  asks  him 
to  attend  the  funeral,  it  should  not  be  because  he  has  been 
asked  to  do  so,  but  because  of  nis  interest  in  the  home.  Other- 
wise the  family  should  come  direct  to  the  minister.  They  should 
not  turn  it  over  to  the  funeral  director.  And  then  it  ree  rs  to 
me  to  be  but  ])roper  courtesy  on  the  part  of  the  family  to  ask 
their  minister  to  conduct  the  burial  service.  T  had  two  funerals 
hero  this  year,  of  two  different  families.  One  sent  for  another 
minister  to  take  them  over  the  Styx,  as  it  were,  to  counsel  them 
in  their  last  expiring  moments,  and  the  other  one  did  likewise. 
One  called  mo  u])  on  tlie  'jihone,  and  asked  me  if  I  would  as- 
sist the  other  minister.  They  wore  discourteous  through  ignor- 
ance and  T  passed  it  over.  In  the  other  case  they  did  not  even 
let  me  know  that  the  person  was  dead,  but  called  in  another 
minister,  and  that  minister  was  not  courteous  enough  to  say, 
"Mr.  Hillocks,  I  have  been  asked  to  take  the  service,"  and  1 
think  it  is  a  violence  of  all  professional  ethics  that  should  exist 


between  brother  ministers,  and  between  funeral  directors  and 
ministers,  and  I  think  the  funeral  director  can,  in  a  measure, 
protect  the  minister,  if  brother  ministers  cannot  protect  each 
other. 

I  do  not  think  that  a  minister  should  have  any  pay,  but 
neither  do  I  think  lie  should  refuse  any  service  of  that  kind. 
I  do  not  think,  however,  that  it  is  lair  for  one  minister,  to  pass 
these  services  on  to  the  other  fellow,  and  I  have  had  quite  a 
lot  of  burial  services  shoved  on  me.  Probably  the  deceased  was 
not  high  enough  u]i  to  make  them  worth  bothering  with,  for 
you  will  find  that  pretty  nearly  all  of  these  services  were  at 
the  funerals  of  peojile  who  were  poor  and  unknown.  It  is  in  a 
case  of  that  kind  that  Hillocks  ought  to  charge  a  fee,  and  I 
think  1  will  do  so  hereafter,  so  do  not  call  me  up  to  take  another 
man's  funeral  unless  some  very  good  excuse  is  available. 

People  sometimes  die  who  do  not  belong  to  this  town. 
They  die  in  this  city,  and  I  am  called  upon  to  conduct  the 
burial  service.  That  person  may  have  no  relatives  or  friends 
in  the  city,  but  he  leaves  some  means  behind  him,  plenty  to 
buy  garlands  of  flowers,  have  an  expensive  casket,  etc.,  and 
your  funeral  director  calls  me  up,  and  I  am  asked  to  attend 
the  funeral.  All  light,  I,  who  am  the  minister,  should  do  this 
as  niy  duty,  an  act  of  benevolence  and  charity.  You  are  not 
doing  something  for  nothing.  You  live  in  pretty  good  houses, 
have  a  pretty  good  business,  and  so  far  as  I  can  find  out,  you 
charge  a  pretty  good  fee.  That  is  perfectly  right,  in  your 
opinion.  But  it  is  not  fair  of  you  men  in  a  case  of  that  kind. 
You  charge  a  good  big  fee  for  the  funeral  and  you  use  the 
minister  as  your  tool.   It  is  a  dirty  mean  trick,  that  is  what  it  is. 

A  young  man  some  time  ago  died  in  this  town.  He  was 
not  a  member  of  the  church.  He  had  some  life  insurance.  I 
was  called  up  to  conduct  the  funeral.  I  attended  same  at  the 
house,  and  at  the  cemetery,  the  man  who  had  charge  of  the 
arrangements,  with  his  thumb  over  his  shoulder  at  me,  said  to 
the  funeral  director,  "1  su]ipose  you  will  attend  to  him."  I 
will  bet  there  was  $10.00  in  that  for  the  minister;  I  know  there 
was.  My  time  is  worth  as  much  as  yours  is  and  must  I  con- 
sent to  come  and  run  a  funeral  for  you  that  you  may  get 
.$100.00  or  $12.5.00  out  of  it,  for  you  cannot  but  hold  that  a 
jiarson  is  absolutely  essential  to  the  proper  conducting  of  that 
funeral,  and  yet,  you  reap  the  fruit,  don't  you?  You  ought 
to  be  ashamed  of  yourselves  to  do  it. 

Another  thing  is  Sunday  funerals.  I  will  take  no  more 
Sunday  funerals,  and  I  will  make  that  announcement  to  my 
congregation  next  Sunday. 

I  believe  one  or  two  ministers  refuse  Sunday  funerals.  One 
man  refused  a  Sunday  funeral  after  they  had  made  all  arrange- 
ments for  a  showy  funeral,  march,  parade,  etc.,  and  then  the 
funeral  director  calls  on  me  to  drop  everything  and  run  this 
funeral  for  him.  But  a  few  weeks  after  another  man  dies,  hap- 
pening to  be  in  that  minister's  congregation,  and  that  man  has 
a  Sunday  funeral.  I  do  not  like  that  sort  of  thingi;  it  is  ab- 
solutely disgusting,  and  I  think  it  is  u])  to  you.  I  know  you 
have  a  diflicult  jiosition,  making  arrangements  with  the  friends, 
etc.,  and  it  is  hard  to  please  everybody,  but  I  would  let  it  be 
known  that,  except  in  the  case  d¥  contagious  diseases,  I  will 
not  conduct  Sunda,y  funerals  hereafter. 

You  and  your  men  and  your  horses  are  entitled  to  the  Sab- 
bath day,  and  you  have  no  right,  to  suit  the  whims  of  some 
l>eo)ile,  to  conduct  a  big  march  and  parade,  for  it  seems  to  me 
to  be  one  of  the  most  idiotic  things  that  ever  took  place  in  the 
cit.v.    T  must  say  what  I  think,  that  is  all. 

T  have  just  been  away  on  a  vacation,  and  I  was  in  an 
American  city.  I  went  to  church  in  that  city,  but  it  was  not 
ill  it  with  Calgary.  I  went  to  a  church  that  seats  about  5,000 
|icopl('.  Coming  down  the  hill  with  about  2,000  or  3,000  of 
tlieni  we  passed  a  corner  grocery,  o])en  and  ready  for  liusiness. 
A  I'ttle  farther  a  ear])enter  was  planing  boards  at  a  bench,  and 
the  |iaiiiters  were  busy  painting  a  new  house.  Shoe  shines  were 
busy,  bookstores  busy,  everything  under  the  sun  excepting  the 
big  stores  was  wide  open.  I  went  up  to  see  the  minister  of  the 
church  I  had  attended.  "Well,"  he  said,  "What  do  you  think 
of  Seattle?'"  "It  is  a  pretty  sna]i|\y  cit.y, "  I  said,  "but  it 
looks  as  though  you  were  awfully  hard  up,  for  on  every  street 
you  have  a  blanket  up  advertising  a  clearance  sale.  I  have  felt 
out  of  jilace  all  day.  Here  you  are  with  a  big  church,  of  five 
or  six  thousand  members,  with  seven  ministerial  assistants,  and 
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costing  $40,000.00  a  year  to  maintain,  and  yet  you  have  no 
Snhbath  day." 

Whether  you  are  a  funeral  director  or  a  minister  or  a  ear- 
1  enter,  or  what  you  are,  you  have  got  to  respect  +he  Sabhath 
day  without  argument,  and  the  nation  that  does  not  respect  the 
Sabbath  day  has  gone  down  in  ignominy  and  disgrace. 

I  am  very  glad  to  meet  you  in  such  a  sprightly  city  as 
Calgary.  We  have  the  best  municipal  government  of  any  city 
I  know.  Seattle  is  squeezed  like  a  lemon  by  monopolies,  Port- 
land the  same.  Calgary  is  not  half  a  dirty  as  Vancouver,  and 
there  is  not  another  city  so  up-to-date  on  the  coast.  T  am  very 
delighted  to  see  j'ou  in  Calgary,  and  glad  that  I  live  in  Calgary, 
as  I  address  you  this  morning. 


A  MORE  COMPLETE  ACCOUNT 
BRITISH  COLUMBIA  FUNERAL  DIRECTORS' 
AND  EMBALMERS'  ASSOCIATION 
REPORTED  IN  LAST  ISSUE. 

On  the  evening  of  September  first,  a  meeting  was 
lield  in  Vancouver,  B.C.,  for  the  purpose  of  organizing 
an  association  of  funeral  directors,  with  the  title  as 
above,  and  the  minutes  of  which  meeting  are  as  fol- 
lows : — • 

Mr.  A.  E.  Harron,  of  Vancouver,  opened  the  meet- 
ing with  a  few  appropriate  remarks,  after  which  Mr. 
H.  H.  Hotson  was  appointed  as  temporary  secretary. 

IMoved  by  Mr.  Greene,  seconded  by  Mr.  Williamson, 
tliat  it  is  in  the  best  interests  of  the  funeral  directors  of 
British  Columbia  to  organize  such  an  association  named 
above.  Carried. 

]\Ioved  by  Mr.  Greene,  seconded  by  Mr.  J.  J.  Hanna, 
that  all  established  firms  in  British  Columbia  be  eligible 
for  membership,  and  that  $10.00  be  the  fee  for  all  in- 
terested members  in  such  firms.  Disinterested  em- 
ployees to  pay  a  fee  of  $5.00  for  membership.  Carried. 

]\roved  by  AY.  J.  Hanna,  seconded  by  G.  M.  AA'^illiam- 
son,  that  a  committee  of  five  be  appointed  to  draft  by- 
laws, and  Constitution  Committee  to  be  appointed  by 
Chairman.  Carried. 

Committee  on  By-laws  and  Constitution : — 

J.  J.  Hanna,  A.  Armstrong,  J.  A.  Greene,  Wm.  Scott, 
G.       Williamson,  H.  H.  Hotson,  secretary. 

Moved  by  Thos.  Banks,  seconded  by  A.  Armstrong, 
that  the  officers  shall  consist  of  a  Hon.  President,  1st 
and  2nd  Vice-Presidents,  Secretary  and  Treasurer,  and 
Sergeant-at-Arms. 

Officers  elected  as  follows : — 

Hon.  Pres.,  Chas.  Hayward,  Victoria,  B.C. 

President,  A.  E.  Harron,  Vancouver,  B.C. 

1st  Vice-President,  H.  W.  Merkly,  Vancouver,  B.C. 

Secretary  and  Treasurer,  H.  H.  Hotson,  New  West- 
minster, B.C. 

Sergeant-at-Arms,  Wm.  Scott,  Vancouver,  B.C. 

2nd  Vice-President,  Thos.  Banks,  Cumberland,  B.C. 

Moved  by  G.  M.  AVilliams,  seconded  by  R.  Hayward, 
the  Executive  consist  of  officers,  assisted  by  E.  Mur- 
chie,  J.  A.  Greene,  and  W.  J.  Hanna. 

Moved  and  seconded  that  the  Anniversary  date  from 
Sept.  1st,  1911. 

Executive  to  arrange  date  and  place  of  next  annual 
meeting. 

The  Secretary  was  authorized  to  procure  sucli  books 
and  stationery  as  requircxl. 

Moved  and  seconded  tliat  a'l  moneys  be  deposited 
in  a  chartered  bank,  and  all  payments  be  made  by 
cheque  signed  by  the  President  and  Secretary. 


DISCUSSION  ON  LEGISLATION. 

Following  an  Address  by  Dr.  McCullough,  Secretary  Ontario 
Provincial  Board  of  Health,  at  the  Convention  of  Canadian 
Embalmers'  Association,  Held  in  Toronto  in  Sep- 
tember, Dr.  McCullough 's  Address  Appeared 
in  October  Issue  of  This  Publication. 

IN  THE  October  number  of  Canadian  Furniture  World  and  the 
Undertaker,  was  jmblished  a  verbatim  report  of  the 
address  delivered  by  Dr.  McCullough,  Secretary  Ontario 
Board  of  Health,  at  the  convention  of  the  Canadian  Em- 
balmers' Association,  held  in  Toronto  in  Sejjtember.  This  dis- 
cussion contains  valuable  information  for  funeral  directors  and 
embalmers  all  over  Canada,  but  more  particularly  for  those 
in  Ontario.  The  discussion  was  commenced  by  a  delegate,  who 
said,  "Mr.  Chairman,  I  would  like  to  ask  the  Doctor  what 
returns  the  undertaker  will  be  required  to  make  where  a  body 
is  shipped  out  of  one  municipalit}'  into  another?" 

Dr.  McCullough:  A.  The  intention  of  the  regulation  is 
this,  that  every  body  that  an  undertaker  buries  shall  be  re- 
ported by  him.  If  an  undertaker  in  Toronto  ships  a  body  to 
Collingwood,  the  Toronto  undertaker  would  not  report  it,  but 
the  Collingwood  undertaker  would.  He  receives  and  inters  the 
body,  therefore,  he  must  report  it.  The  card  that  will  be 
furnished  you,  will  read,  "Notice  is  hereby  given  that  I  have 
this  day  interred  the  body  of  John  Brown,  etc." 

Delegate:  In  my  own  country  in  the  North  the  under- 
taker in  probably  a  quarter  of  the  deaths  is  not  called  in  at 
all.  There  are  a  number  of  poor  people,  and  they  bury  their 
own  dead  in  a  wooden  box  made  by  themselves,  and  I  know 
nothing  at  all  about  it,  unless  I  hear  about  it  later.  Who 
would  be  responsible  in  that  case? 

Doctor:  In  that  case,  Mr.  President,  where  the  under- 
taker is  not  consulted  or  employed,  he  would  not  be  respon- 
sible at  all,  but  those  peojile  should  not  burj'  their  dead  with- 
out securing  a  burial  permit.  They  should  get  a  certificate 
from  the  medical  man  in  attendance,  or  get  it  from  the  Coroner 
or  the  local  Registrar,  if  no  medical  man  was  in  attendance, 
then  we  would  get  returns  through  the  local  Registrar  who 
issued  the  permit.  There  will  always  be  cases  of  this  kind, 
where  we  will  not  get  a  report  of  the  burial.  I  don 't  think 
the  Act  provides  for  this;  I  don't  think  there  is  anything  in 
the  Act  to  prevent  a  father  from  burying  his  own  child.  I 
am  glad  you  mentioned  it  though,  as  some  legislation  mav  be 
brought  in  in  the  future  to  meet  such  cases. 

Delegate:  It  seems  rather  unjust  for  the  undertaker  to 
be  required  to  pay  his  .$.5,  then  the  parents  step  in  and  bury 
their  own  child,  which  means  that  no  benefit  is  derived  by  the 
undertaker?  A.  Two  wrongs  don't  make  a  right.  If  an  un- 
dertaker lives  up  to  the  law  he  fulfills  his  responsibility,  but 
the  other  will  have  to  be  regulated.  The  regulations  now  are 
made  under  Sections  14,  15  and  16  of  the  Act.  It  might  be  ad- 
visable to  try  to  get  the  Act  amended  another  year.  Probably 
it  is  imperfect  in  some  respects.  That  should  come  as  a  sug- 
gestion to  the  same  members  of  your  Association  who  took 
charge  of  this  Bill  last  year,  then  we  will  soon  have  regulations 
to  cover  this. 

Delegate:     Q.  Supposing,  Doctor,  we  receive  a  body  from 
Quebec  or  the  States,  what  is  required  in  that  ease? 
A.    In  regard  to  reporting  it? 

Q.  Yes.  A.  If  you  bury  the  body — every  undertaker  that 
burys  a  body  is,  according  to  the  regulations,  required  to  re- 
port it — you  simply  fill  out  the  form. 

Q.  Does  not  that  form  call  for  the  place  of  death  to  be 
filled  in?  A.  It  is  not  made  out  yet,  but  it  will  be  as  simple 
as  possible. 

Delegate:  Q.  Suppose  we  shi|)  a  body  to  the  States,  who 
is  required  to  make  the  registration?  We  have  a  number  of 
Indians  without  any  registration,  either  of  birth,  marriage  or 
death  ?  A.  In  respect  to  Indians,  the  same  will  apply,  simply 
if  you  bury  an  Indian,  a  white  man  or  a  negro,  report  it — 
then  you  fulfill  your  duty.  With  bodies  going  out  of  the 
country,  say  to  the  States,  you  are  not  required  to  report  it, 
because  you  do  not  bury  the  person.  You  will  be  required  of 
course  to  have  a  doctor's  permit  and  a  burial  permit  as  in  an 
ordinary  ease,  and  to  get  that,  of  course,  you  must  have  the 
doctor's  or  coroner's  certificate.    Now,  I  know  that  doctors 
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are  neg^ligent  about  reporting.  Doctors  are  as  careless  as 
others  I  suppose,  they  are  very  busy  and  these  matters  art- 
liable  to  be  overlooked,  but  if  any  of  you  have  any  trouble  in 
getting  certificates  from  doctors,  just  report  the  matter,  and  1 
guarantee  you  won 't  have  any  trouble  in  future.  Our  Board 
hates  to  prosecute  anybody.  Last  year  we  prosecuted  one  Re- 
gistrar, and  you  will  easily  see  tnat  we  are  not  very  stiff,  when 
I  tell  you  that  he  never  made  any  returns  for  three  years.  Jle 
was  notified  that  if  bis  report  was  not  forthcoming  he  would 
be  fined,  no  report  was  received,  and  he  was  promptly  fined 
$50  and  costs,  which  he  paid,  and  we  have  had  no  trouble  with 
him  since.  A  medical  man  is  required  to  sign  a  certificate  of 
death  and  send  it,  the  undertaker  has  no  business  having  to 
run  around  for  it  at  all. 

President:    We  all  do  it. 

Doctor:  You  ought  to  work  pretty  well  together;  speak- 
ing about  the  undertaker  always  following  the  doctor,  makes 
me  think  of  a  sign  I  saw  in  a  street  car  recently,  printed  in 
large  black  letters:  "Mr.  Brown,  Undertaker,  will  move  the 
first  of  September  to  the  house  lately  occupied  by  Dr.  Jones. ' ' 
I  thought  that  was  following  the  doctor  pretty  quickly. 
(Laughter). 

Delegate:  Q.  Why  does  it  not  state  on  Form  6  that  the 
undertaker  can  fill  in  the  information'?  My  experience  is  that 
it  is  easier  for  the  undertaker  to  get  it  than  it  is  for  the  doc- 
tor, because  the  palient  may  have  died  after  the  last  visit  of 
the  doctor,  and  i;erliaps  a  boy  goes  for  the  certificate  and  lie 
is  unable  to  give  the  doctor  any  information  or  all  the  infor- 
mation, and  he  should  be  able  to  give  that  infoiiiiation  at  the 
time  of  burial. 

Delegate:  It  is  not  in  the  form  we  have  to  fill  out  for  the 
family. 

Delegate:  Q.  1  find  that  n:any  of  the  Registrars  are  per- 
fectly satisfied  that  the  undertaker  should  sign  the  house- 
hold form,  as  we  find  some  cases  where  they  cannot  write 
themselves,  or  there  is  no  ink  in  the  house.  Our  Registrar  is 
satisfied,  and  one  of  his  clerks,  but  some  object,  and  I  have 
taken  the  ground  that  the  undertaker  should  do  it  when  there 
is  no  person  in  the  house  to  do  so,  and  I  would  like  to  get  a 
ruling  from  you,  doctor  on  it. 

Doctor:  A.  I  think  I  underftand  you  to  mean  you  are 
signing  the  name  of  the  party  giving  the  information. 

Delegate:  No,  signing  my  own  name  as  a  funeral  <lirec- 
tor,  because  quite  frequently  we  get  the  information  from 
two  to  half  a  dozen  ))eoi)le  as  best  we  can  get  it.  And  where 
sometimes  I  manage  to  get  all  the  information  from  one  person 
that  person  cannot  write. 

Doctor:  What  does  the  form  say.'  A.  Tliat  form  6  sliould 
be  signed  by  the  householder. 

Q.  Well,  I  think  if  this  information  is  given  by  the  house- 
holder to  you,  it  should  be  marked  in  some  way,  but  if  the 
local  Registrar  will  take  your  signature,  this  is  a  matter  that 
is  in  the  hands  of  the  local  Registrar.  They  are  men  supjjosed 
to  be  of  sufficient  intelligence  and  knowledge  since  they  are 
in  that  position,  to  know  what  is  right  and  proper,  and,  of 
course,  we  must  depend  U|ion  them.  They  make  their  returns 
to  us,  and  we  would  not  care  to  interfere. 

Delegate:  Q.  I  think-  it  says  on  Form  fi  that  particulars 
are  to  be  forwarded  by  any  j)erson  having  the  particulars  of 
death.  It  does  not  say  it  must  be  signed  by  a  householder. 
For  often  we  go  to  a  house,  or  a  visitor  comes  to  the  city  and 
does  not  live  in  the  house,  so  the  undertaker  always  fills  out 
the  form  himself  to  save  the  friends  the  trouble,  and  signs  the 
name  of  the  ])erson  giving  ■'jhe  information.  T  think  this  is 
done  in  almost  every  city. 

Delegate:  Q.  aup])osing  the  undertaker  fills  out  this  form, 
signs  it  and  send  it  in,  and  a  month  or  two  afterwards,  the 
doctor  makes  his  report,  which  is  a  little  different,  who  is  re- 
sponsible in  that  case?  I  had  a  similar  case  to  this,  where  the 
house  report  the  doctor  sent  in  afterwards  was  different,  and 
the  Dejiartment  wrote  me  about  it  and  I  had  to  go  down  and 
straighten  it  out,  because  T  was  the  responsible  party. 

Doctor:  A.  This  form  states  the  following  particulars 
are  to  be  filled  in  and  sent  to  the  Registrar:  Age,  |)lace  of 
birth,  whether  single  or  married,  name  of  father,  his  birth 
place  and  name  of  physician.  If  the  undertaker  knows  all 
these  particulars  and.  signs  it  as  it  is  here,  I  don't  see  there 


can  be  very  much  objection  to  his  signing  it.  The  back  of  the 
form  says  it  is  to  be  the  ''occupier  of  the  house  in  which  the 
person  dies,  or  any  person  present  at  the  time  of  death." 

Delegate:    Is  the  undertaker  jn'e.ent  at  the  deach? 

Doctor:  ''Or  having  any  knowledge  and  has  been  in  at- 
tendance. The  same  can  give  the  information. ' '  If  the  un- 
clertaker  can  answer  question  16  and  sign  his  name  that  "the 
above  stated  particulars  are  true  to  the  best  of  your  knowledge 
and  belief, ' '  he  could  sign  it.  But  you  have  no  rig-ht  to  sign 
it  if  you  don't  believe  the  information  is  true;  for  instance, 
if  you  do  not  know  the  name  of  the  person  or  other  par- 
ticulars. 

Delegate:  That  is  exactly  the  stand  I  took,  but  the  Clerk 
said,  "Don't  do  it  again."  I  think  when  we  do  have  this 
information  the  name  of  the  undertaker  should  follow  that  of 
the  householder  at  any  rate. 

Doctor:     (Repeats  his  answer  given  above). 

Delegate:  Q.  We  can  use  your  name.  Can  we  say  this? 
A.  i  will  say  this,  that  any  person  having  knowledge  of  the 
circumstances  attending  the  death.  The  form  says  "Any  per- 
son having  knowledge,  etc."  But  if  you  have  not  that  know- 
ledge you  have  no  right  to  sign  when  you  cannot  say  it  is 
true,  but  if  you  have  information  referred  to  on  Form  6,  clause 
16,  you  have  a  right  to  sign  it,  because  you  are  "Any  person 
having  knowledge." 
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Dele,i;ate:  Q.  "Ooes  not  the  law  mean  that  if  it  is  not 
ji()ssi!)le  to  get  the  householder,  or  get  the  information  out  of 
the  householder  or  any  person  having  been  present  at  the  time 
of  death,  then  the  undertaker  can  i-ign  it?  A.  If  he  has 
knowledge. 

Q.  Then  there  are  very  few.  who  have  the  knowledge.  I 
am  just  as  guilty  as  the  rest,  for  I  have  signed  those  forms — 
you  have  seen  them  come  in,  signed  by  the  undertaker.  Now, 
it  is  my  custom  when  I  take  an  order  I  get  all  the  information 
1  possibly  can  from  the  person  I  take  the  order  from,  and  in- 
\ariably  try  to  get  them  to  sign  it,  but,  as  I  take  the  law  to 
mean,  if  it  is  not  possible  to  get  that  information  from  any 
])erson  there,  then  the  undertaker  should  sign  it.  A.  If  you 
are  satisfied  it  is  true. 

Q.  What  about  where  a  man  is  found  dead  on  the  road — 
no  ]ierson  saw  the  death.  A.  In  that  case  it  is  the  duty  of 
tl'.e  Coroner,  who  should  be  called  in  if  you  cannot  get  a  cer- 
tificate from  a  medical  man  as  to  cause  of  death.  Sometimes 
a  doctor  is  called,  but  the  person  is  dead  before  he  arrives. 
I  have  had  cases  where  a  man  fell  from  a  building  and  frac- 
tured his  skull,  and  was  dead  before  I  arrived  there.  I  noti- 
fied the  C!oroner,  who  issued  a  warrant  of  burial,  on  which  the 
undertaker  can  bury  the  body,  at  the  same  time  the  Coroner 
is  obliged  to  send  all  i)articulars  to  the  local  Registrar. 

Delegate:     A   Corni  is  not  required  in  that  case?    A.  No. 

\'oic(>:  (|).  The  form  mentions  sex  and  race,  why  not 
"  Denomination.  "  A.  Most  peo])le  think  there  is  too  much  on 
these  forms  already — think  we  want  too  much  information,  but 
this  is  accounted  for  by  the  fact  that  they  are  based  on  the 
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International  Classification  used  in  all  the  principal  places  of 
the  world,  and  if  we  changed  ours,  it  would  complicate  mat- 
ters when  getting  information  from  other  countries.  It  would 
be  unwise  for  us  to  make  any  change  in  these  forms  here. 
These  forms  were  changed  some  years  ago  in  order  to  comply 
with  the  Classification.  As  regards  ' '  Race, ' '  I  enter  them, 
Black,  White,  Yellow,  etc.  A  Negro  wOuld  be  entered,  "Black," 
a  Chinaman,  ' '  Yellow, ' '  and  so  on.  Then,  regarding  the  de- 
nomination, I  don 't  think  you  should  find  any  difficulty  about 
that. 


ROUND  TABLE  CONFERENCE. 

"The  Burden  Bearing  Casket." 

APAET  from  all  the  other  advantages  of  the  Convention, 
the  ' '  Round  Table  Conference ' '  alone  was  well  worth 
any  undertaker's  coming  to  Toronto  to  participate  in. 
This  was  opened,  with  Mr.  Eobinson  in  the  chair,  who  intro- 
duced the  first  subject. 

' '  The  Burden  Bearing  Casket. ' ' 
I  have  never  read  one  article  on  lumping  the  charges  and 
]>utting  them  onto  the  price  of  the  casket;  (and  when  I  say 
charges,  I  don't  mean  charges  for  the  hearse,  embalming  or 
the  outside  ease),  that  I  don't  feel  that  the  casket  should  bear 
the  burden  of  the  rest.  I  have  not  heard  one  speak  in  favor 
of  retaining  the  present  system.  If  it  is  wrong,  it  is  time  we 
cut  it  out.    I  want  to  submit  this  for  your  consideration. 

While  we  have  legislation  we  do  not  begin  to  have  the 
[irotection  that  lawyers,  doctors  and  others  have.  They  can 
charge  so  much.  Let  us  analyze  it;  the  doctor  has  a  case  and 
he  charges  what  he  likes  for  his  professional  services — you 
cannot  call  in  another  man  to  do  his  work,  the  dentist  the  same 
way.  These  men  must  have  the  proper  qualifications  before 
they  can  attempt  to  do  their  work.  We  know  it  costs  money 
for  us  to  take  an  assistant  with  us,  even  if  only  to  open  and 
shut  the  doors — it  costs  you  something  to  wash  and  lay  out  a 
body — it  costs  something  to  take  chairs  to  the  house,  and  if 
you  do  not  get  it  in  the  price  of  the  casket  you  don't  get  it  at 
all. 

The  minute  though,  you  put  down,  "Washing  and  laying 
out"  $3.00,  which  is  a  just  charge,  they  say  we  will  save  that 
$.3.00  and  call  in  one  of  the  neighbors;  immediately  you  put 
down  something  for  opening  and  closing  the  doors  of  the  car- 
riages, they  will  say  I  will  save  that  expense  and  have  one 
of  my  friends  do  it — you  cannot  say  a  word.  So  I  might  go 
on  with  20  or  30  instances  of  a  similar  kind,  and  if  they  call 
in  any  person  as  a  substitute  to  do  any  of  these  things,  you 
cannot  help  yourselves,  from  a  professional  standpoint.  So 
that  is  why  I  say  it  is  right  to  bulk  these  things  with  the 
price  of  your  casket.  Even  if  you  buy  a  piece  of  furniture  you 
don't  say  there  are  only  two  or  three  dollar's  worth  of  lumber 
in  this — you  know  it  costs  something  to  get  it  in  shajie  where 
it  is  of  some  service  to  the  ])ublic,  and  so,  we  should  stand  up 
when  we  are  selling  our  goods,  for  we  are  warranted  in  our 
charge.  Some  peojile  tell  me  sometimes  that  I  am  pretty  high 
on  the  price  of  caskets,  I  say  "Yes,  if  I  were  selling  them 
every  day  like  an  ordinary  mercliant  I  could  cut  the  price  in 
two.  I  don 't  cut  j)ricps.  When  anyone  goes  to  cut  you  down 
on  a  casket  it  is  easy  to  show  that  where  you  are  charging,  and 
could  make  it  $1..50  you  are  not  honest.  "They  will  come  in  and 
say,  "we  think  some  people  do  it."  I  say,  "Possibly  he  will 
take  $10  off  that  casket,"  now  I  don't;  I  have  300  funerals 
a  year,  and  if  T  took  off  $10  from  each  casket,  that  would  repre- 
.sent  $3,000,  and  if  I  could  afford  to  take  $10  off  a  casket,  I  am 
not  hone.st  to  begin  with,  and  T  get  my  price.  But  you  have 
got  to  stand  your  ground. 

T  would  like  to  hear  from  the  members  of  this  Association, 
especially  from  those  coming  from  different  parts  of  the 
country. 

Mr.  Dodds:  T  think,  Mr.  Chsiiniian,  what  you  said  will  in- 
clude everything.  I  charge  so  much  for  the  i'asket,  then  the 
hearse. 

Chairman:  What  about  einbaiming A.  Wp  charge  extra 
for  embalming. 

W.  O.  Dixon,  Chesley:  We  have  been  accustomed  to 
charge  .so  much  for  the  case,  including  the  hearse  and  attend- 


ance, with  the  exception  of  embalming  and  the  shroud.  We 
charge  a  fair  price  for  the  casket. 

President  Simpson:  I  did  not  hear  all  your  remarks,  Mr. 
Chairman,  but  think  I  know  what  you  are  after.  I  charge  for 
the  casket  and  I  charge  for  the  outside  case  sejiarately,  charge 
for  the  hearse  and  for  embalming,  and  charge  for  the  shroud. 
Now,  T  have  always  added  to  the  price  of  the  casket  the  charge 
that  I  would  otherwise  make  for  attendance  at  funerals,  etc., 
that  goes  in  with  the  price  of  the  casket. 

I  have  read  articles  Pro  and  Con  on  it,  some  articles  say 
that  the  casket  should  not  bear  any  expense  other  than  the 
price  of  the  casket,  but  I  have  found  out  that  it  is  very  diffi- 
cult to  get  the  price  you  should  get  for  services  if  you  itemize 
them.  I  find  no  difficulty  in  getting  the  price  for  embalming, 
because  where  it  is  done  the  people  are  able  to  pay  for  it,  but 
where  it  is  necessary  and  the  people  are  not  able  to  pay  for  it, 
I  do  it  free. 

Voice:  What  is  your  usual  charge  for  embalming?  A. 
From  $10.00  to  $25.00,  just  depends  upon  the  length  of  time 
they  want  the  body  to  keep,  or  the  distance  it  has  to  be  ship- 
ped. 

Mr.  Phippen:  I  might  give  you  a  little  experience  of  my 
own.  I  went  to  a  little  town  and  started  undertaking,  but  I  did 
not  get  very  much  business,  then  I  thought  I  would  cut  the 
jjrice  of  caskets  $10  to  get  the  trade,  but  cutting  the  price  did 
not  get  the  trade,  with  the  exception  of  an  odd  customer,  so 
I  started  putting  the  prices  up  and  if  any  person  complained 
I  would  explain  to  them  my  expenses,  and  so  on,  and  they  would 
see  the  reasonableness  of  it,  and  I  found  no  diflSculty  in  getting 
fair  prices.  I  did  not  want  extortionate  prices,  but  wanted 
to  get  fairly  well  paid. 

I  make  a  separate  charge,  charge  so  much  for  the  casket 
including  the  outside  case,  besides  I  charge  for  palms,  e  n- 
balming,  hearse  and  attendance,  carriages  and  everything  else 
being  extra  of  course. 

I  don't  think  this  cutting  business  amounts  to  anything 
at  all.  I  don't  think  a  person  gains  anything  by  it,  or  that 
people  value  your  services  if  you  do  that  style  of  business,  i 
think  our  services  are  worth  something  to  the  public,  and  think 
we  are  entitled  to  reasonable  pay  for  this  service. 

Mr.  Van  Camp:  Mr.  Chairman,  I  have  not  heard  the  dis- 
cussion in  regard  to  this  subject  except  a  few  words  from  onr 
friend,  Mr.  Simpson,  but  think  I  understand  just  about  about 
what  you  are  trying  to  get  at,  in  regard  to  the  price  on  our 
caskets  and  the  charges  for  other  incidentals. 

If  you  want  to  know  about  how  the  business  is  done  in 
Toronto  I  think  I  can  speak  pretty  generally  for  the  city  trade. 
We  charge  fairly  good  prices  for  our  caskets,  charge  for  out- 
side cases  (Mr.  Phippen  of  Sarnia  says  he  does  not  charge  ex- 
tra for  the  outside  cases)  how  often  does  he  sell  the  same  kind 
of  an  outside  case?  If  he  sells  a  plain  box  with  no  paint  on 
it  when  it  is  sent  to  the  cemetery  it  does  not  cost  very  much 
and  if  he  gets  a  good  price  for  his  casket  he  can  afford  it,  but 
if  it  is  painted  outside  and  in,  it  is  worth  $6,  and  it  has  no  busi- 
ness to  be  charged  with  the  casket.  I  don't  do  it,  and  don't 
think  there  is  a  Toronto  man  who  does.  We  charge  for  em- 
balming, for  the  shroud,  for  laying  out  the  body,  and  in  the 
case  of  a  body  requiring  special  attention  before  you  lay  it  out, 
we  add  $5.  Not  long  ago  I  charged  $10  for  embalming,  and 
itemized  it,  and  the  friends  were  perfectly  satisfied  and  sent 
me  word  they  were  well  pleased,  and  that  the  work  was  very 
satisfactory. 

We  charge  of  course  for  the  hearse — we  don 't  throw  the 
hearse  in  here,  and  we  don't  only  charge  $5,011,  but  charge 
pretty  nearly  what  a  hearse  is  worth.  When  you  have  a  team 
worth  about  $1,500,  and  a  hearse  worth  $500,  you  have  got  to 
load  up  somewhere,  and  if  j^ou  don't  make  a  specific  charge  you 
have  got  to  load  it  on  to  the  casket  the  chairman  is  talking 
about. 

We  charge  for  assistants,  that  is  if  we  have  more  than  one, 
if  only  one  we  do  not  make  an  extra  charge  unless  the  body 
is  coming  in  by  train  and  we  go  to  meet  it;  then  we  charge  so 
much  for  pedestals,  mats,  drapes,  etc.  So  that  tries  many  men's 
consciences  to  know  what  it  is  worth — no  casket  there.  I  know 
it  is  a  difficult  tiling-  to  know  what  u  man  is  worth  just  there, 
then  for  the  casket,  then  for  the  outside  case,  for  the  hearse, 
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for  the  cabinet,  these  are  itemized  on  the  bill.  Sometimes  the 
question  is  put  to  you  that  a  casket  is  not  worth  $55  or  $60. 
I  say  no;  I  never  question  or  argue  a  minute  over  the  price, 
but  say,  you  let  us  charge  for  our  work  and  we  will  make  it 
$20  for  the  casket.  That  is  the  best  answer  to  the  question, 
and  they  cannot  charge  you  with  being  an  extortioner. 

Chairman:  I  think  you  will  agree  with  me  that  as  a  whole 
we  do  a  great  deal  of  work  for  nothing;  we  have  been  repre- 
senting the  casket  dealers  to  the  public  and  giving  them  a  good 
deal  more  than  we  are  compensated  for,  and  I  firmly  believe 
that  for  the  class  of  work  that  is  being  done  to-day  we  are 
getting  as  good  prices  as  were  paid  20  years  ago,  and  giving 
far  better  service.  The  only  conclusion  we  can  reach  in  this 
matter  I  think,  and  I  think  we  are  all  of  the  opinion  that  it  is 
the  most  practical  way,  is  to  render  our  bills  and  charge  for 
the  hearse,  embalming,  burial  robe,  and  the  outside  case  se- 
parately, and  the  rest  of  the  incidentals  mast  continue  to  belong 
to  the  casket.    Have  we  reached  the  right  conclusion? 

Mr.  J.  B.  Mclntyre:  Mr.  Chairman  and  fellow  funeral 
directors,  as  one  who  has  spent  51  years  of  his  life  in  the  care 
of,  and  burial  of  the  dead,  I  can  speak  from  practical  experi- 
ence representing  a  firm  that  has  been  76  years  in  business,  and 
since  1873  has  been  carried  on  by  myself  solely. 

The  custom  in  our  business  is  to  charge  for  each  and  every 
item  we  furnish.  I  am  not  looked  upon  as  a  cheap  man  in 
funeral  management;  and  we  never  attend  a  funeral  that  we 
don't  demand  and  receive  from  $5  to  $10  for  personal  services. 

We  charge  for  the  hearse,  the  casket,  and  the  outside  case, 
and  the  use  of  the  device  and  grave  linings;  we  charge  also 
for  anything  we  furnish  outside  of  what  I  have  mentioned. 
The  items  of  washing,  dressing  and  preparing  the  body  and 
embalming. 

I  think  it  is  in  the  interest  of  the  funeral  directors  of  the 
Province  of  Ontario  that  each  and  every  one  should  endeavor 
as  far  as  lies  in  their  power,  to  raise  the  standard  of  funeral 
management  to  higher  ideals  than  they  have  been  in  the  past, 
and  charge  for  your  personal  services.  If  you  consider  yourself 
a  eheaj)  man,  why  it  is  up  to  you  to  educate  the  public  not  to 
look  upon  you  as  a  cheap  individual.  There  is  no  way  you  can 
accomplish  that  better  than  by  charging  for  each  and  every 
item  furnished,  and  for  your  personal  services. 

A  doctor  is  called  into  the  home;  he  comes  in,  diagnoses  the 
case  and  you  pay  for  the  medicine  he  prescribes  as  well  as  his 
personal  services,  why  should  not  a  funeral  director  receive 
compensation  for  his  valuable  services  rendered  the  public? 

Mr.  Chairman,  I  don't  wish  to  trespass  further  on  your 
time.  We  are  engaged  in  a  sacred  calling,  and  I  think  we  ought 
to  have  a  certain  amount  of  dignity  as  becomes  our  profession, 
and  we  should  try  to  educate  the  people  accordingly. 

Mr.  Van  Canij):  Mr.  Mclntyre  has  not  told  us  how  mucli 
he  charges  for  his  caskets? 

Mr.  Mclntyre:  Our  funerals  last  year  averaged  $80  each. 
We  never  use  a  400,  or  used  a  soft  wood  casket  for  the 
past  15  years.  We  use  nothing  but  hardwood  cases,  chestnut, 
oak  and  mahogany  covered;  as  we  never  use  cheap  caskets  we 
get  good  prices,  and  never  allow  a  person  to  go  out  of  the 
office  without  knowing  exactly  the  cost  of  funeral.  We  never 
had  a  person  say  they  thought  we  were  exorbitant  in  our 
charges,  but  on  the  other  hand  I  can  show  you  hundreds  of 
letters  from  people,  saying  how  well  satisfied  they  were  with 
our  service.  (To  be  continued). 


IMPORTANT  NOTICE. 

The  Executive  Committee  of  the  Canadian  Embalm- 
ers'  Association,  have  instructed  their  secretary,  Mr. 
Van  Camp,  to  announce  that  they  are  planning  to  put 
on  a  ten  days'  school  for  anyone  who  wishes  to  take 
advantage  of  it,  between  the  middle  and  the  end  of 
November.  The  lecturer  and  demonstrator  is  to 
be  Professor  Clharles  O'Dhonau,  president  of  the  Cin- 
cinnati College  of  Embalming,  of  Cincinnati,  Ohio,  who 
it  will  be  remembered,  conducted  the  school  imme- 
diately preceding  the  convention  in  September,  and 
who  delivered  several  lectures  during  the  convention. 


To  guarantee  payment  of  the  expenses  of  the  school, 
it  will  be  necessary  for  every  man  who  plans  to  attend, 
to  notify  Mr.  J.  C.  Van  Camp,  30  Bloor  Street  West, 
Toronto,  as  soon  as  possible  (under  no  circumstances 
later  than  November  10th),  and  to  send  a  marked 
cheque  for  $20.00. 

The  object  of  this  school  is  to  give  all  interested  an 
opportunity  of  preparing  themselves  for  what  the  new 
Government  Embalming  Board  may  require.  If  there 
are  not  enough  who  express  their  intention  of  attend- 
ing, the  school  will  be  called  off  and  all  cheques  will 
be  returned. 

A  diploma  will  be  issued  at  the  close  of  the  school 
to  all  successful  ones,  the  cost  of  Avhich  is  included  in 
the  $20  fee. 

This  announcement  should  be  welcomed  by  many 
in  all  parts  of  the  Province.  Any  person  who  attended 
the  school  in  August  and  September,  and  who  did  not 
succeed,  may  attend  the  school  on  payment  of  $10.00; 
if  successful  will  receive  diploma  without  extra  charge. 
Board  and  rooms  can  be  secured  at  reasonable  rates. 
The  secretary  will  look  after  this  matter  if  requested 
to  do  so. 


NEW  BED  COMPANY. 

"Canada  Beds,  Limited,"  is  the  firm  name  of  a 
newly  incorporated  company,  with  a  Dominion  char- 
ter, the  capital  stock  being  $50,000.  The  chief  place 
of  business  is  to  he  at  Chesley,  Ont. 

The  incorporators  are :  C.  H.  M.  Fleming,  E.  J. 
Creeper,  G.  N.  Griffin,  C.  A.  Fleming  and  F.  M.  P. 
AVatts,  all  of  Owen  Sound,  and  J.  B.  AA^atts  of  Cleve- 
land, Ohio.  The  purpose  of  the  company  is  to  manu- 
facture metal  bedsteads  and  parts,  springs,  mattresses, 
wire  goods,  etc. 


ORANGEVILLE  NOVELTY  WORKS. 

Mr.  J.  H.  Anderson,  of  Anderson's  Fair,  and  Mr. 
G.  L.  Pletzer,  who  runs  a  novelty  factory  in  Orange- 
ville,  have  formed  a  partnership,  and  will  continue 
Mr.  Pletzer 's  business  under  the  firm  name  of  the 
OrangeviUe  Novelty  AVorks.  Mr.  Pletzer  has  been  em- 
ploying four  hands  in  his  factory,  and  the  firm  intends 
to  dou])le  the  staff  immediately  and  will  make  fur- 
ther additions  from  time  to  time.  Mr.  Pletzer  will 
manage  the  factory  end  of  the  business  and  Mr.  Ander- 
son will  look  after  the  office  and  sales  department. — 
Elora  Express. 


ATTENDED  THE  CONVENTION. 

Mr.  Christie,  of  Christie  Bros.  &  Co.,  Amherst,  N.S., 
and  Air.  Godin,  of  Girard  &  Godin,  Three  Rivers,  Que., 
were  among  the  casket  manufacturers  in  attendance 
at  the  annual  convention  of  the  Canadian  Manufactur- 
ers' Association,  held  in  Toronto  recently. 


BACK  FROM  THE  WEST. 

Air.  F.  AY.  Coles,  of  the  Globe  Casket  Co.,  London, 
who,  accompanied  by  Airs.  Coles  and  Mr.  John  Fer- 
gusson  of  the  same  firm,  with  Mrs.  Fergusson,  have 
I'eturned  to  their  homes  from  a  six  weeks'  trip  through 
AVestern  Canada.  The  visit,  which  was  a  combination  i 
of  pleasure  and  busiTicss,  was  most  satisfactory  in  both 
respects. 
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Wall  Papers 


WALLPAPERS  in  the  furniture  store  have  proved 
an  interesting  topic  to  many  of  the  Canadian 
Furniture  World's  correspondents,  who  have 
been  desirous  of  learning  other  retailers'  experiences. 
A  number  of  retailers  interviewed  in  this  connection 
submit  that  the  manufacturers  are  not  sufficiently  dis- 
criminating in  the  distribution  of  their  sample  books, 
resulting  in  cany  persons  without  stocks  being  able 
to  compete  with  merchants  Avho  have  money  invested 
in  this  particular  line.  They  complain  of  capitalless 
painters  being  able  to  secure  Avallpaper  as  they  make 
sales,  and  many  of  Avhich  sales  are  made  without  profit 
in  view  of  securing  the  job  of  hanging  the  paper. 

Few  of  the  retailers  in  expressing  their  views  give 
little  emphasis  to  the  service  side  of  the  proposition. 
That  is,  they  figure  only  the  immediate  profit  possi- 
bilities of  the  line,  having  no  regard  to  whether  they 
may  or  may  not  be  giving  their  customers  a  service 
that  they  desire.  In  one  of  the  letters  reproduced 
herewith,  however,  this  feature  is  taken  cognizance 
of  by  the  correspondent. 

One  Ontario  subscriber  stated  that  he  purposed 
adding  wallpapers,  not  with  the  expectation  of  de- 
riving a  profit,  but  because  he  figured  that  they  would 
act  in  the  nature  of  a  drawing  card.  He  observed  that 
some  of  his  competitors  attracted  trade  by  cutting 
prices  of  furniture  or  bedding,  and  this  he  did  not  pro- 
pose to  do,  concluding  it  better  to  handle  wallpaper 
without  profit,  or  with  a  small  margin,  rather  than 
sacrifice  profits  on  his  furniture  stock. 

This  retailer  had  planned  to  so  arrange  his  win- 
dow that  a  plate  glass  shelf  could  be  swung  in  on  wliich 
to  display  small  goods,  and  on  which  he  believed  he 
could   make  attractive  wallpaper  displays. 

Considers  It  a  Good  Sideline. 
In  answer  to  the    Canadian    Furniture  World's 
query,  one  retailer  gave  his  opinion  as  follows : — 

"There  is  and  has  been  for  some  time  only  one 
place  carrying  wallpaper,  and  that  is  run  by  a  de- 
corator, and  his  door  was  closed  a  great  part  of  the 
time,  as  he  did  not  keep  any  help  to  look  after  the 
store  while  he  was  out,  consequently,  the  people  would 
have  to  go  to  some  other  town  to  get  their  decorations. 
This  rather  jarred  on  my  nerves,  as  I  wished  to  keep  all 
trade  in  the  town  that  I  possibly  could.  I  therefor 
got  another  decorator  to  make  up  an  order  amounting 
to  .liTOO.OO,  and  got  the  goods,  and  while  the  order 
was  rather  large  for  this  place  at  the  time,  yet  I  am 
doing  better  than  I  expected  with  it,  and  I  certainly 
intend  to  carry  it  as  long  as  I  am  in  the  furniture  busi- 
ness, as  I  consider  it  a  very  good  sideline,  not  because 
there  is  any  great  money  to  be  made  from  the  sale  of 
wallpaper  itself,  because  if  one  counted  the  time  and 
trouble  incidental  to  a  sale,  I  don't  think  there  would 
be  much  profit  to  bank  on,  but  the  idea  is,  and  my 
aim  has  alwavs  been,  ever  since  I  started  business  here 


two  years  ago,  to  accommodate  my  customers  as  much 
as  I  could.  I  therefore  say  without  hesitation  that  1 
consider  wallpaper  a  very  good  sideline  in  the  fur- 
niture business." 

Would  Not  Advise  Wallpaper. 

"In  regards  to  a  furnitui'e  man  handling  wall- 
paper, my  experience  is,  (and  I  have  handled  it  off 
and  on  for  25  years)  that  a  furniture  man  generally 
puts  it  in  in  his  earlier  career,  and  handles  it  all  right 
for  a  time,  but  the  demands  will  be  growing  con- 
tinuously, and  he  will  be  adding  to  his  stock,  such 
lines  as  burlaps,  room  moulding  and  manj-^  other 
things,  everything  goes  lovely  till  some  smart  Alick  of 
a  paper  hanger  comes  to  town  and  wants  to  capture 
the  whole  trade,  and  seemingly  gets  along  fine.  Con- 
sequently they  want  to  cut  the  margins  down  so  fine 
there  is  nothing  in  it.  He  finally  purchases  the  stock ; 
perhaps  beats  you  out  of  a  big  sum,  as  he  is  generally 
a  'Bilk.'  This  has  been  my  experience  every  time. 
Furniture  Men  Should  Handle  Them. 

A  Saskatchewan  retailer  who  is  also  in  the  hard- 
ware business,  and  has  an  agricultural  implement 
agency,  says  : — • 

"I  handle  wallpaper,  but  can't  say  that  it  pays  me, 
for  one  reason  we  haven't  got  the  right  class  of  people 
in  this  district,  and  therefore  are  forced  to  carry  dead 
stock.  I  confine  myself  to  about  20  different  patterns 
in  the  cheap  lines.  I  might  also  add  that  wallpaper 
should  be  sold  by  furniture  men  only;  for  instance,  in 
this  town  there  are  three  selling  paper  and  not  enough 
for  one  to  make  it  worth  while." 

Thinks  It  a  Good  Line. 

"We  do  not  handle  wallpaper,  but  think  it  would 
be  a  good  additional  sideline,"  said  a  live  retailer,  '"for 
a  firm  doing  a  drapery  and  carpet  business.  It  would 
not  be  profitable  with  a  strictly  furniture  business,  but 
we  think  it  would  be  if  properly  conducted,  with  cf)m- 
plete  house  furnishings." 

Too  Much  Competition. 

A  ]\lanitoba  subscriber  expresses  the  experience  of 
many  other  retailers,  who  are  unable  to  add  wall- 
papers in  ccnsidcrat'on  of  the  prior  rights  of  other 
merchants,  who  are  giving  the  required  servic:". 

"We  do  not  handle  wallpapers.  Our  town  is  about 
],200  population,  65  miles  from  Winnipeg,  with  four 
daily  trains,  so  that  the  mail  order  business  has  a 
pretty  good  chance.  Then  the  druggist  carries  a  Tne 
of  wallpaper,  and  the  paper  hangers  carry  samples,  so 
it  seems  to  us  that  our  community  is  pretty  well  served, 
and  there  would  not  be  much  trade  for  another." 
Hardware,  But  Not  Wallpapers. 

"I  handle  both  liardware  and  furniture,  but  not 
wallpaper.  The  drygoods  stores  here,  3  in  number, 
handle  paper,  so  that  there  seems  no  room  for  me  to 
undertake  it  in  a  town  of  700  people. 
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Floor  Coverings 


What  Sells. — Two  large  dealers  consulted  stated  to 
the  Furniture  World  that  they  found  the  demand  for 
Oriental  rugs  and  carpets  more  marked  than  for  other 
lines.  One  of  these  men  said  he  was  meeting  with  suc- 
cess in  featiiring  Persian  rugs  of  quite  small  designs, 
to  the  better  class  of  customers,  for  of  course  the  very 
small  patterns  in  this  line  of  goods  are  somewhat  ex- 
pensive. Another  dealer  reports  more  than  ordinary 
interest  shown  in  an  imported  Scotch  rug,  with  a  per- 
fectly plain  centre  and  illuminated  border.  The  wo- 
men shoppers,  he  claims,  are  favoring  such  a  rug,  es- 
pecially for  bedroom  furnishings.  An  indication  of 
the  increasing  demand  for  Oriental  goods  is  that  a 
large  carpet  house  has  found  its  business  in  Oriental 
rugs  developing  to  such  an  extent  that  they  now  find 
it  advisable  to  devote  an  entire  floor  exclusively  to 
displaying  these  lines. 

Linoleum  is  Popular. — To  every  one  it  is  very  evi- 
dent that  the  uses  for  linoleum  are  increasing  of  late 
years.  One  reason  assigned  by  a  careful  observer  is 
that  merchants  are  showing  more  varieties  and  more 
attractive  patterns  than  formerly.  The  general  public 
is  also  learning  the  superior  merits  of  linoleums  as  a 
serviceable  covering  for  floors,  and  as  a  consequence 
it  is  anything  but  uncommon  to  see  that  covering  on 
halls,  kitchens  and  dining  rooms  in  private  homes,  and 
linoleum  also  figures  largely  in  the  furnishing  of  public 
buildings  and  offices. 

What  Others  Say. — IMore  than  once  in  the  last  few 
weeks  encpiiries  have  been  received  from  merchants, 
who  have  been  handling  furniture  exclusively,  asking 
what  the  experiences  of  other  dealers  are  in  making 
a  success  of  the  carpet  department.  One  of  these  re- 
quests for  information  came  from  a  man  who  was  con- 
sidering the  advisability  of  putting  in  a  stock  of  car- 
pets, rugs,  linoleums  and  oilcloths.  One  retailer,  who 
is  located  in  a  Northern  Ontario  town,  writes:  "The 
only  reason  we  do  not  handle  floor  coverings  is  that 
our  space  is  too  limited." 

"We  do  not  handle  floor  coverings  of  any  kind,  but 
do  believe  that  the  furniture  store  is  the  place  for 
them,"  explains  a  Western  Ontario  dealer  of  con- 
siderable experience,  who  enlarges  upon  his  views  as 
follows: — "We  have  thought  many  times  of  stocking 
same,  but  we  have  several  general  stores  following  up 
this  line,  but  if  ever  we  find  an  opening  we  Avill  cer- 
tainly consider  it  our  duty  to  get  right  after  the  car- 
pet business,  for  we  have  enquiries  day  after  day  Tor 
floor  coverings." 

This  same  opinion  is  shared  by  a  well  known  fui'- 
niture  man,  who  gives  expression  to  his  views  by  say- 
ing, "Carpets  and  curtains  go  well  with  furniture,  and 
yield  a  better  profit  than  most  furniture.  There  is  ^ai- 
less  expense  in  handling  floor  coverings  and  drai)eries;, 
and  I  believe  a  medium  stock  of  well  bought  d  'signs 
are  soon  turned  over." 


Views  Differ. — That  views  differ,  is  apparent  from 
the  opinion  of  a  man  who  wrote  the  Furniture  AVorld  in 
this  connection,  like  this: — "We  do  not  carry  any  side 
lines,  thinking  it  needs  our  imdivided  attention  to  look 
after  furniture  and  undertaking  to  do  them  and  our- 
selves justice."  A  Nova  Scotia  dealer  expresses  a 
similar  opinion. 

Another  thoughtful  merchant  apparently  has  had 
an  experience  much  like  that  .just  referred  to,  and 
he  enlarges  upon  it  in  an  interesting  manner.  He 
says: — ^"I  handled  carpets,  rugs,  linoleums,  curtains 
and  blinds  for  some  years,  and  found  I  could  make 
more  money  without  these  sidelines  than  with.  My 
reasons  are  this:  In  a  town  of  th's  size  (4,000)  where 
there  are  four  dry  goods  stores  carrying  large  stocks, 
one  could  only  at  best  get  one-fifth  of  the  trade,  which 
would  not  pay  one  to  hire  extra  help  to  run  this  de- 
partment separately.  And  if  one  is  not  sure  of 
enough  trade  to  run  this  department  separately,  my 
advice  would  be  do  not  to\ich  sidelines,  but  put  your 
money,  space  and  attention  these  sidelines  take  into 
furniture,  and  instead  of  talking  carpets,  curtains, 
sewing  machines  or  musical  instruments,  talk  furni- 
ture first,  last,  and  all  the  time.  Having  nothing  else 
to  take  your  customer's  mind  from  furniture,  and  the 
extra  vim  you  can  put  into  this  line,  you  will  make 
more  sales  than  if  you  had  a  mixture  of  dry-goods,  fur- 
niture and  instruments,  and  have  your  customer  be- 
come confused,  and  end  up  by  going  out  to  see  what 
the  other  stores  have.  My  rule  is  to  never  let  a  cus- 
tomer's mind  wander  from  the  goods  they  come  to 
see,  and  consequently  they  wi'l  not  think  of  going  out 
to  see  what  your  competitor  has.  Again  you  will  tread 
on  someone's  corns  by  putting  in  sidelines.  The  dry- 
goods  firms  will  think  this  trade  belongs  to  them,  and 
they  and  their  clerks  will  use  their  influence  against 
you,  and  would  feel  justified  in  sending  to  the  many 
mail  order  houses  for  their  wants,  instead  of  spending 
their  money  at  home,  Avhich  they  would  feel  obliged  to 
do  if  the  furniture  man  was  not  taking  part  of  their 
trade  from  them.  Again  we  Avill  say  two  of  your 
clerks  are  away  putting  down  carpets,  you  are  short 
handed,  a  rush  of  customers  come  in.  You  cannot 
wait  on  all  at  once.  One  gets  out  without  being  waited 
on,  never  to  return  , worth  more  to  you  than  the  price 
of  the  whole  carpet.  Does  it  pay?  Not  unless,  as  I 
said  before,  you  have  a  business  large  enough  to  hire 
extra  clerks  to  run  this  department.  I  know  of  a  city 
which  originally  had  only  three  furniture  stores.  They 
all  put  in  carpets,  curtains,  blinds,  etc.,  the  result  is 
that  one  of  the  strongest  dry-goods  men  has  put  in  fur- 
niture, and  to  read  tlieir  advertisements  one  would 
tliink  the  dry-goods  iiinn  handled  notiiing  but  furni- 
ture, and  the  furniture  men  nothing  but  carpets,  etc. ; 
each  one  after  the  other  fellow,  cutting  price,  and  none 
of  them  making  any  money. ' ' 
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Pictures  and  Mouldings 


WHAT  is  Popular. — The  styles  in  frames  and 
mouldings  do  not  change  several  times  each 
minute  as  the  Paris  fashions  are  said  to  do,  and 
yet,  like  most  other  lines,  there  is  always  a  tendency, 
in  some  particular  way,  with  which  the  thoughtful 
merchant  keeps  in  touch.  A  well  known  Toronto 
authority  gives  as  his  opinion  that  in  the  gilt  mould- 
ings, the  simple  narrow  designs  will  continue  to  grow 
more  and  more  popular,  which  of  course  implies  a 
falling  off  in  the  sales  of  the  wide  gilt  patterns.  The 
same  man  expects  to  see  an  increased  demand  for 
the  better  class  of  imitations,  but  does  not  consider 
that  this  Avill  bring  the  cheap  imitation  lines  to  the 
front.  There  are  many  buyers  who  want  the  real 
thing  rather  than  an  imitation,  no  matter  how  good  it 
is,  and  they  are  showing  a  preference  for  oak,  because 
it  is  a  medium  priced  moulding,  and  at  the  same  time 
it  suits  their  taste.  "Antiques  are  no  longer  'it'  to 
the  exclusion  of  other  designs,"  said  a  manufacturer 

Matthews  Imperial  Photogravures.    Matthews  Bros.,  Ltd.,  Toronto 


The  End  of  the  Day.    By  J.  S.  Sanderson- Wells 


to  the  Furniture  World,  and  added,  "any  moulding 
whose  chief  characteristic  can  be  described  by  the  ex- 
pression 'very  catchy,'  is  not  asked  for  very  often." 

The  Retailers'  Reports. — A  dealer  in  a  town  of 
some  .^.OOO  people,  wlio  devotes  all  his  time  to  picture 
framing  and  upholstering,  stated  that  he  found  sales 
for  all  kinds  of  frames,  and  that  as  much  work  as  he 
cou!d  handle  came  to  hhn  without  bothering  about  any 
window  display  or  similar  attract'ons.  "Fortunate 
man,"  remarked  a  friend,  "but  I  do  bother  with  win- 
dow displays — although  1  object  to  the  word  'bother,' 
for  it  implies  a  wrong  meaning."  The  friend  referred 
to  was  enthusiastic  over  the  results  he  had  obtained 
by  exhibiting  a  dozen  or  so  untrained  pictures  in  his 
window,  and  by  placing  in  the  centre  of  the  group  a 
number  of  samples  of  suitable  frames.  The  reason 
assigned  for  at  least  some  of  the  resulting  sales  was 
that  the  passers-by  were  not  only  reminded  of  the  fact 
that  pictures  were  sold  at  that  particular  store,  but 
that  picture  framing  was  a'so  done.    7\nother  retailer 


reports  that  he  has  sold  a  lot  of  2V4  in.  pla'n  oak 
moulding,  with  the  dull  finish,  but  tipped  with  a  (quar- 
ter inch  mahogany  finish. 

Pictures  Attract. — In  connection  with  the  value  of 
window-display  in  increaf;ing  sales  of  pictures  and 
frames  mentioned  in  the  foregoing  paragraph,  there 
are  still  many  people,  the  appearance  of  whose  win- 
dows imply  that  they  doubt  the  va'ue  of  window 
dressing.  It  is  worthy  of  mention  that  an  observant 
merchant  had  occasion  to  pass  a  line  of  store  fronts 
recently  each  successive  night  for  a  week,  just  at  the 
time  wlien  the  crowds  were  passing  on  their  way 
home  from  the  day's  employment.  "If  I  ever  had  any 
misgivings  about  the  value  of  a  Avindow  display,"  said 
lie  afterwards,  "they  vanished  entirely  that  week, 
when  I  saw  the  surprisingly  large  number  of  persons 

Matthews  Imperial  Photogravures.    Matthews  Bros..  Ltd.,  Toronto 


A  Morning:  Dip.    By  Sidney  Pike 


wlio  forgot  their  hurry  long  enough  to  stop  and  look 
thoroughly  over  the  contents  of  many  of  the  win- 
dows." And  according  to  the  party  responsible  for 
this  remark,  there  was  not  a  single  attraction  as  great 
as  the  windows  featuring  a  variety  of  framed  and  un- 
trained pictures. 

I'or  School  Towns. — If  you  are  located  in  a  school 
town  you  will  be  interested  in  the  experience  of  a 
dealer  who  took  advantage  of  the  fact  that  during 
the  Christmas  holidays  the  schools  would  be  cleaned 
and  renovated.  He  went  to  those  in  authority,  and 
by  a  tactful  handling  of  the  situat  on  succeeded  in 
selling  a  dozen  good  framed  pictures,  to  be  hung 
in  the  different  rooms  of  both  the  High  and  Public 
Schools.  Among  the  pictures  sold  in  this  instance 
^vere:— "Sir  Galahad,"  "The  Roman  Forum," 
■'Mill  and  Landscape,"  "Avenue  of   Trees,"  "The 
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Harvest  Moon,"  and  portraits  of  "Kmg  George," 
"Queen  Victoria,"  "Edward  the  Peace-Maker,"  and 
"General  ^Yolfe." 


VISITED  UNCLE  SAM. 

Mr.  C.  F.  Matthews,  of  Matthews  Bros.,  Ltd.,  To- 
ronto, is  at  his  desk  again,  after  a  visit  to  Chicago  and 
New  York.  While  on  the  other  side  o  fthe  border,  Mr. 
j\ratthews  made  as  complete  a  study  of  pictures  and 
mouldings  as  was  possible  in  the  time  at  his  disposal, 
and  upon  his  return  stated  to  the  Canadian  Furniture 
World  tliat  he  was  impressed  with  the  prices  there. 
For  instance,  he  found  that  the  charges  for  odd  lots 
of  picture  frames  were  practically  twice  what  they 
are  here.  Mr.  Matthews  also  stated  that  his  firm  were 
anticipating  a  large  business  in  tray  mouldings  dur- 
ing the  coming  season. 


ture  AVorld  and  the  Undertaker,  the  Dominion  Casket 
Co.  was  incorporated  with  an  Ontario  charter,  and 
eapitalizer  at  $100,000.  The  provisional  directors  were 
given  as  follows :  J.  D.  Ripson,  W.  G.  Whitehead  and 
Charles  Elliott. 


INCREASED  CAPITAL  STOCK. 

The  capital  stock  of  the  Alaska  Feather  &  Down 
Co.,  Ltd.,  ]\Iontreal,  has  been  increased  from  $100,000 
to  $500,000.  The  charter  has  also  been  enlarged  to 
embrace  the  manufacture  and  sale  of  other  furnishing 
and  furniture  lines. 


BUSINESS  OPENINGS. 

Persons  interested  in  opening  up  of  business  in 
furniture  and  undertaking  in  the  AVest,  should  com- 
municate with  Walter  P.  Davidson,  ]\Ielville,  Sask. ; 


Three  Popular  Designs  by  The  Phillips  Manufacturing  Co.,  Ltd.,  Toronto 


In  \-ogfue  at  the  present  time.    Adapted  to  an  antique  gold  finish 


One  of  the  Inlaid  Series.    A  nove  ty  in  Circassian  Walnut 


A  good  seller  in  Imitation  Oak 


CASKET  COMPANY  FOR  GUELPH. 

A  Guelph  report  said :  The  City  Council  has  ap- 
proved of  the  offer  of  the  Dominion  Casket  Company 
to  purchase  the  entire  factory  of  the  Canada  Furniture 
Company,  Yorkshire  street,  and  to  employ  at  least 
seventy-five  hands  in  operating  same,  on  condition  that 
the  city  loan  the  company  $25,000  on  a  first  mortgage 
on  the  entire  plant,  and  grant  a  fixed  assessment  of 
$5,000  per  annum  for  ten  years,  the  loan  to  bear  in- 
terest at  41/2  per  cent.,  payable  half-yearly,  and  the 
principal  to  be  repaid  in  twenty  equal  annual  instal- 
ments. Should  the  company  sell  the  old  portion  of 
the  factory  and  pay  back  to  the  city  $5,000  of  the  loan, 
the  city  will  discharge  the  mortgage  on  that  portion  of 
the  plant.  A  by-law  will  be  submitted  to  tlie  rate- 
payers as  soon  as  possible. 

As  reported  in  a  previous  issue  of  Canadian  Furni- 


Roland  Lloyd,  Edson,  Alberta;  The  Secretary  Board 
of  Trade,  Holden,  Alberta;  E.  Jackson,  Edgerton, 
Alta. ;  Wm.  Billyard,  Y^oung,  Sask. 


LONG  AMBULANCE  TRIP. 

One  hundred  and  thirty-six  miles  in  one  day  is  the 
record  to  the  credit  of  the  motor  ambulance  owned 
by  Harrison  &  Foster  of  Calgary.  It  was  dispatched 
to  Carbon  to  convey  to  the  hospital  in  Calgary  a  citi- 
zen of  the  latter  city.  The  ambulance  carried  five  per- 
sons, with  grips,  over  some  of  Saskatchewan's  hilliest 
and  rougliest  roads,  without  even  a  trifling  mishap. 


HAD  A  HOLIDAY. 

Mr.  J.  C.  Van  Camp,  secretary  of  the  Canadian  Em- 
balmers'  Association,  has  returned  to  his  home  in  To- 
ronto, after  an  absence  of  almost  a  month  in  the  West. 


46 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


Mr.  Van  Camp  has  a  son  in  Winnipeg  and  daughters  in 
other  points  with  whom  he  visited  during  a  period  of 
recuperation,  having  been  in  poor  health  for  some  time 
previous  to  the  recent  convention. 

A  WELL  ESTABLISHED  PRECEDENT  ORIGIN- 
ATED BY  A  RETAIL  FURNITURE 
MERCHANT. 

On  the  evening  of  Oct.  19,  there  congregated  at  the 
home  of  Mr.  and  Mrs.  Samuel  Avery,  Caledonia,  com- 
mercial travellers  from  Toronto,  Hamilton,  London, 
Stratford,  Berlin,  "Woodstock  and  Hanover,  all  con- 
nected with  the  furniture  trade,  and  all  calling  at 
times  on  Mr.  Avery. 

It  was  an  invitation  to  progressive  euchre  and  a 
duck  supper,  and  needless  to  say,  about  all  responded. 
Fourteen  travellers  assembled  at  the  hotel  and  after 
securing  their  rooms  they  marched  up  to  the  home  of 
tlie  host  and  hostess,  and  at  8.30  we  started  to  play 
cards,  Mrs.  Avery  and  her  daughter  helping  to  make 
up  the  four  tables.  Every  one  was  anxious  to  secure 
a  prize,  and  all  played  with  a  vim  and  dash  as  only 
travellers  know  hoAV.  At  11  p.m.  we  were  called  to 
the  dining  room  for  supper.  The  table  was  spread  for 
fourteen,  and  what  a  table  to  behold ;  covered  with  a 
snowy  white  linen  cloth,  silver  galore,  shining  bright 
as  though  it  only  came  out  of  the  factory. 

The  host  carved  the  ducks,  and  every  one  wanted 
a  leg,  but  couldn't  get  it.  First  course:  Oyster  soup 
and  celery,  then  duck,  Avith  all  perquisites,  etc.,  etc. 
All  ate  as  though  they  had  been  starving  themselves 
for  a  week  and  saving  expenses.  You  might  travel 
from  coast  to  coast,  taking  in  all  the  first  class  hotels, 
where  they  call  the  cook  a  chef,  but  Mrs.  Avery  can 
give  any  of  them  cards  and  spades  and  then  discount 
them  in  cooking. 

After  we  all  had  eaten  heartily  of  the  good  things 
placed  before  us,  at  a  given  signal  the  hostess  was 
called  into  the  room  and  presented  with  a  beautiful 
silver  fruit  stand,  mounted  on  a  mirror.  Mr.  Robert 
Orr  was  appointed  to  make  the  presentation,  and  in  a 
few  appropriate  words  he  presented  same.  Mrs. 
Avery  responded  in  a  neat  little  speech.  A  vote  of 
thanks  was  then  given  to  the  "Only  Sam,"  for  his 
kindness  on  all  occasions,  and  especially  on  the  present 
one.  Sam  responded  in  a  well  chosen  speech.  We 
sang  "For  he  is  a  jolly  good  fellow,"  with  a  tiger.  We 
had  three  more  games  to  play  to  finish  the  contest  for 
the  prizes,  so  we  adjourned  to  the  parlors  and  finished 
the  game.    The  successful  prize  winners  -were : 

1st,  Clark  AA''ashburn;  2nd,  P.  A.  Somiuerville,  each 
securing  a  fine  fat  duck.  Pat  had  seventeen  punches 
on  his  tally  card  and  only  fourteen  games  were 
played.  Please  ask  Pat  for  the  answer,  lu^  might  ack- 
nowledge using  an  upholsterer's  needle,  fieorge  was 
all  in  at  half  time,  but  was  right  in  the  scrimmage  after 
Supper. 

Charlie  lost  his  head,  and  evidently  thought  he  was 
handling  his  furniture  photos,  for  he  was  asking  what 
finish  they  wanted  instead  of  asking  what  was  Irump. 

Clark  got  overheated  in  the  first  lap  and  had  to 
put  on  a  horseblanket  to  prevent  a  chill.  It  was  amus- 
ing to  hear  the  explanations,  excuses  and  apologi<;s 
from  others. 


The  party  broke  up  at  2  a.m.,  and  after  hearty 
wishes  from  all  present  to  the  host  and  hostess  <-.Dd 
their  two  charming  and  delightful  daughters,  we  ad- 
journed to  the  hotel  for  bed.  Every  one  expressing 
himself  as  having  a  good  time  and  proclaiming  that 
the  affair  was  sure  a  grand  success. 

Hoping  we  will  all  meet  again,  I  am, 

"ONE  OF  THE  BUNCH." 


WITH  THE  RETAILERS. 

The  death  is  reported  of  Mr.  Thomas  Clarkson  of 
Stanley,  N.S.,  who  was  well  known  in  that  locality, 
where  he  had  for  years  acted  as  an  undertaker.  De- 
ceased was  57  years  of  age. 

Mr.  J.  H.  Robinson,  President  of  the  Canadian  Em- 
balmers'  Association,  and  whose  place  of  business  at 
Hamilton,  has  recently  returned  to  his  home  in  that 
city  from  a  brief  trip  to  Western  Canada. 

Howson  &  Co.,  Ltd.,  Revelstoke,  B.C.,  recently  had 
charge  of  the  funeral  of  the  late  Mr.  J.  E.  Long,  of  the 
Revelstoke  Brewing  Co.  Mr.  Long  had  the  reputation 
of  being  the  heaviest  man  in  B.C.,  weighing  at  the  time 
of  his  death  387  pounds. 

According  to  the  Herald  of  Weyburn,  Sask.,  W.  F. 
Leroux  of  that  place  has  purchased  the  furniture  store 
in  Yellow  Grass.  Mr.  Gregory  Wigg,  formerly  with 
the  Saskatchewan  Furniture  store  in  Weyburn,  will 
have  charge  of  the  store. 

IMr.  S.  Harris,  furniture  retailer  and  undertaker  of 
Streetsville,  Ont.,  who  is  a  frequent  visitor  in  Toronto, 
also  conducts  a  branch  undertaking  business  at  Cooks- 
ville.  "Business  has  been  very  good  indeed,"  said 
Mr.  Harris,  and  which  he  finds  rather  pleasing,  after 
a  comparatively  quiet  summer  season. 

As  stated  in  the  last  issue  of  Canadian  Furniture 
World  and  the  Undertaker,  INIr.  Frank  Sallows,  suc- 
ceeds Mr.  Wm.  Orr  in  the  management  of  the  under- 
taking and  furniture  department  of  Brown's,  Ltd.,  of 
Portage  La  Prairie.  Mr.  Orr  has  arrived  in  the  latter 
city,  of  which  he  was  formerly  a  resident. 

A  Calgary  report  says,  "T.  P.  Paulsen,  who  has  for 
some  time  past  been  manager  of  the  Macleod  Hard- 
ware Co.,  has  with  B.  E.  Spink,  of  Calgary,  taken  over 
the  business  from  the  Genge  estate,  and  will  conduct 
it  under  the  old  name.  The  new  firm  will  put  in  a 
stock  of  furniture  in  addition  to  the  hardware." 

Mr.  Charles  Beck,  hardware  merchant  of  Yorkton, 
Sask.,  Avho  also  handles  furniture,  has,  owing  to  the 
growth  of  his  biisiness,  found  it  necessary  to  build  an 
addition  to  his  store.  The  addition  gives  him  a  build- 
ing 40  by  50  feet.  ]\Ir.  Beck  has  been  in  business  in 
Yorkton  about  nine  years,  every  year  showing  a  sul)- 
stantial  increase  in  sales  over  the  previous  year. 

The  premises  occupied  by  T.  G.  Wilcox  &  Son,  of 
Waterford,  are  among  the  oldest  in  Western  Ontario 
devoted  to  the  furniture  and  undertaking  business. 
L.  P.  Pursel,  brother  of  N.  W.  Pursel  of  Brantford, 
commenced  business  on  this  site  in  18-17.  He  was 
burned  out,  but  made  a  fresh  start  in  1849,  and  erected 
the  building  Avhich  forms  the  first  of  the  warerooms 
of  Wilcox  &  Son,  although  the  premises  have  been 
added  to  at  different  times,  until  they  have  attained  a 
depth  of  about  100  feet,  the  original  building,  erected 
by  Mr.  Pursel  in  1849,  remains  almost  intact. 


canadjan  fuknituke  world  and  the  undertakee. 


Mr.  A.  W.  Butler,  formerly  of  Niagara  Palls,  Ont., 
has  opened  up  in  the  undertaking  business  in  St. 
Catharines,  Ont.,  where  he  has  secured  premises  in  the 
Normandy  Building. 

K.  L.  Horton,  of  Prince  Albert,  is  now  establis^:ed 
in  the  furniture  business  at  Rosthern,  having  pur- 
chased the  store  and  stock  of  H.  B.  Penner  of  that 
place. 

The  J.  F.  Brown  Co.,  Ltd.,  the  well  known  instal- 
ment furniture  house  of  Toronto,  have  disposed  of 
their  stock,  and  the  .store  at  185  Yonge  Street  is  now 
vacant.  This  firm  conducted  a  successful  auction 
pr.or  to  discontinuing  business. 

The  Kelowna  Furniture  Co.,  of  Ke'owna,  B.C.,  have 
taken  over  the  undertaking  bu.si.iess  of  R.  Minns,  who 
will  have  charge  of  this  departiuent  for  the  new 
owners. 

Empire  Furnishing  Co.  is  tiie  style  of  a  new  firm 
opened  up  in  Peterboro,  the  location  being  at  209 
Greorge  Street,  next  to  the  Grand  Hotel.  It  is  the 
purpose  of  the  management  to  carry  a  complete  line 
of  furniture  and  furnisliings. 


NEW  FUNERAL  DIRECTOR  IN  ST.  CATHARINES. 

Mr.  A.  W.  Butler,  who  has  been  for  thirty  years 
connected  with  the  undertaking  business,  seventeen 
years  of  which  he  was  located  at  Niagara  Falls,  has 
opened  up  at  St.  Catharines. 

]\Ir.  Butler  is  occupying  a  new  two-storey  building 
at  204  St.  Paul  Street,  where  he  has  fitted  up  a  hand- 
some office,  double  show  rooms,  chapel  and  morgue. 
He  states  that  he  will  also  have  an  entirely  new  stock 
and  outfit,  including  an  eight  column  hearse  and  a 
club  colored  casket  Avagon,  both  built  by  Mitchell  & 
Co.,  of  Ingersoll.  Mr.  Butler  has  the  able  assistance 
of  his  son,  Mr.  Charles  A.  Butler. 

FURNITUKE  POLISH. 

Every  furniture  retailer  has  many  inquiries  for  furuitiire 
poli.sh  of  undoubted  quality.  The  Domestic  Specialty  Co.,  of 
Hamilton,  are  featuring  "  \'eribrite  Veiioil"  for  the  furniture 
trade,  and  of  which  they  say,  "A  little  of  it  goes  a  lojig 
way. ' ' 


"EVER  RITE"  FLUID. 

Messrs.  .John  Thomson  &  Son,  undertakers  of  Fergus,  Out., 
report  excellent  success  with  their  "Ever  ffite"  embalming 
fluid,  which  they  have  used  in  their  own  busine  s  for  some 
years.  They  will  be  glad  to  give  full  particulars  to  inquiiing 
undcitakers. 


FAVORABLY  LOCATED. 

The  geographical  location  of  Orillia,  Ont.,  strongly  favors 
that  place  as  a  furniture  manufacturing  centre.  The  Orillia 
Furniture  Co.,  Ltd.,  have  made  radical  changes  in  their  pro- 
ductions, under  the  reorganization  referred  to  in  a  former 
issue  of  Canadian  Furniture  World.  Many  new  designs  have 
been  added,  making  the  Orillia  line  a  much  stronger  one  all 
through. 


KITCHEN  CABINETS. 

A  line  but  recently  considered  a  luxury,  and  now  number- 
ing among  modern  necessities,  is  the  kitchen  cabinet.  Into 
such  a  labor  saving  piece  of  furniture  has  this  developed,  that 
it  IS  at  all  seasons  a  good  seller.  The  "Knechtel  Kitchen 
Kabinet"  has  not  only  quality  in  it,  but  it  is  an  advertised 
line.    The  makers  have  been  zealous  in  the  work  of  creatino- 


a  demand  for  it  and  what  this  means  in  retailing  any  furniture 
man  knows.    It  is  made  in  Hanover. 


SLEDS  AND  SLEIGHS. 

With  children's  requirements  occupying  so  large  a  share 
of  the  attention  of  their  elders,  it  behooves  furniture  retailers 
to  give  them  consideration  for  fall  and  Christmas  trade. 
Sleighs  and  sleds  for  boys  and  girls  are  made  in  such  de- 
sirable styles  that  there  is  always  a  glood  demand  for  them 
when  the  season  is  on.  The  Gendron  Mfg.  Co.,  Ltd.,  Toronto, 
whose  rei)utation  as  manufacturers  of  children's  carriages  and 
go-carts  is  as  broad  as  the  country,  have  some  attractive  lines 
of  children's  sleighs  and  sleds. 


NO  DAMAGED  GOODS. 

For  square  dealing  there  is  no  house  with  a  more  en- 
viable reputation  than  that  of  the  Knechtel  Furniture  Co.,  of 
Hanover.  Apart  altogether  from  the  quality  of  their  goods 
and  the  extensive  range  they  can  offer  by  reason  of  operating- 
different  factories,  the  condition  in  which  their  goods  arrive 
at  the  customers '  stores  is  one  of  the  large  factors  in  con- 
tributing to  this  firm 's  success.  ' '  I  never  had  a  damaged 
article  from  Knechtel 's,"  said  a  subscriber  to  the  Furniture 
World  recently,  who  also  remarked  on  the  invariable  affa- 
bility of  this  firm 's  representatives. 


SHAM  HOLDERS. 

No  furniture  stock  is  quite  complete  without  a  line  of 
sham  holders,  and  these  are  made  for  iron  and  brass  beds,  as 
well  as  for  wood  beds.  A  common  oversight  on  the  part  of 
retailers  ordering  sham  holders  is  to  neglect  to  state  which  kind 
they  require. 

Tarbox  Bros.,  whose  factory  is  at  274  Dundas  Street,  To- 
ronto, have  for  many  years  included  this  line  among  their 
specialties,  and  Tarbox  Bros.,  is  a  name  familiarly  known  in 
connection  with  sham  holders,  by  many  furniture  retailers.  On 
another  page  this  firm 's  announcement  aj^pears,  and  in  which 
the  sham  holder  is  shown  on  both  wood  and  iron  beds. 


LAMPS  FOR  CHRISTMAS. 

At  this  season,  when  furniture  retailers  are  considering  the 
most  suitable  lines  to  feature  for  Christmas  trade,  the  an- 
nouncement of  John  C.  Mundell  &  Co.,  of  Elora,  Ont.,  in  this 
issue,  is  particularly  opportune.  There  is  no  home  in  which  a 
lamp  would  not  be  an  appreciated  gift,  and  the  variety  of  de- 
signs in  which  they  are  manufactured,  gives  suitable  styles 
for  the  different  rooms,  such  as  dining  room,  library,  den  or 
smoking  room,  and  the  prices  are  within  reach  of  people  who 
are  disinclined  to  purchase  more  expensive  pieces  for  Christmas 
l^resents,  and  which  may  be  of  doubtful  suitability. 

Messrs.  Mundell  &  Co.  are  the  sole  Canadian  agents  for 
the  art  lamps  manufactured  by  Brown  Co.,  Ltd.,  of  Bluft'ton, 
Ind.,  and  which  have  already  a  favorable  reputation  in  Canada. 
Retailers  who  show  these  goods  and  advertise  them  only  a 
little,  will  undoubtedly  find  the  results  satisfactory. 


WINCHESTER  INDUSTRY. 

"There  are  two  sides  to  every  story,"  runs  an  old  say- 
ing, and  it  is  just  as  true  that  there  are  two  sides  to  every 
business,  viz.,  the  manufacturing  and  the  retailing.  It  is  not 
every  firm  that  is  directly  concerned  with  both  of  these,  but 
the  M.  F.  Beach  Co.,  Ltd.,  of  Winchester,  is  engaged  in  both 
pursuits.  They  have  a  factory  turning  out  quartered  oak  and 
mahogany  furniture,  under  the  direction  of  Mr.  N.  W.  Beach, 
and  a  retail  store,  where  a  complete  stock  of  all  lines  is  kept 
on  hand.  The  latter  is  in  charge  of  Mr.  G.  W.  Beach.  This 
enterprise,  which  now  furnishes  ein])loyment  for  from  fifty 
to  sixty  men,  was  originally  established  about  fifty  years  ago, 
carrying  on  a  general  saw  milling  business.  Some  twenty 
years  ago  they  became  interested  in  manufacturing  furniture, 
and  at  the  present  time  the  firm,  of  which  Mr.  M.  F.  Beach 
is  president,  enjoys  an  extensive  connection,  and  has  a  well 
established  business.  They  are  represented  in  Toronto  by 
Mr.  .J.  A.  Newton;  in  Montreal  by  J.  G.  Langelier,  while  their 
interests  in  the  maritime  provinces  are  in  the  hands  of  Mr. 
L.  C.  Haley,  of  Windsor,  N.S. 
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GOLD  MEDAL  LINE. 

The  importance  of  the  window  display  is  suggested  in  the 
announcement  of  the  Gold  Medal  Furniture  Co.,  in  this  issue. 
This  firm,  which  has  branches  at  Montreal  and  Winnipeg,  make 
only  optimistic  reports  of  present  business  and  the  outlook. 
In  upholstered  goods  they  have  a  strong  line,  and  these,  it  is 
needless  to  state,  are  particularly  seasonable  at  this  time. 


MISSION  LEATHERS. 


An  authority  on  leathers  divides  the  different  kinds  used 
for  upholstering  mission  furniture  into  three  classes,  according 
to  the  finishing  process.  These  divisions  are  exjilained  thus: — • 
' '  Probablj'  the  most  generally  used  are  those  colored  with  ani- 
line dye  materials.  Another  class  are  those  with  pyroxoline 
or  celluloid  finishes.  The  leathers  giving  the  most  satisfactory 
service,  however,  are  those  finished  with  pigments  having  a 
linseed  oil  base.  Leathers  finished  in  this  manner  appear  to 
give  the  best  service  and  to  stand  water  and  sunlight  in  a 
manner  entirely  superior  to  aniline  colored  leathers.  The  ob- 
jection to  pyroxoline  and  celluloid  finished  leathers  is  their 
tendency  to  become  harsh  and  brittle  within  a  comparatively 
short  time.  Yet,  when  newlj'  finished,  leathers  with  the  so- 
called  "dope"  treatment  are  probably  softer  and  more  flexible 
to  the  touch  and  of  finer  ajjpearance  than  any  of  the  three 
classes. ' ' 

The  Lackawanna  Leather  Company  is  believed  to  have  been 
the  originator  of  this  process  of  manufacturing  mission 
leathers,  finished  with  a  linseed  oil  base.  This  firm 's  manu- 
facturing plant  and  tannery  are  located  in  Hackettstown,  N.J. 
They  are  making  a  specialty  of  oil  finished  Spanish  leather, 
producing  it  in  all  grades,  from  which  it  is  possible  to  manu- 
facture large  cattle  stock.  They  claim  that  this  product  will 
stand  water,  sun  and  light,  and  will  wear  year  in  and  year  out 
alongside  of  any  painted  leather.  An  illustrated  booklet,  giv- 
ing an  account  of  the  origin  of  what  is  now  styled  Spanish 
antique  or  mission  leather,  has  been  prepared  by  the  Lacka- 
wanna Leather  Co.  Both  the  reading  matter  and  illustrations 
are  of  interest. 


THE  CLASSIC  CITY. 

The  manner  in  which  the  manufacturers  of  Stratford  co- 
operate in  the  matter  of  their  local  interests  and  the  better 
serving  of  the  trade,  has  resulted  in  this  city  becoming  a  re- 
cognized carload  centre. 

At  this  particular  season  of  the  year  the  retailer  has  in 
mind  stock  that  will  have  Christmas  trade  merit.  One  of 
the  most  popular  of  Christmas  gifts  is  a  dainty  parlor  cabinet 
or  a  music  cabinet.  In  this  line  alone  the  George  McLagan 
Furniture  Co.  offer  a  beautiful  range,  and  their  various  repre- 
sentatives report  a  larger  demand  than  in  any  previous  year. 
Their  dining  room  furniture  and  other  lines  have  a  reputation 
familiar  to  almost  every  retailer. 

One  of  Stratford's  chief  industries  is  that  of  the  Globe- 
Wernicke  Co.,  Ltd.,  which,  when  it  was  established  about  nine 
years  ago,  had  only  the  faith  of  Mr.  J.  J.  Mason  behind  it. 
Mr.  Mason,  who  had  been  a  retailer,  brought  the  first  Globe- 
Wernicke  elastic  bookcases  to  Canada.  So  successful  was  the 
introduction,  that  the  plant  in  Stratford,  with  Mr.  Mason  at 
its  head,  resulted.  Mr.  Mason's  visit  to  Europe  during  the 
past  summer  was  his  first  lengthy  holiday  for  many  years. 

Like  Mr.  George  McLagan,  founder  of  the  firm  bearing  his 
name,  Mr.  Mason  devotes  considerable  time  to  public  matters 
in  Stratford. 

With  the  enterprise  of  Mr.  Strudley  behind  the  Imperial 
Rattan  Co.,  Ltd.,  it  is  little  wonder  that  the  goods  of  that  firm 
are  prominent  in  the  carload  lots  that  leave  Stratford.  At 
the  time  of  writing  this  firm  are  not  courting  prompt  delivery 
orders,  owing  to  the  amount  of  business  ahead. 

Stratford  chairs  are  occupying  a  large  share  of  the  favor 
of  many  retailers.  The  ideals  of  the  guiding  hand  of  this 
concern  assure  a  square  deal  always.  Mr.  Anderson  numbers 
among  the  younger  manufacturers  who  have  unwavering  faith 
in  Canada's  future. 

Under  the  management  of  "Charlie"  Moore,  the  Stratford 
Mfg.  Co.  have  built  up  an  extensive  trade  in  various  special- 
ties. Many  people  have  learned  that  the  lawn  swings  and 
gliding  settees,  seen  wherever  people  delight  in  comfort,  come 
from  Stratford.  Their  card  tables  have  also  developed  into 
an  important  specialty. 


CORNWALL'S  BEEHIVE. 

"Cornwall's  beehive"  is  the  expression  a  representative 
of  Canadian  Furniture  World  heard  applied  to  the  factory  of 
the  Ives  Modern  Bedstead  Co.,  Ltd.,  at  Cornwall,  Ont.  And 
so  it  must  be  for,  Mr.  F.  H.  Gray,  secretary  of  the  company 
states  that  the  daily  output  is  300  iron  beds,  30  brass  beds 
and  100  springs,  in  addition  to  cots  and  smaller  pieces. 

The  factory  is  a  two  storey  brick  building,  well  adapted 
for  the  work  carried  on.  They  have  their  own  sidings,  giving 
the  factory  direct  shipping  connection  with  three  lines  of  rail- 
road and  the  boats.  Although  some  60,000  square  ft.  of  floor 
space  is  utilized  by  all  departments,  yet  there  is  not  one 
square  foot  too  much  room.  This  will  be  readily  understood 
when  it  is  stated  that  there  are  in  all  about  200  employees,  and 
that  a  very  large  stock  of  all  lines  is  kept  on  hand  ready  for 
immediate  shipment. 

It  is  now  fifty-three  years  since  the  firm  commenced  busi- 
ness in  Canada,  and  to-day  they  are  known  far  and  wide  as  a 
progressive  company,  ever  ready  to  adopt  any  new  system 
whereby  their  methods  can  in  any  way  be  improved.  Mr.  Gray 
states  that  he  makes  periodical  visits  to  various  factories, 
making  similar  goods  in  all  parts  of  America,  often  taking 
with  him  his  factory  superintendent,  because,  as  Mr.  Gray 
says,  ' '  There  is  always  some  information  gained,  that  is  worth 
while  putting  into  practice.  It  is  worthy  of  note  that  the 
employees  of  this  factory  are  bent  on  working  in  the  interests  of 
their  employers.  At  least  one  reason  for  this  is  that  the  firm 
shows  a  marked  consideration  for  the  physical  and  social  well- 
fare  of  everyone  working  around  their  plant. 

"No  complaint  at  all,"  said  Mr.  Gray,  when  asked  by 
the  Furniture  World  as  to  how  business  was  going.  He  added, 
"As  a  matter  of  fact  the  volume  of  business  done  in  1911 
up  to  the  end  of  September,  equals  that  of  the  entire  amount 
done  in  1910."  A  large  freight  car  loaded  and  billed  for 
Vancouver  stood  on  the  private  siding,  and  another  one  was 
being  loaded,  indicating  activity  in  the  "Regal  Line." 

Mr.  F.  M.  Gray  is  president  of  the  Ives  Modern  Bedstead 
Co.,  Ltd.,  and  Mr.  S.  M.  Gray,  treasurer.  They  have  branches 
at  Montreal  and  Winnipeg,  the  former  in  charge  of  Mr.  J.  D. 
MacBeth,  and  the  latter  managed  by  Mr.  J.  A.  Londen. 


For  Sale; 
Wanted 


TERMS  for  INSERTION 


Cents  per  Word  one  Insertion 
7  "  "  "  two  "  s 
10  "  "  "  three  "  s 
MINIMUM     50  CE]NTS 


FOR  SALE — A  good  second  hand  hearse.  Box  E,  Canadian 
Furniture  World  and  The  Undertaker,  56-58  Agnes  Street, 
Toronto. 

FOR  SALE — Furniture  and  Undertaking  business,  handling 
Doherty  pianos  and  organs,  sewing  machines,  trunks  and  suit 
eases;  new  building,  22  x  40  x  16;  one-third  cash,  balance  se- 
cured; stock  reduced;  wish  to  retire.  Merrit  Leavens,  Well- 
wyn,  Sask. 

FOR  SALE — An  established  Furniture  business;  best  town 
Pacific  Coast,  about  $15,000;  reason  for  selling  failing  health. 
Apply  to  Box  "D"  "Canadian  Furniture  World,"  56-58  Agnes 
St.,  Toronto. 

FURNITURE  WANTED— A  South  African  manufactur- 
er 's  agents  desires  to  be  j>laced  in  communication  with  Cana- 
dian manufacturers  and  exporters  of  all  kinds  of  furniture. 
Any  person  wishing  to  go  into  this  matter  should  communicate 
with  the  "Inquiries  Branch  of  the  Department  of  Trade  and 
Commerce,  Ottawa,  quoting  reference  number  995. 

CHAIRS  WANTED — A  St.  Vincent  merchant  wants  to  get 
into  touch  with  Canadian  manufacturers  and  exporters  of  fur- 
niture, chairs,  etc.  Particulars  can  be  had  on  application  to 
"The  Inquiries  Branch,"  The  Department  of  Trade  and  Com- 
merce, Ottawa,  and  quoting  the  number  650. 

TRAVELLER  WANTED— To  carry  a  side  line  that  will 
not  interfere  with  any  line  he  is  now  selling,  the  Furniture  or 
Undertaking  Trades.  Several  reliable  men  wanted  in  different 
Provinces.  All  correspondence  confidentially  treated.  Apply 
Box  27,  Canadian  Furniture  World,  58  Agnes  Street,  Toronto. 
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"  Let  me  say  how  pleased  I  am  with  the  new 
paper.  It  is  newsy  and  nifty,  and  should  be  sup- 
ported by  the  trade.  Draw  on  us  for  subscription, 
plus  exchange." 


THAT 

IS 

WHAT 
A 

FURNITURE 
RETAILER 
SAID 
ABOUT 

THIS 


HIS  NAME  IF 
YOU  WANT  IT. 


FULLERTON  PUBLISHING  CO. 

56  and  58  Agues  Street 
TORONTO,  CANADA 
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A   BRISK    SELLER    FROM   THE    IMPERIAL  LINES 


The  chair  here  illus- 
trated is  another  of 
the  "I  M  PE  RIAL" 
Line  on  which  any 
retailer  can  stake  his 
reputation,  as  we  do 
ours. 


GET  OUR 
CATALOGUE 


Keep  in  mind  that 
Stratford  is  a  Carload 
Point  in  the  heart  of 
Canada's  Furniture 
producing  centre. 
This  is  especially  im- 
portant to  Western 
Retailers. 


GET  OUR 
CATALOGUE 


EMPEEHAL  HATTAM  €©□  Limited 

Manufacturers  of  Reed  and  Upholstered  Furniture 

STRATFORD,  -  CANADA 


iTMATF©MP  CHAM; 


1035-6 


TI 


include  the  class  of  goods 
that  are  particularly  de- 
manded at  this  season  of 
the  year  and  for  Christmas 
Trade. 

The  two  Rockers  here 
shown  have  proved  them- 
selves. 

The)'  are  of  pleasing-  design, 
strongly  built,  carefully 
finished  and  are  comfort- 
able. 

The)'  are  prompt  sellers  and 
have  all  the  selling  advan- 
tages that  characterize 

Stratford  Chairs 


)TEATr©ED  CHAM  CO 

STRATFORD         -  ONT. 
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The  Gold  Medal  Line 

We  wish  all  our  Customers  and  Friends  a 

HAPPY  CHRISTMAS 

and  a  New  Year  full  of  promises  for 
abundant  prosperity. 


We  specially  wish  to  thank  many  of  our 
friends  who  have  sent  us  voluntary  ex- 
pressions of  their  entire  satisfaction  with 
furniture  during  the  past  year.  One 
telegram  just  received  from  the  West, 
referring  to  an  order  for  two  carloads  says  : 
"Goods  have  turned  out  in  perfect  order 
and  goods  satisfactory." 

We  have  numerous  letters  from  East  and 
West  couched  in  the  same  complimentary 
way  and  we  are  determined  to  maintain 
this  standard  of  excellence  in  our  goods 
daring  the  coming  New  Year. 

We  solicit  your  patronage. 

Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Toronto  Montreal  Winnipeg 
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DYMOND 
COLONIAL 
LINE 


MADE 
IN 

STRATHROY 


No.  760 
Parlor  or  Library  Suite  in  both 
Birch,  Mahog'any  Veneer,  and 
Quartered  Oaiv 
from 

The  D}mond  Colonial  Co's  Line. 


This  Suite  IS  an  "A  1 "  Seller 

The  heavy  frames  sug-gest  that  solidity  and  honesty  that  the  typical  Canadian 
liLiNcr  wants  in  his  home.  The  goods  are  their  own  argument  of  durability  to 
withstand  even  unusual  wear  and  tear  ;  withal  the  lines  conform  to  the  demands  of 
comfort.  The  hand  carved  claw  feet  add  just  the  right  touch  of  ornamentation  to 
emphasize  the  beauty  of  the  design. 

In  the  construction  of  this  suite  there  is  not  an  indifferent  piece  of  material 
or  work  from  dry  kiln  to  shipping  room.     This  applies  to  everything  made  in  the 

factories  of 


The  DYMOND  COLONIAL  CO'S,  Ltd. 

Strathroy        ::        ::  Ontario 
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FROM  THE  FOREST 
TO  YOUR  STORE 

THE  PRODUCTION  OF 

KNECHTEL  FURNITURE 

(Built  to  last  longer  than  necessary) 

commences  in  our  own  forests.  The  logs  are  cut  in 
our  own  mills.  'I  he  lumber  is  seasoned  in  the  open 
for  months  and  months  and  then  kiln-treated  until 
"  dry  as  a  bone." 

Every  stage  of  manufacture  is  under  our  own  watch- 
ful supervision  until  the  goods  are  loaded  for  shipment 
and  in  Knechtel  Furniture  there  is  no  "damage  in 
transit "  because  the  goods  are  crated  to  defy  the 
freight-smasher. 

SPECIALIZATION 

AND 

CONCENTRATION 

are  the  two  words  that  give  the  greatest  expression  to 
the  Knechtel  policy  of  manufacture.  Our  different 
factories  are  specialized  and  each  is  concentrated  on 
the  production  of  its  own  lines,  giving  Knechtel  cus- 
tomers the  greatest  efficiency  in  service.  A  square 
deal  goes  with  every  shipment,  whether  only  a  single 
piece  or  the 

FURNITURE  FOR  EVERY 
ROOM  IN   THE  HOUSE 


The  Knechtel  Furniture  Co.,  Limited 

Hanover  -  -  -  Ontario 
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FURNITURE  IMPORTED  BY  CANADA  for  the 
twelve  months  ended  Sept.  30,  1911,  according 
to  the  latest  available  figures,  amounted  to 
$1,480,885,  an  average  of  $123,407  per  month.  The 
size  of  tliese  figures  would  siiggest  that  something  is 
wrong,  and  one  would  naturally  conclude  that  the 
home  manufacturers  lacked  in  enterprise  if  they  them- 
selves, were  not  working  overtime  in  an  effort  to  cope 
with  the  unprecedented  demand,  and  if  they  were  not 
building  additions,  adding  machinery,  taking  on  more 
hands,  and  in  every  possible  way  increasing  their  out- 
puts. The  criticism  has  been  made  that  the  home  manu- 
facturers have  been  shortsighted  in  anticipating  the 
demand,  and  instead  of  having  plants  ready  in  advance 
of  increased  business,  liave  let  the  increased  business 
force  enlarged  manufacturing  facilities.  In  view  of 
the  enormous  percentage  of  increase  in  the  demand  for 
furniture  in  so  short  a  time,  it  was,  perhaps,  impos- 
sible for  the  home  manufacturer  to  prepare  for  it,  and 
the  ])ringing  in  of  foreign  goods  was  inevitable. 
Whether  a  higher  tariff  is  desirable  or  not,  it  is  not 
the  present  solution  for  the  problem  of  the  large  im- 
ports. These  represent  what  would  be  tlie  outputs  of 
a  number  of  large  factories,  giving  etuployinent  to 
hundreds  of  men,  among  whom  would  be  distributed 
thousands  of  dollars  in  wages,  which  would  in  turn 
b(!  distributed  among  a  variety  of  businesses  to  an 
extent  that  it  is  impossil)le  to  estimate.  In  the  mean- 
time it  is  cheering  to  realize  that  it  is  due  to  Canada's 
never  equalled  prosperity  that  the  increased  imports 
are  possible,  and  in  anticipating  the  future  consump- 
tion, there  is  apparent  no  cloud  on  tlie  liorizon  to  Jus- 
tify other  than  optimism. 

AGAINST  THE  IMPORTS  above  referred  to  the 
exports  for  tlie  same  period  amounted  to  $287,261,  or 
a  trifle  under  $24,000  per  month.  This  is  an  item  of 
Canada's  exports  that  has  decreased,  and  is  another 
evidence  that  her  manufacturers  are  too  busy  supply- 
ing the  home  demand  to  cater  to  foreign  markets, 
though  furniture  from  Canada  has  proved  itself  suffi- 
ciently in  other  countries  to  assure  its  salability  in 
competition  with  the  world.  In  view  of  this  fact,  and 
in  view  of  the  growth  of  the  imports  as  above  recorded, 


there  may  be  justification  for  assuming  that  the  manu- 
facturers of  Canada  have  not  exercised  sufficient  op- 
timism in  their  plans  for  the  future,  as  one  large 
manufacturer  claims  is  the  case,  and  includes  himself. 
There  is,  however,  an  item  that  has  a  very  important 
bearing  on  the  subject,  and  that  is  the  item  of  labor. 
Its  scarcity  is  accentuated  to  a  degree  never  before 
felt  in  all  kinds  of  wood  working  establishments,  as 
well  as  in  other  industries.  One  superintendent  so  felt 
the  need  of  more  men  that  he  spent  some  time  in  an 
American  manufacturing  centre,  and  personally  in- 
terviewed men  such  as  he  required,  and  who  were  dis- 
satisfied with  their  home  employment  conditions,  but 
were  reluctant  to  leave,  more  because  of  unfamiliarity 
with  Canadian  conditions  than  for  any  other  reasons. 
It  looks  as  if  some  organized  effort,  on  a  large  scale, 
to  bring  wood  working  mechanics  to  Canada,  is  a  seri- 
ous necessity. 

AMONG  OAT  PRODUCING  NATIONS  Canada 
stands  third,  the  only  countries  having  greater  pro- 
ductions being  Russia  and  the  United  States.  The 
Canadian  crop  this  year  was  368,153,000  bushels,  the 
United  States  yield  792,917,000  bushels,  and  that  of 
Russia  866,801,000  bushels.  This  is  of  interest,  as  the 
majority  of  Canadians  hear  more  of  the  vast  yields  of 
wheat,  and  it  is  frequently  assumed  that  in  other  cere- 
als this  country  is  of  comparative  unimportance.  As 
a  wheat-growing  country  Canada  has  a  world-wide  re- 
putation, and  this  year  the  Dominion  stands  fifth 
among  the  wheat  producing  nations  of  the  world,  hav- 
ing to  her  credit  204,634,000  bushels,  from  an  acreage 
of  10,503,000.  It  is  predicted  that  within  ten  years 
Canada  will  be  producing  one-tenth  of  the  world's  en- 
tire wheat  svipply.  At  the  present  time  she  produces 
one-fifteenth  of  all  the  wlieat  grown  in  the  north  tem- 
perate zone. 

THE  IMPR0VE1\IENT  OP  HOTELS  throughout 
the  country  is  a  matter  that  should  occupy  a  larger 
share  of  the  attention  of  those  persons  whose  business 
it  is  to  look  after  them,  than  the  condition  of  many 
hostelries  suggest  they  are  getting.  It  should  not  be 
necessary  for  the  hotel  patrons  to  be  constantly  agi- 
tating for  reforms  and  improvements  that  they  are 
paying  for  but  not  getting,  yet  to  the  members  of  the 
Commercial  Travellers'  Associations  throughout  the 
country  must  be  given  much  of  the  credit  for  what  lias 
l)een  accomplished.  An  estimate  places  the  amount 
that  commercial  travellers  in  Canada  spend  on  bed 
and  board  in  hotels  at  more  than  three  and  one-half 
million  dollars  per  annum.  They  are  not  niggardly  in 
their  expenditures,  and  will  -p^iy  two  and  one-half  dol- 
lars per  day  for  good  accommodation  in  a  small  city, 
rather  than  two  dollars  per  day  for  a  service  that 
tolerates  cockroaches  roaming  at  large.  There  is  no 
doubt  that  local  option  is  here  to  stay,  and  whether 
this  is  responsible  for  tlie  indifferent  service  that 
characterizes  so  many  places  is  frequently  debated. 
No  doubt  the  reduction  of  licenses  removes  that  ele- 
ment of  ambition  that  keen  competition  fosters.  In 
the  meantime  it  is  not  encouraging  that  out  of  eleven 
thousand  travellers  asked  regarding  hotels,  only 
forty-five  signed  their  names  to  communications  in 
reply.    The  hotel  improvement  problem  is  not  an  easy 
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one,  and  it  is  up  to  "the  promoters  of  temperance  or 
prohibition  to  help  solve  it." 

THE  SYSTEM  OP  TIPPING  which  has  become  so 
deep  rooted,  not  alone  in  connection  with  hotel  ser- 
vice,  is  something  that  hundreds  and  thousands  of  re- 
gular and  occasional  travellers  would  be  glad  to  take 
an  active  part  in  any  concerted  movement  to  abolish. 
The  Commercial  Travellers'  National  League  of  the 
United  States  has  declared  war  on  this  species  of  graft, 
and  that  organization  will  have  the  hearty  good  wishes 
of  many  a  man  who  deprecates  his  own  moral  cowardice 
every  time  he  submits  to  a  hold-up  for  no  value  re- 
ceived. It  is  a  peculiar  trait  in  a  human  being,  that 
he  will  brave  the  dangers  of  a  train  wreck,  sleep  in 
a  bug-ridden  alleged  hotel,  and  eat  he  knows  not  what. 
He  will  stand  up  to  the  most  offensive  and  quarrel- 
some possible  buyer,  and  he  takes  a  back  seat  to  no- 
body, but  when  it  comes  down  to  handing  out  "two 
bits"  for  nothing  he  falls,  and  feels  meaner  than  dirt 
into  the  bargain.  There  is  no  sane  reason  why  the 
travelling  public  should  have  to  pay  the  salaries  of 
sleeping  car  porters,  hotel  waiters,  baggage  smashers, 
hospital  nurses,  barbers,  or  any  other  person  for  whose 
service  a  valuable  consideration  has  been  rendered, 
whether  to  the  individual  or  his  employer.  The  tip 
has  become  the  rule  and  not  the  exception,  and  is  so 
regarded  by  employers  of  that  growing  class  of  people 
Avho  expect  and  all  but  demand  tips.  Hotels  that 
Avould  feature  "no  tips,"  and  strictly  adhere  to  the 
innovation,  would  undoubtedly  be  patronized  by  a 
pleased  elientelle,  who  would  willingly  pay  more  for 
such,  if  necessary. 

HIGH  COST  OF  LIVING  has  set  nearly  as  many 
people  to  work  hunting  for  a  solution,  as  has  per- 
petual motion  or  the  fifth  dimension,  and  yet  the  last 
word  does  not  seem  to  have  been  said.  The  regular 
aerial  flights  of  life's  necessities  may  not  be  more 
than  proportionate  with  the  country's  and  the  people's 
increased  ability  to  produce,  but  most  bread-winners, 
think  it  is.  It  may  be  that  the  standard  by  which  life's 
necessities  are  now  measured  is  the  cause,  and  yet  no 
progressive  person  would  have  this  standard  other- 
Avise,  for  it  is  the  influence  that  produces  wealth  which 
would  otherwise  lie  dormant.  The  unnecessary  cost 
added  to  goods  before  they  reach  the  consumer,  is  the 
cause  advanced  by  one  theorist  for  the  high  cost  of 
living.  AVliether  he  will  find  any  endorsers  of  his  con- 
tention or  not,  there  is  much  sense  in  his  argument 
that  in  the  sale  of  goods  there  is  unnecessary  waste  of 
time  of  the  men  selling.  The  single  item  of  travelling 
salesmen's  salaries  and  expenses,  he  states,  is  respon- 
sible for  a  Avaste  of  $280,000,000  in  one  year  in  the 
United  States,  this  sum  being  unnecessarily  added  to 
the  consumer's  cost  of  the  goods  purchased.  It  is 
not  contended  that  travellers  Avaste  time  and  money  of 
their  own  volition,  but  because  the  persons  to  whom 
they  are  selling  cause  them  to.  Many  travellers  will 
heartily  agree  with  the  observation  that  many  days 
in  the  year  are  absolutely  wasted  because  buyers  do 
not  keep  their  appointments,  or  do  not  assist  the  sales- 
man to  transact  his  business  and  get  aAvay.  Every 
traveller  has  experienced  the  necessity  of  two  or  three 
calls  on  a  buyer,  Avhen  the  business  could  have  just  as 


readily  been  transacted  on  the  first  call.  The  traveller 
Avho  advances  the  theory  that  Avaste  time  adds  to  the 
cost  of  living,  only  asks  merchants  and  buyers  to  co- 
operate in  helping  to  save  this  time. 

ADVERTISING  IS  A  CREATOR  OF  WEALTH  be- 
cause it  has  brought  and  is  bringing  into  existence  ncAV 
wants.  It  is  the  power  that  has  created  a  demand  for 
hundreds  of  utilities  that  but  for  advertising  Avould 
not  have  been  heard  of.  Advertising  is  an  investment, 
not  an  expense,  though  it  is  the  latter  in  too  many 
cases,  but  that  is  not  the  fault  of  advertising.  It  is  the 
fault  of  the  advertiser.  The  day  of  the  non-advertiser 
is  past,  and  the  day  of  the  professional  ad.  man  is  here. 
As  one  of  them  said  at  a  dinner,  "We  have  home-made 
ads.  with  us  still,  but  Ave  do  not  wear  home-made 
clothes,  nor  hats,  nor  boots.  The  food  Ave  get  here  is 
all  professional  food.  Imagine  that  Ave  had  brought 
food  that  our  wives  cooked  Avith  us  in  a  little  box,  and 
had  a  real,  good  old  home-made  time.  We  never  think 
of  it.  It  has  gone  out  entirely  that  Ave  should  have 
home-made  clothes  and  food  and  socks  and  shoes — 
but  the  home-made  ad.  sticks.  We  must  get  aAvay 
from  the  home-made  ad.  As  the  factory  system  has 
shoAvn  us,  it  takes  different  kinds  of  men  to  do  dif- 
ferent kinds  of  Avork.  The  inventor  does  his  work, 
and  the  machinist  and  the  machine  tender,  and  the 
organizer,  and  the  superintendent  and  the  director, 
all  take  charge  of  different  Avork  in  the  great  factory 
system.  So  the  art  of  describing  a  thing,  the  act  of 
showing  it,  is  an  act  by  itself,  just  as  much  as  the  art 
of  inventing  is,  and  the  man  who  knows  how  to  shoAV 
Avith  efficiency,  is  as  peculiar  a  type  of  man  as  the  in- 
ventor, who  knows  hoAV  to  create." 

STORE  LIGHTING  IS  ADVERTISING,  and  in 
this  connection  the  following  obserA'ations  by  a  Ncav 
York  house,  dealing  in  illumination  fixtures,  is  par- 
ticularly appropriate  at  this  season  of  the  year : — 
"Store  lighting  is  not  as  simple  a  proposition  as  it  was 
before  the  day  of  electrical  illumination.  Not  only  is 
the  proper  light  for  display  and  sale  of  goods  in  the 
inside  of  the  store  now  considered,  but  the  attractive 
shoAV  window  and  outside  display,  Avith  novel  features 
to  catch  the  eye  of  the  transient,  have  become  equally 
important.  Unfortunately,  however,  the  eyesight  of 
the  store-keeper,  the  salesman  and  the  public  may 
easily  be,  and  very  often  is  seriously  injured  by  the 
improper  use  of  light.  The  eyes  are  strained  by  the 
glare  from  bright  lights  that  are  exposed  to  view,  par- 
ticularly clear  glass  electric  lamps  that  are  hung  Ioav. 
The  slogan  of  the  storekeeper  should  be:  'Light  on 
the  goods,  not  in  the  eye!'  There  can  be  no  doubt 
about  the  advertising  value  of  a  well  lit  store,  but  a 
store  can  not  be  well  lit  with  glaring  lights.  The 
light  of  the  lamps  should  be  softened  by  'diffusing' 
glassware,  in  which  lamps  should  be  enclosed.  Illu- 
mination of  this  character  produces  the  greatest  visi- 
bility, and  also  conserves  the  eyesight." 


During  1910  Australia's  total  imports  of  furniture 
amounted  to  £253,281.  Of  this  amount  imports  from 
Canada  Avere  valued  at  £13,124,  those  from  United 
States  £59,268,  and  those  from  the  United  Kingdom 
£253,281. 
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SOMETHING  ABOUT  LIENS. 

"Do  liens  on  Furniture  sold  require  to  be  regis- 
tered to  make  them  valid? ' ' 

THE  above  question,  asked  by  a  subscriber,  opens 
up  a  subject  that  is  of  vital  importance  to  all 
retailers  making  instalment  sales.  It  is  a  sub- 
ject also,  on  which  the  average  business  man  is  but 
meagerly  informed,  and  inquiry  leads  to  the  conviction 
that,  except  in  special  cases,  the  retailer  is  "going  it 
blind"  in  respect  to  his  liens. 

The  custom  of  selling  agricultural  implements, 
household  furniture,  musical  instruments  and  sewing 
machines  under  lien  agreements  is  a  common  one  all 
over  Canada,  and  it  is  this  instalment  method  of  doing 
business  that  makes  many  of  the  sales  possible. 

Each  Province  has  its  own  special  legislation  cover- 
ing "lien  notes,"  "Conditional  Agreements,"  "hire  re- 
ceipts," or  whatever  it  is  desired  to  call  these  eon- 
tracts.  In  the  first  place  these  conditional  lales  give 
the  purchaser  possession  but  not  ownership,  until  the 
full  payments  agreed  upon  are  made.  The  sales  are 
binding  and  enforceable  by  common  law,  and  there 
have  been  judgments  to  establish  the  law  as  defining 
that  the  conditional  agreement  is  a  bona  fide  sale  and 
the  purchaser  cannot  shirk  responsibility,  even  by  re- 
turning the  article  or  goods  in  question.  Neither  can 
he  legally  sell  such  article  or  articles,  and  the  original 
unpaid  seller  could  recover  the  goods  from  the  third 
person. 

The  special  legislation  enacted  by  the  different 
Provinces  is  in  every  case  designed  to  protect  the  sel- 
ler, and  in  some  cases  to  protect  innocent  third  parties, 
either  purchasers  or  chattel  mortgagees. 

In  Ontario  it  is  not  necessary  to  register  a  lien  note 
to  make  it  legal,  but  for  the  security  of  the  holder  it 
should  be  registered  in  the  office  of  the  County  Court 
within  ten  days  of  the  execution  of  the  agreement,  just 
as  a  chattel  mortgage  would  be  registered,  which  must 
be  registered  within  five  days. 

Formerly  Ontario  legislation  required  that  the  lien 
note  taken  for  household  furniture  be  registered  to 
make  it  valid,  but  this  obligation  was  removed  by  an 
amendment  of  1911. 

However,  for  the  vendor's  own  protcc1(ion,  he 
should  register  the  lien  note,  as  stated,  unless  at  the 
time  tlie  sale  is  made  the  name  and  address  of  the 
owner  or  seller  of  the  article  is  printed,  painted,  en- 
graved, stenciled  or  stamped,  or  otherwise  attached  to 
the  article  sold.  This  applies  to  household  furniture 
as  well  as  to  musical  instruments,  and  protects  the  sel- 
ler equally  as  well  as  if  the  agreement  were  registered. 

In  Quebec  Provinces  these  lien  notes  do  not  re- 
quire to  be  registered.  There  being  no  such  thing  as 
a  chattel  mortgage  in  Quebec  law,  the  ownership  of 
the  goods  could  not  pass  from  the  unpaid  seller  in  tliis 
way,  and  according  to  common  law  a  sale  to  a  third 
person  would  be  null  and  void,  while  the  third  person 
would  have  to  give  up  possession  of  goods  on  whicli 
a  lien  note  had  been  given,  even  though  ignorant  of 
the  existence  of  such  lien  note.  He  would  have  re- 
dress in  the  courts  again.st  a  person  thus  making  the 
illegal  sale. 


All  the  Provinces  except  Quebec,  as  above  stated, 
and  Manitoba,  require  that  these  lien  agreements  be 
registered,  under  certain  circumstances  to  protect  the 
vendor  against  "subsequent  purchasers  or  mortgagees 
without  notice  in  good  faith." 

In  Alberta  and  Saskatchewan  a  "lien  note"  or 
"conditional  sale"  or  "hire  agreement"  or  whatever 
it  is  desired  to  call  the  instrument,  must  be  registered 
within  30  days  from  delivery  of  the  article  or  goods 
to  protect  the  seller.  This  must  be  at  the  o^"fice  of  the 
Registration  Clerk  for  Chattel  Mortgages  in  the  Re- 
gistration district  in  which  the  purchaser  resides,  or 
where  the  goods  are  delivered.  If  the  goods  are  after- 
wards removed  to  another  Registration  District,  a  new 
Registration  is  required  to  be  made  within  60  days. 

In  New  Brunswick  it  is  required  that  a  copy  of  the 
lien  note  be  filed  in  the  office  of  the  Registry  of  Deeds 
within  ten  days  of  the  delivery  of  the  article  or  articles 
in  the  district  where  delivery  is  made.  It  is  also  re- 
quired that  the  seller's  name  be  printed  or  stamped 
upon  tlie  article  in  question. 

In  Saskatchewan,  as  in  Ontario,  it  is  unnecessary 
to  register  the  agreement  if  the  article  is  marked  with 
the  name  and  address  of  the  owner  or  seller,  provided 
he  lias  a  permanent  place  of  business  within  the  Prov- 
ince where  information  may  be  given  concerning  the 
liability  still  existing  at  any  time  on  any  specific 
contract. 

In  British  C'olumbia  it  is  necessary  to  file  the  note 
within  twenty-one  days  to  protect  the  seller  against 
subsequent  purchasers  and  mortgagees,  but  it  is  not 
necessary  that  the  seller's  name  be  attached  to  the 
chattel. 

In  Manitoba  the  name  of  the  seller  upon  the  article 
protects  hiin  without  the  necessity  of  registering  the 
agreement. 

In  the  event  of  a  lien  note  not  being  paid  at  ma- 
turity, the  seller,  who  is  still  the  legal  owner  of  the 
goods  in  question,  may  su«  on  the  note,  and  failing  to 
collect,  seize  the  chattels.  In  this  connection  it  is  well 
to  observe  that  force  must  not  be  used  if  the  possessor 
of  the  goods  resists,  and  incidentally  "repossessions" 
could  be  made  the  subject  of  some  interesting  experi- 
ences. Not  long  since  a  carter  was  instructed  to  call 
at  a  certain  address  for  an  article  on  which  payments 
were  incomplete  at  maturity.  His  ringing  the  door  bell 
being  unanswered,  he  opened  the  door  and  walked  in. 
There  seemed  to  be  no  one  about,  so  he  removed  the 
article  without  question.  His  employer  wondered  if 
he  would  be  charged  with  theft. 

It  is  a  common  mistake  that  the  insertion  in  the 
"conditional  agreement"  or  "lien  note,"  of  a  clause 
giving  the  vendor  the  right  to  break  open  doors  and 
locks,  actually  make  it  legal  for  such  to  be  done. 
Criminal  acts  cannot  be  made  legal.  Where  the  pos- 
sessor resists,  the  goods  nuist  be  secured  l)y  an  "action 
of  replevin." 

When  an  article  is  repossessed  because  of  arrears 
and  again  sold,  the  original  contract  is  dissolved,  but 
if  the  agreement  provides  that  the  first  purchaser  shall 
be  responsible  for  the  balance,  if  any  remain  after  re- 
selling, he  may  be  sued  for  that  balance. 
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OIL  FINISHED 

SPANISH  LEATHER 


(LARGE  STEER  HIDES) 


The 

LACKAWANNA 

LEATHER  CO. 


Tanners  and 

Manufacturers 


Hackettstown,  N.J. 


10  Grades 

10  Grain  Effects 

20  Colors 

TO  SELECT  FROM 

WHOLESALE  ONLY 

Samples  and  Prices  on  application 


Easily  and  Quickly  Attached. 

Some  of  the  advantages  of  Soss  Invisible 
Hinges  are  that  there  is  no  projection  on  either  side, 
and  when  the  door  is  closed  no  hinge  is  visible.  These 
hinges  do  not  creak  and  are  stronger  than  the  ordinary 
hinge. 

WRITE  FOR  PRICES 

The  Soss  Invisible  Hinge  Co., 

Limited 

104  Bathurst  St.,  Toronto.  Canada. 


50 


FLAT  WA 


H 


Gives  the  "  rubbed  "  effect  to  perfection 
and     does     not    show     brush  marks. 

The  most  convenient  and  satisfactory  flat  finish  made. 


R.  C.  Jamieson  &  Co.,  Limited 

Established  1858 

Montreal 


OVER  FIFTY  YEARS  OF  EXPERIENCE  GUARANTEES  THE  HIGH  QUALITY  OF  OUR  PRODUCTS 
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With  the  Manufacturer 


EVIDENCES  of  Prosperity. — If  railway  activity 
is  an  accurate  barometer  of  a  country's  indus- 
trial condition,  then  Canadian  manufacturers 
have  much  to  cheer  them,  if  such  were  necessary. 
During  the  C.  P.  R.'s  last  fiscal  year,  that  road  spent 
on  rolling  stock  $9,000,000,  with  orders  outstanding 
for  .$7,000,000  worth.  The  double  tracking  of  lines  in 
the  West  by  the  C.  P.  R.  will  be  appreciated  by  ship- 
pers and  receivers  alike.  A  number  of  branch  lines, 
tapping  fertile  farm  lands,  have  been  ordered  or  re- 
commended. Recent  contracts  let  by  the  G.  T.  P.  will 
also  open  up  many  new  sections  of  the  West.  During 
the  month  ending  Sept.  15,  the  C.  N.  R.  added  727  cars 
of  all  kinds  to  its  rolling  stock  equipment.  One  of  the 
car  manufactories  is  now  working  on  an  order  for 
1,000  box  cars  for  the  G.  T.  R.  It  would  be  impos- 
sible to  elaborate  on  railway  activity  in  Canada,  and 
the  few  facts  above  given  only  serve  to  emphasize  the 
country's  industrial  solidity.  The  prophecy  of  Mr.  AVil- 
liam  Harty,  president  of  the  Canadian  Locomotive 
Company,  who  estimated  that  within  the  next  50  years 
Canada  would  have  250,000  miles  of  raihvay,  is  en- 
dorsed by  men  in  a  position  to  form  an  opinion.  The 
present  mileage  is  25,000.  It  is  estimated  that  one 
locomotive  is  required  for  every  six  miles  of  road, 
which  figures  out  that  the  yearly  demand  for  locomo- 
tives for  the  next  40  years  should  average  1,000  eacli 
year,  allowing  for  4,000  now  being  in  actual  use,  ac- 
cording to  estimate. 

In  South  America. — Reciprocity  between  Canada 
and  the  United  States  having  received  a  body  blow,  the 
latter  country  is  interested  in  promoting  closer  trade 
relations  with  South  American  countries.  The  im- 
ports of  the  Argentine  Republic  haA^e  increased  300 
per  cent,  in  ten  years,  with  an  increase  of  225  per  cent, 
in  exports  for  the  same  period.  At  the  present  date 
the  exploitation  of  foreign  markets  is  not  a  vitally  in- 
teresting subject  to  many  Canadian  manufacturers,  be- 
cause of  domestic  prosperity,  but  nobody  will  deny 
that  the  time  to  look  for  a  foreign  market  is  before  ne- 
cessity compels  it.  European  countries  are  represented 
in  the  chief  centres  from  wliich  the  trade  of  Argen- 
tina, Brazil,  Peru  and  Mexico  is  handled. 

Uniform  Catalogues. — Each  manufacturer  appar- 
ently has  his  own  idea  as  to  tlie  most  suitable  size  for  a 
catalogue.  The  diversified  opinions  are  emphasized  by 
the  great  number  of  sizes  and  shapes  sent  out  periodi- 
cally to  the  trade.  That  this  lack  of  uniformity  has 
become  noticeable  to  the  dealers  is  evidenced  by  the 
remark  of  a  northern  Ontario  merchant,  who  said  to 
('anadian  Furniture  World:  "I  had  a  cabinet  made 
for  my  office,  so  that  T  could  keep  the  various  cata- 
logues on  file  in  a  neat  and  systematic  manner.  But 
to  my  disappointment,  T  found  the  file  very  irregular 
in  appearance,  and  inconvenient  to  refer  to.  It  is 
therefore  little  wonder  that  so  many  catalogues — ex- 


pensive things  as  they  are — are  thrown  on  top  of  the 
safe,  or  in  a  pile  of  dust-covered  papers,  to  finally  land 
in  the  waste  paper  basket."  A  city  dealer,  who  buys 
from  many  different  factories  enquired,  "Would  it  be 
possible  for  the  manufacturers  to  adopt  a  standard 
sized  catalogue?"  This  is  a  matter  which  migst  re- 
ceive consideration  from  the  Furniture  Manufactur- 
ers' Association. 

Asking  for  Men. — Prom  many  quarters  comes  the 
enquiry  from  the  heads  of  furniture  factories,  "how 


The  most  popul.ir  ot  the  grain  eflfects  in  oil  finished  Spanish  leathers, 
produced  by  the  Lackawanna  Leather  Co.,  Hackettstown,  N.J. 


can  we  get  more  men?"  A  short  time  ago  a  factory 
superintendent  said  to  Canadian  Furniture  World, 
"We  cannot  increase  our  plant,  we  cannot  increase  our 
output  in  the  present  building,  or  we  cannot  expand 
in  any  way  until  more  men  are  available."  With 
practically  all  factories  being  pushed  to  their  utmost 
capacity,  the  capable  men  find  it  easy  to  make  good 
wages  where  they  are,  and  consequently  are  not 
changing  from  one  employer  to  another.    "We  have 
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Logging  Mahogany  at  Lacuna. 


We  own  and  operate  600,000  acres  of 
mahogany  timber  land  at  Laguna,  del 
Carmen,  Mexico,  from  which  point  we 
are  bringing  forward  monthly  cargos 
of  Laguna  Mahogany  and  cedar 
logs  to  our  yards  at  Astoria,  L.  I., 
where   we  carry  a  complete  stock  of 

Lumber  and  Veneers. 

Lewis  Thompson  6i  Co.,  Inc. 

Philadelphia,  Pa.        Astoria,  Long  Island,  N.Y. 

Importers  and  Manufacturers  Circassian  Walnut, 
English  Oak  and  all  Imported  Hardwoods. 


Hydraulic  Veneer  Presses 

Oar  Presses  are  in  Use  by  the  Best 
Piano  and  Furniture  Manufacturers 


lOOTonPress,    10  Inch  Cylinder,    Platen  72  x  48  Inch<  s 

Built  auy  size  desired.    Furnished  with  or  with- 
out pumps.    Seud  for  Catalogue  No.  10. 

William  R.  Perrin  ^  Company,  Limited 

CHICAGO,  U.S.A.         -        -        -         TORONTO.  CAN. 


I 

ADAMS  &  RAYMOND 
VENEER  CO. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 
■ 

Plain  woods — All  kinds 
Domestic  Figured  Woods — All  kinds 
Circassian  Walnut  and  Mahogany 
Quartered  White  Oak,  Red   Oak,  Sycamore 
Figured  Gum 
■ 

QUALITY  AND  PROMPT  SHIPMENT 
Place  your  orders  with  us  and 
get  Satisfaction  and  Service. 

WE  WANT  YOUR  ORDERS 
YOU  WANT  OUR  VENEERS 

■ 

Same  Attention  To  Small  Orders  As  Large 
WRITE  US 


INDIANAPOLIS,  IND.,  U.S.A. 


FURNISHERS 

of  High -Class  Printing: 
Catalogues,  Booklets, 
and  all  Commerciatl 
work.  Printers  of  Can- 
adian Furniture  World 
a^nd  The  Underta^ker  :  : 


The  ARMAC  PRESS 

LIMITED 

56  and  58  Agnes  Street 

TORONTO  -  ONTARIO 
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advertised  for  men,"  said  au  employer,  who  is  eager 
to  turn  out  mere  goods,  "and  it  brought  us  men;  but 
they  were  the  drifting  class,  upon  whom  I  cannot 
rely."  The  same  man  is  responsible  for  the  observa- 
tion that  there  is  a  lack  of  young  fellows  disposed  to 
learn  any  of  the  branches  of  furniture  making.  And 
this  opinion  is  not  that  of  one  man  only,  it  is  expressed 
frequently.  Explain  it  as  you  may,  the  fact  remains 
that  too  often  young  fellows  show  a  preference  for 
any  occupation  other  than  learning  a  trade.  In  view 
of  this  noticeable  tendency,  it  has  been  said  that  the 
industrial  schools,  and  particularly  the  evening  classes, 
are  a  step  in  the  right  direction.  At  its  recent  session, 
the  Ontario  Legislature  voted  $20,000  for  evening  in- 
dustrial classes,  which  indicates  that  the  need  of  such 
educational  work  is  felt.  Those  in  charge  of  this  work 
would  do  well  to  see  to  it  that  the  manual  training 
department  be  made  a  strong  feature  of  the  boys' 
courses. 

Red  Gum. — In  England,  red  gum  began  receiving 
attention  many  years  before  it  did  in  America.  This 
wood,  which  has  of  late  been  talked  about  so  much,  and 
in  which  manufacturers  are  showing  a  keen  interest,  is 
a  hardwood,  growing  plentifully  in  the  Southern 
States.  It  is  frequently  highly  figured,  and  closely  re- 
sembles mahogany  and  the  better  samples  of  birch,  al- 
though it  is  a  few  shades  darker  than  new  cut  ma- 
hogany. The  supply  of  red  gum  is  enormous,  it  being 
stated  on  good  authority,  that  the  forests  of  the  lower 
Mississippi  Valley  will  furnish  all  that  is  required  for 
some  years  to  come.  In  the  past  objection  was  made 
that  red  gum  was  liable  to  warp  and  split.  In  its 
preparation,  however,  the  proper  drying  is  one  of  the 
important  factors.  Those  who  are  making  a  study  of 
this  wood  claim  that  one  year's  air  drying  is  necessary 
before  putting  it  in  the  dry  kiln.  A  thousand  feet  of 
new  red  gum  weighs  4,750  pounds.  The  maximum 
weight  after  one  year's  air  drying  is  3,300  pounds  per 
thousand  feet,  and  when  a  sample  is  found  where  the 
weight  per  foot  exceeds  3  1-3  pounds,  it  contains  as- 
tringent sap,  which  to  avoid  warping,  must  be 
thoroughly  dried.  The  results  are  then  satisfactory. 
The  figured  quartered  gum  veneer  is  forcing  itself 
upon  the  attention  of  the  cabinet  world.  Some  of  the 
figures  are  closely  enough  related  in  pattern  and  color 
to  be  mistaken  at  a  glance  for  Circassian  walnut.  With 
the  increasing  price  and  decreasing  supply  of  oak, 
maple  and  other  popular  hardwoods,  red  gum,  some- 
times referred  to  as  satin  walnut  and  hazelwood,  will 
undoubtedly  be  heard  more  of  from  now  on. 

Companies  in  Quebec. — To  those  manufacturers 
who  eitlier  are  at  the  present  time,  or  are  contemplat- 
ing carrying  on  business  in  the  Province  of  Quebec, 
the  following  extract  from  the  statistics  of  that  Prov- 
ince regarding  the  declaration  to  be  made  by  incor- 
porated companies,  will  be  of  value,  owing  to  pro- 
ceedings that  are  reported  to  have  been  taken  against 
a  number  of  people,  the  legal  firm  of  Messrs.  Mac- 
donell,  McMaster  &  Geary,  wrote  to  the  secretary  of 
the  Toronto  Board  of  Trade,  calling  attention  to  the 
extract  from  the  Statutes,  reading  thus: — 

6091.  ].  Every  incorporated  company,  carrying  on 
any  labor,  trade  or  business  in  this  Province  (except 
banks),  shall  cause  to  be  delivered  to  the  prothonotary 


of  the  Superior  Court  in  each  district,  or  to  the  regis- 
trar of  each  registration  division  in  which  it  carries  on 
or  intends  to  carry  on  its  operations  or  business,  a 
declaration  in  writing  to  the  effect  hereinafter  pro- 
vided, made  and  signed  by  the  president  when  its  chief 
office  or  principal  place  of  business  is  in  this  Province, 
or  by  tlie  principal  manager  or  chief  agent  in  the  Pro- 
vince when  it  has  only  branches  or  agencies  therein. 

2.  Such  declaration  shall  state  the  name  of  the  com- 
pany, where  and  how  it  was  incorporated,  the  date  of 


Sample  ot  Figured  Red  Gum. 


its  incorporation,  and  where  its  principal  place  of  busi- 
ness within  the  Province  is  situated. 

3.  Such  declaration  shall  be  according  to  Form  A, 
or  in  words  to  tliat  effect,  and  shall  be  produced  by  the 
president  or  the  principal  manager  or  chief  agent,  as 
the  case  may  be,  of  every  such  incorporated  company, 
and  filed  within  sixty  days  after  commencing  opera- 
tions and  business. 

4.  When  and  so  often  as  any  change  takes  place  in 
the  name  of  the  company,  or  in  its  principal  place  of 
business  in  the  Province,  a  declaration  thereof  shall  in 
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To  the  Canadian  Furniture  Manufacturers 

FROM 


HOFFMAN  BROS.  COMPANY 

FORT  WAYNE,  INDIANA 
Manufacturers  of  VENEERS  (Sliced  and  Sawed) 

AND 

HARDWOOD  LUMBER 

Specialties:  Quartered  Oak  and  Mahogany  Veneers 


The  Parma  Manufacturing  Co. 

Incorporated 

Manufacturers  of  Rotary  Cut  Veneers 
PARMA      -      -      -      .  MISSOURI 


Being  located  in  the  famous  "St.  Francis  Basin"  noted  as  contain- 
ing the  "  Cream  "  of  Red  Gum,  and  having  every  facility  for  the 
successful  manufacture  of  rotary  cut  stock,  we  are  prepared  to  fill 
orders  for 


Drawer  Bottoms  Back  Panels 

Glass  Backs  Center  Stock 

Cross  Banding 

BOTH  AIR  AND  KILN  DRIED 
Send  Specifications  for  Prices 
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like  manner  be  made,  within  sixty  days  from  such 
change.    R.S.Q.,  4754. 

()()!)4.  A  failure  to  make  and  file  the  declarations 
re(iviired  by  Article  6091  sliall  render  each  of  the  in- 
corporated companies  above  mentioned  liable  to  a 
line  of  two  hundred  dollars,  and  the  president,  princi- 
pal manager,  or  chief  agent,  as  the  ease  may  be,  to  a 
fine  of  one  hundred  dollars.  R.S.Q.,  4757;  9  Ed.  VIL. 
c.  61,  s.  1. 


THE  IMITATION  OF  HARDWOODS. 

The  United  States  Forest  Service  is  credited  with 
tlie  following,  wliicli  purports  to  be  especially  interest- 
ing to  furniture  manufacturers  : — 

"No  set  of  men  appreciate  the  seriousness  of  the 
timber  supply  question  more  fully  than  those  engaged 
in  the  manufacture  of  furniture,  and  assuredly  no  in- 
dustry is  better  prepared  technically  to  meet  the  con- 
dition of  the  market. 

"They  have  succeeded  admirably  in  coping  Avith 
the  situation  by  the  economical  use  of  material,  by  tlie 
practice  of  veneering  and  by  the  successful  imitation 
of  the  highest-priced  hardwoods,  at  the  same  time  keep- 
ing up  the  standard  of  their  product.  During  the  last 
few  years  the  great  increase  in  the  price  of  hardwoods 
used  in  the  manufacture  of  furniture  has  created  a 
strong  demand  for  woods  which  can  be  used  success- 
fully in  the  imitation  of  the  high-priced  hardwoods. 

"The  two  woods  that  are  the  most  often  success- 
fully imitated  are  mahogany  and  oak,  particularly  the 
quartered  oak  in  the  golden  and  darker  finishes.  Al- 
most without  exception,  the  manufacturer  markets 
these  imitations,  either  as  imitations  or  under  some  re- 
gistered trade  name,  and  therefore  does  not  attempt  in 
any  wise  to  pursue  a  course  that  might  in  some  degree 
deceive  his  customers. 

"For  imitating  mahogany,  cherry  was  formerly 
used  almost  entirely.  The  diminished  supply  and  the 
increased  price  of  this  wood  have  led  the  manufactur- 
ers to  seek  a  wood  which  would  lend  itself  more  readily 
to  the  stain  than  cherry,  and  at  the  same  time  show  the 
grain  and  hold  the  gloss. 

"For  these  reasons  birch,  especially  eurly  ])irch, 
maple,  beech  and  gum  are  extensively  used  for  all 
pai-ts  of  furnitui-e.  Even  in  the  better  grades  of  ma- 
hogany furniture,  birch  and  maple  stained  to  a  nm- 
hogany  finish  are  often  used  For  the  posts  and  frames, 
while  genuine  mahogany  in  the  form  of  veneer  is  used 
for-  i)an('ls,  tops  and  rolls. 

"In  iiuiking  imitation  quartered  oak  ahuost  any 
wood  can  be  used,  since  in  this  case  the  original  grain 
ot  the  wood  is  first  covered  with  a  'filler'  and  then  the 
(juartering  is  printed  on  in  dark  ink  by  the  impression 
of  actual  (|uartered  oak  rolls  or  by  a  transfer  from 
quartered  oak  prepared  by  special  ]H-ocesses.  The 
kinds  of  wood  commonly  used  for  this  work  are  })i)-ch, 
maple,  poi)lar  and  plain  sawed  oak.  After  the  wood  has 
been  finished  and  polished,  the  imitation  appears  so 
real  that  only  an  expert  can  detect  the  difference. 

"There  are  certain  woods  used  in  furniture  con- 
struction which  are  extremely  expensive,  owing  to  the 
difficulty  of  obtaining  pieces  with  a  good  grain  of 
sufificient  size  for  working.    Such  a  wood,  for  instance. 


is  Circassian  walrait.  This  wood  comes  from  the  Ural 
Mountains  and  is  largely  used  in  the  form  of  veneers 
of  chair  backs,  panels  and  tops  of  bedroom  suites, 
table  tops,  etc.,  the  l)alance  of  the  piece  of  furniture 
being  either  of  American  or  black  walnut  (natural 
finish),  or  of  satin  Avalnut,  commonly  known  as  red 
gum.  This  red  giuu,  while  it  does  not  often  show  the 
beautiful  grain  of  the  panel,  is  so  near  the  color  of 
plain  Circassian  Avalnut,  that  only  close  scrutiny  can 
detect  the  difference  in  the  Avood." 


By  Gendron  iVlt'g.  Co.,  Ltd.,  Toronto 


Miss  HoAvell — You  remember  that  gentleman  you 
introduced  me  to  at  the  reception  last  night? 
Miss  Knox — Yes. 

Miss  HoAA^ell — After  heai'ing  me  sing  he  said  he 
AA^ould  give  anything  if  he  had  my  voice. 

Miss  Knox — Well,  I  don't  doubt  it.  He  is  an  auc- 
tioneer. 


Danger  of  a  Foreign  Spouse. 

One  of  the  most  prominent  college  professors  took 
unto  himself  as  a  Avife  a  very  charming  and  highly  cul- 
tured German  lady,  avIio  is  exquisitely  particular  about 
all  small  matters. 

ScA^eral  years  ago,  just  after  she  had  come  to  live 
in  this  country,  she  Avas  ever  on  the  qui  Aave  for  ncAV 
forms  of  expression. 

One  night  the  professor  came  home  Avorn  out  Avith 
the  troubles  of  commenc  ement.  As  he  Avas  dressing  to 
att(^nd  a  A^ery  formal  reception,  he  remarked : — 

"I  Avish  Ave  Averen't  going  to  this  shindig." 

"Shindig?"  rc^peated  his  Avife.  "What  is  a  shin- 
dig?" 

"It's  the  sort  of  thing  Ave 're  going  to  to-night," 
answered  her  husband. 

At  the  close  of  a  very  enjoyable  evening  the  pro- 
fessor heard  his  wife  saying: — "Oh,  i\lrs.  B  ,  I  have 

so  nuich  enjoyed  your  shindig." 

Jack  London  has  an  affection  for  children,  and  he 
once  nuide  the  acquaintance  of  twin  sisters  of  six. 

"Good  morning,  my  dear,"  he  said,  meeting  one  of 
them  on  the  street;  "and  Avhich  of  the  tAvins  are  you?" 

The  little  lassies  looked  up  into  his  face  and  .said 
gi-avely : 

"I'm  the  one  Avliat's  out  Avalking. " — Success. 
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Here's  Something  Worth  While 


^  Write  us  for  the  price.  You'll 
be  surprised  at  the  value.  It's  one 
of  our  late^.  Made  in  Empire 
Mah  ogany  and  Quartered  Oak. 


The  Orillia  Furniture  Company,  Limited 

ORILLIA      :      :  ONTARIO 
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OBSERVATIONS  OF  A  TRAVELLER. 

By  a  Traveller. 

I HAVE  to  stop  and  laugh  every  time  I  think  of  it — 
not  that  a  traveller  has  any  particular  license  to 
laugh  much,  when  you  consider  the  hotel  accom- 
modation he  very  frequently  has  to  put  up  with — but 
it  was  brimful  of  humor.  Another  objection  to  my 
mirth  is  that  this  time  I  am  talking  about  a  failure, 
which  should  not  lend  itself  ordinarily  to  laughter. 

Well,  anyway,  the  thing  that  makes  me  overflow 
with  audible  smiling,  is  what  I  saw  in  calling  on  a 
prospective  customer  down  in  an  Eastern  Ontario  town 
last  week.  On  entering  the  store  there  seemed  to  be  an 
unusually  small  stock  on  hand — at  least  as  far  as  one 
could  jxidge  in  an  ol¥-hand  way.  The  merchant,  though, 
in  course  of  general  conversation,  told  me  he  always 
kept  about  $9,000  worth  of  furniture,  bedding,  car- 
pets, and  pictures  on  hand.  This  statement  made  me 
feel  faint  and  a  little  weak  in  the  knees,  like  I  used 
to  on  my  first  trips,  when  I  went  in  on  Friday  night 
and  explained  to  the  office  why  I  didn't  sell  any  goods. 
Just  then  I  happened  to  glance  at  his  show  window, 
and  the  sight  which  met  my  eyes  proved  the  truth  of 
the  dealer's  statement.  He  undoubtedly  had  a  $9,0G0 
stock  in  his  store,  but  about  $'8,950  of  it  was  in  the  win- 
dow. What  this  larger  amount  was  comprised  of  no 
one  could  tell.  There  must  have  been  some  brass  beds 
in  the  lot,  because  one  could  distinctly  see  two  brass 
knobs  projecting  above  a  pile  of  mattresses.  In  two 
corners  were  bunches  of  picture  wire,  which  must  have 
had  pictures  attached  to  the  other  end,  down  in  the 
"display"  some  place.  The  proprietor  of  that  store 
siicceeded  in  making  a  failure  of  his  business,  and  it 
is  quite  unnecessary  to  go  below  the  surface  to  de- 
tect one  main  reason  for  the  opposite  to  progress.  The 
majority  of  furniture  retailers  have  little  or  nothing  to 
learn  from  such  an  observation,  but  many  could  profit 
by  avoiding  the  tendency  to  have  too  much  in  the 
window.  Another  traveller  who  had  formerly  called 
upon  the  dealer  in  question  told  me,  "he  has  grit,  but 
lacks  one  of  the  other  graces — gumption." 

One  of  the  most  educating  duties  I  have — that  is  in 
the  study  of  human  nature — is  the  adjusting  of  claims. 
Only  a  week  ago  Saturday  the  office  received  a  letter 
from  a  customer  up  in  R  ,  stating  that  his  ship- 
ment of  six  parlor  suites  had  arrived  that  day,  in  a 
damaged  condition  and  he  enclosed  his  written  claim 
for  $18.50.    The  Boss  told  me  I  had  better  drop  off  at 

R          on  Monday  and  straighten  this  thing  out.  So, 

with  the  necessary  authority  in  my  pocket  to  do  what- 
ever I  thought  right,  I  called  on  our  friend,  shook 
hands  and  enquired  if  he  had  yet  received  those  goods 
I  had  booked  for  hiin  on  a  previous  trip.  "Yes,"  said 
he,  "they  came  on  Thursday,  but  three  or  four  of  the 
chairs  were  scratched  up  a  little."  "Oh,"  I  said, 
"We're  sorry  about  that,  but  our  packers  are  in- 
structed to  fix  all  shipments  up  right,  and  sometimes 
we  get  blamed  for  the  work  of  the  freight-smashers." 
Well,  to  make  a  long  story  short,  we  both  got  busy, 
looked  over  those  six  suites  carefully,  and  adjusted 
the  laim  to  our  mutual  satisfaction,  for  $2.75. 

Now,  I  am  convinced  that  fellow  never  expected  to 
get  a  solitary  cent  out  of  the  firm,  but  the  fact  re- 


mains his  claim  went  in  for  $18.50.  If  nothing  more, 
my  boss's  common  sense  is  shown  up  here,  in  that  he 
saw  the  advisability  of  sending  someone  with  authority 
to  settle  the  affair,  rather  than  attempt  to  satisfy  an 
apparently  displeased  customer  by  letter. 

And  let  me  say  right  here,  there  is  no  time  when  a 
traveller  benefits  more  from  having  a  firm  with  a 
widespread  reputation  for  honest  and  square  dealing, 
at  his  back,  than  when  compromising  with  a  customer 
in  some  dispute  where  a  tactful  handling  of  the  situa- 
tion is  required. 

The  foregoing  experience  reminds  me  of  another 
observation  picked  up  when  I  had  the  Maritime  ter- 
ritory. It  was  in  those  days  I  used  to  look  forward  to 
an  occasional  boat  trip  from  St.  John  up  to  Frederick- 
ton,  N.B.  Now,  that  is  a  trip  worth  while.  If  there 
is  any  special  liking  for  natural  scenery  in  a  fellow's 
make-up,  he  will  find  more  satisfaction  in  covering 
that  ground  in  the  summer  or  autumn  months,  than 
in  any  other  journey  of  the  same  length  I  know  of. 

Our  customer  in  this  maritime  city  was  an  elderly 
man,  who  with  the  assistance  of  his  son,  had  made  a 
success  of  the  retail  business.  Several  months  before 
that  I  had  arranged  a  difference  he  had  with  the  firm, 
and  somehow  or  other  we  seemed  to  get  quite  friendly. 
At  the  time  I  speak  of  we  had  been  out  for  a  day's 
fishing  together,  and  on  the  way  home  he  told  me  a 
little  of  his  past  experiences  in  the  business.  It  seemed 
that  he  himself  rather  favored  the  old  school  of  mer- 
chants, whose  chief  object  Avas  to  keep  down  expenses. 
To  use  his  own  words,  "When  my  son  persisted  in 
bringing  up  the  matter  of  moving  over  to  the  main 
street,  doing  more  advertising  and  other  means  of 
increasing  the  number  and  amount  of  sales,  it  irritated 
me.  All  I  could  see  in  the  suggestion  was  increased 
risk  and  increased  expenses  generally.  However,  he 
kept  everlastingly  at  it,  until  I  was  forced  to  sit  down 
and  give  the  matter  serious  thought.  Bob  was,  I  ack- 
nowledged, not  a  reckless  son;  he  had  stuck  to  the 
business  thus  far  and  had  made  good;  other  reforms 
he  had  advocated  were  adopted  to  our  profit.  So 
finally  I  told  Bob  to  go  ahead  and  have  his  way.  As  a 
result,  new  premises  were  secured,  more  people  passed 
the  store,  our  front  window  impressed  them,  and  by 
judicious  dealings  the  number  of  sales  began  to  go  up 
steadily.  That  was  the  most  important  step  we  ever 
took  in  business,  but  it  was  in  the  right  direction.  Bob 
made  sure  he  was  right  and  then  went  ahead." 

As  to  my  own  work,  when  I  was  merely  an  order- 
taker,  or  even  when  I  graduated  to  the  rank  of  sales- 
man, the  work  Avas  often  monotonous.  But  Avhen  I 
once  became  the  house's  representative,  with  full  power 
to  act  in  their  behalf  in  my  territory,  a  different  feel- 
ing came  over  me.  To  be  frank,  my  chest  expanded  a 
couple  of  inches  and  from  that  day  I  felt  as  if  I  were 
the  possessor  of  several  shares  of  tlie  company's  pre- 
ferred stock. 

The  right  kind  of  a  man  on  the  road  makes  many 
friends.  That  is  extrenu'ly  pleasant.  But  some  of 
tliose  breakfasts  you  get!  Still,  why  should  I  drift  into 
any  unpleasant  memories.  As  I  said  before,  we  travel- 
lers make  many  staunch  IricMids  and  it  is  pheasant — 
very  indeed. 
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Cuts  Like  This  Will  Sell 
Your  Goods 

There's  a  wonderful  sales-compelling'  power  in  a  well-executed  half- 
tone. For  it  brings  out  clearly  and  attractively  each  detail  in  design 
and  construction,  as  well  as  the  natural  beauty  of  the  wood  grain. 
It  puts  the  table,  the  chair  or  the  sideboard  RIGHT  IN  FRONT  of 
your  customer,  and  enables  him  to  buy  as  satisfactorily  as  if  he 
actually  saw  the  furniture  on  your  floor.  If  you  would  make  that 
new  catalogue  all-powerful,  let  us  supply  you  with  CUTS  THAT 
TALK.    You'll  be  surprised  at  the  moderate  cost.    Write  for  prices. 

Le^^  Bros.  En^ravin^  Co. 

Photographers,  Designers,  Engravers 

5  Jordan  St.       -        -        Toronto,  Ont. 
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January 
9-10-11-12 

1912 


Furniture  Exposition 

BERLIN  and  WATERLOO 

The  Hub  of  the  Furniture  Manufacturing'  Industry  of  Canada 


January 
9-10-11-12 
1912 


Furniture  Buyers  of  Canada  are  Invited  to  Berlin  and  Waterloo 

January  9-10-11-12,  1912 

To  the  Annual  Exhibition  of  Furniture,  Produced 
in  this  Great  Centre 

You  will  enjoy  the  visit  and  it  will  help  you  in  your  business  during-  all  the  rest  of  the  year. 
There  are  excellent  railway  facilities  in  every  direction  and  when  you  get  here  ycu  need  lose  no 
time  between  factories  for  they  are  conveniently  grouped.  Come  and  you  will  be  glad  you  came. 
The  manufacturers  named  below  are  exhibiting  samples  at  their  own  show  rooms  and  each  firm 
joins  in  extending  a  cordial  welcome  to  the 

Berlin-Waterloo    Furniture  Exposition 


The  H.  Knig  Furn.  Co.    The  Wunder  Furn.  Co. 
The  D.Hihner  Furn.  Co.    Baetz  Bros. 
TheGco.Lippert  Fiirii.Co.  J.  Kreiner  &  Co. 
The  Berlin  Furn.  Co.         The  W.-iIker  Bin  &  Fix- 
The   Berhn  Interior  turc  Co. 

Hardwood  Co. 


hint  ot  Manufacturers  ; 

Canada  Furn. M'f'g(Ber-  Onward  M'f'g  Co.         Canada  Furn.  Mfgrs.    National  Furn.  Co. 

lin  Factory.)  The  Waterloo  Furn.  Co.    (Waterloo  Factory)      The  Berlin  Specialty  Co. 

The  Geo.J.Lippcrt  Table  Woeller  Bolcluc  Co.        The  Berlin  Bedding  Co.  The  Berlin  Table  Co. 

Co.  The  Globe  Furn.  Co.      H.ichborn  &  Co.  The    Anthes  Co. 

Snvder  Bros.  Uphol.  Co.  J.  B.  Snider  Qi.aHt\  IM.ittress  Co. 
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KRUG  LINE 

HIGH  GRADE  FURNITURE 
will  be  on  display  in  our  permanent 
showrooms  January  9,  10,  11,  12, 
"Twin-City  Furniture  Manufactur- 
ers' Exposition. 


No.  400.    Small  Chair.  No.  400a.    Arm  Chair 

OFFICE  SIDE,  ARM,  ROTARY  CHAIRS 
AND  SETTEES. 

DINING   ROOM,   PARLOR,  LIBRARY 
AND  DEN  FURNITURE. 


The  H.  KRUG  FURNITURE  CO. 

LIMITED 

Berlin  -  -  -  Ontario 
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Hibner 
Furniture 

assures  to  the  store  showing 
it,  the  patronage  of  well-to- 
do  people  who  are  influenced 
by  quality  and  beauty  of 
design  rather  than  price. 
Hibner  Furniture  is  backed 
by  years  of  tested  selling 
value.  igi2  designs  are 
even  more  select  than  any 
yet  shown.  Come  and  in- 
spect them: 


No.  1118  Extension  Table.    Solid  Mahogany  ; 
Top  54  in,  extending  10  ft. 


Berlin  -  Waterloo    Furniture  Exposition 

Jan.  9  to  12  The  Grand  Rapids  of  Canada  1912 

The  three  samples  shown  on  this  page  only  suggests  the  many  magnificent  pieces 
that  will  be  submitted  to  the  approval  of  visitors  at  our  own  factory,  Jan.  g-io-ii-12. 

The  D.  Hib  ner  Furniture  Co.,  Ltd.    -    Berlin,  Canada 

Manufacturers  of  OAK  and  MAHOGANY  DINING  ROOM  FURNITURE 
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Two 

"Breadwinners" 

from 

THE  MOST  MODERN 
CHAIR  FACTORY 
IN  CANADA 


No.  131a 


No.  131 


BAETZ  BROTHERS  &  CO 


BERLIN,  ONT. 
"Specializing  in  Chairs" 


SELECT  STOCK 
WELL  MADE 
CORRECT  FINISHES 
PROMPT 
SHIPMENTS 


OUR  SHOWROOMS 
WILL  BE  OPEN  TO 

BUYERS 
JAN.  9-10-11-12,  1912 


No.  135a 


No.  135 
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MADE  IN  BERLIN 


MADE  IN  BERLIN 


PARLOR  SUITE 


FROM 


The  Wunder  Line  of  Excellence 

Parlor  Suites,  Rockers,  Odd  Chairs 
Dining  Chairs,  Hall  Furniture 


The  Designs 

are  of  artistically  balanced 
proportions  that  en?>ure 
finished  goods  of  admir- 
able symmetry  and  there 
is  the  necessary  variety. 


The  Materials 

are  "hand  picked. "  Every 
foot  of  oak  or  mahogany 
is  thoroughly  seasoned  and 
kiln-dried  ;  all  trimmings 
are  of  appropriate  t|uality. 


The  Workmanship 

is  the  very  best  that 
skilled  men  under  expert 
supervision  can  produce. 
No  other  is  tolerated  in 
the  Wunder  Line. 


The  Finish 

even  more  than  the  design 
influences  the  consumer's 
choice.  The  Wunder  Line 
is  blameless  in  this  re- 
spect also. 


You  are  invited  to  loolv 
over 

The  Wunder 
Line 

at  our  own  permanent 
showrooms,  Berlin  — 
Waterloo  Furniture 
Exposition,  January 
9-10-11-12,  1912,  or  at 
any  time  you  may  be 
in  Berlin.  Courteous 
treatment  always 
alwaits  you  at  the  fac- 
tory of 


No.  Kin 


No.  128 


Wunder  Furaiture  Mf^.  Co-g  Limited 

BERLIN  ONTARIO 
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Furniture  of  Quality 

and 

Goods  That  Sell 


No.  715  Luxury  Chair 

Quarter  Cut  Oak  or  Genuine  Mahogan}- 
Upholstered  in  Leather 
Automatic  Recliningf  Chair 


The  Lippert  Furniture  Co. 

Limited 


BERLIN 


ONTARIO 


No  181 

Quarter  Cut  Oak.        Golden  Oak. 
Mirror  i8  in.  x  32  in.,  B.R.  P.    Seat  40  in.  x  48  in.  x  20  in 


We  invite  you  to  visit  our 
Show  Rooms  during  the 
w^eek  of  the  Berlin-Water- 
loo Furniture  exhibit,  Jan. 
9-10-ll-12th,  1912. 


No.  348  Arm  Chair  No.  348  Small  Chair 

.Soliti  Mahogany  or  Quartered  Cut  Oak.    Slip  Seat  Leather 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


BERLIN  -  WATERLOO 

FURNITURE 
EXPOSITION 

Jan.  9-10-11-12 
1912 

You  are  invited  to  the  fac- 
tory of 

Geo.  J.  Lippert  Table  Co. 

Limited 

Berlin      .      -      _  Ontario 

and  see  for  yourself  that 
Lipp3rt  Tables  are  con- 
scientiously constructed 
from  the  caster  up. 

Largest  Manufacturers  of 

EXTENSION  TABLES  EXCLUSIVELY 

of  Canada 

Any  desirable  quality  in  an  Extension  Table  is  found  in  the  Lip- 
pert  Line.  Lippert  Tables  have  style,  matefial  and  finish  that 
make  argument  unnecessary  and  their  mechanical  convenience  is 
an  irresistible  appeal,  hence  they  sell  promptly.  They  are  built 
—  not  alone  to  sell — but  to  bring  "repeats"  to  you  and  to  the 
makers.    They  are  built  by  Extension  Table  Specialists. 

GEO.  J.  LIPPERT  TABLE  CO.,  LIMITED 


NO.  118 


BERLIN 

A   NEW  IDEA 

is  coming  through  the 
Geo.  J.  Lippert  Company's 
■  factory  to  be  submitted  to 
the  trade  for  1912.  Re- 
tailers handling  Lippert 
Tables  will  be  more  than 
ever  able  to  cinch  the 
trade  in 

EXTENSION 
TABLES 


ONTARIO 


NO.  I  19 
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The  Berlin  Interior 
Hardwood  Co.,  Ltd. 

Designers  and  Manufacturers 

High  grade  Fittings  for  Banks,  Stores  and 
Offices.  Designs  furnished  or  Architect's  designs 
and  specifications  carefully  executed. 


Commercial  Furniture,  Roll  and  Flat  Top  Desks, 
Typewriter  Desks,  Book-keepers  Desks,  Board 
Room  and  Office  Tables,  Single  and  Double 
Wardrobes,  all  carried  in  stock,  orders  filled 
promptly. 


We  make  a  specialty  of  all  kinds  of  Church 
Furniture  and  Seating,  Pews  Straight  or  Circular, 
Folding  Church  Chairs,  Pulpits,  Altars,  Com- 
munion Tables,  Chancel  and  Platform  Furniture, 
special  designs  furnished  to  meet  all  requirements. 


We  carry  the  largest  and  most  complete  line  of 
Assembly  Chairs  to  be  found  in  the  market  for 
small  Churches,  Sunday  Schools,  Y.  M.  C.  A., 
Lodge  Rooms,  Town  Halls  and  all  other  halls 
where  the  floor  has  to  be  cleared  for  other  than 
concert  purposes. 


Our  Opera  Chairs  we  supply  in  a  great  variety 
of  styles  and  prices  suitable  for  all  purposes ; 
Frames  both  in  Steel  and  Gray  Iron. 

SEND  FOR  CATALOGUE 
Illustrating  the  Line  in  which  You  are  Interested 


Berlin 


Canada 
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This  Tudor  Suite 
In  Fumed  Oak 

is  a  striking'  example  of  an  entirely  new 
range  of  designs  tliat  liave  been  studied  to 
arcliitectural  correctness  of  the  various 
periods  represented  and  which  are  shown 
in  the  new  catalogue  of 

The  Berlin  Furniture 

Company,  Limited 

BERLIN        -  -  ONTARIO 

Our  new  catalogue  will  help  you  in  the 
sale  of  high-class  furniture  for  1912.  Write 
for  it.  In  the  meantime  you  are  cordially 
invited  to  call  at  our  factory  when  you 
visit  the  Twin-City  Furniture  Exposi- 
tion, January  9-10-11-12.  We  are  located 
right  at  the  G.T.R.  Station. 


CliSffoiwrr  (<)  iiiJitch  tliiH  suite  shown  on  pn^c  (>0. 
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Twin-City  Furniture  Manufacturers  Exposition 

Jan.  9-10-11-12  Berlin- Waterloo  1912 


Special  Furniture  to  Order 


So  rapidly  has  our  business  grown  that  we  have 
been  compelled  to  refuse  orders  for  immediate  delivery. 
We  are  working  day  and  night  however,  with  as  many 
men  as  our  factory  can  accommodate.  We  employ 
only  the  best  of  furniture  workers.  We  will  enlarge 
our  plant  in  the  near  future  to  handle  the  growing 
demand  for  Furniture  made  to  Order.  In  the  mean- 
time keep  in  mind  that  when  a  customer  wants  special 
furniture  of  any  period,  design,  wood  or  finish  we  are 

Made-to-Order  Specialists 


Berlin  Specialty  Furniture  Works   -   Berlin,  Ontario 

H.  P.  Grischow,  Proprietor 


CANADIAN 
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Two  Beautiful  Specimens  Made  in  Berlin 


FROM  THE 


Geo.  H.  Hachborn  &  Co.  Line 


They  are  as 


Durable  as  they  are  Beautiful 


See  the  Hachborn  line  when  you  visi 
January  9-10-11-12,  1912. 


t  the  Twin-City  Furniture  Exposition, 


Genuine  .e.ther-.ua.e...oa.^ra.e-^  ^'^-^  ^ 


No    62,-Choicest  leather-fuU  wire  back,  a  fom- 
fo?iable  chair  and  durable.     Rich  in  appearance- 
.rood  enough  for  the  best  home  anywhere. 


Berlin 


Geo.  H.  Hachborn  &  Co. 

Specialists  in  Upholstery 


Canada 


Extension  Tables  with  "The  Perfection"  Slide 


MADE  IN  BERLIN 


Made  by  experienced  hands.  This 
slide  works  easily  and  is  durable. 
It  has  given  satisfaction  to  all  cus- 
tomers. Berlin  Table  tops  are  of 
solid  quarter  cut  oak,  and  special 
care  is  taken  in  the  matching  of 
the  material. 

BERLIN  TABLES 

with 

"The  Perfection  Slide" 


are  furnished  in  any  finish,  shaded 
to  a  uniform  color,  with  a  highiy 
polished  surface.  These  tables  are 
second  to  none  anywhere. 


BERLIN  TABLE  MANUFACTURING  CO.,  Limited     -     Berlin,  Canada 
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THE 
KELLARIC 
MATTRESS 


TWIN 

CITY 
FURNITURE 
EXPOSITION 


The  Kellaric  Mattress 

has  a  laced  opening".  You  can  show  your 
customer  the  quality  of  the  filling  and  we 
guarantee  the  filling  to  be  the  same  all 
through, 
a  mattress. 


This  is  the  Kellaric  way  of  selling 


We  procure  our  coiton  from  the  growers  in  the  Southern  States 
and  use  only  the  best  grades.  Machinery  especially  constructed 
cards  the  cotton  into  clean,  buoyant,  elastic  sheets,  which  are  built 
layer  upon  layer  until  the  required  weight  (45  lbs.)  is  reached. 
These  layers,  when  ready,  stand  TWO-AND-ONE-HALF  feet  high. 
They  are  then  compressed  to  a  thickness  of  five  inches,  making  the 
mattress  soft,  yet  firm,  so  that  while  it  sustains  the  body  comfortably 
at  every  point  of  contact,  it  is  soft  without  yieldiog. 


MADE 

IN 
BERLIN 


BERLIN 
WATERLOO 
JANUARY 
9-10-1M2 


The  Kellaric  Line  of  Cotton  Felt  Mattresses 

is  composed  of  four  distinct  grades  as  follows  : 

Kellaric  Combination,  hair  and  cotton.  Kellaric  No.  2,  Selected  Cotton. 

Kellaric  No.  1,  Pure  White  Cotton.  Kellaric  No.  3,  Grade  B.  Cotton. 

These  four  grades  of  KELLARIC  Mattresses  are  built  (not  stuffed)  by  experienced  workmen,  and  we 
supply  them  with  the  best  material  procurable  ;  the  result  is  the  very  best  value  for  the  money.  This 
is  what  you  want. 

A  Mattress  to  suit  every  purse  and  each  grade  the  greatest  value  for  the  money. 

The  leading  Furniture  and  Departmental  stores  almost  everywhere  sell  Kellaric  Mattresses. 

THE  KELLARIC  GUARANTEE 

Money  cheerfully  refunded  for  every  Kellaric  Mattress  that  is  not  satisfactory. 
When  in  Berlin  visit  the  Factory  and  see  how  Kellaric  Mattresses  are  made. 


BERLIN  BEDDING  COMPANY,  Limited 

BERLIN  and  TORONTO 
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MADE  IN  BERLIN 

THE  WOOD-WORKING  CENTRE  OF  CANADA 

"WALKER  BIN  "  GROCERY  FIXTURES  — the 

only  complete  line  of  modern  grocery  fixtures  manu- 
factured in  Canada. 

SPECIAL  HARDWARE  DISPLAY  CABINETS 
"HOFMAN  "  CLOTHING  WARDROBES 
DISPLAY  AND  SHOW  CAESS 


The  accompanyingf  cut  shows  a 
group  of  grocery  store  interiors 
fitted  with  Walker  Bin  Fixtures. 

We  design  and  manufacture 
high  class  store  fittings  of  all 
kinds. 


The  Walker  Bin  &  Store  Fixture  Co.,  Limited 


Designers  and  Manufacturers  of  Modern  Store  Fixtures. 


BERLIN,  ONTARIO 


Kreiner  Furniture 


Made  in  Berlin 


FANCY  AND  MEDIUM 
PARLOR  TABLES, 
LIBRARY  TABLES, 
MISSION  FURNITURE, 
LADIES  WRITING  DESKS, 
PARLOR  FRAMES,  ETC. 


No.  545.    Top  26  x  48 


J.  KREINER  &  COMPANY 

Factory  located  on  Grand  Trunk  Railway 


Berlin,  Ont. 


3° 
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DEC  LA  RATI  ON 

To  the  Furniture  Retailers  of  Canada  who  want  to  learn 
where  good  reliable  mattresses  can  be  procured — mat- 
tresses that  every  dealer  can  recommend  to  his  customers 
to  give  entire  satisfaction. 

Our  Motto — Quality  and  Neat,  Clean 

Workmanship 

Our  prices  are  from  $1.00  to  $30-00,  according  to  what 
you  select. 

All  Hair  Fibre  and  Felt  Sea  Grass  and  Slack  Batting 

All  Felt  Hair  and  Felt  Sea  Grass  and  White  Felt 

All  Wool  African  Fibre  and  Felt 


The  "Pioneer'' 

A  mattress  built  from  high  grade  carded  wool  covered  with 
the  best  English  art  ticking.  Guaranteed  not  to  become 
hard  or  lumpy,  strictly  sanitary,  made  in  one  or  two 
pieces,   weight  45  lbs.     Write  for  samples  and  prices. 

We  Give  Special  Attention  to  Mail  and  Telephone  Orders. 

Phone  816 


QUALITY  MATTRESS  CO. 

A.  L.  DANTZER  BERLIN  -  CANADA  m.  h.  montag 
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Three  "  Onward "  Products 

of  SeH-Evident  Worth 

MADE  IN  BERLIN 

The   Onward"  Sliding  Furniture  Shoe 
Onward"  Automatic  Hand  and  Electric  Power  Vacuum  Cleaners 

and 

Onward"  Rotary  Wall  Paper  Display  Rack 

Every  Furniture  Dealer  should  handle  the  **  Onward "  Sliding  Fur- 
niture Shoe  and  "Onward"  Autonnatic  Vacuum  Cleaners, 
and  have  an  "Onward"  Rotary  Wall  Paper  Display  Rack  in 

his  Wall  Paper  Department. 

Onward  Sliding  Furniture  Shoe 

They  are  made  with  Glass  Base  and  Mott  Metal  Base  in  all  sizes  and  styles.  They 
are  neat  in  appearance,  easily  attached,  move  easier  than  a  wheel  and  do  not  destroy 
Carpets  and  mark  up  polished  Hardwood  Floors.  Get  a  stock  of  them  and  make  a  dis- 
play in  your  window  with  our  attractive  Show  Cards,  which  we  furnish  free,  and  see  how 
fast  they  sell.    Write  to-day  for  our  illustrated  circular  and  discounts. 

Hand  Power  Vacuum  Cleaner 

The  Machine  with  the  "  Double  Tank  " 


Most  Durable,  because  it  is  built  entirely  of  malleable  iron  and  steel  (others  use 
tin  and  wood). 

Art  Displacement,  the  greatest  ;  because  the  pump  is  one-third  larger  than  any 
other,  g'lving  it  a  much  more  powerful  suction  and  a  strong  blow  (other  hand  machines 
have  no  blower. ) 

E)aslest  to  Empty,  because  our  exclusive  double  tank  device  for  separating  the 
dust  from  the  air  catches  95  per  cent  of  the  dust  in  the  bottom  of  the  taTik  without  screens, 
baffles  or  water.  Only  five  per  cent,  is  screened  and  that  on  the  outside  of  one  canvas 
covered  cylinder  (others  screen  100  per  cent,  of  the  dust  in  complicated  screens,  bags,  etc.) 

Easiest  to  pump,  because  the  screening  device  mentioned  above  offers  but  five  per 
cent,  resistance  to  the  pump  (others  100  per  cent.) 

Easiest  to  carry,  because  it  is  light,  compact  and  perfectly  balanced. 

Write  for  free  circular,  liberal  discounts  aud  secure  agency 

Do  You  Handle  Wall  Paper  ? 

The  **  Onward  "  Rotary  Wall  Paper  Display  Back 

is  the  only  practical  way  to  handle  and  sell  wall  paper  to  advantage.  This 
Rack  is  made  entirely  of  metal,  saves  half  the  time  of  a  salesman,  and  enables 
several  customers  to  compare  two  or  more  papers  side  by  side.  The  Racks 
are  easily  removed  from  the  centre  discs  to  allow  of  closer  examination  of 
paper,  bei'  g  made  interchangeable. 

The  Rack  holds  100  samples  at  one  time  and  these  are  easily  put  on  and 
taken  off.  The  Rack  is  furnished  complete  with  Tape  and  Clasps.  An 
ornament  to  any  store.  Saves  labor,  room,  and  sells  your  paper.  Made 
in  twc  styles,  for  18  in.  paper.  Write  for  our  full  descriptive  circular  and 
price.    It  will  pay  you  to  investigate. 

Manufactured  only  by 
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BERLIN 


Onward  Mf^.  Co. 


CANADA 
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BUILT  IN  BUSY  BERLIN 


QUEEN  ANNE  DINING  ROOM  SUITE 

The  above  pieces  (we  have  the  entire  suite),  are  samples  of  the  class  of  furniture  that  has  made  our  Berlin 
factory  known  as  the  home  of  the  finest  furniture  manufactured  in  Canada. 


BUILT  IN  WATERLOO 


"C.F.M."  Goods 
are  Qualify 
Goods 


Wholesale 
Showrooms  : 

TORONTO 
WINNIPEG 


QaNADA  pURNITURE^ANUFACTURERS 


"C.F.M."  Goods 
are 
Guaranteed 


OUR  WATERLOO  FACTORY 

is  known  as  the  Birth  place  of  the  best  and 
most  complete  line  of  upholstered  goods  and 
parlor  tables  ever  shown  on  the  Canadian 
market. 


Distributing 
Warehouse  : 


LIMITED  WINNIPEG.  MAN. 


General  Offices,  WOODSTOCK,  ONT. 
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Co 


Waterloo    "  TWIN-CITY "  B"l»n 

Furniture  Exposition 


Co 


You  are  coining  to  Waterloo 
January  9-10-11-12.  1912 

Make  our  Factory  your  headquarters 


Here  it  is.    Ask  the  street  car  conductor  to  direct  you  to  it. 


We  will  make  your  visit  pleasant  and  interesting  ;  we  are 
at  your  disposal  for  that  purpose.  We  will  see  that  you 
get  around  to  the  different  factories  with  the  least  delay. 
Have  your  letters  sent  in  our  care  and  let  our  stenographer 
write  the  replies.     It  will  save  your  time. 

You  will  never  regret  your  visit  to 

Th:^  Waterloo  Furniture  Co.,  Limited 

The  home  of 

Popular  Priced  Solid  Mahogany  Drawing  Room  Furniture 


Waterloo  Furniture  Co.,  Limited 


Waterloo 


Ontario 


Canada 
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January  910-11.12       WatCrloO-Berlin        January  9.10-1112 

Furniture  Manufacturers'  Exposition 


THE  HOME  OF 


Upholstered  Furniture 


MANUFACTURERS  OF 


Parlor,  Library,  Den  and  Living  Room 
Upholstered  Furniture  of  every 
description. 


We  extend  a  cordial  invitation  to  the  furniture  trade  to 
visit  our  factory  in  January,  where  our  entire  line  will  be 
displayed  in  our  permanent  showrooms  which  occupy  7500  ft. 
floor  space. 

New  Models  especially  attractive. 


Snyder  Bros.  Upholstering  Co. 


LIMITED. 


WATERLOO 


ONTARIO 
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Waterloo  and 
Berlin 

Furniture  Show 

Jan.  9-10-11-12 
1912 


Twin  ■  City 
Furniture 
Exposition 

January  9-10-11-12 
1912 

The  illustrations  on  this  page  only  hint  at 
the  new  and  dainty  designs  that  you  will 
be  invited  to  inspect  when  you  visit  us. 


Come  and  look  over  our  line  and  be  convinced 
that  there  is   no  better  value  than  we  offer  in 

Parlor  Furniture 
Frames 

Fancy  Tables 
Fancy  Rockers 
Dining  Chairs 


Count  it 
of  special 
importance 
to  visit 
us  at  our 
Factory 


WOELLER,  BOLDUC  &  CO, 

Manufacturers  and  Wholesale  Upholsterers 

Waterloo      -  Ontario 
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Church,  School       Opera  Furniture 


You  Should  Be  Interested 

In  the  furnishing-  of  Churches,  Schools,  Opera 
Houses  and  Lodge  Rooms  in  your  town  or  commun- 
ity. If  you  are  you  cannot  afford  to  ignore  our 
claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  there- 
fore pleasing  to  the  eye,  and  suitable  for  any  style 
of  architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort 
predominate. 

We  are  prepared  to  submit  designs  and 
manufacture  Prayer  Desks  and  Stalls,  Bis- 
hop's Chairs,  Baptismal  Fonts,  Lecturns, 
Hymn  Tablets,  Confessi(  nals.  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence 
Shelves,  Altars,  Altar  Rails,  Communion 
Tables,  Chairs  and  Rails,  Pulpit  Furniture 
and  Seating. 

You  may  be  interested.      If  so  write. 

But  do  it  now.     To  delay  is  to  forget. 

The  Globe  Furniture  co. 

LIMITED. 

Waterloo,        -        •  Ontario 


JANUARY 
9-10-11-12 
1912 


WATERLOO  -  BERLIN 

FURNITURE  EXPOSITION 


JANUARY 
9-10-11-12 
1912 


Retailers  of  Furniture 

are  extended  a  cordial  invitation  to 
call  and  inspect  the  extensive  line  of 

OFFICE,  SCHOOL 
AND  CHURCH 

FURNITURE 


 MANUFACTURED  BY  

JOHN  B.  SNIDER        -        Waterloo.  Ont 
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THE  TWIN  CITIES. 

JT^ST  as  visiting  passengers  or  pedestrians  from  Ber- 
lin to  Waterloo,  or  vice  versa,  can  distinguish 
nothing  to  indicate  where  the  confines  of  one 
corporation  leave  oft'  and  those  of  the  other  commence, 
there  is  apparent  no  separation  of  the  community  in- 
terests. Both  places  are  busy  industrial  centres,  and 
in  apropos  of  the  mechanical  bent  of  citizens  of  Teu- 
tonic descent,  it  is  not  surprising  that  the  manufac- 
ture of  furniture  is  the  chief  industry  of  these  two 
centres,  or  one  combined  centre  would  perhaps  be  a 
more  appropriate  expression,  as  a  tive-cent  trolley  ride 
brings  together  the  most  distant  parts  of  the  two 
municipalities. 

Berlin. 

1  ast  year  the  Board  of  Trade  of  Berlin  issued  an 
illustrated  brochure  entitled  "Bei\in  Will  Just  Suit." 
This  was  designed,  not  to  boom  Berlin,  but  to  help 
Berlin  build  bigger,  and  as  the  author  if  it  said,  "Ber- 
lin needs  no  ])oom,  has  never  had  one,  and  does  not 
want  one." 

What  Berlin  and  its  industries  do  require,  how- 
ever, are  mere  families  to  come  ard  settle  in  its  con- 
fines. The  manufacturers  need  and  can  give  steady 
employment  to  nuni,  women  and  boys  and  girls  of 
sufficiently  mature  ag''\  There  are  excellent  educa- 
tional advantages,  and  everyone  who  has  ever  strolled 
through  Berlin's  residential  streets,  has  noticed  that 
it  is  a  place  of  homes,  and  even  the  homes  of  the  least 
affluent  workmen  are  self  contained,  of  solid  brick,  and 
star.d  on  generous  ^ized  lots. 

Berlin  has  excellent  railway  facilities,  having  a 
passenger  train  for  every  hour  of  the  day,  and  four- 
teen freight  trains.  There  is  also  efficient  electric  ser- 
vice, running  several  trains  a  day  to  Gait,  Hespeler, 
Preston,  Brantford,  Hamilton  and  intervening  points. 

Tt  is  estimated  that  the  census  will  show  Berlin's 
population  to  be  at  least  15,000,  as  against  9,914  in 
1901.  The  total  assessment  of  property  is  almost  seven 
millions  of  dollars,  as  against  a  little  less  than  half  that 
amount  in  1901.  The  city  has  an  active  Board  of 
Trade,  organized  twenty-five  years  ago,  when  tlie  place 
had  a  j:()j)uiation  of  scarcely  8,500. 

With  all  its  industrial  activity  art  and  education 
in  Berlin  are  well  cared  for,  and  this  is  an  additional 
advantage  to  families  moving  in.  A  Public  School 
has  recently  been  completed  that  has  no  known  dup- 
licate 'n  a  city  of  Berlin's  size.  The  cost  aggregates 
about  $100000.  This  school  is  designed  for  the  use 
of  advanced  j)upils  and  acconunodation  is  being 
provided  for  domestic  science  and  numual  training. 
Including  this  new  school  Berlin  has  five  public  schools, 
a  separate  school  and  a  collegiate  "and  technical  in- 
stitute. 

St.  Jeronui's  College,  of  wliich  an  illustration  ap- 
pears, is  conducted  by  the  Fathers  of  the  Resurrec- 
tion and  is  one  of  the  largest  of  its  kind  in  Canada. 
The  curriculum  includes  courses  in  science,  classics, 
philosophical  and  comnu'rcial  subjects. 

Waterloo. 

Much  of  a  description  of  Berlin,  Out.,  woidd  be 
equally  applicable  to  Waterloo,  which  adjoins  tlie  i)re- 
vious  city,  and  is  so  closely  related  to  it  geographi- 


cally, as  well  as  industrially,  that  a  stranger  cannot 
distinguish  the  dividing  line.  The  population  is 
largely  of  German  descent,  which  statement  is  another 
way  of  emphasizing  the  manufacturing  importance  of 
the  place. 

In  round  numbers  the  population  is  about  five 
thousand,  and  so  varied  are  the  manufacturing  enter- 
prises, that  all  the  niembers  of  a  family  can  secure 
congenial  employment,  and  there  is  a  diversity  of 
fields  for  the  diversity  of  tastes. 

Surrounded  as  it  is  by  one  of  the  finest  agricul- 
tural districts  in  the  Province,  Waterloo  naturally  has 
a  number  of  enterprising  retail  establishments  that 
apparently  are  quite  capable  of  competing  wich  the 
Berlin  establishments.  As  there  is  only  a  five-cent 
trolley  ride  separating  the  extreme  points  of  the  two 
places,  there  is  naturally  much  int:r-mingling  of  the 
people  of  tlie  two  corporations,  and  the  citizens  of  one 
place  have  practically  all  the  advantages  of  the  other. 

Wat.'rloo's  town  hall  is  located,  where  it  appears 
to  the  average  visitor  to  a  place  that  a  town  hall  should 
be,  right  in  the  centre.  There  are  churches,  public  :ind 
private  schools  and  public  library,  that  add  to  the 
various  other  advantages  of  residence  here.    A  local 
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citizen  descanting  on  the  merits  of  his  town  remarked 
that  "when  people  come  here  they  like  it  so  well  they 
never  want  to  leave."  This  may  account  for  the  fact 
that  more  than  one  enterprise  numbers  among  its  em- 
ployees, men  with  grown-ujo  families,  who  have  served 
the  same  employer  since  youth.  This  suggests  not  only 
stability  and  reliability  of  the  class  of  labor,  but  at- 
tractiveness of  their  conditions  of  labor,  as  well  as 
residence.  Like  Berlin,  AVaterloo  has  a  very  small 
proportion  of  "renters,'"  the  nuijority  of  the  citizens 
owning  their  own  homes. 

In  connection  with  the  dividing  line  between  Ber- 
lin and  Waterloo,  a  unique  feature  exists  in  the  shape 
of  the  Berlin  and  Waterloo  Hospital,  which  is  owned 
and  jnaintained  jointly  by  the  two  corporations. 

Office  Chair  Specialists. 
In  the  development  of  the  furniture  industry  of 
Canada,  the  founder  and  present  head  of  the  H.  Krug 
Furniture  Co.,  Ltd.,  has  had  a  large  share.  When  he 
commenced  manufacturing  over  a  quarter  of  a  cen- 
tury ago,  the  public  taste  was  naturally  not  so  broad 
and  varied  as  it  now  is ;  neither  was  specialization  the 
art  it  has  now  become.  "Anything  in  office  chairs,  in 
oak  or  mahogany,"  is  the  way  the  Krug  line  has  been 
aptly  defined,  though  this  by  no  means  implies  that  the 


38 


CAKTADlAiSr  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


factory  does  not  produce  other  lines.  If  a  rotary 
chair,  an  arm  chair,  or  an  office  settee  is  wanted  for 
any  kind  of  an  office,  from  the  modest  business  place, 
affording  only  oak,  to  the.  chief  executive  office  of  the 
wealthiest  corporation,  demanding  the  most  costly  ma- 
hogany chairs,  it  will  be  found  in  the  Krug  line.  The 
Krug  product  also  includes  reception  chair,?,  hall 
chairs,  diners,  oak  settees,  mission  chairs  and  odd 
tables. 

Baetz  Brothers  &  Company. 
This  firm  purchased  the  business  of  the  Pommer- 
CoAvan  Company,  on  January  first,  1908.  The  factory 
was  almost  completely  wiped  out  by  fire  on  July  sixth, 
1910.  The  following  fall  a  new  brick  factory  building, 
330  feet  long  and  66  feet  wide,  was  built.  This  build- 
ing is  mostly  one  storey,  the  firm  believing  that  by 
having  all  the  manufacturing  process  on  one  floor,  a 
great  deal  can  be  saved  in  the  way  of  labor,  insurance 
and  other  expenses.  Manufacturing  was  recommenced 
in  this  new  building  about  April  first  1911.  A  spe- 
cialty is  made  of  manufacturing  upholstered  dining- 
room  chairs  and  parlor  suites  exclusively,  and  a  large 
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trade  has  been  built  up,  owing  to  the  popularity  of 
the  designs,  and  easy  prices  of  these  goods. 

The  Wunder  Line. 
It  is  not  long  since  the  Wunder  Furniture  Mfg.  Co., 
Ltd.,  completed  an  addition  to  their  factory  that  al- 
most doubled  their  capacity,  but  still  the  demand 
keeps  ahead  of  them.  They  have  permanent  show 
rooms  at  their  factory  to  which  they  extend  a  cordial 
invitation  to  retailers  visiting  Berlin  and  Waterloo, 
who  will  be  shown  their  complete  line  of  parlor 
suites,  rockers  and  odd  chairs  in  mahogany  and  hall 
furniture  and  dining  chairs  in  oak.  Quality  of  work- 
manship and  materials  and  the  finish  are  points  that 
the  Wunder  firm  emphasize.  Mr.  AVunder  personally 
superintends  the  production  of  his  factory's  lines 
with  the  result  that  complaints  are  as  nearly  an  un- 
known quantity  as  it  is  possible  to  get  them. 

' '  We  Aim  At  Perfection. ' ' 

In  the  private  office  of  the  head  of  the  Berlin 
P^irniture  Co.,  Mr.  J.  E.  Jacques,  who  has  been 
a  furniture  man  all  his  life,  is  a  handsome  grand- 
father clock  with  the  sweetest  of  chimes.  This  repre- 
sents one  of  their  lines  and  one  for  which  there  is 
a  rapidly  developing  demand.    It  is  a  line  that  retail 


furniture  dealers  should  feature  for  there  is  no  home 
that  does  not  want  a  grandfather  clock.  The.se  are 
in  both  oak  and  mahogany.  House  desks  with  book- 
cases on  top  is  another  Berlin  Furniture  Co.  specialty 
and  the  new  catalogue  now  in  process  will  show  a  num- 
ber of  very  effective  period  designs  in  bedroom  furni- 
ture. These  lines  are  in  oak  and  mahogany  only  and 
in  this  connection  the  company's  slogan,  "We  aim 
at  perfection,"  is  very  apt. 

Lippert  Furniture. 
The  Lippert  Furniture  Co.,  Limited,  of  Berlin, 
first  commenced  business  in  1894,  at  Waterloo, 
but  removed  to  the  present  location  in  1899.  One  of 
the  newest  additions  to  their  line  is  the  Luxury  chair, 
illustrated  in  their  advertisement  on  another  page. 
This  chair  is  exactly  what  the  name  implies — and 
more — it  is  automatic ;  that  is  the  back  adjusts  itself 
to  the  occupant.  The  chair  is  designed  to  do  the  duty  of 
a  morris  chair  without  rod,  handles  or  buttons,  and  the 
makers  guarantee  that  there  is  nothing  to  get  out  of 
order.  The  chair  is  luxuriously  upholstered  in  leather, 
with  pillow  back.  Other  Lippert  lines  are  hall  furni- 
ture, library  and  den  furniture,  parlor  suites,  fancy 
parlor  chairs,  bedroom  chairs,  diners,  etc. 

Extension  Tables  Exclusively. 
It  is  scarcely  a  year  since  the  Ceo.  J.  Lippert  Table 
Co.,  Ltd.,  was  organized  by  Geo.  J.  Lippert,  Jr.,  and 
with  such  success  that  his  original  idea  to  add  other  lines 
of  tables  has  been  left  in  abeyance  for  the  time  being. 
Thoroughly  experienced  in  his  line,  with  a  beautiful 
factory,  including  in  its  equipment  special  machinery 
for  more  perfect  work  at  a  less  cost,  and  a  personality 
that  attracts  the  best  of  workmen,  it  is  not  to  be  won- 
dered at  that  Geo.  J.  Lippert  tables  are  received  with 
favor.  Something  new  is  being  introduced  for  next 
year,  in  the  way  of  a  patent  that  is  not  now  on  anj'^ 
table  in  Canada.  The  travellers  will  have  it  imme- 
diately after  the  first  of  the  New  Year.  Hitherto  the 
factory  has  been  confined  to  oak  tables,  but  mahogary 
will  be  added  in  an  extensiA'e  variety  of  designs. 

Hibner  Furniture. 

Being  his  OAvn  superintendent,  ]\Ir.  Hibner.  founder 
and  head  of  The  D.  Hibner  Furniture  Company,  Ltd., 
devotes  practically  all  his  time  to  the  oversight  of  his 
productions,  so  that  buyers  of  his  lines  have  all  the  ad- 
vantage of  personal  supervision  of  the  head  of  the  con- 
cern, which  doubtless  accounts  for  the  present  stand- 
ing of  Hibner  Furniture.  The  sample  of  their  dining 
room  furniture  shoAvn  in  their  announcement  on  an- 
other page,  gives  a  good  idea  of  the  class  of  goods  pro- 
duced. A  special  line  Avith  this  firm  is  the  manufac- 
ture of  Maddox  K.  D.  tables,  the  patents  for  which  the 
Hibner  firm  control  in  Canada.  The  retailer  can  buy 
these  tables  at  $100  for  eighteen,  comprising  a  dozen 
patterns.  The  economy  of  freight  is  a  feature,  as  the 
Maddox  patent  alloAvs  the  tables  to  be  shipped  in  the 
flat. 

Kellaric  Mattresses. 

The  Berlin  Bedding  Co.,  Ltd.,  Avho  make  Kellaric 
Mattresses,  have  recently  purchased  a  ncAv  4-story  fac- 
tory, which  is  being  remodelled  and  equipped  AA'ith 
neAV  and  special  machinery.   Tliis  is  the  second  moA'e  to 
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larger  premises  since  the  company  was  organized  five 
years  ago.  The  business  was  commenced  in  a  small 
way,  and  two  years  ago  a  move  to  the  building  which 
has  now  been  outgrown  was  necessary.  Mr.  H.  D. 
McKellar,  President  of  this  firm,  is  identified  with 
several  important  industries  in  Berlin.  In  the  secretary- 
treasurer  of  the  company,  T.  M.  Winterhalt,  Mr.  Mc- 
Kellar has  a  valued  and  enterprising  lieutenant.  The 
manufacturers  of  Kellaric  Mattresses  are  believers  in 
the  use  of  printers'  ink,  consequently  this  is  an  adver- 
tised line,  so  that  a  demand  is  created.  A  complete 
stock  is  carried  at  the  Toronto  warerooms. 

Quality  Mattresses. 
About  a  year  ago  two  young  men,  named  A.  L. 
Dantzer  and  M.  H.  IMontag,  became  the  proprietors  of 
the  Quality  Mattress  Co.,  the  office  and  factory  of 
which  is  on  King  Street,  Berlin.  They  have  had  ex- 
cellent success,  and  like  other  Berlin  industries,  their 
difficulty  is  to  keep  up  with  the  demand.  "Matresses 
of  all  kinds,  from  $1.00  to  $30.00,"  was  the  reply  to  the 
Furniture  AVorld's  query  as  to  what  they  produced. 
These  are  in  all  felt,  all  hair,  hair  and  felt,  all  wool, 
moss,  sea  grass  and  white  felt,  etc.  The  "Pioneer," 
one  of  their  leaders,  carries  a  twenty  years'  guarantee. 
This  is  in  one  or  two  pieces,  is  made  of  high  grade 
carded  wool,  and  Englisli  art  cover. 

Upholstered  Furniture. 

The  best  description  of  the  lines  of  Geo.  H.  Hach- 
born  &  Co.,  is  found  in  the  two  designs  illustrated  in 
their  announcement  in  this  issue.  Their  No.  625  chair 
is  in  a  fine  grade  of  leather  that  further  emphasizes 
the  luxuriousness  of  the  design,  which  is  as  comfor- 
table as  it  looks.  The  620  couch  is  a  special  in  genu- 
ine leather,  and  it  is  just  such  a  line  that  many  retail- 
ers have  openings  for.  Geo.  H.  Hachborn  &  Co.  make 
a  variety  of  three  and  five  piece  suites,  couches  and 
easy  chairs. 

Dining  and  Bed  Koom  Furniture. 
The  Berlin  factory  of  Canada  Furniture  Manufac- 
turers, Ltd.,  the  head  office  of  which  corporation  is 
located  at  Woodstock,  specializes  on  dining  and  bed- 
room furniture,  in  mahogany  and  walnut,  with  such 
success  that  an  early  addition  to  the  factory  is 
planned.  Mr.  A.  E.  AVitmer,  who  is  in  charge  of  this 
factory,  takes  the  greatest  pride  in  producing  lines 
that  defy  criticism  in  matching  of  veneer,  finish,  in 
construction  and  correctness  of  design. 

Onward  Products. 

For  the  manufacture  of  glass  furniture  shoes,  made 
to  take  the  place  of  casters,  it  is  not  surprising  that 
the  Onward  Mfg.  Co.,  owned  by  T.  A.  AVitzel,  should 
select  Berlin.  These  glass  shoes  are  made  in  sizes  for 
any  kind  of  furniture  that  can  be  fitted  with  casters, 
including  pianos.  They  slide  across  the  floor  or  car- 
pet, instead  of  rolling,  and  it  is  surprising  with  what 
ease  a  heavy  brass  bed  or  a  piano,  a  settee  or  chair, 
slides  on  these  shoes,  and  they  leave  no  mark.  That 
many  homes  and  offices  have  had  complete  outfits  of 
these  shoes  installed  to  take  the  place  of  casters,  sug- 
gests that  live  furniture  men  should  be  able  to  do  some 
good  business  in  their  home  towns.  Attention  is 
directed  to  the  Onward  Co.'s  page  advertisement,  in 


which  two  other  lines  of  interest  to  furniture  men  are 
featured.  These  are  the  vacuum  cleaner  and  the  wall- 
paper display  rack,  in  both  of  which  lines  a  number 
of  furniture  men  have  already  interested  themselves. 
"The  Perfection"  Slide. 

Among  the  younger  manufacturing  firms  in  Ber- 
lin, is  The  Berlin  Table  Mfg.  Co.,  Ltd.,  whose  spe- 
cialty is  "The  Perfection"  Slide  in  their  extension 
tables.  In  recent  years  the  consumer  has  insisted  on 
an  extension  table  that  will  open  and  close  easily. 
Manufacturers  have  been  equal  to  the  demand  for  im- 
provement in  extension  tables,  and  again  specialization 
is  responsible  for  much  that  has  been  accomplished. 
The  Bverlin  Table  Mfg.  Co.  have  had  excellent  en- 
couragement since  commencing  business,  and  invite 
the  most  careful  scrutiny  of  their  table  features,  which 
embrace  solid  quarter  cut  oak  and  careful  matching. 
J.  Kreiner  &  Co. 

J.  Kreiner  &  Co.  have  been  manufacturers  of  fur- 
niture for  the  past  tAventy  years,  and  the  head  of  the 
firm  is  to  be  found  in  his  factory  every  day.  Their 
lines  are  fancy  and  medium  parlor  tables,  library 
tables,  mission  furniture,  ladies'  writing  desks,  parlor 
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frames,  etc.  The  factory  is  located  on  the  Elmira  and 
AVaterloo.  branch  of  the  Grand  Trunk,  with  a  siding 
in  their  OAvn  yards. 

Store  Fixtures. 

AVhile  not  exactly  manufacturers  of  furniture,  the 
Walker  Bin  and  Store  Fixture  Co.,  make  a  number  of 
lines,  in  which  furnitui-e  men  are  interested,  and  in 
the  production  of  which  highly  skilled  mechanics  are 
employed.  They  have  a  special  catalogue  showing 
"Modern  Grocery  Fixtures,"  which  are  built  to 
measurements  supplied  by  the  purchaser.  The  cata- 
logue illustrates  a  number  of  stove  interiors  in  which 
the  company's  fixtures  are  in  actual  use.  These  are 
in  grocery,  hardware,  drug,  tobacco  and  liquor  stores. 
A  separate;  catalogue  shows  clothing  wardrobes,  hat 
cases  and  show  cases. 

Furniture  to  Order. 

About  a  year  ago  H.  P.  Grischow  was  drawing 
wages  from  another  manufacturer,  but  a  difference  of 
opinion  resulted  in  a  severance  of  their  relations,  and 
tlie  Berlin  Specialty  Furniture  AYorks  came  into  ex- 
istence. In  special  furniture  to  order,  Mr.  Grischow 
saw  a  field,  and  his  judgment  appears  to  have  been 
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good,  for  at  the  present  time,  lie  is  i;nable  to  keep  up 
with  orders,  though  working  nights.  By  employing 
only  skilled  mechanics  and  catering  to  that  growing 
class  of  consumer  who  requires  furniture  made  to 
suit  individual  requirements,  this  new  firm  expects  to 
continue  its  rapid  development.  Enlarged  manufac- 
turing capacity  in  the  spring  has  been  decided  upon. 
Interior  Woodwork. 
The  business  of  the  Berlin  Interior  Hardwood 
Co.  suggests  that  furniture  retailers  are  perhaps  not  as 
active  as  the  possibilities  warrant,  in  bank,  office  and 
store  fittings,  church,  lodge  and  theatre  seating,  office 
desks,  tables,  wardrobes,  typewriter  desks,  board 
tables,  etc.  The  products  of  the  Berlin  Interior  Hard- 
wood Co. 's  factory  include  all  of  these,  and  the 
only  complaint  of  the  management  at  the  present  time 
is  the  scarcity  of  workmen,  a  common  complaint  in 
Berlin  and  Waterloo  and  other  furniture  centres.  The 
great  increase  in  the  number  of  theatres,  lodges  and 
churches,  as  well  as  commercial  and  industrial  enter- 
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prises,  has  resulted  in  a  corresponding  development  in 
this  class  of  business. 

Everjrthing  in  Upholstery. 

Furniture  buyers  visiting  Waterloo  always  com- 
ment upon  the  Jnagnificent  permanent  showrooms  at 
the  factory  of  Snyder  Bros.  Upholstering  Co.,  Ltd. 
These  occupy  7,500  feet  of  floor  space  and  the  firm  en- 
deavor to  have  their  lines  on  display  at  all  times.  For 
some  time,  however,  it  has  been  necessary  to  tem- 
porarily appropriate  the  showrooms  for  manufacturing 
purposes.  "Everything  in  Upholstery"  is  the  slogan 
of  this  firm,  who  are  upholstered  furniture  specialists, 
and  whose  lines  include  morris  chairs,  parlor  suites, 
odd  parlor  chairs,  living  room  chairs,  den  furniture, 
davenports,  couches  and  adjustable  sofa  beds.  Their 
factory  is  located  on  the  car  line  and  easy  of  access 
for  visitors.  Messrs.  Hnyder  Bros,  extend  a  cordial 
welcome  to  visiting  retailers  at  all  times. 

Solid  Mahogany  Specialists. 

The  Waterloo  Furniture  (Jo.,  Ltd.,  have  a  particu- 
larly attractive  factory,  and  therefore  it  is  not  sur- 
prising that  it  should  be  devoted  to  the  production  of 
high  grade  goods.    Furthermore,  visitors  to  AVaterloo 


will  find  it  easy  to  get  to,  being  but  a  l)lock  from  the 
trolley  line,  and  also  close  to  the  G.  T.  R.  station. 
"Specialists  in  solid  mahogany,"  correctly  applies  to 
this  firm,  they  producing  drawing  room  furniture  in 
solid  mahogany,  at  prices  that  would  be  reasonable  fcr 
birch  goods.  The  explanation  of  their  success  is  in 
the  one  Avord  "specialization,"  resulting  in  quantities 
that  make  possible  prices  that  would  otherwise  be  im- 
possible. As  one  member  of  the  firm  said,  "it  costs  the 
retailer  nothing  extra  for  the  time  and  study  we  put 
into  the  designs."  Visitors  to  this  factory  will  f'nd 
a  very  cordial  welcome,  and  are  invited  to  make  it 
their  lieadquarters. 

Wholesale  Upholsterers. 

An  honorable  career  is  one  of  the  valued  assets 
in  the  conduct  of  the  business  of  Woeller.  Bolduc  & 
Co.,  which  finn  was  established  in  1893,  the  meml)er.s 
being  practical  men  in  the  business  of  Avholesale  up- 
holsterers. The  various  points  of  merit  of  their  lines 
are  familiar  to  the  trade,  many  of  whom  have  signi- 
fied their  intention  of  visiting  the  AVoeller,  Bolduc  fac- 
tory, during  the  "Twin  City"  Furniture  -Manufac- 
turers' Exposition,  Jan.  9  to  12.  The  Woeller,  Bolduc 
lines  are  parlor  furniture,  frames,  dining  chairs,  fancj' 
rockers,  fancy  tables,  etc.,  and  they  are,  of  course, 
wholesale  upholsterers. 

"C.  F.  M."  In  Waterloo. 

The  Canada  Furniture  Manufacturers'  factory  at 
AVaterloo  is  devoted  to  the  production  of  upholstered 
goods,  parlor  tables  and  odd  pieces  in  mahogany.  Air. 
Henry  Schafer,  Avho  has  charge  of  the  factory,  has 
long  l)een  in  the  business  of  furniture  manufacturing, 
having  given  special  attention  to  the  lines  on  wliich 
the  factory  specializes.  He  has  excellent  factory  facili- 
ties, a  modern  building,  and  produces  goods  that  carry 
the  guarantee  of  the  makers. 

Church  Furniture. 

That  the  Globe  Furniture  Co.  are  specialists  in 
church  furniture  of  all  denominations,  is  familiar  to 
almost  everyone  in  the  trade.  They  are  now  adding  a 
line  of  school  furniture  Avhich,  it  is  expected,  will  be 
on  the  market  early  in  the  New  A^ear.  It  is  their  pui*- 
pose  also  to  Avork  into  the  manufacture  of  opera 
chairs,  for  Avhich  there  is  such  a  groAving  demand.  CA-en 
in  the  smaller  toAAms.  SomeAvhat  of  a  special  nature 
are  their  lines  for  Roman  Catholic  churches  and  insti- 
tutions, AA'hich  include  altars,  pulpits,  confessionals, 
convent  stalling,  etc.  The  Globe  Co.'s  factory  is  spe- 
cially equipped  for  this  class  of  Avork.  The  manage- 
ment of  the  Globe  Furniture  Co.  is  noAv  in  the  hands 
of  Air.  J.  Bahnsan,  Avho  was  for  tAventy  years  connected 
Avitli  the  American  Seating  Co.,  of  Chicago. 

Office  Desks. 

One  of  the  best  knoAvn  desk  manufacturers  in 
Canada  is  John  B.  Snider,  AA'^aterloo,  the  products  of 
Avhose  factory  include  desks  in  great  variety.  There 
are  fiat  and  roll  top  desks,  drop  typmvriter  desks,  board 
room  tables,  school  desks,  office  and  typcAA^riter  chairs. 
This  factory  also  produces  church  and  lodge  furniture 
and  special  cabinets  for  various  purposes. 
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HESPELER  A  FURNITURE  TOWN. 

PICTURESQUELY  located  in  a  hilly  section  of 
AVaterloo  County,  on  the  River  Speed,  is 
Hespeler,  Ontario,  once  noted  for  its  wool- 
len mills,  but  now  invariably  associated  with 
high  class  furniture.  Connected  as  it  is  with 
surrounding  towns  by  means  of  an  electric  rail- 
Avay  system,  so  conducted  and  so  equipped  with  hand- 
some big  ears  that  patrons  are  always  sure  of  a  seat 
and  a  safe,  comfortable  ride,  which  is  not  the  case  in 
Toronto,  for  example.  Hespeler  is  a  busy  market 
centre  for  a  large  section  of  successful  agriculturists, 
for  which  Waterloo  County  has  an  extended  reputation. 

Hespeler  is  distant  from  Berlin  only  a  fifteen-cent 
trolley  ride,  and  a  five-cent  ride  from  Preston.  It  is 
also  connected  with  Gait  by  a  trolley  line,  which  brings 
the  place  into  direct  communication  with  a  number  of 
surrounding  towns  and  cities. 

Visitors  to  furniture  factories  will  also  appreciate 
the  adyantages  of  G.  T.  R.  and  C.  P.  R.  connections, 
which  liave  so  important  a  bearing  on  prompt  deliver- 
ies of  freight. 

Water  power,  as  well  as  Hydro-Electric  power,  are 
factors  that  make  Hespeler  important  from  a  manu- 
facturing standpoint,  and  incidentally  it  might  be 
remarked  that  there  is  in  Hespeler  an  excellent  op- 
portunity for  some  industry  desiring  a  factory  already 
built  and  equipped  with  a  power  plant.  This  is  a  large 
stone  building,  formerly  used  in  the  woollen  industry, 
and  which  is  now  vacant,  though  being  considered,  it 
is  understood,  by  several  enterprises. 

Reasonable  cost  of  living,  both  as  regards  cost  of 
rents  and  food,  is  advanced  as  one  of  the  advantages 
of  living  in  Hespeler. 

Hespeler  Furniture  Company. 
It  is  only  ten  years  since  Mr.  G.  A.  Gruetzner,  who 
had  had  many  years'  experience  in  the  furniture  trade, 
established  the  Hespeler  Furniture  Co.,  and  which  con- 
cern has  succeeded  even  beyond  his  brightest  anticipa- 
tions. Mr.  Gruetzner  was  well  known  in  connection 
with  the  Simpson  Co.,  of  Berlin,  which  was  under  his 
management  before  being  absorbed  by  the  Canada  Fur- 


Puvilion    and    Park,  Preston. 


niture  Manufacturers,  Ltd.,  and  realizing  the  existence 
of  a  demand  for  a  certain  high  grade  of  furniture,  he 
set  about  to  cater  to  it. 

The  factory  is  one  of  the  most  up-to-date  to  be 
found  anywhere,  both  in  point  of  equipment  and  plan- 


ning of  the  buildings.  It  is  entirely  of  red  pressed 
brick,  handsome  in  appearance,  and  of  a  character 
that  at  once  suggests  the  quality  of  the  lines  manu- 
factured. Furthermore  a  visit  through  the  factory 
promptly  convinces  one  of  the  efficiency  of  the  equip- 


"Busy   Hespeler" — Hespeler,  Ont. 


ment  and  the  attractive  conditions  under  which  the 
men  work.  As  one  trade  visitor  remarked,  "every- 
thing from  the  front  door  of  the  office  to  the  lumber 
yard,  is  neat  as  wax."  On  one  side  of  the  building  is  a 
G.  T.  R.  siding,  with  a  C.  P.  R.  switch  on  the  opposite 
side,  allowing  goods  to  be  loaded  direct  from  the  ship- 
ping room  to  the  cars. 

Notwithstanding  additions  have  been  built  to  the 
factory  on  an  average  of  every  three  years,  another 
large  addition  is  planned,  which  will  make  this  firm 
one  of  the  largest  in  the  country. 

The  products  of  the  Hespeler  factory  are  high 
grade  goods  in  foreign  woods,  such  as  Circassian  wal- 
nut and  mahogany.  The  management  has  always  kept 
in  close  touch  with  the  Grand  Rapids,  Chicago  and 
New  York  markets,  and  has  ever  been  ready  to  intro- 
duce new  designs,  with  the  result  that  many  retailers 
will  readily  adopt  a  Hespeler  line. 

Visitors  to  the  factory  can  always  see  a  proportion 
of  goods  set  up  ready  for  their  inspection,  in  handsome 
show  rooms  for  the  purpose.  A  special  invitation  is 
extended  to  retailers  by  the  management  to  call  on 
them  during  January. 

Owen  Daveno  Beds. 

The  second  industry  in  the  furniture  business  to  be 
attracted  to  Hespeler,  was  the  Owen  Daveno  Bed  Co., 
Ltd.,  which  is  oAvned  by  several  prominent  furniture 
men.  On  another  page  some  of  the  merits  of  the  Owen 
Daveno  bed  are  given.  This  line  is  already  well  known 
to  tlio  retail  trade,  and  has  been  demonstrated  on  many 
occasions.  The  makers  are  coming  out  with  several 
new  designs  of  davenports  and  davenport  folding  beds. 
Among  other  important  features  claimed  for  this  bed 
are,  that  when  closed,  it  contains  all  the  bedding,  in- 
cluding pillows,  and  that  the  occupant  does  not  sleep 
on  the  upholstery  when  "The  Daveno"  is  being  used 
as  a  bed. 

The  Owen  Daveno  people  are  also  adding  a  line  of 
Morris  chairs,  and  in  the  meantime  customers  are  ex- 
tended a  welcome  to  visit  the  factory  and  learn  all 
about  these  goods. 

(Continued  on  page  71.) 
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AUSTRIAN  BENTWOOD  FURNITURE 

is  being-  used  for  so  many  purposes  and  good  reasons — graceful,  symmetrical  and  classical  lines  for  Parlor, 
Boudoir,  Bed-Rooms  and  Dining--Rooms — High  Grade  and  also  at  low  prices.  Suitable  for  Hotels,  Cafes, 
Pub'ic  Libraries  and  Hospitals  because  they  are  light  in  weight,  exceedingly  strong,  comfortable  and 
strictly  sanitary — used  the  world  over. 

MANUFACTURED  BY 

JACOB  &  JOSEF  KOHN,  of  Vienna,  Austria. 

One  of  the  largest  Furniture  Manufacturing  firms  in  the  world,  having  five  factories  and  over  iiooo  employees. 
Our  new  catalogue  is  ready  for  mailing.     If  you  have  not  already  received  one,  a  card  will  bring  same  by  mail. 

CANADIAN  BRANCH,  r2 15-2 17-2 19  Victoria  St.,  TORONTO,  CAN. 


Every  Home  in  Canada  needs 

^^The  Daveno''  Bed 


Made  in  a  Variety  of 
Styles  and  Finishes 


BY  DAY 

A  handsome  roomy 
davenport  with  nothmg 
about  it  to  hint  at  a 
bed  or  the  bedding 
it  conceals  —  always 
ready  for  immediate 
use.  Takes  the  place 
of  a  bed,  and  saves  an 
extra  bed  room. 


BY  NIGHT 

A  simple  movement 
makes  it  a  ready-to- 
get-into  bed.  It  is  the 
only  thorough  Bed  and 
thorough  Davenport. 
The  occupantdoes  not 
sleep  on  the  upholstery. 
It  is  a  full  size  comfort- 
able bed  containmg 
springs,  mattresses, 
blankets  and  pillows. 


""^  OWEN  DAVENO  BED  COMPANY,  LIMITED 

HESPELER  ONTARIO  CANADA 
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Hespeler  Furniture  Builds  Trade 

Every  line  in  the  Hespeler  catalogue  is  fast  selling  and  profitable  for  the 
retailer  who  handles  it.      What  about  1912? 


No.  978:  In  a  rich  grained  Mahogany  and  faultless  finish.     You  will  need 
this  suite.     The  design  is  just  what  particular  buyers  enthuse  over. 

FURNITURE  BUYERS 

are  always  welcome  at  our  factory.  The  many  who  call  here  every  year 
consider  the  time  spent  in  looking  over  the  Hespeler  line  a  good  investment. 
It  is  an  education  to  see  the  finished  goods  and  each  process  of  manufacture 
from  the  lumber  pile  to  the  show  room. 

Hespeler  has  splendid  Electric  Railway  facilities  and 
the  round  fare  trip  is  only  35  cents  from  Berlin, 
ID  cents  from  Preston,  25  cents  from  Gait. 

The  Hespeler  Furniture  Co.,  Ltd. 

Builders  of  Hi^h  Grade  Furniture  for  the  Home 
HESPELER  -  -  -  CANADA 

Bo<h  G.  T.  K.  and  C.  P.  R.  sidimts  at  the  Factory 
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Office  Desks  Are  Our  Specialty 


A  complete  line  constructed  and 'finished  in  the  best  possible  manner,  at  reasonable  prices. 

Lines  sold  absolutely  to  the  trade  only. 

The  Preston  Furniture  Company  Limited 

PRESTON         -  ONTARIO 


In  Office  and  School 
Furniture 

School  Re-Furnishing 
Time 

the  possibilities  are  greater  every  year.  The 
demand  for  desks  of  all  kinds,   flat,  roll  top, 
standing  and  typewriter  desks  is  always  increas- 
ing, and  it  is  a  branch  in  which  the  retailer  can 
share  to  a  larger  extent. 

should   mean  extra  business  for  Furniture  Re- 
tailers.   The  winter  season  of  new  School  Desks 
and  Seating  is  almost  here.    The  local  retailer 
can  easily  learn  where  new  desks  and  seats  are 
required  and  agitate  to  his  own  profit. 

Consult  with  us  about 

Office,  School  and  Library  Furniture.    Bank  and 
Office  Fixtures,  Opera  and  Assembly  Chairs  and 
Interior  Hardwwood  Finish  Generally. 

CANADIAN  OFFICE  and 

SCHOOL  FURNITURE 

LIMITED 

PRESTON 

ONTARIO 
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With  the  Retailer 


MADE  In  Canada. — The  censors  of  fihns  for  iise  in 
moving-  picture  theatoriums,  are  putting  the 
ban  on  illustrations. that  feature  foreign  flags. 
This  in  itself  may  be  a  comparatively  unimportant  in- 
cident, but  it  suggests  to  the  older  members  of  the  pre- 
sent generation  at  least,  that  in  the  matter  of  patriotic 
sentiment,  Canada  is  making  headway.  It  is  not  so 
many  years  since  schoolchildren  everywhere  were  almost 
as  familiar  with  the  stars  and  stripes  as  with  the 
Union  Jack,  but  conditions  have  changed.  Younger 
Canadians,  and  older  Canadians  too,  are  not  apologiz- 
ing for  their  country.  They  do 
not  form  their  estimate  of  it 
from  foreign,  misleading  litera- 
ture, and  what  is  essential  to 
the  development  of  the  country 
industrially,  are  growing  more 
patriotic  to  Canada's  manufac- 
tures. The  great  growth  in 
imports  m'ght  be  given  as  an 
argument  to  the  contrary,  but 
the  consumption  of  domestic 
products  is  increasing  in 
greater  ratio,  and  the  imports 
are  but  a  barometer  of  this 
country's  prosperity.  The  creed 
reproduced  on  this  page,  al- 
ways pertinent,  was  perhaps 
never  more  so  than  at  the  pre- 
sent time.  Notwithstanding 
the  allegations  each  political 
party  may  have  made  against 
the  other  during  what  will  be 
a  long  remembered  reciprocity 
campaign,  that  campaign  has 
done  much  to  foster  a  spirit  of 
patriotism,  and  in  a  very  large 
measure  it  remains  for  the  re- 
tailers of  this  country  to  turn 
that  patriotism  into  a  substan- 
tial testimony  of  wliat  it  should 
mean,  by  emphasizing  and 
featuring,  ' '  Made-in-Canada ' ' 
merchandise. 

Buying  in  Canada.  —  The 
Canadian  Home  Market  Association  says,  "The  pur- 
chase of  .^1,000  of  goods  from  your  own  town  or  your 
own  country,  in.stead  of  purchasing  outside,  means  the 
addition  of  one  person  to  your  town  or  your  country, 
instead  of  supporting  him  abroad."  According  to 
this  estimate  the  imports  of  furniture  into  Canada  dur- 
ing the  past  twelve  months  would  mean  an  addition 
to  Canada's  poi)ubiti()n  of  1,,^)()()  persons,  if  this  fur- 
niture were  produced  in  Canada.  That  furniture  to 
the  value  of  a  million  and  a  half  dollars  should  be  pur- 
chased by  Canadians  outside  of  Canada,  does  not  ne- 


The  Furniture  Mer- 
chant's Creed 


BELIEVE  in  Canada. 
^  I  love  her  as  my  home, 
I  honor  her  institutions,  I 
rejoice  in    the    abundance    of  her 
resources. 

^  I  have  unbounded  confidence  in 
the  abiHty  and  enterprise  of  her  people, 
and  I  cherish  exalted  ideas  of  her 
destiny  among  the  nations  of  the  world. 
^  Anything  that  is  produced  in 
Canada  from  Canadian  materials  by 
the  application  of  Canadian  brain  and 
labor,  WiW  always  have  first  call 
with  me. 

^  And  it  is  only  good  business  on 
my  part  that  it  should. 


cessarily  reflect  on  Canadian  retailers,  manufactur- 
ers or  their  furniture,  though  it  is  easily  apparent  how 
desirable  it  would  be  to  put  a  crimp  in  these  figures, 
and  more  duty  is  not  the  remedy.  Regardless  of  high 
or  low  tariff,  there  will  always  be  some  furniture 
bought  in  the  United  States,  just  as  there  will  be  hats, 
shoes,  stoves,  pianos,  or  anything  else.  There  are 
some  Canadian  women  who  will  travel  all  the  way  to 
New  York  to  buy  a  hat  of  an  exclusive  pattern,  and 
there  are  other  hats  brought  in  as  samples.  Just  so 
in  furniture.  But  in  the  meantime  are  Canadian  re- 
tailers doing  their  whole  part 
in  having  the  furniture  con- 
sumed in  Canada  made  in 
Canada?  There  can  be  no 
longer  any  fault  to  find  with 
designs,  finish,  workmanship 
or  materials.  Home  competi- 
tion is  keen  enough  to  keep 
prices  down  and  quality  up,  no 
matter  how  high  the  tariff 
might  be.  This  year  some  re- 
tailers have  experienced  diffi- 
culty in  securing  their  require- 
ments, because  of  the  phenome- 
nal demand,  and  this  is  one 
element  that  has  effected  the 
imports.  Incidentally  it  is 
only  natural  that  with  the  ex- 
isting demand  manufacturers 
would  give  the  best  customers 
the  preference.  "Best"  is  not 
necessarily  largest  buyers,  but 
most  prompt  in  remitting,  and 
making  the  least  complaint. 

Factories  Retailing. — That 
manufacturers  sell  at  retail  is 
no  new  complaint,  nor  will  it 
be  non-existent  so  long  as 
there  are  retailers  so  indiffer- 
ent to  their  own  interests  that 
they  make  it  necessary  for  cer- 
tain customers  to  go  to  the 
manufacturer.  Not  long  since 
a  traveller  for  a  furniture 
liouse  sold  a  hotel  in  a  small  town  a  bill  of  goods  from 
his  photographs,  and  which  ran  into  a  tidy  sum.  The 
traveller  then  went  to  the  local  retailer,  who  was  a 
customer  of  his  to  so  arrange  tliat  the  order  would  go 
through  him,  netting  a  neat  commission  for  doing 
nothing  but  staying  away  from  the  business  that  had 
been  ripening  under  his  nose  for  months.  Instead  of 
appreciating  the  action  of  the  manufacturer's  repre- 
sentative, he  resented  it,  and  complained  bitterly  be- 
cause the  hotel  keeper  did  not  come  to  him.  The  up- 
shot of  the  matter  was  that  the  traveller  picked  up  his 
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samples  and  walked  down  street  to  the  other  furniture 
man  on  whom  he  had  never  before  called.  Here  he 
was  received  witli  undisguised  pleasure,  and  the  fur- 
niture man  became  a  regular  customer.  There  may  be 
instances  where  the  manufacturer  comes  into  unfair 
competition  with  the  retailer,  but  he  has  his  weapons 
of  protection.  There  is,  however,  much  public  institu- 
tion business,  hotel,  church  and  school  trade  that  the 
local  furniture  retailer  never  makes  a  dollar  out  of, 
but  he  cannot  blame  the  manufacturer  for  that. 

Where  Furniture  Goes  To. — To  the  innate  and  ever 
present  desire  for  change  can  be  credited  a  very  large 
proportion  of  the  demand  for  furniture.  Much  of  the 
better  furniture  is  built  to  wear  a  generation  or  longer, 
and  retailers  always  emphasize  durability,  but  in  the 
average  home  the  furniture  is  not  permitted  to  wear 
itself  out,  it  is  thrown  out.  That  is  because  the  owner 
gets  tired  of  seeing  it,  or  has  seen  something  else  that 
he  prefers,  or  if  it  is  mahogany,  he  has  become  edu- 
cated to  a  desire  for  walnut,  and  if  he  has  a  dining 
room  in  colonial,  he  wants  it  in  mission.    That  thes? 


The  James  Reid  Store  of  Kingston,  Ont.,  to  which  reference  was  made  in 
the  November  issue  of  Canadian  Furniture  World. 


are  facts  is  gri.st  for  the  furniture  man's  mill;  in  some 
cases  because  he  is  alive  to  the  facts,  and  in  more 
cases  in  spite  of  his  being  asleep  to  the  facts.  It  is 
not  enough  to  show  the  goods  in  the  window  and  ad- 
vertise them  in  the  newspapers.  It  is  necessary  to 
suggest  to  Mrs.  Goodtaste,  who  is  a  choice  customer, 
and  on  terras  of  friendliness  with  the  furniture  man, 
that  "this  new  bedroom  suite  is  an  exact  duplicate  of 
the  one  going  into  the  bridal  suite  at  the  Chateau 
Laurier, "  etc.,  etc.  Of  course  the  dealer  would  have 
in  mind  that  Mrs.  Goodtaste  had  in  her  best  room  some 
other  design  in  some  other  wood,  because  he  sold  it  to 
her  several  years  before.  Mrs.  Goodtaste  might  not 
want  the  suite  the  same  day  or  same  week,  but  the  seed 
of  desire  for  a  change  was  sown,  and  that  is  a  great 
deal.  It  is  a  part  of  the  business  of  the  retailer  to 
judiciously  suggest  to  this  one  a  certain  article,  and  to 
some  other  person  some  other  article,  knowing  that  his 
suggestion  is  in  order.  This  is  particularly  the  case  in 
the  smaller  communities,  where  customers  and  mer- 
chant have  greater  opportunity  of  becoming  well  ac- 
quainted. 


Varnish  Will  Check. — It  would  be  difficult,  per- 
haps impossible,  to  find  anywhere  a  highly  finished  var- 
nished surface  that  has  been  in  use  two  years  and  is 
not  checked.  Only  about  five  per  cent,  of  household- 
ers ever  complain  of  varnish  on  their  best  furniture 
or  their  piano  checking,  but  retailers  and  manufac- 
turers are  perfectly  familiar  with  such  complaints.  It 
is  a  scientific  impossibility  to  make  varnish  that  will 
not  check  eventually.  Light  colored  woods,  of  course, 
show  the  checking  more  than  dark  Avoods,  and  the 
checking  is  more  apparent  in  certain  lights  and  angles. 
The  thicker  the  body  of  varnish,  the  clearer  the  var- 
nish, the  more  lustrous  and  highly  polished  it  is,  the 
more  distinctly  the  checks  show.  This  is  true  for  the 
same  reason  that  a  crack  in  a  heavy  plate  glass  is 
more  prominent  than  a  crack  in  a  thin  glass ;  there  is 
more  of  the  crack  to  show.  No  expert  would  think  of 
holding  either  the  furniture  manufacturer  or  the  var- 
nish maker  responsible  because  the  varnish  checl's. 
It  is  not  a  result  of  defective  work  or  material,  but 
it  is  because  wood,  no  matter  how  well  seasoned,  or 
how  thoroughly  kiln  dried,  or  how  carefully  finished, 
will  expand  in  dampness  and  contract  in  a  furnace 
heated  room.  The  fact  is,  in  regard  to  a  varnish,  that 
no  such  thing  has  ever  been  made  as  a  varnish  that 
will  not  check.  It  is  just  as  sure  to  check  in  the 
course  of  time  as  the  skin  of  a  human  face  is 
sure  in  the  course  of  time  to  put  off  the  appearance  of 
youth  and  take  on  that  of  age.  This  is  not  considered 
an  imperfection  in  man.  Anyone  familiar  with  var- 
nish knows  that  checking  is  a  part  of  the  rature  of  the 
article.  It  is  impossible  to  find  wood  and  varnish, 
which  being  applied  one  to  the  other  so  t'  at  they  will 
adhere,  will  both  of  them  expand  and  contract  equally 
and  in  the  same  direction  under  all  changes  of  atmos- 
phere and  temperature. 

Take  Stock. — "With  the  approach  of  the  end  of  the 
year  the  suggestion  of  stock-taking  is  timely.  Not  that 
it  is  necessary  to  remind  every  furniture  retailer  of  the 
advantages  in  taking  stock  regularly,  but  there  are 
still  some  dealers  who  appear  satisfied  with  "making 
a  good  guess"  at  the  value  of  goods  on  hand.  As  evi- 
dence of  this,  a  dealer  said  not  long  since,  "It  is  just 
eight  years  ago  since  I  bought  out  this  business.  I 
have  made  a  comfortable  living  out  of  it,  and  think 
there  is  about  the  same  stock  on  hand  now  as  when  I 
took  possession.  I  haven't  bothered  to  take  stock,  but 
one  can  size  the  amount  up  pretty  well."  A  case  came 
to  the  attention  of  the  Editor  of  Canadian  Furniture 
World,  which  was  quite  similar  to  the  foregoing,  where 
when  after  carrying  on  business  for  a  number  of  years 
without  ever  taking  stock,  the  merchant  at  last  made 
up  his  mind  to  have  this  done  thoroughly.  When  the 
task  was  completed  he  was  greatly  surprised  and 
disappointed  to  find  that  instead  of  gaining  headway 
financially,  as  he  thought,  he  had  been  going  behind 
gradually  for  three  years.  The  extra  work  and  incon- 
venience connected  with  the  annual  stock  taking,  de- 
pends upon  the  size  of  the  stock  on  hand.  Often  it  is 
irksome,  and  appears  a  non-producing  occupation,  but 
the  work  is  a  necessary  one  for  every  furniture  dealer. 
When  the  task  is  accomplished  one  feels  satisfied  that 
guess  work  and  approximating  are  done  away  with, 
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and  that  the  result  of  his  extra  work  is  an  actual  fact. 
As  one  party  put  it,  "I  hate  the  job,  but  when  it  is 
over  I  know  where  I  am  at  exactly."  Doubtless  many 
retailers  will  choose  the  end  of  the  calendar  year  as 
the  time  to  accomplish  the  stock-taking.  Others  have 
their  financial  year  ending  on  some  other  date.  The 
date  is,  however,  of  minor  consideration.  The  most 
important  point  is  to  realize  how  essential  to  intelligent 
management  is  taking  stock.  Take  stock;  and  do  it 
at  least  once  a  year. 

Valuations. — The  annual  reckoning  suggested  in 
the  preceding  paragraph  requires  the  placing  of  some 
valuation  on  every  article  which  finds  a  place  on  the 
list  of  furniture  on  hand  at  the  time  of  stock-taking. 
This  valuation  dilfers  according  to  the  opinions  held  by 
the  various  proprietors  of  furniture  stores.    Some  say 


actual  present  value  would  be  less  than  the  cost  price, 
and  it  would  then  be  only  fair  to  consider  the  value  of 
that  part  of  the  stock  at  a  percentage  below  the  cost, 
thus  allowing  for  the  actual  depreciation.  It  is  just 
such  a  case  as  this,  that  impresses  the  benefit  of  care- 
fully watching  to  avoid  getting  a  line  of  dead  stock 
on  hand. 

Effect  of  the  Auto. — So  many  harsh  things  have 
been  said  of  the  automobile  as  an  evil  influence  in 
business  that  it  is  rather  refreshing  to  listen  to  the 
observations  of  one  optimistic  furniture  retailer  who 
expresses  himself  thusly. — "I  have  heard  a  lot  and  I 
have  read  a  lot  about  people  mortgaging  their  homes 
to  buy  cars.  It  might  be  true,  but  I  don't  believe  it. 
Canadian  people  are  too  conservative  to  buy  what  they 
can't  afford,  and  automobiles  are  now  within  the  reach 
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use  the  selling  price.  Others  make  a  practice  of  ad- 
hering to  the  actual  cost  price,  plus  freight  charges. 
More  than  one  man  has  been  known  to  consider  the 
value  for  this  purpose  the  cost  price,  with  a  small  mar- 
gin added.  To  figure  this  out  intelligently,  it  is  neces- 
sary to  get  at  the  reason  for  valuating  the  stock.  The 
primary  object  is  to  obtain  a  proper  and  true  state- 
ment of  assets  and  liabilities,  from  which  the  pro- 
prietor can  see  exactly  his  present  worth.  Therefore, 
the  question  becomes,  "What  price  could  you  obtain 
for  your  stock  to-day,"  rather  than,  "What  do  you 
expect  to  get  for  it,"  or  "what  should  it  bring  in 
order  that  you  make  a  reasonable  profit."  Viewing  the 
situation  in  that  light  sometimes,  a  dealer  may  have 
accumulated  some  old  out-of-date  pieces,  where  the 


of  many  people.  I  don't  believe  the  argument  that 
automobile  owners  stint  in  other  ways,  furniture,  for 
example.  On  the  contrary  my  experience  is  that  luxur- 
ies beget  luxuries.  The  auto  owner  is  usually  the  man 
or  woman  who  has  a  taste  for  good  clothes,  good  food, 
a  good  home  and  good  furniture,  and  I  believe  most  of 
them  can  afford  these.  They  visit  much  among  each 
other;  they  visit  buildings  public  and  private,  stores, 
exhibitions  and  other  places  that  the  auto  makes  easily 
accessible.  They  learn,  perhaps,  something  about  fur- 
niture and  comfortable  homes  and  are,  in  short,  better 
buyers  than  the  stay-at-homes,  therefore  I  think  the 
automobile  is  a  benefactor  to  the  furniture  trade,  and 
I'm  going  to  have  one  very  soon  on  the  extra  business 
that  I  believe  it  has  effected  for  me." 
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How  to  Keep  Your  Home 

How  beautiful  homes  are  made  to  re- 
tain their  beauty  by  using  Veribrite 
Venoil,  the  Magic  Wood  Finish. 

A  twenty-five  cent  bottle  will  keep 
your  furniture  like  new  for  months. 
Better  still,  one  fifty-cent  and  one 
twenty-five  cent  bottles  will  clean  all 
the  woodwork  from  the  cellar  to  the 
attic  of  a  ten-roomed  house,  leaving 
it  clean  and  sanitary  without  soap  or 
water.  The  poorest  home  can  afford 
Veribrite  Venoil  because  it  makes  old 
furniture  look  like  new.  A  piece  of 
cheese  cloth  and  Veribrite  Venoil  does 
the  trick. 

Furniture  Dealers  should  handle 
Venoil  because  we  sell  principally  to 
them.  Write  for  Free  Sample  and 
advertising  proposition. 


Domestic  Specialty  Company 


Limited 


HAMILTON 


ONTARIO 


4000  Stanley  Pianos 
now  in  use 


Stanley  Pianos 

Players  and  Uprights 

TORONTO 


ONE    OF   CANADA'S    BEST  PIANOS 


Write  for  catalogue  and  prices 


FACTORY 
DeGrassi  and  Cummin^s  Streets 

HEAD  OFFICE 
14  Temperance  Street 


Some  Furniture  Men  Are  Making  Good  Money  with  Pianos 

Write  about  the 

DOHERTY 


The  style  shown  is  our 
Louis  xvi  design  in  Cir- 
cassian wahiut  art  fin- 
ish ;  also  in  polished  fig- 
ured walnut  or  mahog- 
any. 

It  is  above  criticism  in 
its  beauty  and  artistic 
elegance.  It  possesses 
a  charm  and  richness  of 
tone  and  a  perfection  of 
mechanical  excellence 
equal  to  the  world's  best. 

W.  Doherty  Piano 
&  Organ  Co.,  Ltd. 

Clinton,  Ont. 
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"EQUO  NE  CREDITE." 

By  Beth  Ecila. 

THE  summer  breeze  came  in  through  the  wide- 
opened  windows  of  the  stately  city  church, 
kissed  the  faces  of  the  restless  children,  danced 
over  the  bald  heads  of  the  aged  men,  bewitching  their 
few  stray  locks  of  hair,  and  putting  them  in  strange 
disorder;  danced  over  the  flowers  and  feathers  on  the 
gay  bonnets  of  the  ladies,  and  from  one  hat  the  saucy 
zephyr  snatched  a  bit  of  the  downy  blue  feather,  and 
tossed,  and  rolled  and  floated  it  up,  up,  into  the  gal- 
lery, until  it  lit  upon  the  coat  of  a  young  man  who  had 
watched  with  interest  its  ascent. 

Ha !  mischievous  breeze,  you  could  not  have  driven 
it  into  safer  port. 

The  young  man  glanced  first  at  his  coat-sleeve  with 
the  scrap  of  feather  clinging  to  it,  then  his  eye  wan- 
dered where  it  had  wandered  often  during  the  fore- 
noon, to  a  young  lady  in  one  of  the  body  slips  of  the 
church,  thus  his  gaze  rested.  "AVhat  perfect  taste!" 
he  murmured.  "There,  why  can't  all  young  ladies 
dress  tastefully?" 

And  it  was  really  impossible  for  even  a  careless 
observer  to  fail  to  admire  the  perfect  harmony  of  colors 
in  her  attire ;  the  soft  gray  of  her  suit  brightened  a 
little  by  the  blue  of  her  sash  and  neck  ribbons,  har- 
monized so  well  with  her  pink  and  white  complexion ; 
and  nothing  could  be  more  exquisite  than  the  blue 
feather;  just  the  tint  of  her  eyes,  falling  over  her  mass 
of  light  brown  hair. 

A  person  of  wealth  might  say,  "Her  dress  is  simple 
and  pretty,  but  it  is  inexpensive." 

But  what  would  the  little  lady  in  the  slip  beside  her 
say,  to  have  in  her  fingers  for  one  moment  only,  the 
little  sum  expended  for  this  suit,  including  the  rich 
glove  and  tiny  bronzed  boot  nestling  in  the  velvet  has- 
sock? 

It  seemed  that  the  young  man  was  drawing  a  com- 
parison between  the  two  girls,  and  while  his  artist  eyes 
looked  delightfully  on  the  petite  figure  in  gray,  they 
could  not  fail  to  look  with  interest  into  the  pale  face 
with  its  delicate  and  sad  dark  eyes  of  the  other.  Yet 
what  wretched  taste, — her  dress  devoid  of  trimming, 
was  of  some  heavy  brown  stuff ;  her  shawl  was  black 
and  her  hat  brown ;  in  no  comparison  with  her  dress ; 
but  for  this  the  artist  did  not  blame  her,  "as  it  was 
impossible  to  equal  that, ' '  he  said,  sneeringly ;  then  her 
gloves  were  still  another  shade  of  brown,  and  cotton  at 
that. 

It  was  not  possible  for  the  young  man  to  listen  to 
the  sermon  that  morning,  although  he  tried  to  fix  his 
thoughts  as  well  as  his  eyes  upon  the  preacher.  He 
noticed  that  in  the  first  hymn  in  which  the  congrega- 
tion joined,  the  young  lady  in  brown  rose,  and  with 
an  expression  in  her  dark  eyes  almost  heavenly  sweet, 
sang  every  stanza  of  "Must  Jesus  bear  his  Cross 
alone?"  Then  followed  the  sermon;  the  text  was,  "If 
any  man  will  come  after  me,  let  him  deny  himself  and 
take  up  his  cross  daily  and  follow  me."  Almost  as 
soon  as  it  was  announced,  the  blue  eyes  were  closed, 
but  the  dark  ones  seemed  riveted  in  their  earnest  gaze 
upon  the  preacher. 

How  soon  the  perfect  peace  on  her  face  would  be 
disturbed !   A  man  walked  hastily  up  the  aisle,  paused 


at  the  slip  and  handed  her  one  of  those  ominous  yellow 
envelopes ;  she  tore  it  hastily  open,  glanced  at  four  ter- 
rible words — -"Your  father  is  dead,"  and  the  face  grew 
paler  than  before  even,  the  form  swayed,  and  the  poor 
head  fell  heavily  forward. 

TP  TP  W  TP 

After  a  few  Sabbaths  the  same  brown  figure  was 
there  in  the  accustomed  seat,  but  the  face  was  thinner 
and  the  eyes  were  sadder.  Now  the  artist  looked  with 
increased  interest  upon  her,  for  he  knew  her  history 
and  Avas  determined  to  know  her.  With  the  other 
young  lady.  Miss  Clifford,  he  was  now  well  acquainted, 
and  through  her  intended  to  make  the  acquaintance  of 
Francie  Whitney. 

She  was  truly  one  of  Earth's  bravest.  Living  in 
the  din  of  the  city,  with  a  mother  in  consumption,  and 
her  father  away,  fighting  for  right  and  truth,  she  had 
waited  with  patience,  looking  forward  to  the  time  when 
he  should  return,  and  tried,  with  her  own  cheerful  in- 
fluence to  brighten  her  mother's  lot. 

She  was  gifted  with  a  wonderful  musical  talent; 
her  voice  was  remarkable  for  its  great  compass,  and 
her  execution  of  instrumental  music  was  equally  as- 
tonishing. To  many  she  was  only  "Francie  Whitney, 
the  music  teacher,"  but  to  the  very  few  who  knew  her 
story,  she  was  a  true  heroine.  Now  her  father  was 
dead,  and  it  seemed  as  though  even  music  had  lost  its 
power  to  soothe  her. 

"Miss  Clifford,  I  have  two  favors  to  ask  of  you, 
will  you  grant  them?"  said  the  young  artist,  about  a 
month  after  the  death  of  Francie 's  father,  during  a 
morning  call  on  the  young  lady. 

"If  it  be  in  my  power,  certainly,"  she  replied,  then 
laughed  a  rippling  laugh,  while  her  face  dimpled  all 
over. 

"I  want  that  you  should  allow  me  to  paint  your 
face,  and  in  the  same  picture  I  want  to  paint  Miss 
Whitney's.   Will  you  allow  me  to  do  both?"  he  asked. 

"What,  Mr.  Ghent,  Pet's  music  teacher,  Francie 
Whitney?" 

"Certainly.  I  have  had  the  design  in  my  head  a 
long  time,  in  fact,  since  that  terrible  Sabbath,  when 
the  poor  thing  fainted  at  the  news  of  her  father's 
death. 

' '  Why,  Mr.  Ghent,  how  sympathetic  you  are  ! ' ' 
"I  want  you  both  for  a  picture  of  St.  Cecilia.  I 
can  paint  one  which  will  satisfy  myself,  I  know, 
though,  of  course  it  will  not  compare  with  the  original. 
Francie,  as  you  call  her,  will  make  a  perfect  St.  Ceci- 
lia, with  those  wonderful  eyes  of  hers,  and  for  the 
angel-face  I  shall  beg  leave  to  take  your  own  sunny 
one." 

"I  thank  you  for  the  compliment  you  pay  me,"  she 
I'eplied,  her  cheeks  and  forehead,  even  to  the  little 
ringlets  drooping  over  it,  pink  as  a  rose,  "but  it  would 
be  impossible  to  persuade  Miss  Whitney." 

I  know  it,  and  my  plan  is  this.  Miss  Francie  will 
do  anything  for  you  since  you  paid  the  debt  on  her 
piano,  you  know." 

"Mr.  Ghent,  you  paid  more  than  half,  and  Miss 
Whitney  knows  it,  too." 

"If  you  will  detain  her.  Miss  Clifford,  after  Pet's 
lesson  to-morrow,  I  will  be  here  at  that  hour  with 
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easel  and  brush.  You  shall  detain  her  on  this  plea 
— that  Mr.  Ghent  is  to  paint  your  portrait,  and  you 
must  have  her  to  stand  beside  you." 

"How  capital!"  and  she  clapped  her  hands  glee- 
fully. 

The  following  day  Francie  timidly  took  her  stand 
by  her  friend,  but  Mr.  Ghent  having  scanned  them  a 
moment,  said  slyly : 

"Miss  Clifford  must  not  be  so  bashful  that  she 
need  have  her  friend  so  near.  Please  stand  here  a 
few  moments,  Miss  AVhitney,"  placing  her  in  the  best 
light;  at  that  moment  a  strain  of  weird,  sweet  music 
was  heard,  now  mournful  like  the  sighing  wind,  and 
now  a  sweet  melody. 

Miss  Clifford's  plan  had  succeeded;  her  brother's 
music  from  his  organ  had  the  desired  effect  upon 
Francie.  With  her  hands  nervously  clasped,  and  her 
sweet,  sad  face  now  beaming  with  ecstacy,  she  was  a 
St.  Cecilia  indeed ;  the  artist  taking  advantage  of  the 
moment,  soon  had  a  hasty  sketch  of  the  most  beautiful 
face  he  had  ever  painted. 

Day  after  day  the  little  stratagem  was  repeated 
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until  St.  Cecilia's  figure  was  finished,  and  the  unsus- 
pecting girl  was  excused  while  the  angel-face  was 
sketched.  The  artist  worked  on  the  picture  for  more 
than  a  year.  During  that  time  he  had  learned  to  love 
not  only  the  beautiful  face  but  the  Christian  character 
and  now  cultivated  voice  of  the  girl.  At  the  end  of 
the  year  the  picture  was  to  be  exhibited.  Alone  with 
Mr.  Ghent,  Francie  went  timidly  into  the  room,  arti- 
ficially lighted,  and  stood  leaning  on  his  arm  when  the 
curtain  was  raised. 

' '  0,  Mr.  Ghent !  Even  her  brow  crimsoned,  and 
her  eyes  filled  with  tears. 

"Francie,  I  could  not  help  it;  I  only  painted  the 
portrait  of  her  I  love.  Are  you  angry?  If  so,  the 
Avorld  shall  never  see  the  effort  of  my  genius. ' ' 

When  she  did  answer,  it  was  through  tears  that  she 
said : 

"It  is  too  beautiful,  you  must  do  as  you  please, 
Mr.  Ghent." 

"I  will  never  part  with  it  unless  I  may  keep  the 
original  for  my  own,"  he  whispered. 

He  kept  the  original,  and  music  and  painting  were 
united. 


THE  MANAGEMENT  OF  COLLECTIONS. 

The  handling  of  collections  is  always  a  live  issue  in 
the  furniture  trade,  and  is  not  second  in  importance  to 
the  actual  making  of  sales.  The  following  pertinent 
remarks  on  this  subject  can  well  be  heeded  by  busi- 
ness men. 

There  is  no  part  of  any  business  that  requires  more 
care  and  thought  on  the  part  of  the  operator,  than  col- 
lections. It  is  the  end  that  one  never  can  afford  to  let 
become  dormant.  A  vigorous  pushing  during  the  fall 
and  early  winter  months  alone,  when  money  is  most 
abundant,  especially  among  farmers,  is  not  sufficient. 
If  the  outstanding  accounts  are  to  be  kept  inside  of  a 
reasonable  limit,  they  are  an  all-year  problem.  Con- 
stant effort  must  be  put  forth  at  all  times  to  prevent 
delinquencies  from  accumulating. 

When  making  a  sale,  the  first  thing  to  consider  is 
how  to  collect  for  it.  If  all  deals  were  cash  and  all 
customers  above  suspicion  matters  would  be  simple, 
but  it  is  in  making  time  sales  to  strangers  and  people 
of  questionable  or  slow  credit  that  matters  become 
complicated.  The  stranger  must  be  studied,  and  the 
only  way  to  form  an  opinion  of  him  is  to  draw  him  into 
conversation  and  have  him  tell  all  he  will  about  him- 
self and  his  affairs.  From  this  you  base  your  opinion 
as  to  the  amount,  if  any,  of  the  credit  he  is  worthy  of 
having  extended  him.  One  needs  to  be  firm  and  ex- 
plicit and  impress  on  him  that  such  favors  are  not 
dealt  out  to  everybody  with  a  generous  hand,  conse- 
quently it  is  your  privilege  to  ask  a  few  questions  re- 
garding how  and  when  he  is  to  make  settlement.  If 
securities  are  deemed  necessary,  make  the  proper  ar- 
rangements for  them.  The  time  when  this  is  to  fall 
due  must  be  thoroughly  agreed  upon.  It  is  also  well  to 
know  from  what  source  he  expects  to  get  the  money. 
If  he  fails  to  turn  up  at  the  specified  time,  when  you 
expect  the  payment  to  be  made,  you  must  not  fail  him. 
If  writing  does  not  bring  him,  see  him,  if  possible,  and 
be  just  as  firm  as  when  you  made  the  sale.  Give  him 
to  understand  that  you  expect  that  money.  The  slow 
credit  man  is  often  a  bigger  problem  than  the  stranger. 
He  must  be  dealt  with  more  gently.  The  questioning 
to  which  the  stranger  was  hazarded  would  offend  him. 
How  to  get  matters  fixed  up  at  once  so  you  are  reason- 
ably sure  of  getting  your  money  when  due  is  the 
question.  You  may  in  some  cases  be  able  to  close  the 
accounts  with  a  short  time  note,  making  it  non-interest 
bearing  if  paid  when  due. 

To  be  posted  and  acquainted  with  every  man's 
financial  standing,  as  much  as  you  can,  is  absolutely 
necessary.  To  keep  a  bulletin  gotten  out  by  the  ab- 
stractor, showing  everything  goes  on  record  is  a  re- 
liable way  of  getting  information  in  this  line.  A  rat- 
ing book  that  has  been  passed  on  by  two  or  more  good 
business  firms  is  always  a  help.  .  On  notes,  especially 
■  those  that  fall  due  in  the  fall,  it  is  well  to  try  to  secure 
the  earliest  possible  date.  Even  if  you  know  your  cus- 
tomer cannot  handle  the  payment  until  later,  secure 
the  earlier  date  anyway.  If  he  has  other  obligations 
to  meet,  you  stand  a  chance  of  getting  yours  first.  You 
can  also  begin  to  remind  him  of  his  delinquencies  a  lit- 
tle sooner. 

Never  neglect  sending  monthly  statements  to  those 
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who  need  them.  It  saves  many  disputes  as  to  correct- 
ness of  amounts  when  settlement  comes,  and  reminds 
those  who  are  slow  of  their  unbalanced  account.  Open 
accounts  should  not  be  left  running  long.  If  a  cus- 
tomer can  not  settle,  induce  him  to  give  his  note.  A 
note  bearing  interest  will  make  him  come  to  time  sooner 
than  the  open  account. 

All  customers  can  not  be  handled  in  the  same  man- 
ner, but  precaution  in  dealing  with  all  insures  a  certain 
amount  of  success.  By  planning  your  collection  when 
making  a  sale,  you  gain  ground.  Then,  being  ever  on 
the  alert,  always  keeping  a  watchful  eye  on  all  doubt- 
ful cases  is  necessary.  Courteous  treatment  must  be 
extended  to  all,  but  firmness  must  not  be  omitted. 

HOW  TO  EFFECT  INSURANCE. 

By  W.  G.  Wright,  of  Ross  &  Wright,  Assurance  Adjusters, 
Toronto. 
(Second  Article). 

TAKING  it  for  granted  that  you  intend  to  insure 
on  a  business  basis,  it  is  necessary  to  divide  the 
property  as  it  will  be  insured,  and  know  the 
value  of  each  division.  The  building  item  should  in- 
clude everything  of  a  permanent  nature,  plumbing, 
heating  and  lighting  apparatus,  screen  and  winter 
doors  and  windows  and  particularly  plate  glass  and 
mirrors.  If  a  co-insurance  clause  is  carried,  then  por- 
tions of  the  foundations,  underground  work  on  sew- 
erage and  plumbing  and  other  parts  which  will  not  be 
destroyed  or  damaged  by  fire  should  be  excluded  from 
the  policy,  and  if  liable  to  only  slight  damage,  they 
should  be  excluded  for  the  purposes  of  co-insurance 
and  specifically  insured,  but  the  wording  frequently 
used,  "foundations  below  the  ground  ]evel, "  is  so  in- 
exact, so  indefinite,  as  to  cause  endless  misunder- 
standings and  resulting  in  loss  to  the  assured.  Each 
particular  case  needs  careful  consideration  by  itself. 

When  insuring  buildings  it  is  well  to  consider  the 
construction  of  the  building  and  the  fire  protection  and 
exposures.  A  one-storey  brick  building  with  concrete 
floors  in  an  isolated  position,  and  therefore  subject  to 
no  conflagration  hazard,  containing  hardware  without 
oils,  and  near  to  the  fire  department  of  a  city,  may 
well  be  insured  for  a  comparatively  small  amount,  pro- 
vided that  the  policy  is  not  subject  to  a  co-insurance,  or 
distribution  or  average  clause.  A  tall  or  thin-walled 
brick  building,  a  frame  building,  a  congested  area,  in- 
flammable contents,  a  hazardous  wood  worker  as  an 
exposure,  distant  or  inadequate  fire  protection,  a 
country  store  with  no  protection,  a  co-insurance  clause ; 
these  are  all  conditions  calling  for  a  full  line  of  in- 
surance. 

When  the  insurance  of  stock  is  to  be  effected  the 
wording  should  be  as  general  as  it  is  possible,  yet  so 
as  to  give  a  fair  idea  of  the  stock  carried,  mentioning 
paints,  oils  and  special  lines  and  particularly  mention- 
ing jewelry,  clocks,  watches  and  any  other  articles 
enumerated  in  Statutory  Condition  No.  7,  which  may 
be  dealt  in  by  you  "  (not  exceeding  cost  price),"  "  (not 
exceeding  $5.00  on  any  one)  "  or  "  (an  equal  amount  on 
each)"  to  appear  in  a  stock,  fixture  or  stable  policy. 
A  true  blanket  form  within  the  range  of  the  property 
to  be  insured  and  withoulf  limiting  clauses  is  the  ideal. 


It  can  always  be  obtained,  but  care  must  be  taken  to 
not  group  property  which  the  practice  of  underwriters 
is  to  separate,  e.g.,  stock  and  fixtures,  otherwise  the 
blanketing  may  be  at  the  expense  of  being  required  to 
insure  subject  to  90  per  cent,  co-insurance  clause,  and 
this  is  usually  most  undesirable  for  the  hardware  mer- 
chant. 

With  regard  to  fixtures,  the  remarks  made  about 
stock  all  apply,  and  care  must  be  taken  when  the  build- 
ing is  rented  to  cover  all  decorations  and  permanent 
improvements  made  by  the  tenant.  Owing  to  the  dif- 
ficulties of  adjustments  on  fixtures  and  owing  to  the 
wide  difEerences  of  opinion  as  to  the  sound  value  at 
the  time  of  the  fire,  because  of  depreciation  and  the 
questions  as  to  the  right  of  removal,  we  strongly  urge 
that  fixtures  be  well  insured  but  never  subject  to  a 
co-insurance  or  average  or  distribution  clause.  If  the 
amount  to  be  insured  is  $300  or  over,  we  strongly  ad- 
vise that  a  separate  policy  be  carried.  It  often  facili- 
tates settlements  on  any  portion  if  separate  policies  are 


iNo.  2i66.    Hall  Seat.    McLagan  Furniture 


carried  on  all  the  items,  building,  stock,  fixtures, 
household  furniture,  stable,  and  stable  contents,  and 
where  the  amount  of  insurance  is  at  all  large,  say  in 
excess  of  $500  on  any  item,  that  item  should  have  a  se- 
parate policy.  The  conditions  applying  to  the  insur- 
ance on  your  stable  do  not  necessarily  app.y  on  the 
fixtures  in  the  store.  There  is  no  reason  why  some 
omission  or  inadvertent  act  of  yourself  or  your  em- 
ployees, which  might  void  your  stable  insurance  should 
invalidate  all  your  insurance,  as  might  easily  happen  if 
you  are  insured  under  one  of  those  BEAUTIFUL  (?) 
schedules,  insuring  everything  you  possess  and  divid- 
ing it  pro  rata  among  all  the  companies  which  the 
agents  are  so  fond  of  getting  you  to  permit  them  to 
attach  to  your  policies.  That  agent  thus  gets  a  control 
over  your  business  which  is  good  for  him,  but  it  is  at  a 
cost  to  you  that  is  sometimes  the  measure  of  your  whole 
business. 
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With  the  Salesman 


GETTING  on  the  Road. — In  retail  store,  in  whole- 
sale warehouse,  in  the  office  or  wherever  one 
cares  to  go  are  found  young  men  whose  sole 
auibitiou  is  to  get  "on  the  road."  AVith  so  very  few 
exceptions  as  to  be  almost  indiscernable  these  yoimg 
men  whose  sole  ambition  it  is  to  get  "on  the  road"  are 
not  ambitious  because  they  think  the  road  will  give 
them  more  sco^^e  for  their  abilities,  or  that  they  can 
serve  their  employers  better  that  way  or  develop  into 
better,  stronger,  more  valuable  men,  but  because  it 
looks  easy.  Commercial  travellers  sometimes  wonder 
how  the  impression  gets  abroad  that  their  calling  is 
such  a  round  of  pleasure.  Of  course  it  has  its 
pleasures  but  it  has  a  Avhole  lot  of  drawbacks  to 
offset  these,  and  the  first  year  or  two  on  the  road  rather 
puts  a  kink  in  the  aspirations  of  a  large  proportion  of 
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these  would-be  travellers  who  find  that  a  higher  order 
of  salesmanship  tlian  they  ever  dreamed  of  is  required 
"on  the  road."  Even  a  slot  machine  can  sell  to  some 
people,  but  it  takes  selling  ability  to  go  out  and  sell  to 
men  wlu)  are  in  the  business  of  selling,  who  can  buy 
what  they  require  in  a  dozen  other  places,  who  have  no 
consideration  for  the  traveller,  who  may  never  have 
heard  of  the  man  trying  to  sell  him  or  even  of  the 
house  lie  represents.  The  road  is  no  place  for  the  man 
looking  for  a  "soft  snap."  Besides  the  willingness  and 
the  unconquerable  determination  to  sell  there  are  such 
discomforts  as  travelling  at  night,  getting  out  early  in 
the  morning,  sleeping  in  rooms  not  always  agreeable  in 


temperature,  eating  meals  not  always  palata])le  and 
suffering  various  physical  ard  mental  discomforts  un- 
avoidable "on  the  road."  This  may  be  a  necessary 
part  of  the  schooling,  for  certain  it  is  there  is  no  class 
ot  men  as  broad-minded,  intelligent,  sympathetic, 
honourable  and  intensely  human  as  the  successful 
travelling  salesmen. 

Which  Are  You? — Most  salesmen  think  they  are 
earning  more  than  they  are  getting.  A  few  are  en- 
deavoring to  earn  more  than  they  are  getting,  so  that 
they  will  get  more,  while  others  think  they  will  get 
it  more  quickly  by  doing  less  than  they  are  getting 
paid  for.  An  Indianapolis  firm  is  in  the  habit  of  sup- 
plying its  salesmen  with  interesting,  breezy,  practical 
talks,  and  from  one  of  which  the  following  is  ex- 
tracted. 

Nine  of  every  ten  salesmen  who  read  this  expect  to 
receiA'e  an  advance  in  wages  some  day. 

Of  the  nine,  perhaps  five  are  waiting  until  they 
may  be  able  to  say: 

"I  think  I  ought  to  have  more  wages  because  I 
have  been  two  years  witli  you  next  Monday." 

Or— 

"I  want  more  wages  because  you  pay  Tom  or  Dick 
more  than  you  do  me  and  I  work  just  as  hard  as  they 
do." 

No  plan  of  action — :no  determination — just  drift- 
ing—  that's  all — waiting  for  a  "raise." 

Two  of  the  nine  are  making  an  honest  effort  to  ad- 
vance. They  are  on  hand  early  in  the  morning  and 
work  diligently  all  day — Plodders — putting  in  their 
time  conscientiously,  but  with  no  fixed  motive  or  plan 
to  work  upon. 

Honest  fellows — yes,  they  are — but  they  lack  a 
fixed  policy.    They  are  driftiug — that's  all. 

Advance  will  come  to  therii — but  don't  you  know 
that  even  if  you  were  boss,  that  advance  would  be  slow. 

The  last  two  of  the  nine  are  different — they  have 
made  a  study  of  their  employer  and  they — 

Anticipate. 

They  give  thought  to  conditions  and  supply  wliat 
is  needed,  without — 
Having  to  be  told. 

Or,  they  place  themselves  in  tlieir  employers'  shoes 
and  do  the  things  which  common  sense  teaches  them 
that  they  would  do,  were  positions  reversed. 

These  fellows  are  the  ones  Avho  advance  quickly  and 
surely  until  their  names  are  added  to  the  right-hand 
side  of  the  sign-board — first  perhaps  as  "Co."  and  then 
as  principal. 

No  matter  to  what  class  you  belong,  sit  do^vn  and 
tliink  this  over. 

Size  yourself  over — to  yourself.  Don't  "make 
any  bones"  of  it.  You  belong  to  one  of  these  classes — 
which  one? 
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If  in  the  latter — here's  congratulations.  If  not  — 
get  in — Quick. 

You  cannot  get  in  quicker  than  through  making  an 
intelligent  study  of  the  goods  you  have  to  sell. 


THE  RIGHT  IDEA. 

How  a  young  man  thought  out  a  system  all  his 
own — a  system  planned  for  that  good  purpose,  to  get 
on  in  the  world  by  rising  through  increase  of  his  own 
merit — and  how  he  induced  a  great  concern  to  let  him 
apply  his  system,  is  related  in  the  following,  in  tlie 
Saturday  Evening  Post : 

The  young  man,  with  only  the  equipment  of  a  high- 
school  education  in  a  small  city,  i^icked  out  the  line  of 
work  he  felt  best  titted  for  and  most  desired  to  go  into. 
It  was  electricity  that  he  determined  upon  for  his 
career ;  and  next  he  picked  out  the  concern  he  wanted 
to  Avork  for — a  concern  whose  name  is  known  in  every 
part  of  the  world.  All  this  seamed  bold  enough  for 
a  beginning,  but  it  was  still  bolder  to  plan  a  system 
by  which  he  would  make  his  way  upward  after  once 
getting  his  start  with  the  great  house  he  had  selected. 

His  first  step  was  necessarily  to  get  the  concern  to 
employ  him.  He  wrote  a  letter,  applying  for  the 
place ;  in  the  letter  he  said  it  was  his  ambition  to  make 
a  lifework  of  electricity,  and  he  told  of  his  modest 
educational  equipment,  with  its  absence  of  technical 
training. 

The  management  of  that  particular  concern  is  al- 
together too  wise  to  bar  any  young  man  absolutely  be- 
cau.se  of  not  coming  with  a  technical-school  diploma  in 
his  hand.  It  knows  very  well  that,  though  the  majority 
of  its  high-class  employees  are  necessarily  technical 
graduates,  there  is  always  tlie  chance  of  picking  just 
the  right  man  without  a  diploma.  More  important 
than  this  theoretical  broadness  of  view  on  the  part  of 
the  management  was  the  personality,  in  this  case,  of 
the  applicant — and  the  personality  must  have  shown  in 
his  letter. 

He  was  engaged  and  for  six  months  he  worked  in- 
defatigably,  watching  everything,  saying  little  and 
spending  his  nights  in  correspondence-school  study  in 
electricity  and  mechanics.  He  felt  that  he  had  really 
begun  to  improve  in  his  daily  work,  and  therefore  felt 
that  he  would  be  justified  in  beginning  to  apply  the 
system  he  had  planned.  So  he  went  to  the  superin- 
tendent. "I  should  like  to  be  put  into  another  depart- 
ment," he  said,  "where  I  can  learn  another  kind  of 
work. " 

The  superintendent  smiled.  He  was  the  kind  of 
superintendent  who  watches  his  men  and  understands 
human  nature.  He  knew  this  young  man  had  been 
working  with  almost  fierceness  of  effort  and  that  he 
gave  high  promise.  So,  though  he  smiled,  it  was  a 
tolerant  smile,  and  he  put  the  young  man  into  another 
department. 

For  two  years  and  a  half  the  young  man  appeared 
regularly  at  the  superintendent's  office  at  the  end  of 
every  six  months.  It  got  to  be  a  sort  of  pleasant  joke 
and  the  superintendent  fell  into  the  way  of  referring 
to  him  as  his  "six-months  man."  "How  is  my  six- 
months'  man  coming  on?"  he  would  ask  of  some  de- 


partment head ;  and  always  there  came  the  reply  that 
he  was  devoted,  untiring,  painstaking  and  success Cul. 

At  the  end  of  two  years  and  a  half  the  young  man 
was  extremely  proficient.  He  was  earning  a  good 
salary.  He  was  one  of  the  feAV  upon  whom  tlie  super- 
intendent had  come  thoroughly  to  depend ;  but  there 
were  no  more  departments.  AVhat  remained  now  was 
advancement  in  whatever  department  best  fitted  the 
young  man's  abilities.  And  so,  when  there  came  the 
regular  six-months'  appearance,  the  superintendent 
met  him  with  a  new  geniality. 

"Wliat  is  it  now?"  he  said.  "You  have  served 
your  time  in  every  department." 

"No,"  came  the  reply;  "there  is  another  depart- 
ment I  want  to  try — the  sales  department." 

The  superintendent  did  not  like  this.  "I  want  you 
to  stay  right  on  in  the  works  with  me,"  he  said. 

The  young  man  was  firm,  however.  "I  appreciate 
what  you  have  done  in  making  it  possible  for  me  to  get 
experience,"  he  said;  "but  I  came  here  with  the  de- 
termination to  take  in  enough  departments  to  get  a 
comprehensive  knowledge  of  the  business,  and  I  cannot 
get  it  without  experience  in  the  selling  end." 

The  superintendent  smiled.  "Well,  I  suppose  I've 
got  to  help  you  carry  out  your  system,"  he  said.  "Go 
down  to-morrow  to  the  city  office  and  see  the  sales 
manager.    I've  told  him  about  you." 

The  sales  manager  had  clearly  been  told  to  give 
him  a  good  trying-out,  for  he  put  him  through  a  gruel- 
ing examination  on  all  sorts  of  electrical  subjects — con- 
struction, operation,  material,  machinery,  theory  and 
practice.  And  soon  a  curious  fact  became  evident. 
Not  only  did  the  young  man  show  himself  really  and 
thoroughly  proficient  and  able  to  answer  questions,  but 
it  soon  became  apparent  that  in  some  branches  he  knew 
more  than  his  questioner.  "You'll  do,"  was  the  brief 
verdict  when  the  examination  was  over,  and  the  young 
man  was  given  his  wished-for  chance. 

This  was  only  a  few  years  ago.  He  now  draws  a 
large  salary,  and  it  is  in  considerable  degree  because, 
after  learning  everything  broadly — but  not  until  then ! 
— he  was  wise  enough  to  devote  himself  to  specializa- 
tion, and  is  now  looked  upon  as  the  highest  authority 
in  the  United  States  on  certain  phases  of  constructive 
electrical  operation  in  steel  mills. 

CANADA'S  FURNITURE  IMPORTS  AND 
EXPORTS. 

Statement  showing  figures  for  the  tAvelve  months 
ended  September  30,  1911 : 


Imports. 

Exports. 

$15,165 

November,  "   

  111,384 

25,424 

December,  "   

  122,701 

24,016 

January,  1911   

  83,262 

15,415 

February,  "   

  91,169 

22,687 

March,  "   

  182,832 

38,549 

April,  "   

  131,.506 

22,848 

May,  "   

  l.'54,117 

21,730 

June,  "   

  111,406 

28,018 

July,  "   

  99,989 

27,120 

August,         ' '   

  148,22.5 

22,384 

September,  "   

  133,4.33 

23,905 

 $1,480,885 

$287,261 
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PURCHASED  MORE  PROPERTY. 

The  F.  C.  Burroughes  Furniture  Company,  To- 
ronto, have  purchased  the  site  at  171  Bathurst  St., 
formerly  occupied  by  the  West  End  Christian  Tem- 
perance Society's  building.  They  have  begun  the  erec- 
tion of  a  modern  structure  on  that  location,  which  will 
be  at  right  angles  to  the  present  building.  Mr.  F.  C. 
Burroughes  states  that  it  is  their  intention  to  use  the 
new  premises  principally  for  storerooms,  which  will 
enable  them  to  have  the  entire  floor  space  of  the  pre- 
sent store  for  displaying  their  complete  line. 


more  necessary,  therefore,  that  the  furniture  retailer 
dispose  of  his  stock  to  give  decorative  effect  as  well 
as  to  show  the  goods. 


NEW  FURNITURE  STORE. 

Through  the  enterprise  of  the  industrious  young 
firm  of  F.  W.  &  S.  Mason,  St.  Andrew's  can  boast  of  a 
respectable  furniture  store.  The  show-room  is  in 
Steenson  block,  next  door  to  the  Custom  house.  A 
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STORE  FIXTURES. 

The  location  of  the  store,  its  appearance  and  the 
arrangement  of  the  stock  all  have  advertising  value. 
In  one  sense  the  furniture  retailer  has  advantages 
over  other  retailers  in  that  he  is  not  put  to  the  ex- 
pense of  costly  fixtures.  The  druggist,  for  example, 
cannot  do  business  without  expensive  showcases  and 
shelving.  He  cannot  make  his  stock  serve  as  his  store 
furnishings  as  the  furniture  retailer  can.   It  is  all  the 


plate  glass  front  has  been  put  in  and  the  interior  of 
the  store  greatly  improved.  The  firm  make  a  fine 
display  of  goods.  They  Avill  have  their  work-room  up- 
stairs, when  they  will  continue  in  the  cabinet-repair- 
ing, upholstering  and  mattress  work.  One  member  of 
the  firm  is  now  in  England.  He  Avill  probably  bring 
some  Christmas  attractions  with  him  when  he  comes 
back.  AVe  would  bespeak  a  generous  patronage  for 
this  firm. — Beacon,  St.  Andrews,  N.B. 
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THE  MAKING  OF  MIRRORS. 

MIRRORS  are  of  more  than  passing  interest  to  fur- 
niture men,  because  inseparable  from  the  manu- 
facturing of  furniture.  There  is  the  mirror 
plate  proper,  and  the  near  mirror,  says  J.  Mason,  in 
Wood  Craft,  which  is  just  plate  glass  pretty  much  the 
same  as  a  window  pane,  which  has  been  dipped  in  a 
chemical  solution  and  treated  with  a  silvering  process. 
The  cheaper  mirrors,  those  made  of  plate  glass  similar 
to  window  glass,  are  not  beveled.  Neither  are  they 
polished.  They  won't  stand  polishing,  because  they 
are  not  perfectly  true,  and  to  polish  the  face  of  them 
calls  for  a  pressure  of  about  60  pounds,  which  would 
crush  them.  Nor  are  they  silvered.  They  are  treated 
with  chemicals  to  free  them  from  soda  adhering  to 
them  and  then  for  silvering  they  are  dipped  into  a 
silvering  solution.  One  side  of  the  plate  is  treated 
with  chemicals  that  prevent  the  silver  from  adhering 
to  it,  while  the  other  side  is  prepared  for  adhesion  to 
the  silvering.  Mirrors  proper,  the  high  grade  articles 
that  are  of  true  plate  glass  and  beveled,  are  expensive. 
It  is  much  more  expensive  to  make  the  molded  glass 
and  requires  more  care  in  mixing  and  preparing  the 
ingredients.  The  greatest  expense  of  mirror  making, 
however,  comes  in  the  finishing  room,  where  the  bevel- 
ing and  polishing  is  done.  Plate  glass,  true  surfaced 
and  high  grade  metal,  free  from  flaws,  is  the  stock  that 
the  mirror  man  has  to  work  from.  It  comes  in  various 
sizes,  the  basing  or  rate  size  being  a  plate  24  by  30 
inches.  In  the  process  of  beveling  and  finishing,  these 
mirrors  go  through  from  a  dozen  to  a  dozen  and  a  half 
tedious  operations.  The  plate  is  first  cut  to  size,  and 
to  pattern,  if  it  is  to  be  a  pattern-plate.  Then  begins 
the  beveling  process.  The  bevel  is  ground  by  holding 
the  mirror  against  a  revolving  chilled  steel  or  iron 
disk,  on  which  there  is  used  a  stream  of  sand  and  water 
for  an  abrasive  material.  In  this  respect  it  reminds 
one  somewhat  of  a  stone  polishing  wheel,  only  it  is 
smaller  and  has  rests  rigged  to  hold  the  plate  on.  The 
grinding  is  done  by  hand  and  is  a  very  slow  and  tedi- 
ous process.  Quite  a  lot  of  the  quality  and  the  appear- 
ance of  the  mirror  depends  upon  the  skill  and  patience 
of  the  grinder  who  blocks  out  the  bevel.  After  the 
plate  is  beveled,  the  beveled  part  has  an  opaque  ap- 
pearance and  is  not  bright  like  the  polished  surface. 
It  is  because  of  the  coarseness  of  the  abrasive  material 
used  in  the  grinding.  This  opaque  appearance  is  I'e- 
moved  by  a  further  process  of  grinding,  the  mirror 
passing  through  about  half  a  dozen  grinding  opera- 
tions and  finally  winding  upon  buffing  wheels.  All 
of  this  work  is  done  by  hand  and  much  depends  upon 
the  skill  of  the  operator.  It  is  said  that  many  at- 
tempts have  been  made,  but  so  far  have  been  unsuc- 
cessful, to  devise  automatic  machinery  to  do  this  bevel- 
ing and  polishing  and  finishing  off  of  the  bevel.  How- 
ever that  may  be,  the  fact  remains  that  mirrors  to-day 
are  ground  off  and  polished  by  a  very  slow,  tedious 
process,  requiring  both  skill  and  patience.  After  the 
bevel  has  been  finished  off  and  polished  to  resemble 
the  surface  of  the  mirror  the  plate  goes  on  to  a  polish- 
ing machine  which  bears  some  relation  to  a  stone  rub- 
bing machine  and  the  face  itself  is  retouched,  not  with- 
standing it  has  been  primarily  ground  and  polished  at 


the  factory  where  the  plate  is  first  made.  After  this 
retouching  and  polishing  the  plate  is  ready  for  the 
silvering  room.  In  the  silvering  room  the  plate  is 
treated  chemically  and  prepared  for  adhesion  in  the 
silvering  process,  then  the  silvering  material  itself  is 
applied  by  a  process  of  chemical  adhesion.  It  is  ap- 
plied in  the  form  of  a  liquid,  and  the  plates  are  kept 
lying  face  downward  on  a  heated  table  with  a  hopper 
and  ventilator  above  to  carry  off  the  gases  and  fumes. 
The  temperature  is  kept  about  97  degrees,  for  with 
this  heat  better  chemical  action  is  secured.  The  room 
and  its  temperature  are  suggestive  of  the  glueroom  of 
a  veneer  factory,  only,  of  course,  there  are  different 
odors  and  fumes.  After  the  silvering  has  attached 
itself  chemically  to  the  mirror  back  until  a  sufficient 
coating  is  secured,  it  is  treated  to  a  fixing  bath  sug- 
gestive of  the  process  of  fixing  used  by  photographers 
on  plates  and  films.  Then  it  is  laid  out  and  dried. 
After  it  is  thoroughly  dried  it  is  covered  with  two 
coats  of  shellac  as  a  protection  for  the  silvering  chemi- 
cals, and  on  top  of  this  coat  of  shellac  after  it  is  dried 
is  spread  a  coat  of  paint,  usually  of  terra-cotta  color. 
Not  that  the  color  itself  has  anything  to  do  with  it,  but 
it  has  come  to  be  the  recognized  color,  and  sentiment 
more  than  anything  else  prescribes  it.  A  well-known 
mirror  manufacturer,  when  talked  to  on  the  subject, 
said  that  if  he  had  his  way,  and  if  it  was  not  for  the 
sentiment,  he  would  prefer  to  put  an  extra  coat  or  two 
of  shellac  on  the  back  of  the  silvering  and  dispense 
with  the  paint.  After  this  final  painting  is  dried,  the 
mirrors  are  rubbed  off  and  packed  in  paper.  Then 
they  are  ready  to  go  to  the  woodworker  who  fits  a 
frame  around  them  and  puts  a  back  on  them.  The 
cost  of  the  mirror,  as  stated,  depends  first  on  the  me*al 
in  the  mirror,  and  next  on  the  amount  of  work  in- 
volved in  making  it.  There  is  a  certain  relation  of 
size  and  cast.  The  basing  size  given  above  is  the  start- 
ing point  and  in  mirror  work,  as  in  woodwork,  when 
extremely  large  sizes  are  asked  for,  the  cost  increases 
not  only  in  proportion  to  the  increased  number  of 
feet  but  the  ratio  of  cost  per  square  foot  increases  in 
certain  steps.  The  shape  of  the  mirror  has  but  little 
to  do  with  the  cost.  For  example,  an  oval  mirror  costs 
no  more  to  make  than  a  square  one.  Indeed,  a  mirror 
man  would  rather  bevel  an  oval  than  a  square  mirror. 
Some  of  the  special  shapes  like  scalloped  edges  are 
more  trouble  to  bevel,  but  in  mirror  work,  as  in  wood- 
work, the  devising  of  ways  to  do  shapes  has  led  to  the 
practical  elimination  of  distinction  in  price  between 
various  patterns.  A  mirror  man  will  furnish  a  shaped 
mirror  to  a  customer  at  about  the  same  price  as  he 
will  a  square  one  just  as  a  planing-mill  man  can  make 
one  pattern  of  molding  at  just  about  the  same  price  as 
another,  and  the  exceptions  are  about  the  same,  too. 
The  exceptions  arrive  when  some  special  design  or  in- 
dividual pattern  is  wanted  and  they  may  come  higher. 
Generally  the  way  to  recognize  quality  in  mirrors  is 
by  study  of  the  bevel  and  the  effects  produced.  If  the 
bevel  is  deep  and  the  corners  are  sharp  and  well 
finished  the  mirror  is  good  so  far  as  the  work  on  it  is 
concerned.  The  metal  you  must  judge  by  its  appear- 
ance, its  freedom  from  flaws,  and  general  appearance, 
or  better  yet  it  depends  upon  the  mirror  manufactur- 
ers to  give  you  quality. 
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SPECIAL  DRAPE  ROCKFORD  COUCH 
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There  is  not  a  defective  piece  of  material  or  workman- 
ship in  this  case.  In  design  it  is  rich  and  impressive, 
and  the  covering  material  is  of  a  quality  and  texture 
in  keeping  with  the  quality  throughout.  This  is  a 
particularly  desirable  example  for  all  funeral  directors 
to  carry  in  stock.     Write  for  full  particulars. 

We  have  always  ready  for  immediate  shipment  every- 
thing required  in  the  undertaking  business,  from  the 
cheapest  coffins  to  the  finest  caskets. 


THE  D.  W.  THOMPSON  CO.,  Limited 

Teraulay,  Buchanan  and  Hayter  Streets 
Head  Office,       ■       54  Hayter  Street 
F.  L.  Coles,  Manager 

Toronto,         -  Canada 
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The  Undertaker 


VANCOUVER  Mortality  Report. — According  to  the 
last  monthly  report  received  of  the  Vancou- 
ver, B.C.,  board  of  health,  the  mortality  list  for 
the  month  totalled  85.  Of  this  number  10  were 
non-residents,  leaving  the  total  deaths  of  residents  at 
75.  A  detailed  report  shows  the  number  of  85  to  be 
made  up  of  communicable  diseases  13,  other  diseases 
13,  diseases  of  nervous  system  and  organs  of  sense  2, 
of  circulatory  system  15, 
respiratory  system  9,  di- 
gestive system  6,  malfor- 
mations, infancy  and  old 
age  diseases  7,  accidents 
and  suicides  13. 

British  Ideas.  —  Fre- 
quently one  hears  the 
question  raised,  viz : 
Should  the  undertaker  ad- 
vertise ?  They  do — and 
it  is  perfectly  legitimate — 
join  clubs  and  organiza- 
tions of  various  kinds, 
serve  on  local  boards, 
make  speeches,  thus  get- 
ting their  names  and 
opinions  into  print.  But 
should  an  undertaker  ad- 
vertise his  services  in 
newspaper  space,  the  same 
as  music-teachers,  photo- 
graphers, and  others  do? 
A  writer  in  the  Lon- 
don Undertakers'  Journal 
expresses  himself  as  op- 
posed to  a  funeral  direc- 
tor making  public  an- 
nouncement that  he  wants 
custom,  or  that  he  has 
caskets  in  stock  at  prices 
from  so  much  to  so  much. 
This  same  writer  con- 
tinues the  line  of  thouglit 
with  a  definite  suggestion 
by  saying,  "Of  course  a 
man  has  a  right  to  his 
sign-board,  door-plate,  or 
whatever  the  form  in 
which  he  iriay  choose  to 

make  his  trade  known.  This  is  perfectly  fair  and 
legitimate;  but  for  our  part  we  should  like  to  see  it 
done  in  as  neat  and  unobtrusive  a  fashion  as  possible. 
There  is  a  way  in  which  advertisement  might  be  made, 
and  we  wonder  somehow  that  it  has  not  been  done. 
The  barber  announces  himself  by  his  pole,  the  pawn- 
broker by  his  three  balls,  the  druggist  1)y  his  big  red 
bottles,  the  doctor  by  liis  ditto  lamp.   Why  should  not 


In  Respect  to  Undertakers 

REGULATIONS 

OF  THE 

PROVINCIAL  BOARD  OF  HEALTH 

Copy  of  an  Order-in-Council  approved  by 
His  Honour  the  Lieutenant-Governor 
the  3rd  day  of  August,  A.D.  1911. 

The  following  Regulations  are  made  under 
Section  14,  Sub-Sections  1  and  2,  and 
*  Sections  15  and  16  of  the  Act  respect- 
ing Embalmers  (1  George  V.,  Cap.  51). 

REGULATION  1. 
Any  person  who  desires  to  carry  on  business  as  an 
Undertaker  in  the  Province  of  Ontario  shall  secure 
from  the  Secretary  of  the  Provincial  Board  of  Health 
on  or  before  the  first  of  January  in  each  year,  a  license 
in  the  prescribed  form  under  the  hand  and  seal  of  the 
Secretary  of  the  Board. 

REGULATION  2. 
The  fee  for  such  license  shall  be  One  Dollar  (i.oo). 

REGULATION  3. 
Every  person  who,  as  an  Undertaker,  conducts  or 
directs  the  burial  of  any  human  body,  shall  forthwith 
notify  the  Secretary  of  the  Provincial  Board  of  Health 
of  such  burial  upon  the  form  prescribed  by  the  Regu- 
lations of  the  Board. 

REGULATION  4. 
Any  p«rson  neglecting-  or  refusing  to  carry  out 
these  Regulations  shall  incur  a  penalty  of  Twenty-five 
Dollars  {$25.00),  and  upon  conviction  his  license  may 
be  suspended  or  cancelled  by  the  Board. 

REGULATION  5. 
These  Regulations  shall  go  into  effect  on  the  1st 
day  of  January,  1912. 


Copies  of  these  Regulations  or  License  may  be 
procured  on  appHcation  to  John  W.  S.  McCullough, 
M.D.,  Chief  Health  Officer,  Parliament  Buildings, 
Toronto. 


the  undertaker  follow  their  example,  but  more  es- 
pecially the  example  of  the  doctor?  His  red  lamp  is 
as  a  lighthouse  to  tell  people  at  a  glance  where  to  find 
help.  It  is  often  at  night  that  the  undertaker  is 
wanted ;  it  is  not  all,  when  the  need  comes,  who  recol- 
lect where  the  nearest  undertaker  lives ;  someone, 
therefore,  has  to  go  forth  and  look  or  inquire  for  one. 
Why  then  should  the  undertaker  not  have  his  lamp — 

a  distinctive  one  that  no 
one  can  mistake,  even  at 
a  distance?  And  what 
could  be  more  fitting 
than  a  purple  lamp?  AVe 
think  it  would  be  a  step 
in  the  right  direction  for 
all  professional  men  es- 
pecially to  let  themselves 
be  known  by  the  sign  of 
the  purple  lamp." 

Where  Should  They 
Be? — There  appears  to  be 
as  many  different  opin- 
ions, regarding  where  the 
funeral  director  and  the 
clergyman  should  ride  in 
the  funeral  procession,  as 
there  are  colors  in  the 
rainbow,  and  perhaps 
more.  One  member  of 
the  profession  from  a 
Western  city  says,  "I 
ride  in  the  first  call 
buggy,  at  the  head  of  the 
procession,  and  take  the 
minister  with  me."  An- 
other subscriber  states 
that  he  believes  the  offi- 
ciating clergyman  should 
ride  alone,  in  order  that 
he  may  without  disturb- 
ance fix  his  thoughts  on 
the  service  ahead  of  him. 
Still  a  third  statement 
made  on  this  subject, 
coming  from  a  New 
Brunswick  reader,  is  to 
the  effect  that  whether  or 
not  there  is  one  proper 
place  for  the  undertaker  to  ride,  and  another  for  the 
clergyman,  yet  there  is  one  place  where  the  former 
slionld  not  be,  and  that  is  on  the  hearse. 

At  the  Graveside. — In  the  September  number  of 
this  publication  there  appeared  an  editorial  "A  Bar- 
baric Custom,"  in  which  was  reiterated  the  opinion  of 
many  undertakers  regarding  the  practice  of  opening 
caskets  in  public  at  church  funerals.    "Another  for- 
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The  Globe  Casket  Co. 

London,         -         -  Canada 


Style  M.    Child's  Elxtension  Canopy  Casket 

Carried  iu  white  or  colored  embossed  plush 
Lined  and  upholstered  with  fine  quality  fancy  silk 

We  make  a  very  attractive  line  of 
Children's  Gaskets  and  carry  a  full 
stock  ready  for  immediate  shipment 


The  Globe  Casket  Co..  London,  Can. 
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mer  practice  is  very  little  less  barbaric,"  said  a  well 
knoAvn  undertaker  a  few  days  ago,  in  referring  to  the 
above  mentioned  editorial,  "and  that  is  the  grave- 
side ceremony,  as  it  once  was  conducted."  "Harrow- 
ing scenes,"  suggested  the  editor.  "Yes — harrowing 
scenes, — that  is  the  expression  and  conveys  my  mean- 
ing splendidly,"  replied  the  man  with  whom  the  edi- 
tor was  conversing.  The  following  editorial  which 
appeared  in  the  Embalmers'  Monthly,  is  quite  apropos 
in  this  connection: — "Ona  of  the  sanest  of  modern 
funeral  reforms  is  the  tendency  to  do  away  with  for- 
mal ceremonies  at  the  graveside  and  the  harrowing 
scenes  that  attend  them.  The  custom  of  the  family 
retiring  before  the  grave  is  filled  is,  happily,  growing 
in  favor,  and  there  is  a  constant  development  in  de- 
vices and  methods  to  mitigate  the  coldness  of  the  open 
grave  and  its  mound  of  fresh  earth.  The  earth  cover 
of  palms  and  flowers ;  the  grave  lining  of  evergreens, 
and  the  grave  cover  of  boughs  that  lets  the  casket 
disappear  in  a  wreath  of  greenery  and  hides  entirely  all 
fresh  earth  from  view ;  the  lowering  device  that  silently 
and  slowly  lowers  the  casket  without  apparent  human 
effort  have  done  much  to  make  the  necessary  cere- 
monies at  the  grave  a  ritual  of  beauty  rather  than  an 
orgy  of  grief.  The  grave  tent,  whether  decorated  or 
undecorated,  is  one  of  the  greatest  aids  not  only  to 
the  beautifying  of  the  ceremonies  of  the  grave,  but  an 
essentially  useful  protection  to  the  mourners  in  in- 
clement weather.  The  burial  ceremony  is,  more  than 
any  other  part  of  the  funeral  exercises,  a  moment  of 
sentiment  that  is  devoutly  cherished  in  the  memory  of 
the  relatives  and  friends.  Any  little  touch  of  beauty 
or  any  small  convenience  added  to  the  ministrations 
of  the  funeral  director  at  this  trying  time  will  return 
him  many  fold  in  the  lasting  good-will  of  his 
patrons." 


CIRCULATORY  SYSTEM,  ARTERIAL  EMBALMING,  AND 
RESOURCEFULNESS  IN  INJECTION,  MANIPULA- 
TION OF  FLUIDS,  ETC. 
Lecture  by  Professor  Dhonau  at  Convention  of  Canadian  Em- 
balmers' Association. 

WE  WILL  now  take  up  the  Systematic  or  General  Circula- 
tion, the  system  by  which  the  blood  of  life  is  thrown 
from  the  heart  to  all  parts  of  the  body,  to  every 
organ  and  tissue,  even  to  the  bones  and  teeth,  and  then  re- 
turns via  the  veins  to  the  right  side  of  the  heart,  thence  to 
the  centre  of  circulation  and  the  lungs. 

We  are  going  to  have  a  little  illustration  here  showing  the 
basic  principle  of  the  Systemic  Circulation. 

(Prof,  uses  blackboard)  (pointing).  These  small  branches 
coming  out  from  the  larger  are  capillaries,  then  comes  the 
arteries  as  the  subclavian  or  carotid,  these  smaller  branches 
here  (pointing)  running  into  the  tissues.  Now,  when  these 
arteries  have  gotten  down  to  the  point  where  we  must  no 
longer  classify  them  as  arteries,  being  so  small  (only  l-3200th 
of  an -inch  in  diameter,  and  requiring  a  high  power  microscope 
to  see  them),  we  call  them  the  capillary  net-work — a  continua- 
tion of  the  arteries,  and  a  peculiar  thing  to  notice  in  connec- 
tion with  these  cells  is  the  fact  that  from  the  internal  lining 
of  the  heart,  right  through  the  body,  back  to  the  heart  again, 
we  have  arteries,  capillaries  and  veins  continuous,  absolutely 
so;  there  are  no  joints,  no  breaks,  simply  one  continuous  line 
of  vessels. 

Here  is  the  construction  of  an  artery  (places  diagram  on 
board).  It  looks  something  like  a  telescope.  Here  you  have 
the  scraped  off  material  (pointing),  leaving  the  inner  lining  of 
the  artery,  where  it  comes  down  to  where  the  vessels  measure 


l-3200th  part  of  an  inch,  it  becomes  the  capillary  net-work. 
Part  of  this  capillary  net-work  we  have  there  in  smaller  form. 
Understand  this  (pointing)  is  the  outer  wall  and  this  the  inner 
wall  and  the  middle  wall,  and  this  the  capillary  net-work. 
Now  then,  in  traversing  all  the  possible  territory  in  the  body, 
these  capillaries  start  to  combine  and  make  very  small  ve.ns, 
these  small  veins  combine  and  form  larger;  the  larger  veins 
combine  or  join  until  finally  we  find  they  all  enter  into  large 
trunk  veins  in  this  circulatory  system,  some  coming  from  be- 
low, others  from  above.  Right  in  this  drawing  we  will  put 
a  conventional  vein — over  here — we  will  carry  it  out  farther 
(draws).  Now  this  is  the  way  capillaries  ultimately  are 
transmitted  into  small  veins.  Here  (points)  is  where  the  vein 
becomes  larger,  showing  the  inner  lining,  the  middle  wall,  and 
the  outer  wall.  There  is  a  gradual  reduction  in  the  artery 
and  a  gradual  enlargement  of  the  vein.  Of  course  the  blood 
runs  this  way  (points)  through  the  arteries,  capillaries  and 
back  to  the  heart  via  the  veins.  Now,  where  you  get  the  cir- 
culation of  blood,  we  come  back  to  it  in  death,  just  the  way 
the  blood  gets  into  the  capillaries  in  life,  the  fluid  does  in 
death. 

Now  it  is  up  to  us  to  take  up  the  action  of  the  fluid  when 
it  gets  into  these  capillaries. 

In  the  first  place  if  the  embalming  fluid  never  left  the 
blood  vessels,  but  stayed  right  in  the  arteries,  it  would  be  im- 
possible to  use  the  present  form  of  embalming  fluid  to  pre- 
serve a  body.  For  demonstration  purposes  last  week  we  had 
a  body  here  which  had  been  embalmed  with  16  quarts  of  fluid, 
injected  by  gravity  flow  over  night.  That  was  a  very  strenu- 
ous treatment.  Now  that  embalming  fluid  entered  the  arte  y, 
and  being  a  strong  solution  of  the  fluid,  passed  into  the  cap- 
illaries and  from  there  penetrated  to  the  tissues  of  the  body. 
Now  in  this  body,  in  which  16  quarts  of  embalming  fluid  is 
thrown  with  the  blood,  but  does  not  stay  in  the  blood  ves  els. 
In  the  first  place  this  was  about  a  150  lb.  body,  I  should  judge 
— the  capacity  of  the  blood  vessels  in  that  body  were  not  more 
than  13  quarts  all  told,  and  that  will  prove  to  us  that  in  order 
to  get  16  quarts  into  the  body  that  will  only  hold  13  quarts, 
the  fluid  must  leave  the  blood  vessels.  Now  this  is  the  only 
proof  we  need.  There  you  have  it  right  there.  It  extended 
down  to  the  tissues. 

When  the  injection  was  made  in  the  artery  the  muscles  or 
skin  surrounding  the  incision  got  hard  or  firm  and  took  on  a 
mottled  appearance,  because  you  got  a  very  heavy  circulat'on; 
further  than  that,  the  mottled  skin  showed  that  the  fluid  had 
left  the  capillaries  and  gone  down  into  the  true  skin,  to  the 
lower  level  of  the  skin. 

In  injecting  into  the  brachial  artery,  the  biceps  muscle 
becomes  very  hard  and  frigid  as  well — another  proof  that  you 
have  a  very  heavy  circulation,  and  that  the  fluid  has  left  the 
blood  vessels  and  entered  the  tissues. 

Years  ago,  in  order  to  have  a  young  man  learn  the  em- 
balming, all  he  did  was  to  attend  a  school  for  two  or  three 
days,  see  a  few  demonstrations,  then  start  at  the  business. 
To-day  it  is  necessary  to  know  what  action  the  fluid  will  have 
when  it  enters  the  body;  necessary  to  know  every  possible 
means  of  injection,  and  every  possible  injection,  and  every 
means  should  be  tried  on  the  different  forms  of  di'coloration 
before  you  would  have  a  man  who  knew  all  about  embalming. 
Those  boys  in  the  class  last  week  can  pretty  nearly  tell  how 
the  fluid  gets  to  any  certain  part  of  the  body,  and  the  best 
artery  to  use,  and  can  pretty  nearly  take  up  any  artery  in  the 
body,  because  of  the  amount  of  instruction  received  by  them, 
giving  them  an  insight  into  the  tissues  and  fluids  of  the 
body. 

Going  a  little  deeper  into  this,  we  find  that  here  (points  to 
board),  here  is  the  upper  surface,  showing  the  pores,  perspira- 
tion ducts  and  sweat-glands;  here  is  the  layer  between  the 
upper  skin  or  epidermis  and  the  lower  or  true  skin;  here  is 
that  mucous  layer  that  gives  us  "skin-slip."  Putrefaction  of 
that  layer  separates  the  upper  from  the  lower  skin,  the  upper 
skin  having  very  little  power  as  far  as  strength  or  solidity  is 
concerned,  and  will  break  and  tear  very  easily;  and  here,  we 
have  scarf-skin. 

Now  you  have  all  heard  men  say  that  glycerine  in  em- 
balming fluid  will  prevent  skin-slip.    It  did  not  take  me  long 
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to  figure  out  that  this  was  impossible.  In  the  first  place,  get 
down  to  the  cause  of  skin-slip— it  is  a  putrefactive  change  be- 
tween the  two  skins.  Now,  get  down  to  the  quality  of  glycer- 
ine—it is  an  antiseptic  1  to  3.  Did  you  ever  hear  of  an  anti- 
septic causing  ])utrefactionf  Here  is  where  the  question  arose 
from,  the  addition  of  glycerine  to  the  fluid  makes  it  very 
heavy  in  specific  gravity,  makes  it  thick  and  retards  the  cir- 
culation, and  it  is  only  the  heavy  action  of  glycerine  that 
retards  circulation  and  causes  skiu-slip.  That  is  so  true  that 
modern  embalming  fluids  are  gradually  being  freed  from  gly- 
cerine. I  could  cite  a  half  dozen  kinds  that  have  cut  it  out 
altogether.  You  hear  less  and  leFS  of  skin  slip  all  the  time, 
simply  because  some  of  the  chemists  in  charge  have  realized 
that  glycerine  is  only  a  producer  of  skin-slip  through  making 
the  fluid  heavy  and  preventing  circulation. 

Now  then,  in  the  first  place  the  blood  supplied  through 
the  skin  will  be  just  as  good  as  any  way  of  going  through  this 
circulation.  Notice  first  that  the  upper  layer  of  the  skin  abso- 
lutely contains  no  blood  vessels  of  any  sort.  That  is  why  you 
have  got  to  cut  down  into  the  skin  a  certain  distance  before 
you  draw  blood — all  the  blood  vessels  in  the  skin  are  in  the 
lower  layer.  Between  the  lower  layer  and  the  arteries  we 
find  a  net-v.'(irk  of  capillaries,  here  (pointing). 

Venous  System. 

r  am  going  to  take  and  divide  this  diagram  into  two  ofii- 
ces,  one  concerning  the  action  of  the  blood  in  life,  the  other 
concerning  the  action  of  the  fluid  after  death.  They  will  both 
enter  the  tissues  reached  via  the  arteries. 

The  blood  in  life,  excluding  the  corpuscles,  white  and  red — 
in  other  words,  the  blood  serum — leaves  the  arteries  and  passes 
out  into  the  tissues.  All  the  re-building  action  of  the  blood 
is  not  from  the  corpuscles,  but  from  the  serum  in  the  blood. 
I  am  not  speaking  now  about  the  re-building  of  the  corpuscles 
in  the  -blood,  but  the  re-building  of  the  cells  of  the  body.  It 
comes  through  here  (points  to  diagram),  nutrition  is  then 
taken  u])  by  the  tissues,  then  we  say  the  blood  is  venous.  At 
tills  )}oint  it  is  time  for  it  to  come  back  to  be  re-purified. 
One-third  of  this  blood  serum  passes  1  aek  to  the  veins  or  the 
venous  state  through  the  caj)illary  circulation;  one-third  passes 
into  the  lym[)hatic  vessels,  and  one-third  passes  from  the  body 
in  the  shape  of  perspiration. 

Now  we  have  three-thirds  which  gets  to  the  tissues,  of 
which,  1-3  comes  back  through  the  veins,  1-3  to  the  lymjihatic 
system,  and  1-3  passes  through  the  persi.iration  ducts  or  sweat 
glands,  passing  out  of  the  body  as  ]ier 'piration  through  the 
skin. 

Embalming  Fluid  After  Death. 

Now  the  emlialming  fluid  after  death  goes  into  the  tissues, 
through  the  arteries.  To  complete  the  circulation  we  get  the 
embalming  fluid  hack  to  the  accompanying  vein,  but  all  we 
I)ut  in  does  not  come  back,  some  of  it  remains  in  the  capillary 
net-work  (i)laced  diagram  on  boanl).  That  fluid  which  stays 
in  the  tissues  is  to  jirevent  change  in  the  body.  That  whic'i 
comes  back  through  the  vein  does  not  come  through  the  real 
absorbent  vein,  but  simply  comes  back  through  the  capillar- 
ies, or  S!:;all  veins. 

Now  then,  the  main  difif'orenco  betwre-i  the  circulation  of 
the  embalming  flu'd  after  death  and  the  circulation  of  the 
blood  in  life;  riuht  up  in  liere  (points)  you  find  gathered  the 
fluid  that  reflects  through  the  walls  of  the  upper  layer  of  skin, 
is  white  or  light  colored — the  moral  skin  being  rather  dark — 
you  get  the  mottled  color  around  the  injection.  You  will 
recognize  this  as  you  have  doubtless  seen  it  near  the  large 
muscles  of  the  shoulder.  Sometimes  it  occurs  on  the  face 
if  the  injection  has  been  too  ra])id,  causing  the  embalming 
fluid  to  penetrate  between  the  two  layers  of  sum. 

Here  is  also  an  argument  in  favor  of  the  outward  applica- 
tion of  liquid  to  the  skin  in  the  e.xposed  parts  of  the  body. 
Now  it  does  not  necessarily  mean  that  you  have  got  to  go  and 
buy  something  to  use  for  this.  If  you  desire  to  keep  the  skin 
soft  so  that  it  will  not  take  on  that  dry,  paste  appearnice, 
which  usually  comes  from  using  too  strong  formaldehyde  solu- 
tion, just  take  every-day  cold,  clear  water.  A  man  asked  me 
on  the  street  yesterday  about  this,  and  said  he  had  always 
been  in  the  habit  of  taking  a  rag  saturated  with  water  and 
placing  it  on  the  skin  of  the  face.  I  told  him  I  had  only  one 
objection  to  that  method,  viz.,  that  you  cannot  get  all  over 


the  skin  at  the  same  time.  Now  if  you  use  one  hand  for  in- 
jecting and  at  the  same  time  use  a  sponge  saturated  with 
water,  and  keep  the  water  on  the  face  while  the  injection  is 
going  on,  you  will  have  better  results.  You  will  understand 
this  better  when  we  get  to  the  subject  of  "Discoloration." 
This  is  a  treatment  we  use  to  keep  the  skin  soft,  and  have  it 
maintain  its  normal  appearance,  and  prevent  the  nose  from 
having  that  dry,  pinched-up  appearance — ordinary  water  with 
a  sponge  or  rag,  just  so  as  to  keep  the  face  wet  with  it. 

Now,  there  has  always  been  quite  a  lot  of  mystery  con- 
cerning embalming  fluids,  etc.,  and  travelling  men,  or  a  great 
many  of  them,  are  responsible  for  that.  In  former  years  had 
you  said  anything  to  one  of  these  travellers  on  this  subject  we 
are  considering,  he  would  quickly  tell  you  it  was  the  special 
work  of  the  fluid,  would  tell  you  it  was  the  "preserving 
qualities  of  the  fluid."  Now,  if  the  embalming  fluid  passe; 
up  here  (points  to  board)  and  the  water  here,  75  per  cent,  of 
the  water  will  drain  down  into  here  (points)  where  most  of 
the  fluid  remains,  leaving  this  skin,  hard,  dry  and  brittle. 
But  if  you  jiut  your  reservoir  of  water  here  (pointing  to  board) 
and  a])ply  tlie  water  with  sponge  as  I  have  stated,  it  will  soak 
in  here  (points),  and  this  will  ofi^set  the  action  of  the  formalde- 
hyde. 

You  will  hear  some  people  say  that  absorption  in  a  dead 
body  is  impossible — just  let  them  inject  strong  embalming- 
fluid  and  then  apply  the  water,  and  see  how  the  skin  will 
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take  it  in.  ITse  the  same  treatment  for  the  arms,  and  it  will 
keep  them  from  getting  stiff',  it  will  not  keep  them  soft,  but 
it  will  keep  them  from  getting  very  hard.  Put  a  little  water 
on  the  hand  and  you  get  the  same  effect.  In  a  thin,  emaciated 
body  it  dries  out  very  easily,  but  if  you  keep  it  saturated  with 
water  it  will  make  a  decided  difference. 

This  is  all  through  the  work  of  the  Systematic  Circulation, 
carrying  the  blood  through  all  ]iarts  of  the  body  and  carry  the 
fluid  after  death  from  any  one  of  the  large  blood  vessels  in 
the  arterial  side  to  all  parts  of  the  body  and  back  again. 

NOTE  PLACED  ON  BOARD:  "While  injection  is  going 
on  api)l_y  ordinary  water  to  the  exposed  parts  of  the  body. 
The  result  will  be  that  the  normal  amount  of  moisture  in  the 
skin  will  be  maintained,  and  the  skin  ke])t  soft  and  velvety." 

This  applies  in  all  cases  where  Formaldehyde  is  used  of  any 
strength  whatever,  or  any  other  astringent  chemical,  such  as 
carbolic  acid  and  so  on.  Don't  be  afraid  of  the  water — it 
won't  hurt — won't  hurt  the  fluid  at  all.  It  will  keep  the  face 
soft  and  velvety  like,  and,  besides  will  give  you  a  better  chance 
to  show  your  skill  as  an  embalmer. 


A  recent  report  from  Kempton,  Ont.,  says : — Yes- 
terday afternoon  tlie  snpposed  l)ody  of  David  AV.  Trot- 
ten,  who  had  died  at  Long'  Beach,  Cal.,  was  about  to 
be  buried  in  Catacacu  cemetery  here,  when  the  un- 
canny discovery  was  made  that  the  case  contained  the 
Avrong  l)ody.  The  lab(d  sliowed  tliat  the  ashes  Avere 
tliose  of  a  Mrs.  Farrinj^don,  ag'ed  82.  The  case  Avas 
placed  in  a  vault  here  till  such  time  as  the  undertaker 
at  Long  Beach  can  send  explanations. 


CANADIAN  FUENITUEE  WORLD  AND  THE  UNDERTAKER. 


63 


QUESTIONS  AND  ANSWERS. 

THE  following  questions  were  asked  by  enibalmers  from 
different  parts  of  the  country,  and  the  replies  were 
given  by  Prof.  Dhonau,  President  of  the  Cincinnati  Col- 
lege of  Embalming,  who  this  year  lectured  to  the  delegates  at 
the  Annual  Convention   of  the   Canadian   Embalmers '  Asso- 
ciation. 

Question:  How  would  you  embalm  a  body  where  death 
was  caused  by  tumor  on  the  kidneys?  A.  This  would  likely 
be  aceomjjanied  by  considerable  dropsical  trouble  throughout 
the  body,  and  I  would  embalm  it  m  the  same  way,  giving  it 
special  attention.  That  might  require  opening  the  cavity, 
making  a  "T"  shaped  incision  from  the  navel  to  the  pubic 
bone,  then  cleansing  the  cavity  if  nece.-sary;  in  addition  have 
arterial  injection  and  remove  the  blood  and  dropsical  serum. 

Question:  For  8  to  10  hours  after  death  when  you  find  a 
much  bloated  face  and  considerable  purging,  how  would  you 
treat  it?  A.  The  only  thing  would  be  to  give  a  complete 
arterial  injection,  draining  out  everything  poss  ble,  and  re- 
lieve the  gas  formation  between  the  muscles  of  the  chest  and 
the  trachea,  and  if  possible  relieve  the  bloated  condition  of 
the  face.  I  have  taken  a  body  swollen  in  the  same  way  and 
reduced  it  to  about  its  normal  size.  You  can  usually  judge  the 
size  of  the  whole  body  by  the  size  of  the  neck — the  balance  of 
the  body  of  course  was  swollen  badly.  It  requires  a  very 
complete  injection. 

Question:  How  would  you  disinfect  a  house  if  called  upon 
to  do  so!  A.  In  the  first  place  you  will  have  to  take  one  room 
at  a  time,  that  is,  not  exactly  one  room  at  a  time,  but  about 
as  many  as  one  man  could  do  at  one  time  and  figure  out  the 
size  of  the  house.  A  room  10  x  10  has  1,000  cu.  feet,  and  we 
would  use,  according  to  the  latest  United  States  Government 
formula: 

7%  Oz.  Permanganate  of  Potash, 

16  Oz.  of  40  per  cent.  Formaldehyde, 

1  Oz.  Glycerine.  per  1000  cu.  feet. 

There  are  certain  other  elements  which  ought  to  be  entered 
into  in  this;  take  the  ounce  of  glycerine  in  this  solution,  this 
is  to  bring  the  density  of  gas  into  closer  relationship  with  the 
air,  so  the  gas  will  pass  to  every  room  more  thoroughly. 

Question:  What  size  vessel  would  you  use?  A.  A  3-gal. 
earthen  jar.  This  would  hold  about  the  equivalent  to  22 
ounces  of  liquid  formaldehyde  under  this  process.  The  great 
height  of  the  jar  is  to  prevent  it  washing  over  on  the  carpet 
or  whatever  it  may  be.  This  method  has  been  adopted  by  the 
health  authorities  of  the  States  as  the  best.  I  am  not  saying 
this  from  my  own  research,  but  simply  on  the  authority  of  the 
Department  of  Marine  Hospital  Service  of  the  United  States 
Government,  and  they  have  so  many  hospitals  in  ojjeration, 
they  have  a  far  greater  chance  tnan  we  have  for  research 
work. 

Question:  Does  the  use  of  anesthetics  have  any  effect  on 
the  action  011  the  embalming  fluid  in  the  arteries  and  capillar- 
ies? A.  Yes,  almost  the  same  action  as  paralysis  would  have 
on  the  circulation. 

Question:  Any  and  all  anesthetics?  A.  Chloroform  is  the 
worst.  Ether  is  not  quite  so  bad.  Thoy  sometimes  use  a  mix- 
ture. 

Question:  How  would  you -protect  yourself  from  small- 
pox? A.  T  would  get  a  complete  disinf ector 's  outfit— rubber 
coat,  hood,  shoes,  then  take  a  wash  or  bath  with  about  1  to 
2000  of  bi-chloride  of  mercury.  This  will  be  good  for  the 
skin  rather  than  otherwise.  I  pint  water,  314  gr.  bi-chloridt>  of 
mercury,  make  one  to  2000  solution. 

Question:  Would  you  use  a  long  or  flexible  tube  in  the 
carotid  artery?  A.  Any  tube  you  use  should  be  long  enougli 
to  bring  it  close  down  to  the  arch  of  the  aorta— depends  how 
high  up  you  take  the  artery,  ordinarily  214  to  2%  inches 
should  be  long  enough. 

Question:  How  would  you  fix  up  cancer  in  the  face  and 
make  it  presentable  for  the  funeral;  how  would  you  treat  cancer 
where  the  face  is  eaten  away?  A.  One  of  the  best  things  is 
to  take  pine  tar,  first  cutting  away  any  loose  fragments,  then 
fill  in  with  a  mixture  of  beeswax  ^nd  parafine  and  shape  it  up 
to  match  the  other  side.    Now  there  is  another  thing  that  is 


used — Plaster  of  Paris,  but  I  consider  the  beexwax  and  para- 
fine is  the  better  of  the  two,  because  it  will  take  theatrical 
grease  paints  better.  In  case  you  have  to  use  shellac,  by  using 
ordinary  cosmetics  you  can  make  the  face  presentable. 

Question:  How  would  you  embalm  a  drowning  case?  A. 
If  I  were  answering  this  question  before  some  of  the  State 
Boards  regarding  some  ' '  floaters,  '  I  would  say,  put  it  in  a 
metallic  casket  and  bury  it  right  away.  However,  in  the  case 
where  the  body  has  only  been  in  the  water  for  a  short  time 
and  you  want  to  make  it  presentable  for  burial,  on  account  of 
the  action  of  the  water  causing  gases  in  the  body,  I  think  I 
would  give  it  the  most  stringent  treatment  possible,  to  over- 
come these  gases,  taking  all  the  blood  out  possible  by  drain- 
age, and  use  a  good  quantity  of  full  strength  fluid,  using  % 
strength  fluid  to  begin  with;  give  the  cavities  sj^ecial  treat- 
ment; if  necessary  open  the  abdomen;  take  care  of  the  stomach 
if  necessary  as  well,  also  the  intestines  and  the  transverse  colon; 
give  as  thorough  a  treatment  as  possible.  The  whole  proposi- 
tion is  hard.  We  have  gotten  to  a  point  where  it  is  necessary 
in  order  that  we  might  be  called  professional  men,  to  inter- 
cept some  of  this  inflammation  and  not  leave  it  off  till  the  last 
minute.  If  you  will  just  realize  that,  and  do  it  first — you  know 
the  man  who  "hits  first  generally  lives  to  hit  again."  Don't 
wait  for  these  gases  and  discolorations  to  come  first — hit  them 
and  they  will  stay  away,  and  that  will  be  the  time  when  we 
will  just  about  be  able  to  say  we  are  professional  men. 

Question:  What  is  necessary  for  collateral  circulation? 
A.  Requires  the  fluid  to  flow,  after  being  properly  injected,  so 
as  to  bring  it  (the  fluid)  back  into  the  artery  into  which  the 
injection  was  first  made.    Then  you  have  collateral  circulation. 

Question:  How  would  you  embalm  a  body  by  gravity? 
A.  The  details  except  the  injection  are  the  same  as  embalming 
in  the  other  way.  In  the  injection  you  ought  to  get  the  gravity 
flow  started  from  a  bottle  placed  on  a  higher  level  than  the 
body;  the  fluid  is  then  carried  into  the  circulatory  system  of 
the  body.  It  is  possible  you  would  not  like  to  use  the  gravity 
flow  at  the  home — the  friends  might  not  like  it. 

Question:  What  is  the  objection  to  using  it  in  the  home? 
A.  The  fact  of  the  bottle  standing  up  above  the  body  and 
the  tube  running  down  and  so  on.  You  never  saw  a  physician 
go  from  a  house  where  there  was  sickness  and  leave  any  of 
his  instruments  or  parts  of  them  behind  him,  lying  around  for 
people  to  look  at  and  examine — it  is  not  strictly  professional 
to  leave  any  of  your  instruments  around  the  house  of  death — 
that  is  one  objection. 

Question:  What  is  the  best  treatment  for  a  dropsy  case? 
A.  You  would  have  to  raise  the  feet  and  the  head  so  as  to  get 
a  gravity  flow,  and  the  dropsical  serous  fluid  towards  the  cen- 
ter of  the  venous  and  lymphatic  systems  if  possible.  It  might 
assist  by  bandaging  the  limbs,  then  on  the  top  of  the  abdominal 
wall,  right  in  the  small  of  the  back,  about  half  way  between 
the  side  and  the  backbone,  is  the  lowest  part  of  the  cavity, 
from  which  you  should  remove  as  much  of  the  fluid  as  possible, 
with  the  trocar. 

Question:  Right  or  left  side?  A.  Both  sides.  It  is  usu- 
ally the  experience  with  dropsical  cases  that  you  cannot  get  all 
this  water  out  in  a  hurry,  so  if  you  can  leave  something  to 
catch  it  as  it  drains  from  the  body,  it  will  be  an  advantage. 
It  is  possible  to  use  one  of  the  drainage  methods  in  a  case  of 
this  kind.  Be  sure  and  remove  as  much  of  tlie  dropsical  serum, 
and  of  course  with  it  a  certain  amount  of  ammonia.  I  have 
known  of  such  cases  where  there  was  no  real  hardening  from 
the  effects  of  the  embalming  fluid,  which  showed  that  the  for- 
maldehyde had  undoubtedly  been  neutralized;  so  it  might  be 
advisable  to  use  the  borax  water  before  using  the  fluid.  About 
this  drainage  from  the  abdomen,  it  is  easy  to  see  why  it  is 
necessary  to  take  the  fluid  from  both  sides,  unless  you  turn  the 
body  over  and  allow  it  to  run  in  by  itself.  The  backbone  here 
forms  a  watershed,  and  keeps  the  liquid  back  on  one  side,  and 
I  believe  it  would  be  advisable  in  a  ease  of  this  kind  to  turn 
the  body  over  (when  you  are  using  the  gravity  flow)  and  re- 
lieve both  sides  from  one  incision. 

Question:  Did  you  ever  use  an  aspirator  on  the  artery  to 
draw  away  the  blood  or  serum?  Would  it  be  a  success?  A.  It 
has  never  been  successful.    It  is  not  practical. 
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MODERN  PREMISES. 

The  accompanying  engravings  shows  the  office  and 
funeral  chapel  at  the  undertaking  premises  of  Daniel 
Stone,  Toronto.  Three  years  ago  Mr.  Stone,  whose 
place  of  business  was  on  Yonge  Street,  removed  to  82 


Office".  Daniel  Stone.  Undertaker.  Toronto 


Bloor  St.  West,  Avhere  he  purchased  a  handsome  and 
valuable  corner,  liaving  a  frontage  on  Bloor  Street  of 
66  feet,  and  a  depth  of  180  feet. 

The  funeral  chapel  is  a  handsome  room  appro- 
priately furnished  and  particularly  adapted  to  the 


holding  of  funeral  services,  whicli  in  so  many  instances, 
it  is  desired  to  hold  at  the  establishment  of  the  offi- 
ciating funeral  director. 

In  connection  with  Mr.  Stone's  premises  also  is^  a 
private  mortuary,  whicli  he  recently  added.    To  those 


Funeral  Chapel,  Daniel  Stone,  Undertaker,  Toronto 


in  the  profession  the  advantages  of  the  mortuary  be- 
ing entirely  separate  from  any  other  room  are  apparent. 

The  business  of  Daniel  Stone  is  one  of  Toronto's 
oldest,  having  been  established  by  the  late  Henry 
Stone,  in  1869. 


The   Undertakers'  Directory 

FUNERAL     DIRECTORS     SHOULD     HAVE    THEIR     NAMES    ON     THIS  PAGE. 
FOR    TERMS    APPLY    TO   FULLERTON   PUBLISHING    CO.,    56-58    AGNES    STREET,  TORONTO. 


ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Campljellford — 

Irwin,  .James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff— 

Boyd,  W.  C. 
Dutton — 

Hchultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deynian,  L.  &  Son. 
Fenwick — 

Cashy,  Alfred  11. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  .fohn  &  Son 
Fort  William 

Cameron  &  Co., 
Ave. 

Morris,  A. 

Haileybury — 

Thorpe  Bros. 
Hamilton — 


Hanover — 

Wunnenberg,  Norman. 
Inwood — 

Lorriman,  E.  S. 
Kenora — 

Horn  &  Taylor. 
Lakefleld — 

llendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
North  Augusta — 

Wilson,  J.  K. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

.lolmson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Petrolia — 

Steadman  Bros. 


11  Victoria- 


Port  Arthur 

Collin  Wood,  236  Arthur  St. 
JNIorris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Marys — 

N.  L.  Brandon. 
Green  Bros.,  124  King  St.  E.St.  Thomas — 
Robinson,  J.  IT.  &  Co.,  19-21    Williams,  P.  R.  &  Son,  519 
John  St.  N.  Talbot  St. 


Scotland — 

Vaughan,  Jos.   IT.  M. 
Sudbury — 

Henry,  J.  G. 
Toronto — 

Vancamp,  J.  C,  30  Bloor  St. 
West. 

Stone,  Daniel  (formerly  II. 
Stone  &  Sou),  ,82  Bloor  St.  W. 

QUEBEC. 
Buckingham — 
Paquet,  .los. 
Cowansville — 

.ludson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catharine 
St.  West. 
St.  Laurent — 
Gougeon,  Jos. 

NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Halifax — 

Snow  <&  Co.,  90  Argyle  St. 
Verrona — 

Eraser,  D.  &  Co. 

MANITOBA. 

Brandon 

X'iiiccnt    &  McPherson 
Swan  River  — 
I'aull,  Geo. 


Winnipeg — 

Thompson,  J.  Co.,  501  Main 
Street. 

Clark -Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred  A. 
Kamsack — 

Russell,  G.  E.  I. 
Rush  Lake,  Sask. — 

Frieseu,  John  M. 
Regina — 

S[ieers,  George. 
Winnipeg — 
Semans — 

Haygarth,  .Tas. 
Welwyn  (Sask)  — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Alix — 

Darland,  G.  E. 
Calgary — 

Graham     &     Busconib,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIi» 
Hosmer — 

Cornett,  T.  A. 
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WESTERN  OBSERVATIONS. 

In  the  last  issue  mention  was  made  of  the  return 
of  Mr.  F.  W.  Coles,  of  the  Glol)e  C^nsket  Co.,  London, 
who,  accompanied  by  Mrs.  Coles  and  Mr.  John  Fer- 
guson of  the  same  firm,  with  Mrs.  Ferguson  took 
a  six  weeks  'trip  through  Western  Canada.  AVhen 
asked  for  a  few  remarks  regarding  Western  condi- 
tions, Mr.  Coles  said  to  the  Canadian  Furniture  AVorld 
&  the  Undertaker,  that  in  most  places  visited,  busi- 
ness generally  seemed  to  be  flourishing,  and  he  was 
greatly  surprised  at  the  business  appearance  of  a  great 
many  places.  "As  regards  our  own  particular  line  of 
business,"  said  he,  "we  went  through  some  very  nicely 
appointed  establishments. 

"The  crop  reports  during  our  .journey  were  very 
fair  in  the  ma.jority  of  districts,  but  in  a  few  sections, 
particularly  in.  the  more  northerly  parts  of  the  Prov- 
ince of  Saskatchewan,  considerable  damage  was  re- 
ported to  have  been  caus?d  by  frost,  and  in  a  great 
many  sections  the  very  unusual  Avet  weather  of  this 
fall,  had  and  was  causing  considerable  delay  in  thresh- 
ing operations,  which  doubtless  will  result  in  a  tre- 
mendous loss  to  the  country  this  season,  as  there  ap- 
peared to  be  thousands  upon  thousands  of  acres  of 
grain  out  in  stook,  and  it  is  very  questionable  unless 
they  have  very  favorable  weather,  whether  or  not  it 
will  be  threshed  at  all  this  fall.  It  was  ovir  opinion 
when  going  through  the  country,  and  observing  every 
now  and  then  that  some  farmers  had  taken  the  pre- 
caution to  stack  their  grain,  that  it  will  become  neces- 
sary to  follow  that  idea,  if  they  are  going  to  protect 
their  crops  should  vmfavorable  weather  set  in  early. 

"The  dil¥erent  towns  and  cities  visited,  from  Port 
Arthur  to  Victoria,  appeared  to  be  full  of  life,  rush 
and  go ;  everybody  was  bu.sy,  and  in  all  the  plact  s 
every  indication  pointed  to  continued  prosperity.  0  :e 
thing  among  others  that  greatly  impressed  us  was  the 
magnificent  piablic  buildings  erected,  and  in  course  of 
erection  in  most  towns  and  cities  throughout  the  coun- 
try, more  especially  their  schools,  colleges,  etc,  Some 
portions  of  British  Columbia  tliat  we  went  through  ap- 
pear to  be  largely  devoted  to  fruit-raising,  and  al- 
thcugii  at  the  present  time  it  is  m  its  infancy,  there 
is  no  doubt  in  a  few  years  it  will  be  a  great  industry 
in  that  part  of  tlie  country,  where  we  f-aw  Eonv^ 
orchards  that  looked  very  promising,  and  also  had  the 
pleasure  of  tasting  some  of  tlu'ir  apples,  the  tlavoi'  of 
which  was  very  fine. 

"We  noticed  that  railways  are  fast  being  built  in 
different  directions  across  the  prairies,  which  doubt- 
less will  greatly  assist  the  country  in  becoming  settled, 
and  the  C.  N.  R.  are  at  present  building  a  railway 
through  the  Rockies.  We  iinderstand  the  terminus  is 
to  be  at  New  Westminster,  or  Vancouver,  and  it 
seemed  to  be  a  common  report  through  the  country 
at  the  time  we  were  there,  that  another  railroad  is 
shortly  to  be  built  from  Edmonton  to  the  Coast,  and 
of  course,  as  is  well  known,  the  (i.  T.  P.  are  busy  shov- 
ing their  line  through  to  Prince  Rupert,  so  one  can 
easily  .judge  the  people  of  the  West  are  tar  from 
asleep.  All  tliat  appears  to  be  required  is  a  good  cla<s 
of  settlers  and  lots  of  them,  to  make  the  old  West 
one  of  tlie  finest  countries  under  the  canopy  of 
heaven." 


Mr.  J.  E.  CiUlen  is  fitting  up  undertaking  parlors  in 
Delhi,  Ont.,  in  premises  obtained  from  Mr.  E.  Long- 
street.    Mr.  Cullen  has  had  fifteen  years'  experience. 

Mr.  W.  H.  Fread,  hardware  merchant  of  Ryley, 
Alta.,  has  recently  opened  an  undertaking  establish- 
ment there  in  connection  Avith  his  present  business.  In 
making  mention  of  this  the  Times  of  that  place  says, 
"The  stock  he  has  installed  is  absolutely  essential  in 
every  town  unless  Ave  folloAV  the  custom  of  Indians 
and  canni})als  Avliich,  in  this  advanced  age  Avould  be 
prohibited. ' ' 

Mr.  A.  L.  Oatman,  of  Tillsonburg,  Ont.,  has  re- 
modelled and  redecoratecl  his  undertaking  rooms. 

Mr.  T.  S.  Fetterley,  of  Lethbridge,  Alta.,  has  re- 
moved his  undertaking  parlors  to  more  convenient  and 
commodious  premises,  at  the  corner  of  4th  Avenue  and 
6th  Street,  opposite  Court  House. 

Alessrs.  Harper  Bros.,  of  Watford,  Ont.,  have  pur- 
chased from  ]\Ir.  H.  A.  Cook,  his  furniture  and  under- 
taking business.  They  Avill  also  handle  pianos  and 
seAving  machines. 


AN  ATTRACTIVE  STORE. 

The  accompanying  photograph  shows  the  very 
handsome  store  front  of  W.  Sutherland,  furniture  re- 
tailer and  undertaker,  of  Welland,  Ont.  The  pre- 
mises have  a  frontage  of  twenty-four  feet,  and  a 
depth  of  tAVO  hundred  feet.  It  will  be  noticed  that 
Mr.  Sutherland  has  an  attractive  show  AvindoAv,  and 
in  connection  AAith  his  undertaking  department  has  a 
Avell  appointed  morgue,  Avitli  stable  and  drive  shed  all 
under  one  roof. 
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PERSIAN  Rugs  in  America. — The  plans  discussed, 
according  to  Dame  Rumor,  at  a  meeting  re- 
cently held  in  one  of  the  American  cities,  pro- 
vide for  the  manufacture  of  Persian  rugs  in  America. 
Should  these  plans  come  to  fruition,  arrangements 
will  be  made  for  the  colonization  of  all  Persian  im- 
migrants in  Southern  California,  where  the  climatic 
conditions  are  similar  to  those  in  Persia,  and  the  soil 
seems  adapted  for  the  raising  of  such  herbs  and  vege- 
tables, as  are  necessary  to  produce  the  dyes  used  by  the 
Persian  dyers  of  antiquity.  The  inauguration  of  such 
an  industry  would  materially  increase  the  resources 
of  the  Pacific  Coast,  and  the  experiment  would  be 
watched  with  interest  by  those  dealing  in  Oriental 
rugs  in  this  country. 

Considers  Carpets  and  Rugs  Profitable. — ^When 
asked  by  Canadian  Furniture  World  for  his  views  on 


which  I  look  upon  as  essential  to  the  furniture  trade, 
as  any  line  we  carry  in  stock." 

No  Dead  Stock. — A  dealer  intimated  the  other  day 
that  he  was  somewhat  prejudiced  against  the  handl- 
ing of  carpets,  on  account  of  the  large  proportion  of 
dead  stock  carried  of  necessity.  "With  this  objection 
in  mind,  it  is  encouraging  to  note  the  remarks  of  the 
dealer,  quoted  in  the  preceding  paragraph.  He  adds, 
"as  to  your  question  concerning  dead  stock,  we  do  not 
have  any.  Just  so  soon  as  it  becomes  evident  that  an 
article  is  not  going  to  become  a  ready  seller,  we  put 
the  price  where  it  is  bound  to  make  someone  anxious 
to  secure  it,  and  so  convert  into  active  capital  the 
money  which  is  tied  up  in  these  goods." 

History  Influences  Price. — The  ordinary  dealer  is 
not  handling  antiques,  and  is  therefore  seldom  directly 
interested  in  their  history  or  price.    However,  at  the 


Carpet  Department  of  Robinson  Co.,  Ltd.,  Napanee,  Ontario. 


retailing  carpets  and  rugs,  the  manager  of  a  well- 
known  retail  house  in  Western  Ontario,  replied  as 
follows: — -"We  have  handled  carpets  and  rugs  in  con- 
nection with  furniture,  for  a  number  of  years,  and 
consider  it  a  good  department.  I  do  not  think  it  de- 
sirable or  profitable  in  a  small  way,  as  carpets  are 
something  that  intending  purchasers  must  have  a 
large  assortment  to  select  from.  This  necessitates  a 
larger  investment  than  a  small  dealer  would  find  pro- 
fitable upon  his  output.  At  the  present  time  rugs  are 
so  much  in  demand  that  carpets  are  not  much  sought 
after,  excepting  for  ill-shaped  rooms.  In  my  judg- 
ment no  furniture  house  is  completely  stocked  with- 
out carpets,  rugs,  linoleums,  oilcloths,  matting,  etc.. 


Christmas  season,  one's  mind  naturally  reverts  to  hap- 
penings of  the  past,  so  that  the  following  account  of  a 
remarkable  tapestry,  as  related  in  the  Upholsterer, 
may  be  considered  an  exception  to  the  rule,  in  that  it 
is  of  general  interest: — "That  history  as  Avell  as  art 
brings  to  bear  no  small  influence  in  boosting  auction 
prices,  is  exemplified  in  the  sale  of  a  tapestry  recently 
auctioned  in  London.  This  piece,  which  65  years  ago 
changed  hands  at  a  sale  in  Cornwall,  England,  for 
less  than  two  pounds  sterling — $10 — was  sold  for 
6,600  pounds  sterling,  $33,000.  The  tapestry,  which 
was  undoubtedly  originally  made  for  Hampton  Court, 
is  one  of  a  series  representing  "The  Seven  Deadly 
Synnes."    It  is  in  a  fair  state  of  preservation  and 
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measures  13  feet  9  inclies  by  13  feet  4  inches.  Since 
its  discovery  some  weeks  ago,  it  has  been  examined  by 
authorities  from  various  European  museums  and  pri- 
vate experts,  and  many  offers  exceeding  2,000  pounds 
sterling  were  made  for  it  prior  to  the  sale.  The  open- 
ing bid  was  500  pounds,  but  rapidly  increased  to  5,000, 
and  then  more  slowly  climbed  to  the  final  figure,  at 
which  it  was  sold.  The  tapestry  bears  upon  its  face 
the  proof  of  its  origin;  the  rich  border  with  the  "Royal 
Arms"  and  emblems  fixing  it  at  once  as  formerly  be- 
longing to  Hampton  Court,  where  a  similar  border  may 
still  be  seen.  The  set  of  tapestries  "The  Story  of  the 
Seven  Deadly  Synnes,"  was  bought  by  Cardinal  Wol- 
sey  from  Sir  Richard  Gresham  in  1521,  for  the  Legates 
Chamber  of  Hampton  Covirt.  One  complete  panel  and 
portion  of  two  others  still  exist  there.  The  piece  just 
sold  is  only  one-half  of  a  picture,  which  has  at  some 
period  being  further  subdivided  and  resewn.  An  in- 
ventory of  Cardinal  Wolsey's  goods,  taken  in  1530, 
descri])ed  'nine  pieces  of  hangings  of  the  Story  of  the 
Seven  Deadly  Synnes,  being  six  large  pieces  and  three 
small  window  pieces.'  The  irregular  measures  given 
makes  it  certain  that  this  is  a  set,  probably  of  seven, 
cut  to  fit  varying  walls  and  window  spaces.  It  is  evi- 
dent from  the  records  that  these  tapestries  Avere  in 
the  tower  at  the  time  of  the  execution  of  Charles  I., 
and  it  is  probable  that  Cromwell  when  he  made  Hamp- 
ton Court  his  palace,  had  them  reinstated  there.  Prom 
this  royal  palace  through  various  vicissitudes  the 
tapestry  finally  came  into  the  possession  of  the  Rector 
of  Langford  Parish  in  Cornwall,  who  at  his  death  in 


1846  left  the  tapestry  to  his  lieirs,  by  whom  it  was  sold 
at  the  insignificant  price  first  mentioned." 

Damage  was  done  to  the  furniture  store  of  Leid- 
ner  and  Walker,  Rodney,  Ont.,  during  the  recent  fire 
there. 


No.  715.    Luxury  Chair.    Lippert  Furniture  Co..  Ltd.,  Berlin 


A  Glimpse  at  a 

100-Arm 

Moncrief  Rvig  Rack 

IN 

S.  Sanford  &   Sons'  New   York  Warerooms 

This  rack  will  display  200,  9  x  12,  Rugs. 

Moncrief  Racks 

ARE  ALSO  USED  BY 

Alex.  Smith  &  Sons  Carpet  Co. 

Bigelow  Carpet  Co. 

Hardwick  &  Magee  Co. 

Luth  &  Powers 

Roxbury  Carpet  Co. 

C.  R.  McGimsey  &  Son 

THE    RUG    RACK  WHICH 
HAS  NO  DEFECTS 


A  picture  in  any  Rug-  Department.  Please  notice  the  guard  line  uniform  and 
keeps  all  rugs  from  ribbing.  No  other  rack  has  them,  and  it  also  has  steel  pins 
which  do  not  bend  or  break.  Please  send  for  catalogues  and  price  list. 

MONCRIEF  MFG.  CO. 


CENTRAL  FALLS, 


R.  L,  U.S.A. 
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Pictures  and  Mouldings 


ACTIVE  Dealers. — A  dealer,  who  by  the  way  must 
have  been  iu  ill-health,  Avas  recently  in  a  pessi- 
mistic mood,  if  his  remarks  and  observations 
are  any  indication.  He  Avas  lamenting  the  inactivity 
and  indifference  of  furniture  men  in  the  handling  ot 
pictures,  in  addition  to  many  other  complaints  which 
he  took  occasion  to  make.  Now,  when  one  hears  on 
good  authority  Avliat  some  men  are  doing  along  this 
line,  thei'e  is  a  tendency  to  sit  up  and  rub  one's  eyes. 
For  instance  the  Canadian  Furoiture  AYorld  .just  heard 
of  a  case  Avhere  through  the  eft'orts  of  an  enthusiastic 
merchant,  a  precedent  has  been  established  in  a  certain 
schoo],  Avhereby  each  year  the  graduating  class  pr,?- 
sents  their  room  with  a  suitable  picture.  Thus  each 
3'ear  sees  a  new  addition  to  the  room  gallery,  ard  the 
seliolars  avIio  succeed  the  graduates  see  the  gift  of 
those  who  have  gone  before,  and  in  turn  add  their 
offering  later.  Another  case  has  been  cited,  where  a 
dealer  makes  an  anmial  presentation  of  a  framed  pic- 
cure  to  the  Avinner  of  an  oratory  contest  at  the  local 
young  men's  literary  club.  For  a  week  or  ten  days 
preA^ous  to  presenting  the  picture,  it  is  given  promin- 
ence in  his  AA'indoAV,  and  he  is  reported  to  have  as- 
serted that  it  is  one  of  the  best  methods  of  adA'ertising 
he  ever  attempted. 

Framed  Signs. — Tliat  alertness  on  the  part  of  a 
dealer  specializing  in  framing,  counts  just  the  same  as 
AA'ith  any  other  person  selling  to  the  public,  is  brought 

Imperial   Photogi'avures — Matthews   Bros.,    Ltd.,  Toronto. 


Wind   and    Waves.     ]iy   Elmer  Keene. 


out  clearly  in  the  following  incident.  There  seems  to 
be  no  doubt  that  no  matter  liow  Avell  the  Avork  had 
been  done,  the  hotel  manager  referred  to  Avould  have 
been  dissatisfied  anyway,  because  he  considered  he  Avas 


being  put  to  a  needless  expense.  Yet  a  brief,  clear, 
Avell-Avorded  explanation  changed  his  vieAvpoint. 

A  hotel  keeper  dropped  into  one  of  the  local  furni- 
ture stores,  Avith  a  small,  plainly-lettered  card  read- 


By   Phillips   Mfg.   Co.,    Ltd.,  Toronto. 


iiig:  "Fire  escape  at  end  of  hall,"  held  in  his  hand. 
"I  Avant  150  of  these  framed,"  he  said.  "What  aa-III 
they  cost  me?"  And  then  he  added:  "HaA^e  to  hang 
one  in  every  room  of  the  hotel,  so  quote  me  as  Ioav  a 
price  as  you  can.  Absolutely  useless  expense."  The 
shop  proprietor  smiled.  "I'll  give  you  my  best  price," 
said  he,  "but  you  are  Avrong  in  terming  it  an  ex- 
pense." "And  AAdiat  AA^ould  you  call  it?"  asked  the 
other,  in  surprise.  "Service,"  remarked  the  shopman, 
"and  your  guests  are  entitled  to  it  because  they  are 
paying  for  it.  This  protection  is  one  of  the  things  you 
offer  the  public,  and  consequently  it  is  one  of  the 
things  you  charge  for.  It  is  part  of  the  service  you 
offer  for  sale  and  quite  as  much  a  part  of  Avhat  your 
guest  pays  for  as  the  bed  he  sleeps  in."  The  hotel  man 
looked  a  trifle  blank  for  a  moment  and  then  he 
grinned:  "I  guess  you  are  riglit ;  go  ahead  and  frame 
them  up." 

THE  PICTURE  FRAME. 

Bessie  L.  Putnam,  in  Grand  Rapids  Furniture  Record. 

Even  in  the  small  tOAvn  a  profitable  trade  may  be 
Avorked  up  iu  picture  frames,  if  tliey  are  tasteful  in 
form  and  reasonable  in  price.  And  just  noAV,  when 
commencement  presents  are  in  demand,  and  pictures 
of  classes,  fraternities  and  individuals  exchanged  right 
and  left,  the  dealer  avIio  takes  this  up  as  a  side  issue 
Avill  for  a  time  find  plenty  of  AVork.  IIouscAvives  Avho 
have  just  finished  putting  the  house  in  order,  Avill 
recall  the  fact  that  there  are  pictures  Avhich  should  be 
framed  and  blank  spaces  seemingly  left  on  purpose  for 
them. 

Then  there  is  the  idea  of  preservation,  about  Avhich 
every  one  knoAvs,  but  regarding  Avhieh  their  minds  are 
never  so  effectively  jogged  as  Avhen  the  chance  is  giA-en 
to  get  the  picture  framed  and  ready  to  hang  for  a  no- 
minal price. 

But  to  make  this  department  a  success  it  is  neces- 
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sary  to  carry  cheap,  as  well  as  expensive,  stock.  There 
are  scores  of  photos  stored  away  in  boxes,  fading  and 
collecting  dnst,  wliich  could  be  much  better  preserved 
in  a  frame.  The  day  has  passed  when  heavy  gilt  mould- 
ing is  a  necessity.  Now  tlie  print  or  photo  is  neatly  en- 
closed in  a  plain  black  frame,  the  color  harmonizing 
l)etter  thaii  som('tliii]<>'  more  elaborate  could  possibly 


By  H.  Kriig  Furniture  Co.,   Ltd..  Beiliii. 

do.  ]f  a  richer  effect  is  desired  a  narrow  inner  margin 
of  silver  is  artistic  and  durable.  If  the  picture  is  in 
sepia,  a  brown  frame  is  the  correct  thing. 

When  trade  is  lax,  specializing  along  this  line  Avill 
soon  give  an  aliundance  of  work,  if  satisfaction  is  fully 
I'endered.  It  will  serve  to  introduce  you  more  com- 
pletely to  the  public,  and  thus  pave  the  way  to  more 
sales  among  your  regular  goods.  And  as  you  thus  con- 
tribute finishing  touches,  they  should  find  you  possess- 
ing good  taste,  reliability  and  sound  judgment. 


AMONG  THE  RETAILERS. 

Mr.  C.  J.  ]\lills,  Avhose  furniture  store  is  at  4150 
PVaser  Ave.,  Vancouver,  reports  business  in  his  line 
exceedingly  good.  Mr.  Mills  has  been  connected  with 
tile  furniture  trade  for  some  years,  and  is  an  en- 
thusiastic spoi'tsman. 

^^r.  H.  E.  Sills,  of  P>ellcville,  Ont.,  was  recently 
inconvenienced  thi'ougli  fire  breaking  out  in  the  up- 
stairs of  the  shop  adjoining  his  furniture  warerooms. 
It  is  said  that  the  fire  originated  in  the  overheating 
of  a  stove,  l)ut  that  tlie  damage  was  not  lieavy. 

A  despatch  from  danora,  Sask.,  says  that  l\Ir.  A.  E. 
Stover  has  disposed  of  his  furniture  business  to  Mr. 
Fofonoff,  and  intends  to  si)eii(i  the  wi)iter  in  Van- 
(!0uver. 

Mclnnes  &  Abel!  have  tnken  over  the  fui'uiture  nud 
liardware  business  of  .Mr.  -I.  W.  (iraliam,  at  (*arroli, 
Man. 

Mr.  Geo.  \V.  Hoyce,  of  Brockvilh',  lias  piirelmsed 
the  furniture  business  of  Mr.  Stafford  R.  Rudd,  of 
Arnprior,  according  to  a  local  paper.  Mr.  Rudd  handled 


wallpaper  as  a  sideline  in  connection  with  his  furni- 
ture business. 

Mr.  Thomas  Hmderson,  of  Drayton,  Ont.,  has 
moved  into  his  new  store  next  door  to  his  former  pre- 
mises. Since  buying  the  place  he  has  had  it  over- 
hauled and  redecorated,  with  a  view  to  making  the 
store  convenient  and  up-to-date.  Mr.  Henderson  also 
conducts  an  undertaking  business. 

Mr.  A.  Stoller,  of  Colborne  St.,  Brantford,  Ont., 
carries  a  large  assorted  stock  of  furniture,  carpets,  and 
everything  in  the  house  furnishing  line. 

I\Ir.  J.  Jackson,  of  Bancroft,  has  sold  his  furniture 
and  undertaldng  business  to  j\lr.  F.  A.  Towle.  Mr. 
Towle  has  been  with  Mr.  Jackson  for  eleven  years,  and. 
is  quite  capable  of  keeping  the  business  up  to"  the  old 
standard.  Mr.  Jackson  has  located  in  Regiiia,  in  the 
real  estate  business. 

S.  R.  Rudd,  Arnprior,  Ont.,  has  sold  his  furniture 
and  undertaking  business  to  fl.  W.  Boyce,  of  Broek- 
ville,  formerly  of  North  Williamsburg. 

IMr.  Mike  Beimler  has  opened  uji  undertaking 
rooms  on  Main  St.,  Grassy  Lake,  Alfa. 


•Tl 


From  Bt-rlin  Furniture  Co.'s  Tuilor  Suite 

DESERVES  APPRECIATION. 

Canadian  Furniture  World  and  the  ruder- 
taker,"  i)ul)lished  at  Toronto,  is  the  name  of  a  new 
ti-ade  pai)er  which  made  its  initial  appearance  on 
September  1st.  I'lll.  The  World  is  bright  and  newsy, 
and  deserves  to  meet  with  the  nppreciation  of  the  fur- 
niture trade  of  Canada. — Pacific  Funiitui-e  Trade. 
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30  YEARS  OLD. 

The  flight  of  time  has  lirought  the  Adams  Furniture 
Co.,  Ltd.,  Toronto,  past  another  milestone  in  their  his- 
tory, and  they  are  now  in  their  thirty-first  year.  On 
16th,  17th,  and  18th  of  November,  the  Adams  Co.  cele- 
brated their  30th  anniversary,  in  their  usual  lavish 
fashion.  The  decorations  were  on  an  elaborate  scale, 
and  they,  in  conjunction  with  the  brilliant  illumina- 
tions, gave  the  store  a  gala  appearance.  Each  aftei-- 
noon  and  on  Saturday  evening,  a  large  orchestra  was 
in  attendance,  rendering  popular  music,  which  assisted 
greatly  in  brightening  the  festivities.  Tea  and  cake 
were  generously  provided  visitors.  Many  people  took 
occasion  to  look  over  the  holiday  furniture  on  display, 
and  to  witness  the  demonstrations  of  home  labor-saving 


machinery  has  l)een  ordered  to  be  delivered  on  Janu- 
ary 1st,  so  that  tliey  expect  to  be  cutting  logs  the  first 
week  in  P^ebruary. 

In  addition  to  the  sawmill,  the  Meaford  Mfg.  Co., 
Ltd.,  have  plans  ovit  for  a  factory  addition,  200  ft.  by 
60  ft.,  of  three  stories  and  a  basement.  This  addition 
will  be  of  cement  concrete,  heated  by  steam,  and 
equipped  with  a  sprinkler  system  the  same  as  their 
present  plant.  Work  will  be  commenced  on  the  new 
building  in  the  early  spring.  AVhen  the  entire  plant 
is  in  working  order,  Meaford  will  have  among  its  in- 
dustries one  of  the  most  complete  furniture  manufac- 
turing factories  in  the  Dominion.  Then,  logs  will  be 
converted  into  furniture  of  the  Meaford  quality,  and 
loaded  for  shipment  practically  under  one  roof. 


tta  Kooiii,''   One  of  the  Features  of  the  30th  Birthday  Celebrations  of  the  Adams  Furniture  Co..  Ltd..  Toronto. 


devices.  Tlie  Adams  Furniture  Co.,  Ltd.,  is  well  known 
in  the  trade,  and  their  store  being  opposite  the  City 
Hall  square,  gives  tliein  the  benefit  derived  from  a 
central  location. 


ACTIVITY  AT  MEAFORD. 

After  the  fii-e  which  destroyed  tiie  Meaford  Manu- 
facturing (Company's  (Jentrevilie  sawmill,  that  firm  de- 
cided upon  erecting  a  mill  of  the  latest  type  directly 
in  connection  with  their  furniture  factory,  which  is 
right  on  the  shore  of  the  Georgian  Bay.  Mr.  W.  C. 
Wilson,  the  secretary  and  manager  of  the  company, 
states  that  the  mill  is  well  under  way,  and  that  the 


OFF  TO  AUSTRIA. 

Mr.  AV.  Schmidt,  of  ]\fessrs.  Jacob  and  Josef  Kohn's 
New  York  branch,  recently  called  at  Toronto  prior  to 
leaving  for  Vienna,  Austria,  where  the  firm's  head 
office  is  located.  The  Kohn  firm's  specialty  is  Austrian 
Bentwood  furniture,  which  has  proved  popular  for 
many  purposes.  The  Bentwood  chairs,  though  ex- 
ceedingly strong  and  comfortable,  are  light  in  weight, 
thus  making  them  suitable  for  cafes,  public  buildings 
and  for  similar  uses.  ^Ir.  W.  J.  Craig,  who  is  well 
known  to  the  trade,  has  charge  of  the  Canadian 
branch  of  the  Kohn  business,  and  carries  a  range  of 
samples  in  the  show  rooms  in  his  own  building,  at  215 
to  219  Victoria. 
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PRESTON,  ONTARIO. 

(Continued  from  page  41) 

The  artesian  mineral  springs  at  Preston,  Ont.,  are 
the  attraction  that  bring  hundreds  of  people  to  that 
place  every  year,  a  couple  of  large  hotels  catering  to 
that  very  extensive  class  of  people  who  require  the 
healing  influences  of  sulphur  baths.  Because  of  these 
sulphur  baths,  the  reputation  of  "Preston  Springs," 
as  the  place  Avas  formerly  known,  has  spread  far  and 
near. 

Preston  is  another  of  the  several  furniture  centres 
for  which  the  County  of  Waterloo  is  famous.  It  is 
located  at  the  confluence  of  the  Grand  and  Speed 
Rivers,  and  besides  the  Grand  Trunk  has  the  electric 
railway  that  seems  to  give  access  to  centres  in  every 
direction. 

The  industries  of  Preston  are  many  and  varied,  and 
employment  is  readily  accessible  for  all  available  men, 
women  and  boys.  There  are  good  educational  facili- 
ties, and  the  spiritual  Avelfare  of  tlie  residents  is  also 
Avell  looked  after. 

Office  and  School  Furniture. 

One  of  the  oldest  and  best  known  office  and  school 
furniture  firms  in  Canada  is  that  of  Canadian  Olfice  and 
School  Furniture  Co.,  Ltd.,  at  Preston.  Their  high 
grade  bank  fittings  and  office  fixtures  are  in  use  all 
over  the  country,  while  their  familiar  name  plate  is 
seen  on  ofifiee  desks  wherever  office  desks  are  used. 
Their  opera  and  assembly  chairs  constitute  another 
line  in  which  there  has  been  remarkable  development 


By  Wunder  Fiiriiitvire  Mig.  Co.,  Ltd. 


in  Canada  within  recent  years,  owing  to  the  growing 
num])er  of  towns  that  support  a  theatre. 

Nothing  But  Desks. 
Mr.  Frank  Moss,  who  controls  the  destiny  of  the 
Preston  Furniture  Co.,  is  a  desk  enthusiast  by  choice. 
The  lines  of  his  firm  include  some  very  choice  designs 


in  office  desks  and  tables  of  various  kinds.  These  are 
in  oak  and  mahogany,  and  include  an  attractive  range 
of  drop  typewriter  desks,  which  are  now  so  much  in 
demand.  Business  firms  realize  the  economy  of  the 
drop  typewriter,  both  in  floor  space  and  convenience 
to  the  typewriter,  who  has  her  work  always  in  front 


No.  4817.     Sheraton  Extension  Table,  52  in.  Top.    MeLagan  Furniture. 

of  her,  without  the  necessity  of  removing  from  one 
desk  to  another.  The  sanitary  desk,  both  in  flat  and 
roll  top  is  conspicuous  among  the  best  sellers,  and  al- 
though the  flat  top  is  considered  the  most  modern  in 
its  advantages,  the  roll  top  is  by  no  means  en  passe. 
Building  Factory  Addition. 
The  Crown  Furniture  Co.,  at  Preston,  has  experi- 
enced a  growth  in  the  demand  to  such  an  extent,  that 
a  factory  addition  has  been  made  necessary.  This 
is  now  in  course  of  completion,  and  will  add  materially 
to  the  capacity. 


A  NEW  PARTNERSHIP. 

Many  friends  of  Mr.  W.  J.  Anderson,  Secretary- 
Treasurer  of  the  Stratford  Chair  Co.,  Ltd.,  Stratford, 
will  be  surprised  to  learn  of  his  having  formed  a  new 
partnership.  As  the  new  contract  is  one  of  matri- 
mony, Mr.  Anderson's  business  interests  will  in  no 
way  be  etfeeted.  The  new  Mrs.  Anderson  was  Miss 
McKnight,  daughter  of  the  late  Col.  McKnight,  of 
Stratford.  The  Furniture  AVorld  joins  Mr.  Anderson's 
many  friends  in  congratulating  liim  and  Avishing  him  a 
long  life  of  happiness. 

The  Berlin  Furniture  Co.,  Ltd.,  have  in  course  of 
preparation  a  new  catalogue,  in  which  Avill  be  illas- 
trated  their  various  lines.  The  catalogue  Avill  be  in 
two  colors,  with  richly  embossed  cover.  Retailei's  re- 
ceiving this  catalogue  will  find  it  a  useful  text  book, 
as  well  as  interesting  publication. 


Mr.  H.  D.  IMcKellar,  president  and  general  mana- 
ger of  the  Berlin  Building  Co.,  Ltd.,  recently  returned 
to  Berlin  from  a  visit  to  points  in  M^estern  Canada. 
Mr.  McKellar  is  prominently  identified  witii  a  num- 
l)er  of  important  industries  in  Berlin. 


Owed  Them  Something. — Church  Warden  Brown — 
"Excuse  me,  Mr.  Smith,  but  are  you  aware  that  you 
put  a  false  half-crown  in  the  contribution  plate  this 
morning?" 

Mr.  Smith — ' '  Yes  ;  1  owe  the  heathen  a  grudge  for 
eating  a  missionary  uncle." — United  Presbyterian. 
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ARE  YOU  GETTING  ONE? 

The  Gendi'ou  Mfg.  Co.,  Ltd.,  Toronto,  are  issuing  a  new 
catalogue,  containing  illustrations  and  descriptions  of  their 
various  lines  of  reed  chairs  and  rockers,  sleighs,  doll  carriages, 
express  waggons,  etc.  It  is  well  worth  while  for  any  retailer 
to  obtain  a  copy  of  the  catalogue  to  keep  on  file  for  reference, 
when  sending  in  an  order  for  something  in  the  ' '  Gendron 
Line. ' ' 


FITTED  WITH  SLIDING  SHOES. 

In  November  Furniture  World  was  shown  an  illustration 
of  an  historical  office  chair,  once  used  b.y  the  late  Sir  John 
A.  McDonald,  and  presented  to  the  present  jjremier  just  after 
the  Dominion  elections.  This  chair  had  been  overhauled  and 
the  casters  replaced  with  a  set  of  glass  sliding  slioes,  manu- 
factured by  Onward  Mfg.  Co.,  Berlin.  The  manufacturers  are 
now  advertising  this  line  in  the  leading  newspapers,  thus 
creating  a  demand  that  should  redound  to  the  advantage  of 
furniture  retailers,  to  whom  consumers  would  naturally  apply 
for  such  a  line. 


VENEER  PRESSES. 

Of  the  various  kinds  of  woodworking  machinery  witli 
wliich  the  manufacturer  is  concerned,  one  of  the  most  im- 
portant is  the  veneer  press.  The  firm  of  William  R.  Perrin  & 
Co.,  Ltd.,  Toronto,  siiocializo  in  the  buihling  of  both  hydraulic 
and  screw  ]iresses,  in  all  sizes  and  for  all  kinds  of  veneer 
work. 


cover  of  this  issue,  the  firm  state  that  they  are  constructed  on 
a  scientific  principle,  allowing  each  coil  to  act  independent!}'  of 
the  others,  the  result  being  that  when  one  portion  of  the 
spring  is  depressed,  the  other  parts  remain  in  their  normal 
position.  By  using  the  best  steel  spring  wire,  re-tempered 
after  being  made  into  the  complete  spring,  the  coils  are  of 
uniform  strength.  The  makers  claim  tiiat  the  springs  will 
never  sag  or  break  in  anj'  part.  A  high  grade  of  baking  Japan 
is  used  to  prevent  rusting.  Other  features  are  the  pliable  mat- 
tress surface  and  the  secure  fastening  of  the  bottom  of  the 
coils,  as  well  as  the  noiselessness  of  the  si)rinj:. . 


RECORD  CASKET. 

What  is  said  to  be  the  largest  casket  ever  made  in  Ontario 
was  shijiped  to  Louisville  on  November  27tli,  for  the  burial  of 
Alvin  T.  Merritt,  a  shop-keeper,  wlio  weighed  610  pounds.  The 
coffin  was  described  as  being  6  feet  long,  4  ft.  4  inches  wide, 
and  2  ft.  6  inches  deep,  with  eight  heavy  handles.  The  four 
heavy  oak  cross-bars  under  it  were  braced  with  steel  braces. 
The  casket,  which  was  made  by  the  Globe  Casket  Co.,  of 
London,  could  not,  of  course,  be  placed  in  a  hearse,  and  was 
conveyed  to  the  cemetery  on  a  dray,  specially  draped  for  the 
occasion. 


Mr.  A.  Hansel,  of  Campden,  Out.,  recently  added  to  his 
equipment  a  new  hearse  purchased  from  Mitchell  &  Co.,  Inger- 
soll,  Ont.  From  the  same  firm  Mr.  T.  S.  Fetterly  recently  pur- 
chased a  fine  new  first  call  buggj'. 


.Ml-.  I'crriii  states  that  the  style  of  hydraulic  press  shown 
in  the  illustration  is  proving  a  jiopular  one.  It  is  desnihed  as 
follows:  Working  pressure,  100  tons;  cylinder,  10  inches;  pla- 
ten, 72  X  48  inches.  Mr.  Perrin,  in  an  interview  with  a  re- 
l)resentative  of  Canadian  Furniture  World,  said  that  they 
were  building  just  such  a  press  for  the  Knechtel  Furniture 
(.'o.,  of  Hanover,  and  that  the  firm  was  filling  a  second  order 
from  the  North  American  Furniture  Co.,  of  Owen  Sound,  for  a 
screw  ])ress.  "Made  in  ('anada"  is  an  ex])ression  which  ap- 
plies to  the  above  jiiece  of  machinery,  and  the  fact  that  it  is 
made  here  is  significant. 


A  WINDSOR  PRODUCT. 

The  Leg;;ett  (Sc  I'latt  Spring  Bed  Co.,  Ltd.,  located  at 
Windsor,  Ont.,  is  another  of  the  numerous  American  firms  that 
foresaw  in  Canada  sufficient  trade  to  warrant  a  Canadian 
branch.  The  headquarters  of  the  ])arent  company  are  at  St. 
Louis,  Mo.,  and  the  (/anadiaii  branch  is  in  charge  of  Mr.  C.  E. 
I'latt,  who  sees  a  large  field  for  their  products  in  this  country, 
and  who  sjieaks  of  the  ])ros[)ects  for  business  in  this  line  in 
most  0()timistic  terms. 

In  reference  to  the  merits  of  tlieir  bed  s])rings,  one  of 
wliicli  is  illustrated  in  their  aiinouncenient  on  tlie  inside  liack 


For  Sale 


Wanted 


TERMS  for  INSERTION 

4  Cents  per  Word  one  Insertion 
7  "  "  "  two  "  s 
10 •     three     "  s 


MINIMUM 


CENTS 


FOR  SALE — A  good  second  hand  hearse.  Box  E,  Canadian 
Furniture  World  and  The  Undertaker,  56-58  Agnes  Street, 
Toronto. 

FURNITURE  WANTED— A  South  African  manufactur- 

er's  agents  desires  to  be  placed  in  communication  with  Cana- 
dian manufacturers  and  exporters  of  all  kinds  of  furniture. 
Any  person  wishing  to  go  into  this  matter  should  communicate 
with  the  "Inquiries  Branch  of  the  Department  of  Trade  and 
Commerce,  Ottawa,  quoting  reference  number  995. 

CHAIRS  WANTED — A  St.  vTncent  merchant  wants  to  get 
into  touch  with  Canadian  manufacturers  and  exporters  of  fur- 
niture, chairs,  etc.  Particulars  can  be  had  on  application  to 
"The  Inquiries  Branch,"  The  Department  of  Trade  and  Com- 
merce, Ottawa,  and  quoting  the  number  650. 

TRAVELLER  WANTED— To  carry  a  side  line  that  will 
not  interfere  witli  any  line  he  is  now  selling,  the  Furniture  or 
Undertaking  Trades.  Several  reliable  men  wanted  in  different 
Provinces.  All  correspondence  confidentially  treated.  Apply 
Box  27,  Canadian  Furniture  World,  58  Agnes  Street,  Toronto. 


COMMISSION  FURNITURE  TRAVELLERS  WANTED.— 

For  INIaritinie  Provinces,  to  carry  a  line  of  hall  and  parlor  fur- 
niture. A  man  is  also  wanted  to  handle  the  same  lines  in  Nor- 
thern Ontario.  Only  good  men  with  good  connections  need 
apply.  Box  G.,  Canadian  Furniture  World,  56-58  Agnes  Street, 
Toronto. 


WANTED. — Traveller  covering  wood  working  industries  in 
Ontario  and  Eastern  Canada,  to  carry  sideline;  honest  goods; 
liberal  terms;  correspondence  confidential.  Box  F.,  Canadian 
Furniture  World,  56-58  Agnes  St.,  Toronto. 

TRAVELLER  WANTED^To  rei)resent  leading  bed  and 
bedding  manufacturing  firm  in  ^Manitoba  and  Saskatchewan. 
Good  commission  inducements  to  good  man.  Box  2,  Canadian 
Furniture  World,  56-58  Agnes  Street,  Toronto. 

WANTED  IMMEDIATELY.— A  strictly  temperate  man, 
highest  integrity,  witli  sujierior  ability  and  judgment,  who 
thoroughly  understands  funeral  direction  and  embalming,  with 
knowledge  of  ujiholstering,  carpets  and  general  furniture  busi- 
ness. An  excellent  jiosition  for  right  man.  Kindly  semi  jihoto, 
stating  age,  and  if  vou  enjoy  good  health  or  not,  and  all  pos- 
sible jiarticulars,  also  reference  from  responsible  people.  Apply 
Box  II.,  Canadian  Furniture  World,  56-58  Agnes  St.,  To-onto. 
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GUARANTEED  TO  GIVE  SATISFACTION  ABSOLUTELY  OR 

YOUR  MONEY  REFUNDED. 


SANITARY,    NOISELESS,    DURABLE,    COMFORTABLE  TO   THE   GREATEST  DEGREE 
will  never  SAG,  RUST,  become  LOOSE,  or  BREAK  in  any  part. 


The  Leggett  &  Piatt  patented  spring  beds  are  constructed  of  the  very  best 
grade  of  steel  and  spring  steel  wire  that  can  be  had.  The  patented  con- 
struction holds  each  coil  securely  in  its  place  and  at  the  same  time  allows  it 
to  act  independently,  thus  equalizing  all  weights.  After  being  made  com- 
plete, each  spring  is  thoroughly  retempered,  giving  a  positive  uniform 
strength  to  every  coil  in  it.  A  high  grade  of  black  baking  japan  is  used 
in  finishing  the  springs. 


Mr.  Dealer,  over  1,000,000  Leggett  &  Piatt  Springs  are  in  use  in  the 
United  States.  There  is  a  good  profit  in  them  for  you.  They  will  give 
your  customer  absolute  satisfaction  and  will  help  sell  your  other  furniture. 

Write  at  once  for  Prices  and  Descriptive  Matter, 
manufactured  by 

The  Le^^ett  &  Piatt  Spring  Bed  Co.,  Limited 

Windsor  -  Ontario 
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A   BRISK    SELLER   FROM   THE    IMPERIAL  LIjNES 


A  Cordial  welcome 
awaits  you  at  our 
Annual  Exhibition  of 
Furniture,  at  our 
showrooms,  January 
8  to  31,  1912. 


GET  OUR 
CATALOGUE 


Keep  in  mind  that 
Stratford  is  a  Carload 
Point  in  the  heart  of 
Canada's  Furniture 
producing  centre. 
This  is  especially  im- 
portant to  Western 
Retailers. 


GET  OUR 
CATALOGUE 


Manufacturers  of  Reed  and  Upholstered  Furniture 

STRATFORD,  -  CANADA 


WIBTT  S¥EATF©EP  M  JAMOAEY 

Furniture  Manufac- 
turers' Exhibition 
January  8  to  31. 

Take  advantage  of  the  lull 
that  follows  Holiday  Trade 
to  get  away  from  your  own 
business.  Add  to  your  furn- 
iture knowledge.  See  at 
first  hand  the  entire  range 
of  Stratford  Chairs.  It  will 
help  you  in  both  your  buy- 
ing and  selling  for  the  rest 
of  the  year.  The  entire  line 
of  Stratford  Chairs  will  be 
on  display  at  our  own  fac- 
tory, January  8th  to  31st. 
A  cordial  welcome  awaits 
every  Furniture  Retailer  in 
Canada.  Let  us  know  when 
to  expect  you. 


1  o;js.(! 


1037-6 


THE  STRATFORD  CBIAIR  CO..  Lnmnted 


STRATFORD 


ONT. 


Toronto,  January,  1912 
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ALL  FURNITURE  BUYERS 

are  invited  to  visit  the  annual  exhibition  of 

McLAGAN  FURNITURE 

the  entire  line  of  which  will  be  on  display 
in  our  own  showrooms  at  our  factory 
Jan.  8  to  30. 

Time  taken  to  look  over  this  exhibit  will  be  time 
well  spent  for  many  new  designs  will  be  shown. 

The  George  McLa^an  Furniture  Go. 

STRATFORD 


LIMITED 

CANADA 


Fullerton  Publishing  Co.,  56-58  Agnes  Street,  Toronto 
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FOR  1912 
JOHN  C  MUNDELL  &  CO.,  Elora,  Ont. 

HAVE  prepared  one  of  the  most  up-to-date  lines  they  have  yet  shown. 
The  year   191 1   closed  on  a  volume  of  business  that  was  almost 
phenomenal,  but  we  have  added  once  more  to  our  facilities  for  turn- 
ing out  goods,  and  the  approaching  season  will  testify  to  this  by  way  of 
prompt  shipments  all  the  time. 

For  the  dull  days  that  will  come  between  Fall  and  Spring  we  suggest  the 
remedy  of  bright,  attractive  specialties,  suitable,  of  course,  for  the  "Winter 
Season.  We  can  give  you  Couches  in  Heavy  Pantasote  Covers  at  $12.00, 
Chairs  and  Rockers  in  Green  Striped  Denim  at  $7.50  and  $8.00,  good 
Morris  Chairs  in  Velour  or  Pantasote  Cushions  at  $4.00,  with  Rockers  and 
Chairs  of  all  kinds  at  proportionate  prices. 

WRITE  us  FOR  BLUE  PRINTS 


JOHN  C.  MUNDELL  &  CO. 


ELORA,  Ont. 


ESTABLISHED   20  YEARS 

The  reputation  of  our 
Springs  is  unequalled. 
Our  Guaranteed  Tempered 
Upholstering  Spring  has 
been  pronounced  the 
Best  Yet. 

JAMES  STEELE.  LIMITED 

GUELPH  ::  ;:  ONTARIO 


The 

Tarbox 
Sham  Holder 

for 

Wood  and  Metal 
Beds 

It  keeps  the  shams  ex- 
posed day  or  nigfht,  and 
does  not  crease  them. 

It  may  be  transferred  from 
one  b.'d  to  another — leaves 
no  trace. 

Write  tor  prices  to-day. 


Manufactured  only  by 

Tarbox  Bros. 

Rear  274  Dundas  Street 


Toronto 


An  ADDED  ATTRACTION  will  be  found  in  our 
new  line  of  CHILDREN'S  SULKIES. 

Write  for  description. 
We  have  an  exceptional  range  of  Collapsible  Go- 

Carts  to  choose  from— Prices  $3.40  to  $16.50. 


Gendron  Line 


137  Duchess  Street 

Our  Travellers  are  now  on  the  road. 
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THE  HOME  OF 

Waterloo  Solid  Mahogany  Furniture 

You  ^^  fiiit  to  make  more  money  this  year.     Of  course  you  do,  and  \  ou  want  to 
^et  more  people  coming  to  your  store  and  talking-  about  your  place  and  the 
classy  furniture  you  sell  and  your  easy  prices.     It  beats  the  newspapers  when 
people  get  telling  each  other  about  what  they  bought,  where  they  bought  it  and  how- 
little  they  paiil  for  it — considering  the  \  alue.     What's  the  answer?     Make  a  few  selec- 
tions from  the 

Waterloo  Solid  Mahogany  Furniture  Line 

Get  your  silent  saiesnian  (your  window)  bus}'.  Tell  yourself  and  your  clerks  their 
points  of  merit.  You  will  recognize  them  at  a  glance,  then  look  at  the  invoice  again 
and  vou'll  enthuse  more  thai-i  ever. 


6125  Three  Piece  Suite  for  example  is  solid  luahogany  and  you  can  buy 

and  sell  it  at  figures  that  wouldn't  be  out  of  the  \\  av  for  birch. 

Mister  Furniture  Man,  these  goods  are  guaranteed.  If  not  ab.'-olntely  as  repiesentcd 
we  want  them  back. 


WATERLOO  FURNITURE  CO.,  Limited 

WATERLOO  ONTAIUO  CANADA 
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The  Gold  Medal  Line 


No.  648.    Quarter  Cut  Oak  Veneer. 


This  is  a  good  couch  and  is  sold  at  a  reasonable 
price,  but  it  is  only  one  of  the  many  we  make. 

A  Good  Resolution  for  1  9  1  2 

will  be  for  you  to  stick  to  the 

Gold  Medal  Line 

It  will  mean  an  increase  in  your  business  because  our 

Upholstered  Furniture 

is  up  to  date  and  constructed  along  the  right  lines. 

Hercules  Bed  Springs 

are  too  well  known  to  need  introduction,  but  remember  that  when  you  sell  a 
person  the  Hercules  Guaranteed  Make  you  have  a  well  satisfied  customer. 

Gold  Medal  Felt  Mattresses 

are  full  value  for  your  money. 
T  T    1     1  ,  Q  1*  Remember  we  are  headquarters  for  Furniture 

uonoisterers  ouDpiies. 

Coverings  and  Upholsterers  Sundries. 


The  Gold  Medal  Furniture  Mfg.  Co. , 

Limited. 

Montreal  Winnipeg 


Toronto 
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Knechtel  Timber  Limits 
Kneclitel  Lumber  Mills 
Kneclitel  Furniture  Factories 
Specializing  on  different  lines. 


All  this  is  the  answer  to  the  unbeat- 
able and  almost  unbelievable  values 
that  Knechtel  Furniture  represents. 
Such  values  are  only  possible  under 
the  Knechtel  system  of  specialization, 
back  of  which  is  always  the  big  idea 
of  Efficiency  and  Service  for  buyers 
of  single   pieces    or   carload  lots. 


The  KNECHTEL  FURNITURE  CO 

LIMITED 


K 
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anover 


Ontario 
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TAKING  STOCK  IN  JANUARY  has  become  so 
well  established  an  institution  in  business  life 
that  none  would  quarrel  with  it,  though  some 
firms  find  mid-summer  a  more  convenient  season  in 
Avhicli  to  have  their  fiscal  year  end.  However,  it  seems 
fitting  that  the  new  year  should  be  commenced  with  an 
appraisal  of  one's  possessions,  and  a  complete  know- 
ledge in  black  and  Avhite,  of  what  was  done  during 
the  preceding  year.  It  is  necessary  to  the  safety  of  a 
business,  large  or  small,  to  know  what  progress  is  be- 
ing made,  if  any.  Probably  in  no  other  way  also  caji 
it  be  learned  so  emphatically  that  larger  volume  of 
business  does  not  always  result  in  larger  profit.  The 
desire  for  expansion  has  become  almost  a  mania,  in 
which  the  making  of  a  profit  is  left  to  chance.  Ex- 
pansion is  desirable  and  advisable,  but  in  view  of  the 
always  increasing  cost  of  do:ng  business  this  latter 
feature  requires  much  of  the  attention  that  is  devoted 
only  to  doing  a  bigger  business.  To  overreach  in  busi- 
ness is  no  new  experience,  and  whether  retailing  or 
manufacturing,  annual  stocktaking  Avill  show  whether 
satisfactory  progress  is  being  made  or  not. 

(JETTING  A  PROFIT  is  just  as  much  a  moral  ob- 
ligation of  the  man  in  business  as  is  paying  for  tlie 
goods  he  l)uys,  and  these  he  cannot  continue  paying 
for  unless  he  does  get  a  profit.  Profit  is  necessary  and 
it  is  legitimate,  and  no  theories  of  benevolence  or 
philanthropy  can  get  over  the  obligat'on  to  sell  at  a 
fair  margin  of  profit,  ('utting  down  the  wholesaler  or 
the  supply  man  to  less  than  liis  regular  prices  is  not 
the  way  to  get  profit.  Having  learned  where  and  how 
to  buy  to  the  best  advfintage,  in  all  fairness  to  those 
from  whom  purchases  are  being  made,  the  important 
work  just  begins.  The  old  saying,  "that  goods  well 
bought  are  half  sold"  is  only  half  true,  for  they  may 
not  be  sold  at  all.  Turning  them  over  at  cost  price  or 
less  is  not  selling;  it  is  giving  them  away.  Selling  at 
a  profit  embraces  a  great  deal.  It  means  that  the  man 
soiling  must  know  how  much  it  costs  to  sell,  and  any 
man  can  figure  that  out.  He  may  buy  an  article  of  t^m 
dollars  and  sell  it  for  fifteen  and  still  be  losing  money. 
He  would  natui-ally  think  that  an  advance  of  fifty  per 
cent,  should  cover  all  selling  expenses  and  then  make 


him  a  profit,  but  he  may  find  that  his  selling  expenses 
are  thirty  per  cent,  of  the  selling  price,  which  in  this 
case  woidd  be  four  and  one-half  dollars,  leaving  out 
of  his  five  dollar  margin  a  profit  of  fifty  cents.  The 
hit  or  miss  method  of  mabing  a  price  wJl  no  longer 
do.  Margins  are  cut  too  fine  through  the  stress  of  com- 
petition to  permit  of  such  chances  which  invariably 
result  in  the  price  being  too  low.  In  previous  issues 
of  the  Canadian  Furniture  World  have  appeared 
valuable  articles  pertaining  to  the  cost  of  doing 
business,  and  W'hich  will  be  referred  to  again,  but  in 
the  meantime  it  is  quite  apropos  to  emphasize  the  ne- 
cessity of  figuring  the  cost  of  doing  business  and  see 
whether  it  bears  a  safe  ratio  to  the  volume  of  sales. 

INCORRECT  PROFIT  FIGURING  as  much  as  any 
other  thing,  and  perhaps  more  than  any  other  one 
thing,  is  responsible  for  the  continued  unsatisfactory 
showing  that  some  retailers  confess  to.  A  retailer  once 
said,  "I  can't  understand  why  my  profits  are  so  small. 
I  certainly  do  not  neglect  the  business  in  any  detaM  and 
I  have  a  good  trade."  This  retailer  Avas  not  actually 
losing  money,  but  his  profits  in  proportion  to  his  sales 
were  unreasonably  low,  and  he  afterwards  discovered 
that  it  was  a  lack  of  knowledge  of  actual  conditions 
that  caused  what  was  an  unsatisfactory  conditicn  of 
affairs.  He  remodelled  his  method  of  figuring  profits 
and  figured  on  the  selling  price,  rather  than  on  the 
cost.  Formerly  in  pricing  goods  he  Avould  partly  guess 
at  the  selling  price  and  partly  put  on  all  the  "traffie 
would  bear,"  only  to  cut  prices  Avhen  a  customer  in- 
sisted. Now  he  has  learned  that  his  total  annual  ex- 
pense of  doing  business,  including  a  salary  for  h'm- 
self,  amounts  to  so  many  thousand  dollars.  His  annual 
sales  amounted  to  so  much,  and  the  per  centage  rela- 
tion of  the  former  to  the  latter  Avas  Avliat  m't  liim 
right.  His  cost  of  doing  business  amounted  to  13  per 
cent — not  on  cost — but  on  sales.  For  example  he 
bought  an  article  for  .+12. 00  that  regularly  sold  for 
$16.00,  an  advance  on  the  cost  of  38  1-3  per  cent.,  minus 
13  per  cent,  as  some  Avould  think.  His  selling  cost  Avas 
13  per  cent,  of  the  selling  price,  Avhich  AA'ould  mean  that 
it  cost  $2.08  to  sell  the  article.  This  added  to  the  in- 
voice 23rice  of  .$12.00,  made  a  total  cost  of  $1-1:. 08,  a 
margin  of  $1.92;  a  profit  on  the  selling  price  of  12  per 
cent.  Presuming  the  merchant  has  an  article  that  he 
is  Avilling  to  sell  at  cost  price  for  some  reason,  and  that 
the  invoice  price  Avas  $40.00,  and  sold  during  tli(>  previ- 
ous year  for  $55.00.  On  the  total  sales,  in  Avhich  a  muii- 
ber  of  these  $55.00  articles  Aver.»  included,  he  learned 
that  his  selling  cost  Avas  13  pei-  eent.  Now  in  marking 
this  article  to  sell  at  cost,  he  woidd  not  put  on  the 
invoice  price  of  $40.00  He  Avould  be  losing  freight, 
cartage,  and  the  proportion  that  this  particular  article 
should  bear  of  all  the  sellhig  expenst-s.  Then  hoAV  will 
he  ascertain  what  figure  to  iiuirk  it  at  and  not  lose. 
Well,  he  figures  13  per  cent,  of  $55.00,  which  he  finds 
is  $7.15,  and  this  amount  he  has  to  add  to  $40.00  to  give 
him  his  actual  cost  at  whieh  figui-e  he  Can  sell  aiul 
not  lose. 

IMPROPERLY  CONDUCTED  HOTELS  aic  re- 
ceiving aggressive  attention  at  the  hands  of  tlu^  Com- 
mercial Travellers'  Association  of  Canada,  the  annual 
meeting  of  whieh  body  was  recently  held  in  Toronto. 
The  travelling  public  has  observed  that  notwithstand- 
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ing  the  general  advance  in  cost  of  hotel  service,  there 
has  not  been  a  general  advance  in  the  quality  of  the 
service.  On  the  contrary,  there  are  hostelries  that  have 
so  deteriorated  in  point  of  equipment  and  service,  that 
the  wonder  is  they  are  permitted  to  retain  their 
licenses.  As  far  as  the  Province  of  Ontario  is  con- 
cerned the  travellers  propose  to  bring  the  need  of  bet- 
ter hotel  accommodation  very  emphatically  to  the  at- 
tention of  the  Government.  The  growth  of  the  tem- 
perance movement  has  brought  a  new  problem  to  solve, 
as  hotels  in  local  option  are  not  under  Government  in- 
spection and  competition  does  not  appear  to  have  the 
effect  of  improving  the  service.  On  the  other  hand 
there  are  licensed  hotels  just  as  undesirable.  One 
traveller  contends  that  the  Government  should  directly 
license  and  control  all  hotels,  and  insist  on  proper  ac- 
commodation, or  pass  legislation  which  would  require 
municipalities  under  local  option  to  provide  proper 
hotel  accommodation.  The  Travellers'  Association  de- 
cided that  if  its  petition  did  not  receive  the  desired 
attention  a  Royal  Commission  would  be  demanded  to 
investigate  hotel  accommodation,  and  suggest  a  re- 
medy to  ensure  accommodation  and  protection  to  the 
travelling  public,  in  all  municipalities,  whether  under 
local  option  or  not. 

NO  MORI]  TIPS  is  the  ultimatum  that  has  been 
served  on  hotels  by  the  Commercial  Travellers'  Na- 
tional League  of  the  United  States ;  and  thousands  will 
join  in  a  benediction  that  the  war  may  succeed.  Janu- 
ary first  was  the  day  decided  upon  for  the  inaugural 
of  this  radical  reform,  the  success  of  which  depends  en- 
tirely upon  whether  men  will  have  the  moral  courage 
to  resist  this  species  of  graft  that  has  become  so  in- 
ured in  the  moral  system  of  those  that  accept  and 
expect  tips  ms  their  prerogative.  "With  so  many  indi- 
viduals and  organizations  thinking  and  preaching  re- 
form in  this  connection  it  would  appear  that  a  start 
has  been  made  on  the  actual  abolition  of  this  costly  and 
vicious  custom.  While  in  Canada  there  are  rumblings 
that  indicate  future  activity  in  this  direction,  no  con- 
centrated action  is  yet  reported.  In  the  meantime  the 
movement  started  by  the  United  States  travellers  will 
be  watched  with  interest.  It  is  estimated  that  Pullman 
car  porters  receive  annually  in  tips  $2,318,000,  and  that 
Pullman  railroad  employees  receive  $5,000,000  yearly  in 
tips.  The  Pullman  Company,  it  is  interesting  to  note, 
capitalized  at  $120,000,000,  has  paid  in  13  years  cash 
dividends  of  $84,000,000  and  stock  dividends  of  106  per 
cent. 

DON'T  FORGET  THE  TRADE  PAPER,  advises  a 
writer  in  "Printer's  Ink,"  that  little  schoolmaster  in 
the  art  of  advertising.  "When  planning  your  advertis- 
ing campaign,  don't  forget  the  trade  papers,  me  boy. 
If  you  do  you'll  slip  a  cog  that  may  slow  down  the  ma- 
chinery to  the  useless  point.  No  general  would  like 
to  omit  his  cavalry  on  an  important  campaign ;  and  an 
admiral  would  'shiver  his  timbers'  before  going  into  a 
fight  minus  his  torpedo  boats.  You  know,  of  course, 
that  the  trade  paper  is  a  different  proposition  from 
what  it  was  a  lew  years  ago.  It  has  metamorphosed. 
It  has  evoluted  and  revoluted,  if  you  will  pardon  the 
word.  It  now  has  technical  writers  who  possess  actual 
knowledge  of  what  they  write  about,  and  who  can 
dress  their  knowledge  in  handsome  tailor  made  clothes. 


It  has  business  writers  who  spread  on  the  pages  real 
business  food,  including  sauce  and  gravy.  It  has  ad- 
vertising writers  who  tell  country  dealers  how  to  do 
real  advertising,  so  their  appreciation  will  be  a 
profitable  investment.  The  trade  papers  furnished 
themes  for  fun  and  folly  a  few  years  back.  But  they 
reformed.  They  took  the  bit  of  eternal  verities  be- 
tween their  teeth  and  galloped  to  the  front  of  the 
procession.  Now  we  salute  them  with  respect.  Deal- 
ers read  them  Avith  confidence,  including  the  advertis- 
ing pages,  and  advertisers  find  them  profitable  medi- 
ums to  use." 


EXPRESS  CHARGES  LOWERED. 

For  some  time  past  a  discussion  on  whether  the 
cliarges  fixed  by  the  express  companies  were  normal 
or  excessive  has  been  taking  place,  and  it  is  common 
knowledge  that  the  majoi-ity  of  business  men  in  both 
town  and  city  considered  the  rates  too  high.  The 
Board  of  Railway  Commissioners,  after  an  investiga- 
tion, have  issued  the  following  order : — 

1.  Pending  disposition  by  the  Board  of  the  ques- 
tion of  joint  tariffs,  shipments  of  express  freight,  sub- 
ject to  graduate  charges  carried  by  two  or  more  com- 
panies in  Canada  shall  be  charged  the  graduate  under 
the  lowest  through  or  aggregate  rate  per  100  lbs.  to 
the  destination  thereof  on  such  companies '  lines ;  ex- 
cept that  when  the  through  or  aggregate  rate  is  less 
than  $2.00  per  100  lbs.,  the  minimum  through  charge 
shall  be  60  cents,  unless  the  graduate  under  $2.00  is 
lower,  in  which  case  the  said  lower  graduate  shall  be 
the  minimum  charge ;  provided  that  in  no  ease  shall 
the  charge  on  less  than  100  lbs.  be  more  than  for  100 
lbs.  at  the  through  rate,  nor  more  than  the  sum  of  the 
local  graduate  charges.  If  a  joint  through  merchandise 
rate  is  published,  the  graduate  shall  be  under  such 
joint  rate. 

2.  The  companies  shall  submit,  for  the  approval 
of  the  Board,  a  proof  supplement  to  the  Express  Classi- 
fication for  Canada,  C.R.C.  No.  2,  making  such  changes 
therein  as  may  be  necessary  to  comply  with  paragraph 
1  of  this  Order,  the  said  proof  to  be  submitted  within 
two  weeks  from  the  issue  of  this  order. 

3.  The  companies  shall  forthwith  arrange  for  the 
cancellation  of  paragraph  (h)  of  Rule  No.  8  of  the 
Official  Express  Classification  No.  21. 

4.  The  companies  shall,  with  reasonable  despatch, 
prepare  joint  tariffs  in  accordance  with  the  judgment 
of  the  Board  handed  down  on  the  24th  day  of  De- 
cember, 1910,  for  all  traffic  which  is  to  pass  over  any 
continuous  route  in  Canada,  operated  by  two  or  more 
companies." 

The  effect  of  the  order  is  to  place  local  points  upon 
nn  equal  footing  with  points  where  there  is  competition. 

The  following  example  will  serve  to  illustrate  the 
reductions  ordered  by  the  Board : 
Prom  Gananoque  to  Winnipeg: 

Old  Rate.       Nfiw  Rate. 

10  lb.  parcel    $1  55  $1  15 

15  lb.  parcel    1  70  1  35 

20  lb.  parcel    2  00  1  65 

25  lb.  parcel    2  20  I  80 

30  lb.  parcel    2  45  2  05 

35  lb.  parcel    2  65  2  40 
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Furniture  Prices  Advancing  ? 

Concentration  vs.  Generalization 


THOrGH  the  year  J911  has  gone  on  record  as  one 
of  the  busiest  in  the  history  of  the  furniture 
trade  in  Canada,  as  is  the  case  in  several  other 
industries,  it  has  not  been  entirely  satisfactory  from 
the  standpoint  of  profit.  Jt  is  not  surprising,  there- 
fore, that  the  closing  month  of  the  year  should  see 
the  manufacturers  in  session  seriously  discussing  the 
various  phases  of  the  problems  that  confront  them, 
and  in  which  prices  are  naturally  prominent. 

Hand  in  hand  v^ith  the  question  of  prices  goes  that 
of  specialization  vs.  generalization,  or  "concentration 
vs.  scatteration,"  and  notwithstanding  the  contention 
of  some  manufacturers  that  the  Canadian  market  is  too 
limited  to  permit  of  specialization,  the  trend  is  in  that 
direction,  and  the  future  development  of  the  trade 
will  witness  more  marked  changes  in  this  respect. 

Already  the  specialists  are  proving  their  theories 
and  have  shown  to  their  own  satisfaction  that  when 
the  limit  of  selling  price  has  been  reached,  only  in  a 
reduction  of  operating  cost  can  a  possible  remedy  be 
found. 

Tlie  crisis  in  the  furniture  trade  at  the  present 
time,  if  the  word  crisis  can  be  used,  is  the  result  of 
always  advancing  cost  of  production  and  selling,  the 
dull  United  States  market  and  a  tariff  wall  insufficient 
to  prevent  the  importation  of  a  million  and  a  half  dol- 
lars worth  of  furniture  into  Canada  in  twelve  months. 
There  are  American  firms  now  delivering  goods  in 
Canada,  duty  paid,  and  underbidding  home  competi- 
tion. There  must  be  a  reason.  There  are  two  reasons. 
The  one  is  dullness  of  trade  below  the  49th  parallel, 
and  the  other  is  SPECIALIZATION. 

It  requires  no  logician  or  mathematician  to  under- 
stand that  if  a  manufacturer  cuts  500  of  one  line  he 
can  do  it  cheaper,  per  article,  than  can  five  manufac- 
turers cutting  100  each,  and  100  each  of  four  other 
lines. 

Thei-e  seems  to  be  no  lack  of  unanimity  on  the 
part  of  manufacturers  that  results  are  not  satisfac- 
tory in  spite  of  the  fact  that  thevc  is  scarcely  a  fur- 
niture factory  in  tlie  country  that  lias  not  been  running 
overtime  during  tlie  past  twelve  inontlis  in  a  vain 
ert'ort  to  keep  up  with  orders.  Hut  there  is  Jiol 
unanimity  of  opinion  that  an  all  i-ound  advance  in 
prices  is  the  solution,  and  there  is  even  an  occasional 
member  bold  enough  to  declare  that  in  some  of  the 
higher  grade  lines  reductions  will  be  made  because  of 
forced  reduction  in  cost  of  production. 

That  there  is  room  Tor  the  revision  of  prices  even 
the  retailer  will  admit,  and  while  it  is  not  claimed  that 
lumber  has  shown  any  marked  change  over  a  year  ago, 
also  due  to  the  dullness  of  the  United  States  market, 
labor  costs  appro.ximately  (iffy  per  cent,  more  than  it 
did  three  years  ago.  (jlass  and  mirror  plate  also  ad- 
vanced twice  durijig  tlie  year,  and  another  advance  is 
expected  within  two  months.  All  this  has  created  the 
necessity  for  advances  in  prices  of  certain  special  lines 
of  low  priced  staples,  which  competition  has  cut  to 
the  bone. 

Canadian  furniture  manufacturers  are    close  ob- 


servers, as  their  progress  shows,  nevertheless  there  is 
no  denying  that  they  have  allowed  the  impetus  of  the 
demand  to  overreach  their  capacities  rather  than  an- 
ticipating the  demand  witli  the  necessary  increased 
facilities.  They  can  see,  as  well  as  any  observer,  that 
their  future  is  not  yet  along  the  line  of  advances  in 
prices,  especially  of  the  higher  grade  goods,  thereby 
tending  to  antagonize  the  retailer  and  inviting  Ameri- 
can competition,  which  is  already  a  serious  element 
in  the  furniture  world  of  Canada. 

Skilled  mechanics  are  becoming  seriously  scarce. 
This  is  a  condition  by  no  means  peculiar  to  the  furni- 
ture industry,  and  is  accountable  for  in  the  fact  that 
fewer  young  men  are  learning  trades.  The  continu- 
ous growth  of  the  West  is  attracting  young  men,  from 
industrial  centres,  with  greater  promises  of  quickly 
acquired  wealth.  Tliis  being  the  case,  manufacturers 
have  no  alternative  but  to  employ  many  unskilled  men 
and  mould  them  to  their  own  purposes — a  costly  pro- 
cess. Consequently  they  are  face  to  face  with  a  pro- 
position the  solution  of  which  is  either  higher  prices 
or  reduced  cost  of  manufacture.  Naturally  the  latter 
is  to  be  preferred  if  it  is  possible,  and  the  answer 
is  in  specialization. 

The  exigencies  of  the  times  would  seem  to  demand 
concentrating  upon  individual  lines  in  separate  fac- 
tories, and  this  is  the  policy  already  being  worked  out 
by  a  number  of  manufacturers  who  have  realized  that 
N'olume  is  not  the  essential  desideratum,  and  have  also 
found  a  period  of  unusual  activity  opportune  for  the 
elimination  of  unprofitable  designs  and  unprofitable 
customers. 

By  specializing  the  manufacturer  reaches  a  point 
where  the  labor  per  article  reaches  a  minimum  of  cost, 
and  when  designs  are  made  in  such  quantities  that 
what  should  be  profits  are  not  dissipated  in  wages  in 
setting  and  resetting  machinery  to  accord  to  different 
classes  of  goods  going  through. 

There  is  also  the  question  of  capital  tied  up  in  ma- 
terial, a  reduction  of  which  specialization  permits,  as 
well  as  the  employment  of  a  greater  proportion  of  un- 
skilled mechanics  on  specific  jobs. 

.\s  important  as  any  item  is  that  of  deliveries.  The 
time  when  merchants  ordered  their  goods  a  year  in 
advance  of  recjuirements  is  another  relic  of  the  "good 
old  days"  that  our  grandfathers  are  wont  to  dwell  on 
with  much  satisfaction.  They  more  and  more  insist 
on  prompt  deliveries  and  the  pre-Christmas  business 
of  1911  saw  its  quota  of  cancels  because  of  impossi- 
liility  to  deliver  in  time.  Unless  the  orders  on  the 
books  in  the  factory  can  be  filled  they  are  a  menace,  a 
source  of  annoyance  and  an  impediment  to  the  re- 
tailers' success  and  his  relations  with  the  manufac- 
turer. Furthermore  they  may  have  cost  as  much  to 
secure  as  the  filled  orders.  By  the  various  manufac- 
turers s])ecializing  each  is  given  his  own  particular 
niche  in  the  furniture  world,  and  as  will  be  noticed 
from  the  advertisements  in  this  or  any  other  trade 
paper,  a  growth  toward  specialization  is  shown. 
(Continued  on  page  12). 
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DOING    BUSINESS    UNDER    COMPANY  NAME. 

"I  am  doing  business  under  my  own  name  and 
wish  to  change  to  a  company  style,  but  still  retain 
the  sole  ownership.  What  is  the  necessary  for- 
mality? ' ' 

TO  THE  subscriber  wlio  aslis  this  question  the  lirst 
piece  of  advice  woukl  be  to  consult  a  good 
lawyer.  Such  a  step  is  not  absolutely  neces- 
sary, but  to  the  ordinary  business  man  who  is  generally 
l)usy  it  is  Avell,  for  all  it  costs,  to  let  a  lawyer  draw 
up  the  form  for  registration  and  attend  to  the  registra- 
tion of  it.  To  make  this  article  as  practical  and  de- 
finite as  possible,  let  it  be  supposed  that  the  subscriber 
is  Samuel  Black,  of  Newmarket,  Ont.,  and  that  he  de- 
sires to  continue  his  business  under  the  style,  "The 
Perfect  Furniture  Co." 

When  Mr.  Black  is  ready  to  make  the  change  he 
would  go  to  his  bank  and  explain  the  circumstances  to 
the  manager,  who  will  then  draw  up  a  cheque  for  the 
balance  at  the  credit  of  Samuel  Black's  account,  which 
the  latter  will  sign  and  deposit  to  a  new  account, 
headed,  "The  Perfect  Furniture  Company."  Thus  the 
personal  account  will  be  closed  out.  Now,  for  proper 
authority  to  accept  Samuel  Black's  signature  on  behalf 
of  the  Perfect  Furniture  Company  the  bank  manager 
will  require  a  simple  dociiment.  signed  as  shown  in 
Form  A. 

Newmarket,  Jan.   2,  1912. 
To  the  Bank  of  Canada 

(Name  of  Branch) 

I  have  opened  an  account  with 
you  in  the  name  of  THE  PERFECT 
FURNITURE  COMPANY,  under  which  name 
and  style  I  am  carrying  on  busi- 
ness.    The  said  name  has  (or  has  not)  been 
recorded  in  the  Registry  Office. 
The  said  Company  is  not  an  Incor- 
porated Company,  and  I  have  no 
partner  therein.     I  will  be  respon- 
sible for  all  Promissory  Notes, 
Bills  of  Exchange,  Cheques  and 
other  documents  made,  drawn, 
accepted  or  endorsed  by  me,  which 
purport  to  be  the  business  of  the 
Perfect  Furniture  Company. 

(Form  A.)  ci^ned)   SAMUEL  BLACK. 

This  done,  business  will  go  on  as  before,  only  under 
the  new  name.  Frequently  such  a  step  is  taken  before 
the  legal  registration  is  attended  to,  and  while  the 
registering  is  not  required  immediately,  the  best  plan 
is  to  get  it  done  as  soon  as  possible,  and  then  it  is 
out  of  the  way.  The  legal  form  drawn  up  by  the 
Jawyer  is  quite  short,  and  lacks  any  intricate  descrip- 
tions or  lengthy,  technical  expressions.  It  is  illus- 
trated in  form  B. 

Every  form  of  this  kind  must  be  registered  and 
fiJcfi  within  a  definite  time,  which  varies  some  in  the 
different  provinces,  or  the  person  implicated  is  liable 
to  a  penalty. 

In  Ontarif)  a  '/enei-al    partnership,    under  which 


PROVINCE  OF)  I,  Samuel  Black,  of 

ONTARIO     (  the  town  of  Newmarket 

County  of  )  in  the  County  of  York, 

York        (  Merchant,  do  hereby 

)  certify. 
To  Wit:  ( 

1.  That  I  have  carried  on  and 
intend  to  carry  on  trade  and  busi- 
ness as  Furniture  Retailer  at  the 
town  of  Newmarket  in  the  County  of 
York  under  the  name  and  style  of 
Perfect  Furniture  Company. 

2.  That  I  have  carried  on  busi- 
ness as  aforesaid  since  the  lOth 
day  of  October,  A.D.   One  Thousand 
Nine  Hundred  and  Eleven. 

3.  That  I  am  the  sole  member 
of  the  said  Perfect  Furniture 
Company. 

WITNESS  my  hand  at  Newmarket 
this  2nd  day  of  January,  A.D.  One 
Thousand  Nine  Hundred  and  Twelve. 

(FormB.)  (Signature)  

heading  such  a  case  as  this  comes,  must  be  filed  at  the 
County  Registry  Office,  where  business  is  carried  on 
within  six  months  from  the  date  of  commencing.  The 
penalty  for  not  registering  is  $100.  The  fee  for  regis- 
tering a  general  partnership  is  50  cents. 

In  Manitoba  the  same  reqiiirements  hold,  except 
tiiat  the  fee  for  filing  is  $1.00. 

In  British  Columbia  the  general  partnership  must 
be  registered  within  three  months.  The  fee  lor  filing 
is  •+]  .00  for  200  words  or  under,  and  20  cents  for  every 
additional  100  words. 

In  Alberta,  Saskatchewan  and  Northwest  Terri- 
tories, registration  must  be  made  within  six  months,  in 
the  office  of  the  registration  clerk  of  the  registration 
district  for  registration  of  chattel  mortgages,  in  which 
the  business  is  conducted.  Fee  for  filing  is  50  cents, 
find  the  penalty  for  not  registering  in  the  required 
time  is  $50. 

In  New  Brunswick  ;i  general  pai'tnership  must  be 
registered  before  commencing  business,  the  fee  beiu"; 
50  cents.  The  penalty  for  neglect  is  a  fine  of  $60  and 
$10  per  day  for  each  day  of  such  neglect,  after  notice 
to  do  so  from  any  creditor  or  interested  party,  or  the 
clerk  of  the  peace  where  such  notice  should  be  filed. 

In  Nova  Scotia  the  certificate  should  be  filed  in  the 
office  of  the  registrar  of  deeds  within  three  months. 
The  fee  is  25  cents  if  not  over  200  woi-ds.  The  penalty 
for  neglect  is  not  less  than  $20,  and  not  more  than 
$100. 

In  Quebec  the  declaration  must  be  signed  and  cer- 
tified before  a  notary  public  and  filed  with  the  pro- 
thonotary  of  the  superior  court  of  the  district,  and 
with  the  registrar  of  the  county,  in  with  the  principal 
place  of  business  is  within  sixty  days.  Failure,  to 
comply  incurs  a  penalty  of  .$200.  Fee  for  filings' TjD 
cents. 
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OBSERVATIONS  OF  A  TRAVELLER. 

By  a  Traveller. 

ONC'E  upon  a  time — perhaps  1  had  better  change 
these  opening  words  lest  you  think  I  am  com- 
mencing a  "popular"  novel,  or  a  fairy  story, 
which  is  certainly  not  the  case.  L  am  merely  seeking 
to  relate  some  of  my  actual  experiences  on  the  road, 
in  the  hope  that  they  will  be  of  profit  to  whoever  may 
read  them. 

Early  last  December  1  was  "doing"  a  town  in  Que- 
bec, where  one  of  my  customers  was  as  good  as  gold 
financially,  but  for  some  unknown  reason  he  had  no 
rating  in  either  Dun's  or  Bradstreet's.  I  often  won- 
dered the  reason  for  this.  That  same  day  I  called  on 
another  retailer  who  happened  to  be  busy  showing- 
some  carpets  to  a  customer,  so  I  sat  down  in  his  office 
and  looked  over  the  last  issue  of  Furniture  World, 
which  was  lying  on  his  desk.  Just  as  the  sale 
of  the  carpet  was  completed  a  young  man  entered 
the  store,  announced  that  he  was  representing  Brad- 
streets,  and  enquired  if  there  was  any  change  in  the 
merchant's  financial  statement,  since  the  last  year. 
Well,  talk  about  a  man  losing  his  temper,  the  store- 
keeper went  up  in  the  air,  rehearsed  his  opinion  of 
the  mercantile  agency's  relations  for  a  score  of  genera- 
tions back,  and  impolitely  ordered  the  representative  to 
seek  a  place  where  the  temperature  would  cause  the 
thermometer  to  ascend  like  a  balloon.  Such  an  epi- 
sode happens  occasionally,  and  after  witnessing  this 
one,  1  saw  very  clearly  why  some  deserving  men  are 
not  rated.  In  the  peroration  of  the  speech  referred 
to  the  furniture  dealer  said,  "I  pay  cash  for  my  goods 
and  am  not  asking  for  credit  to  any  extent  from  any- 
one, and  therefore  when  you  ask  questions  about  my 
private  affairs.  I  say  it  is  none  of  your  business."  If 
my  advice  is  worth  anything,  I  should  say,  keep  your 
rating  with  the  mercantile  agencies  as  high  as  possible. 
At  the  present  time  you  may  have  nothing  dependent 
upon  it,  but  the  time  may  come,  and  when  it  does  it 
may  come  most  unexpectedly,  when  your  recorded 
standing  will  count  and  prove  either  a  help  or  a  hind- 
rance. Anyway  it  is  one  of  those  things  that  costs 
but  little  in  either  time  or  trouble  to  attend  to,  and 
more  transactions  than  you  would  think  for  are  based 
upon  commercial  ratings.  Therefore,  I  say,  establish 
your  credit.  It  can  do  you  no  harm,  and  very  likely 
it  will  pay  in  the  long  run. 

If  ever  I  start  in  the  furniture  business  for  myself, 
as  soon  as  I  can  afford  an  assistant  in  the  store,  I  am 
going  to  offer  the  position  to  a  young  fellow  who  was 
employed  in  an  Alberta  store  last  year  when  I  went 
West  for  the  firm.  This  chap  had  a  good  memory  and 
a  pleasing  manner,  both  of  which  made  money  for  his 
boss.  The  incident  which  first  brought  him  to  my  no- 
tice was  this :  I  called  one  day  during  the  noon  hour, 
when  everyone  was  out  to  lunch  but  this  one  clerk. 
He  was  at  the  telephone,  and  I  overheard  him  saying, 

"Is  that  Mrs.  R  ?    When  you  were  buying  that 

picture  a  week  ago  Saturday,  do  you  remember  speak- 
ing about  music  cabinets?  I  just  wanted  to  let  you 
know  that  we  got  a  dozen  new  ones  in  yesterday. 
They  are  all  unpacked  now,  and  although  you  may  not 
-require  -one  just  at  the  present,  I  think  you  would  be 


interested  in  looking  over  the  lot.  There  is  one  jiar- 
ticularly  fine  cabinet  in  mahogany — one  of  the  very 
latest  designs  you  know.  Hello — ^yes — any  day  you 
are  passing  call  in  and  see  them.  Thank  you,  I  shall — 
good  bye."  A  very  simple  thing  you  say.  Certainly 
it  Avas,  but  it  is  one  of  those  simple  things  that  count 
for  a  great  deal,  and  it  is  quite  typical  of  this  clerk. 
He  seems  to  know  everyone's  tastes,  and  he  takes  a 
delight  in  keeping  his  customers  informed  on  new 
shipments  coming  in.  The  telephone  conversation 
quoted  sold  a  $25  music  cabinet,  and  the  proprietor 
of  the  store  told  me,  when  the  clerk  had  gone  out  for 
dinner  that  many  sales  of  the  kind  were  credited  to 
this  salesman.  While  on  that  trip  AVest  I  learned  of 
more  than  one  merchant  who  had  his  eye  on  "my 
clerk, ' '  and  it  is  no  wonder. 

One  of  my  Ontario  customers  is  great  on  studying 
human  nature.  That  is  his  hobby,  and  incidentally 
his  forte.  He  talks  about  it,  thinks  about  it  and  us8s 
his  knowledge  of  it  in  the  upbuilding  of  his  bus'ness. 
I  used  to  jolly  him  occasionally  about  being  a  crank 
on  that  one  subject.  Well,  here  is  an  example  of  how 
it  worked  out  in  practice.  There  was  a  certain  family 
in  that  town  who  had  not  been  customers  of  his  for 


WHO    CUT  THE  PRICE 


A  Story  not  needing  further  explanation  ! 


some  years.  They  bought  a  little  from  one  of  the 
other  stores,  but  mostly  from  a  mail  order  house.  How- 
ever, one  day  a  friend  of  this  family's  dropped  in  to 
buy  an  iron  bed  and  a  mattress  for  them.  After  the 
selection  had  been  nuide,  the  merchant  said  to  the  pur- 
chaser, "I  would  like  to  ask  a  little  favor  of  you. 
A'Vhen  your  friends  get  this  bed,  telephone  me  and  let 
me  know  if  it  got  there  in  good  condition  and  any 
criticisms  they  may  make.  You  know  I  try  to  give 
every  customer  personal  attention,  and  try  my  best  to 
give  entire  satisfaction  in  every  transaction.  By  doing 
this  you  will  oblige  me  greatly — but  you  need  not 
mention  it  to  your  finends.  1  wouldn't  want  them  to 
know  you  were  telling  me."  The  shrewd  furniture 
retailer  knew  as  sure  as  he  was  living  that  w'thin  an 
hour  or  so  this  person  would  go  and  tell  the  people  for 
whom  the  bed  was  being  bou.yht.  That  was  exactly 
what  the  merchant  wanted.  He  figured  that  the  people 
would  appreciate  his  interest  to  the  extent  of  dealing 
at  his  store.  And  so  they  did.  As  a  result  more  than 
one  new  customer  was  added  to  his  list. 
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HOW  a  Factory  Helps 
a  Town. — The  year 
1911  is  past.  Its 
happenings  are  history. 
Its  difficulties  are  mere 
memories.  In  "putting 
his  shoulder  to  the 
wheel"  at  the  commence- 
ment of  a  new  year  the 
manufacturer    must  feel 

a  certain  amount  of  satisfaction  in  knowing  that  by 
liis  energy  he  is  assisting  in  providing  a  livelihood  for 
the  men  in  his  employ.    Occasionally,  it  is  well  to 
consider  what  this  means,  particularly  when  every- 
thing around  the  factory  and  office  has  gone  wrong. 
Just  wliat  value  a  manufacturer  is  to  a  community  is 
shown  in  a  forceful  manner  in  the  reinarks  of  Mr. 
T.  A.  Kussell,  Toronto  when  he  answered  the  question, 
•'What  would  it  uiean  to  any   community  withoiit 
manufacturers  to  secure  an  industry  whieli  would  em- 
ploy a  thousand  mechanics?"  From  the  following  ex- 
ample, a  manufacturer  employing  fifty  or  a  hundred 
men,  can  estimate  the  extent  of  his  influence.    ' '  1  have 
in  mind  a  little  town  of  some  two  thousand  inhabitants, 
about  a  hundred  miles  distant  from  Toronto  in  the 
Northwestern  part  of  Ontario,  and  it  is  my  purpose  to 
describe  what  effect  such  an  industry   would  have 
upon  that  typical  community.    The  statistical  calcula- 
tions must  be  only  an  approximation,  l)at  it  is  quite 
possible  to  gain  an  idea  of  the  effect  which  would  be 
caused  by  the  location  of  a  large  manufacturing  in- 
stitution in  a  small  town  having  no  other  resources 
than  a  favorable  geographical  position  and  a  surround- 
ing area  of  fertile  lands.    In  the  first  place,  the  abso- 
lute physical  needs  of  one  thousand  men  and  their 
families — their    food,    shelter    and    clothing — wo\;ld 
mean  much  to  the  business  interests  of  the  town  to 
which  they  come  to  live,  and  secondly,  the  social  re- 
quirements of  such  a  people  must,  of  necessity,  become 
a  strong  factor  in  the  proper  development  of  this 
new  community.    Hence,  the  two  broad  lines  of  in- 
vestigation present  themselves— the  purely  economic, 
which  has  to  do  with  the  one  thousand  mechanics  and 
their  families  as  a  body  of  wage  earners  and  consum- 
ers, and  the  sociological  aspect  which  concerns  these 
people  in  their  relation  to  the  life  of  the  municipality 
which  they  help  to  compose.    After  the  industry  in 
question  and  its  following  of  people  had  become  set- 
tled in  the  town  which  used  to  have  two  thousand  in- 
habitants, we  find  that  its  population  has  increased 
to  seven  thousand.    This  number  does  not  take  into 
consideration,  however,  the  addition  to  the  population 
that  would  result  from  the  establishment  of  various 
extra  stores  and  trades  throughout  the  business  section 
of  the  town.    The  seven  thousand  people  would  be 
made  up  of  the  original  two  thousand  of  the  town's 
population  and  five  thousand  men,  women  and  children 
who  would  be  connected  with  the  manufacturing  in- 
dustry.   Census  reports  show  that  in  industrial  com- 
munities the  average  family  numbers  at  least  five  per- 
sons.   This  would  mean  that  our  manufacturing  in- 
dustry is  employing  one   thousand    mechanics  with 
families,  making  in  all  .5,000  more  consumers  in  the 


town.      Pilling    in  the 

waste  places  of  the  town's 
fourteen  hundred  acres 
would  be  a  thousand 
extra  dwelling  houses, 
making  in  all  over  four- 
teen hundred  homes. 
Many  of  these  dwellings 
of  course  would  be  in  the 
form  of  terraces  and  tene- 
ment rows  and  would  not  cost  as  much,  on  the  average, 
as  the  four  hundred  and  fifty  houses  in  the  original 
town.  Instead  of  fifty  stores  there  are  now  over  a 
hundred,  and  three  banks  are  doing  business  compared 
with  two  before.  As  against  twelve  professional  men 
in  the  old  town,  there  are  now  twenty-six  engaged  in 
practice.  The  public  utilities  owned  and  operated  by 
the  municipality  have  increased  in  value  from  $49,500 
to  $140,000  and  the  assessed  value  of  real  and  personal 
property  now  amounts  to  $1,500,000  as  compared  with 
$900,000  formerly.  This  remarkable  expansion  in  every 
department  of  the  community's  organization  may  be 
traced  to  the  earning  power  of  the  one  thousand  em- 
ployees at  work  in  the  factories." 

Not  Veneer's  Fault.— "I  have  been  blaming  veneer 
for  doing  this  and  for  doing  something  else,"  said  a 
mechanic  in  one  of  the  Ontario  furniture  factories, 
"when  all  the  time  I  have  been  looking  in  the  wrong 
place  for  the  source  of  the  trouble.  He  went  on  to 
say  that  hairline  cracks  and  checks  appeared  on 
finished  furniture,  which  he  attributed  to  defects  in  the 
veneer.  But  this  does  not  explain  the  appearance  of 
similar  flaws  on  solid  wood.  In  the  cases  in  question, 
this  explanation  was  given:  The  glue  deposit  spread 
underneath  the  veneer  and  the  coating  of  varnish 
spread  on  top  of  it;  both  contained  moisture  when 
spread,  and  in  the  process  of  drying  out  the  cracking 
occurred.  The  top  coating  of  varnish  may  itself  check 
without  disturbing  the  veneer,  but  gives  it  the  appear- 
ance of  being  checked.  Sometimes  the  varnish  coat 
may  be  strong  enough  and  adhere  close  enough  to  the 
wood  to  carry  the  veneer  body  with  it  and  cause 
checks  in  the  veneer,  especially  lengthwise  of  the 
grain. 

Labor  Legislation. — The  labor  question  has  re- 
ceived and  is  receiving  a  great  deal  of  attention  from 
writers  and  speakers.  A  well  known  financier  has 
assumed  responsibility  for  the  statement  that  the  labor 
problem  is  the  most  important  one  before  Canada  to- 
day. The  following  remarks  of  Mr.  Blackwood,  presi- 
dent of  the  Victorian  Employers'  Pedei-ation,  were  in- 
cluded in  his  annual  report,  and  tliey  liave  an  import- 
ant l)earing  on  labor  legislation: — "No  one  will  deny 
that  the  Labor  Party,  like  other  Governments,  can,  and 
does  pass  some  excellent  measures:  but  they  spoil  what 
might  be  a  fine  record  by  distinctly  class  legislation, 
which  too  frequently  alisoj'bs  the  greater  amount  of 
their  attention.  The  Labor  Party  reminds  me  of  cer- 
tain parents  wlio  give  their  cliildren  anything  they  ask 
for,  just  because  it  pleases  them  for  the  time  being, 
regardless  of  the  indisposition  that  may  be  caused 
afterwards.  Children  think  in  after  life,  and  regard  as 
the  best  parents  those  who  considered  their  lasting 
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welfare  rather  than  their  desires  of  the  moment.  So 
Avill  the  workers  of  Australia  look  upon  those  Govern- 
ments in  later  years  as  their  best  friends  who  have 
provided  legislation  for  their  permanent  welfare  rather 
than  those  who  have  given  them  a  good  time  for  the 
moment,  with  misery  and  a  lack  of  employment  fol- 
lowing afterwards.  It  is  the  success  of  private  en- 
terprise that  creates  regular  and  permanent  employ- 
ment, and  enables  high  wages  to  be  paid.  If  this  is 
cheeked  by  the  imposition  of  heavy  taxation,  burden- 
some conditions  and  even  threats  of  confiscation,  then 
confidence  in  the  further  building  up  of  the  industries 
will  cease  and  employment  fall  away.  The  industries 
will  continue  only  so  long  as  they  pay.  AYhen  it  is 
obvious  that  all  chance  of  making  a  profit  has  gone 
they  will  have  to  avoid  further  loss  and  close  down. 
To  get  others  to  open  will  not  be  easy,  as  confidence 
will  have  been  lost,  and  capital  hard  to  find  to  replace 
that  which  has  sought  more  stable  fields  in  other 
countries.  The  breaking  point  in  the  industrial  world 
of  Australia  is  dangerously  near,  thanks  to  the  actions 
of  the  Labor  Parties,  Labor  Councils,  and  Trades  Halls. 
The  question  is.  Will  they  cease  their  dangerous  action 
in  time,  or  will  they  go  ahead  until  the  day  of  doom 
is  reached  ?  While  the  industries  are  in  existence,  they 
may  be  compelled  to  pay  a  certain  rate  of  wages,  ir- 
respective of  the  effect  it  may  have  upon  the  owners. 
But  once  the  rocks  have  been  reached,  and  industries 
are  shut  down,  no  power  can  compel  tliem  to  start 
their  operations  again.  Then  only  will  the  misgu'ded 
workers  see  what  a  terrible  mistake  has  been  made  in 
killing  that  which  provided  their  means  of  liveli- 
hood." 


A  FACTORY  ADDITION. 

An  extensive  addition  to  their  factory  has  been  de- 
cided upon  by  Snyder  Bros.  Upholstery  Co.,  of  AVater- 
loo,  Ont.  This  will  be  sixty-one  hundred  and  sixty 
feet,  of  red  brick,  and  will  be  utilized  for  orifices,  show 
room  and  storage. 


furniture  Prices  Advancing? 

(Continued  from  ]ia<ie  7). 

This  is  bound  to  bring  about  a  broad,  liberal  re- 
cognition of  each  other,  and  develop  into  a  plan  based 
upon  the  law  of  mutual  benefit  to  manufacturers  Avh'ch 
in  turn  makes  it  possible  for  the  consumer  to  enjoy 
commodities  not  beyond  his  finances,  and  for  which  he 
has  developed  a  Avant. 

Canadians,  as  builders  of  empire,  are  bound  to 
shape  their  thoughts  and  their  businesses  and  dev:"se 
means  whereby  tliey  can  make  use  of  the  masses  as 
they  are  pouring  into  the  country;  and  the  practical 
furniture  manufacturer  will  recognize  the  significance 
of  this  idea. 

There  is  still  another  element  in  the  furniture  in- 
dustry tliat  has  all  but  dropped  from  the  arena  of 
trade  and  commerce ;  and  that  is  export  trade.  It 
would  be  unfortunate  should  the  time  again  come 
when  an  export  outlet  would  be  desirable  for  Cana- 
dian furniture,  and  no  access  to  foreign  markets  pos- 
sible, because  of  failure  to  eater  to  them  in  advance. 
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LISTOWEL  FACTORY  SOLD  TO  ANDREW  MAL- 
COLM FURNITURE  CO.,  OF 
KINCARDINE. 

At  a  meeting  of  the  shareholders  and  creditors  of 
the  ListoAvel  Furniture  Co.,  held  recently,  it  was  de- 
cided to  accept  the  offer  of  The  Andrew  Malcolm  Fur- 
niture Co.,  of  Kincardine,  for  the  purchase  of  the  Lis- 
towel  factory,  subject  to  the  approval  of  the  town,  the 
holder  of  the  first  mortgage.  The  Malcolm  Furniture 
Co.'s  tender  was  $10,510,  being  $10  higher  than  that 
of  Mr.  Selling  of  Walkerton.  A  special  meeting  of  the 
Council  Avas  held  the  next  day,  at  which  Mr.  James 
.Malcolm  of  the  Kincardine  firm  and  Mr.  Selling,  of 
Walkerton,  were  present  and  both  gentlemen  sub- 
mitted their  propositions  to  the  Council,  which  were 
practically  identical,  each  offering  to  take  over  the 
factory  and  operate  it  to  its  full  capacity,  in  accord- 
ance with  the  terms  of  the  existing  mortgage,  provid- 
ing exemption  from  taxes  except  school  taxes  and  free 
water  were  granted  for  a  term  of  ten  years.  Mr.  Sell- 
ing further  offered,  in  consideration  of  a  loan  of 
$6, 000  interest,  payable  from  date  of  loan,  to  erect 
an  addition  to  the  factory  60  by  100  feet  and  three 
stories  high,  and  to  equ'p  it  with  machinery,  also  erect 
a  new  dry  kiln.  The  propositions  were  discussed  by 
members  of  the  Council,  also  by  a  number  of  citizens 
who  were  present  and  whose  opinions  were  asked.  Dr. 
Philip,  .Mr.  R.  Rothwell,  Mr.  J.  W.  Scott,  Mr.  T.  L. 
Hamilton,  ^Iv.  J.  Play,  IMr.  J.  Seburger  and  others 
taking  part  in  the  discussion.  All  were  in  favor  of 
granting  exemption  and  free  water.  As  to  the  two 
offers,  that  of  Mr.  Malcolm  was  given  the  preference 
in  view  of  the  conditional  sale  of  the  factory  having 
already  been  made  to  him  by  the  Furniture  Co.  A  re- 
solution was  adopted  accepting  the  Malcolm  offer.  At 
a  subsequent  meeting  an  agreement  was  entered  into 
w'th  The  Andrew  Malcolm  Furniture  Co.,  and  the  by- 
law was  passed  through  its  preliminary  stages,  to  be 
voted  on  by  the  rate  payers.  In  closing  with  the  Mal- 
colm people  it  is  felt  that  the  town  has  secured  a  well 
established  furniture  concern  to  take  over  and  operate 
the  factory  here,  and  that  a  rapid  extension  of  the 
business  may  be  looked  for.  Mr.  Malcolm  having  in- 
timated that  Listowel  will  be  the  Company's  chief 
shipping  point. 


STOVE   HOUSE   TO   WHOLESALE  FURNITURE. 

The  Mott'at  Stove  (^o.,  Ltd.,  of  Weston,  Ont.,  hav.- 
decided  to  handle  furniture  from  their  AVinnipeg 
l)ranch.  Their  travellers  will  carry  the  lines  of  several 
fiifiiilur,'  manufacturing  firms  from  Port  Arthur  to 
Saskatoon. 

The  iMoffat  Stove  ('o.'s  Western  branch  is  in  charge 
of  Mr.  C.  L.  Moffat,  of  the  firm  who  visited  the  east 
during  the  Christmas  holidays.  They  believe  that  fur- 
niture will  work  in  admirably  with  their  lines. 


ONTARIO  GAZETTE  ANNOUNCEMENT. 

Amone  the  recently  incorporated  companies  an- 
nounce;!  in  tiie  Ontario  Gazette  appears  the  name  of 
W.  H.  Kilby,  Ltd.,  whose  head  office  is  in  Toronto. 
The  new  organisation  is  chartered  to  manufacture, 
buy  and  sell  Rattans,  Bamboo,  and  furniture,  with  the 


following  provisional  directors : — P.  B.  Wood,  E.  T. 
Coatsworth,  A.  H.  McCrimmon,  Margaret  Mu'r,  (Jlara 
Seccombe.  They  are  to  take  over  as  a  go'ng  concern 
the  business  formerly  carried  on  by  W.  H.  Kilby. 


PROMOTED  TO  GENERAL  MANAGERSHIP. 

Mr.  W.  P.  Bennett,  who  for  the  past  five  years  lias 
been  connected  with  the  Ideal  Bedding  Co.,  Ltd.,  has 
been  appointed  general  manager  of  that  company. 
Mr.  Bennett's  appointment  followed  the  retirement 
of  Mr.  L.  W.  Manchee,  who  took  cliarge  of  the  busi- 
ness at  its  conuuencenu^nt  in  Toronto  some  twelve 
years  ago.  I\lr.  Manchee,  who  is  widely  known  and 
respected,  has  nmde  many  friends  in  the  trade  who 
will  learn  with  regret  of  iiis  having  withdrawn  from 
the  management  on  account  of  continued  ill-health. 


Mr.  \V.  p.  Rf.iiKlt 


The  new  executive  head  of  the  kieal  firm  is  a 
thoroughly  experienced  man  (|uite  capable  of  shoulder- 
ing the  added  resi)onsibility  connected  with  the  direct- 
ing of  an  extensive  business.  Through  I\Ir.  Manchee 's 
frec^uent  absence,  and  having  held  the  position  of  se- 
cretary of  the  company,  ^Ir.  Bennett  has  become  Avell 
versed  in  the  firm's  general  policy  and  m  the  details 
of  management,  so  thai  he  takes  h.old  of  the  reins  with 
a  superior  ])7'e])ar;ition. 


A  CREDITABLE  PRODUCTION. 

A  copy  of  the  fine,  288  i)age  catalogue  recently  is- 
sued by  Messrs.  Weiler  Bros.,  of  Victoria,  B.C.,  has  been 
received  at  the  office  of  ('anadian  Furniture  W^orld. 
The  book  is  well  bound,  with  an  attractive  front  cover 
showing  three  pictures,  one  of  their  five-storey  retail 
store,  one  of  the  warehouse,  and  one  of  their  furniture 
factory  on  Humboldt  St.  Messrs.  Weiler  Bros,  deal  in 
everything  in  household  furnishings  and  requisites. 
This  cataloaiie,  which  is  the  work  of  the  T.  R.  (^^usack 
Press  in  Victoria,  is  an  extensive  one,  profusely  illus 
trnted,  making  it  of  use  to  the  mail  order  buyer. 
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Here's  Something  Worth  While 


^  Write  us  for  the  price.  You'll 
be  surprised  at  the  value.  It's  one 
of  our  late^.  Made  in  Empire 
Mah  ogany  and  Quartered  Oak. 


The  Orillia  Furniture  Company,  Limited 

ORILLIA       :       :  ONTARIO 
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CALM  after  the  Storm. 
— The  busier  the  re- 
tailer has  been  dur- 
ing December,  when  the 
people  were  buying, 
the  more  noticeable  will 
be  the  quiet  spell  during 
the  latter  part  of  Janu- 
ary and  the  month  follow- 
ing.     Naturally  enough 

there  would  be  the  proverbial  calm  after  the  storm, 
and  yet  wlien  so  many  dealers  are  content  to  sit 
around  and  wait  for  "things  to  brighten  up"  is  the 
time  for  the  resourceful  merchant  to  dig  in  and  make 
some  money.  It  takes  a  real  merchant  to  keep  up  his 
sales  during  a  dull  period.  That  a  man  has  to  sit  down 
and  do  some  thinking  in  such  circumstances  is  ad- 
mitted, yet  it  is  anything  but  unusual  to  find  that 
where  one  person  makes  an  undoul)ted  success  of  a 
business,  another  before  him  has  failed.  A  case  was 
t'ited  only  recently,  where  a  careful  business  man  an- 
nounced that  he  was  going  to  buy  Mr.  So-and-So's 
business.  An  intimate  friend  of  his  advised  him  to 
give  up  the  idea  because  he  was  positive  that  Mr. 
So-aud-So  was  losing  money  every  week,  and  rapidly 
going  behind.  "Well,"  said  the  intending  buyer,  "I 
generally  find  that  the  best  place  to  pick  up  money 
is  right  where  someone  else  dropped  it."  The  same 
principle  is  involved  in  the  statement  of  a  live  dealer 
who  claims  that  one  of  his  most  profitable  seasons  is 
the  early  part  of  the  year,  when  his  competitors  are 
resting  after  the  Christmas  rush,  imder  the  impression 
that  people  Avon't  do  any  further  buying  until  spring. 

Correspondence. — The  letterhead  of  one  of  the 
Canadian  banks  came  to  the  Furniture  World's  atten- 
tion not  long  ago.  and  there  appeared  lapon  it  the  in- 
structions. "Please  address  all  communications  to  the 
manager."  This  was  doubtless  to  impress  upon  its 
(dinents  that  they  should  direct  their  letters  to  the 
institution  rather  than  to  any  individual  officer.  A 
case  was  cited  recently  where  a  retailer  sent  in  an 
order  to  the  wholesale  house  by  letter,  which  was  ad- 
dressed to  one  of  the  firm's  travellers  personally.  The 
traveller  was  out  on  the  road,  and  consequently  a 
delay  in  filling  the  order  was  caused,  much  to  the  an- 
noyance of  the  retailer.  It  is  quite  right  that  the 
merchant  should  give  the  traveller  credit  for  the  order, 
but  in  the  majority  of  eases  it  is  unwise  to  direct  an 
ordinary  routine  letter  to  an  individual  officer  of  any 
firm.  It  is  impossible  to  frame  a  hard  and  fast  rule, 
but  often  delay  is  caused  unnecessarily  where  it  could 
be  easily  avoided.  There  are  different  ways  in  which 
a  dealer  may  refer  to  the  firm's  representative  when 
corresponding  with  the  head  office.  One  man  who 
orders  on  an  average  of  twice  a  month  by  mail,  always 
includes  in  his  letter.  "My  best  regards  to  your  Mr. 
Blank."  From  a  business  standpoint  it  is  better  to 
send  business  <'orrespondenco  to  the  firm.  They  are 
always  in  the  office;  the  employe(>  is  frequently  absent. 

Cheques  Helped. — A  certain  furniture  store  seemed 
a  little  busier  and  there  was  a  feM'  degrees  more  stir 
around  it  than  is  usually  noticed  in  a  town  of  the  size, 
ripon  investigating  for  the  cause  of  tlie  "extra  doings," 


it  was  found  that  a  large 
percentage  of  the  men  in 
the  place  received  their 
wages  from  either  the 
G.  T.  R.  or  a  large  manu- 
facturing (-oncern,  both 
of  whom  paid  their  em- 
ploj^ees  by  cheque.  This 
dealer  luid  made  it  widely 
known  tliat  lie  was  pre- 
pared to  cash  these  cheques  for  those  wlio  were 
unable  to  get  to  the  bank  during  l)anking  hours. 
When  asked  for  his  opinion  as  to  the  value  of  such  a 
policy,  the  retailer  in  question  said  he  was  certain  it 
had  helped  business,  and  assisted  him  in  getting  cash 
for  many  sales  where  otherwise  the  amount  would 
have  been  booked.  To  such  a  practice  he  also  at- 
tributed the  enlarging  of  liis  circle  of  customers  and 
the  facilitating  of  the  collection  of  accounts. 

The  Very  Opposite. — Oftentimes  in  the  cities  mer- 
chants find  it  quite  necessary  to  pursue  a  very  differ- 
ent policy  from  that  employed  by  the  furniture  re- 
tailer mentioned  in  the  preceding  pax-agraph.  A 
man  has  been  known  to  open  up  a  furniture 
store  and  give  tliis  matter  little  thought  until 
he  gets  "stung,"  and  then  he  wonders  what  the 
other  fellow  does  under  the  same  circumstances.  One 
way  of  getting  over  the  difficulty  is  related  thus  by 
a  retailer: — "In  order  to  reduce  our  eml)arrassment 


At  Stratford.  Canada. 

and  at  the  same  time  effect  a  plausible  defense  as  to 
why  we  should  not  cash  checks  promiscuously,  wc 
framed  up  a  couple  of  late  checks  which  had  been 
"passed  on  us,"  one  in  the  sum  of  $19.20,  the  other  for 
$18.00.  We  had  these  checks  conspicuously  arranged 
and  along  the  side  we  had  pinned  a  piece  of  black 
ribbon  to  represent  crepe,  hoping  the  applicants  foi- 
cash  in  exchange  for  their  personal  checks  might  infer 
that  this  was  the  end  of  cashing  personal  checks  at  our 
store.  Above  the  checks  we  had  printed  the  words. 
"Stung — Please  be  identified  before  asking  us  to  cash 
checks."  Every  one  knows  that  it  is  not  good  business 
policy  f'oi'  a  store  to  be  constantly  breaking  a  ruh- 
wliicli  it  has  been  compelled  to  pass.  We  usually  sup- 
plement reference  to  this  document  with  some  words  of 
•'xplanation  much  like  this.  "Of  course  this  does  not 
apply  to  our  good  friends,  but  we  will  have  to  investi- 
gate this  check  to  be  in  keeping  with  the  rule  of  the 
store,"  and  if  the  check  was  really  good  the  presenter 
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would  not  object.  Many  times,  however,  the  person 
would  flinch  and  be  opposed  to  an  investigation 

Grandfather  Clocks. — This  is  a  line  that  has  pro- 
gressed more  rapidly  than  have  the  ideas  of  some  fur- 
niture retailers  who  should  be  handling  them  and  are 
not.  One  retailer  spoken  to  on  this  subject  by  the 
Canadian  Furniture  World,  said  he  had  long  been 
indifferent  to  grandfather  clocks,  taking  lor  granted, 
if  he  thought  of  them  at  all,  that  they  were 
a  part  of  the  jeweler's  line.  A  couple  of  requests  com- 
ing almost  together,  from  different  customers  set  him 
to  thinking,  witli  the  result  that  he  made  some  in- 
quiries, and  put  in  a  very  limited  stock  of  two  samples. 
Tliese  were  placed  in  his  window,  with  nothing  else 
and,  in  his  words,  "caiight  on  so  fast  that  1  wired  for 
six  more  the  same  day  these  were  unpacked."  The 
grandfather  clock  is  about  the  only  remaining  article 
not  represented  in  every  home.  There  are  many  ad- 
mirers of  grandfather  clocks  wlio  are  not  purchasers 
for  the  simple  season  that  no  retailer  has  undertaken 
to  show  them  tluit  tliey  are  not  out  of  reach  in  ))rice, 
and  that  tliey  ai'?  good  time-keepers,  and  that  it  the 


as  an  auxiliary  to  the  carriage  and  not  a  substitute  for 
it.  A  comparison  of  the  construction  of  each  suggests 
that  the  youngster  can  be  reared  with  the  carriage  and 
no  go-cart  much  more  satisfactorily  than  with  the  go- 
cart  and  no  carriage.  Some  mothers  have  no  better 
sense  than  to  parade  dusty  thoroughfares  with  little 
infants  strapped  down  to  the  springless  go-carts,  when 
the  salesman  should  have  sold  a  carriage  on  the  ar- 
guments already  made  for  him,  and  then  picked  up 
the  go-cart  sale  as  well,  at  a  later  date.  In  the  mean- 
time the  suggestion  is  made  that  go-carts  and  car- 
riages Avill  be  in  greater  demand  than  ever  in  each  line, 
with  improvements  in  appearance  and  construction. 

Visit  the  P'actories. — AVhether  the  lull  in  trade  that 
usually  follows  the  holiday  season  is  the  result  of  the 
retailer's  mental  attitude,  or  whether  his  mental  at 
titude  is  the  result  of  the  said  lull,  might  be  debatable, 
but  undesirable  as  it  is  that  the  majority  of  retailers  take 
a  post-Christmas  slump  for  granted.  "'Perhaps  they 
feel  that  after  a  strenuous  fall  trade  they  are  entitled 
to  a  little  relaxation,  l)ut  if  they  are  bound  to  let  the 
lull  exist,  "then."  suggests  one  manufacturer,  "why 


At  Waterloo,  Ont. 


iiall  of  the  home  is  not  large  enough  to  show  oft'  n 
grand fatlier  clock,  tlie  dining  room  might  be,  or  the 
library  or  the  billiard  room  or  the  den.  Grandfather 
clocks  oft'er  good  possibilities  for  furniture  retailers, 
and  as  one  of  them  said,  "the  life  isn't  cut  out  of 
them."'  The  retailer  who  may  not  knoAV  where  to  se- 
cure this  line,  can  leain  on  application  to  the  Canadian 
Furniture  "World. 

Go-Carts  and  Carriages. — Though  other  crops  may 
be  failures  or  partial  failures,  the  crop  that  makes 
children's  go-carts  and  buggies  necessary,  is  always 
sure,  and  1912  will  be  no  exception,  statements  of  race 
suicide  to  the  contrary  notwithstanding.  Incidentally 
the  subject  suggests  that  .since  the  advent  of  the  fold- 
ing go-cart  the  buggy  has  been  allowed  to  drop  to  the 
background  of  public  favor.  The  go-cart  has  been 
featured  in  advei'tising,  by  salesmen  and  by  the  em- 
ployers of  .salesmen,  to  a  degree  that  appears  to  be 
somewhat  at  the  expense  of  the  buggy.  Children's 
carr'ages  have  features  that  can  in  no  sense  be  credited 
to  the  go-cart,  though  it  too  has  exclusive  advantages. 
Wliat  so  many  salesmen  and  advertisers  seem  to  have 
lost  siylit  of.  however,  is  that  the  go-cart  is  intended 


don't  they  take  advantage  of  the  conditions  to  get 
away  from  home,  and  they  will  forget  that  business 
is  quiet?"  "IMeaning  just  what?"  asked  the  scribe. 
"Meaning  that  they  get  out  and  visit  the  factories. 
There  is  not  a  retailer  anywhere,  I  don't  care  how  old 
and  successful,  that  could  not  learn  something  u^.eful 
from  a  visit  to  the  factory  or  factories,  from  which  he 
receives  the  goods  he  sells.  If  the  boss  himself  can't 
get  away,  then  let  him  send  iiis  salesmen,  two  at  a 
time,  if  he  has  more  than  one,  and  if  he  has  only  one, 
let  him  send  that  one.  It  will  be  his  best  investment 
of  the  year.  The  salesman  or  his  employer,  whichever 
spends  a  day  or  two  in  the  factory,  from  mill  to  ship- 
ping room,  will  make  a  better  salesman.  He  will  be 
more  thorough,  more  enthusiastic  and  better  fitted  to 
inspire  confidence  and  enthusiasm  in  those  to  whom 
he  in  future  sells."  "How  about  the  factories  taking 
.stock  in  January?"  objected  the  Furniture  World. 
"True,  but  the  man  who  wants  to  vis't  the 
factory  can  easily  learn  in  advance  just  what  days 
the  factory  may  be  closed,  if  at  all,  and  it  would  onh^ 
be  for  a  few  days  at  the  most.  By  all  means  advise  the 
retailers  to  visit  us,"  concluded  this  manufacturer.- 
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BIG  LINE  OF  THE  EAST 


VICTORIAVILLE 

FURNITURE 


In  designs  and  at  prices  to  sell  quickly ;  of 
materials  and  workmanship  to  give  per- 
manent satisfaction.  A  line  that  works  for 
the  retailer  after  he  sells  it  as  well  as  before. 
That  is  the  reason  of  the  "repeats"  that  al- 
ways come  to  us  after  the  first  order  for 

VICTORIAVILLE 

FURNITURE 

The  Furniture  "Worth  While" 

Manufactured  under  exceptionally  favorable 
circumstances;  abundance  of  lumber  at  our 
doors ;  plenty  of  skilled  labor ;  splendidly 
equipped  factory  —  shipping  facilities  —  car- 
loads to  anywhere.  All  these  give  the 
"volume"  advantages  that  alone  make  pos- 
sible the  goods  at  the  price — price  that  gives 
the  retailer  a  pleasing  margin  and  to  his 
customer,  handsome,  new,  well-made  goods 
at  bargain  day  prices. 

THE 

VICTORIAVILLE 
FURNITURE  CO. 

VICTORIAVILLE,        -  QUEBEC 
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FOR  THE 
YEAR  OF 
1912 


YOU  WILL  NEED 
VERANDAH  CHAIRS 

IT  IS  TIME  TO  THINK  OF  IT  INOW 


MADE 
IN 

CANADA 


When  you  buy  in 
Victoriaville  you  save 
the  duty.  You  get  an 
article  made  in  Can- 
ada for  Canadian  trade, 
of  superior  quality, 
and  variety  as  great 
as  is  necessary. 


Remember  that  Victor- 
iaville  is  a  carload 
point,  and  that  is 
worth  much  to  the 
large  buyer,  while  it  is 
no  disadvantage  to  the 
smaller  purchasers. 
Get  our  catalogue. 


The  CANADIAN  RATTAN  CHAIR  CO..  Limited 

VICTORIAVILLE,  -  QUEBEC 


IF 


THE  VICTORIAVILLE 
CHAIR  CATALOGUE 


is  not  on  your  desk  you  should  promptly  write  for  one—  and  use  it.  There  is  a  great 
deal  in  it  that  means  profit  to  you  and  satisfaction  to  your  customer.  You  need  Vic- 
toriaville Chairs  for  191  2. 

EACH  VICTORIAVILLE  CHAIR 

is  designed,  constructed  and  finished  as  if  our  entire 
reputation  depended  upon  that  one  chair.  The  finished 
chairs  of  each  design  are  uniform  in  every  department  of 
their  production  from  dry  kiln  to  shipping  room. 


SEND  FOR  THE  CATALOGUE 


SEND  TO-DAY 


VICTORIAVILLE  CHAIR  MFG.  CO. 

VICTORIAVILLE  -  -  -  QUEBEC 


MADE  IN 
VICTORIAVILLE 
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HOW  TO  EFFECT  INSURANCE. 

By  W.  G.  Wright,  of  Ross  &  Wright,  Assurance  Adjusters, 

Toronto. 
(Third  Article). 

THK  covering  of  tlie  property  having  been  pro- 
perly arranged,  the  range  of  the  policy  next 
needs  consideration.  The  greatest  care  must 
be  taken  to  make  the  policy  extend  to  cover  all  por- 
tions of  the  building  and  its  additions,  which  contain 
the  property.  We  frequently  find  policies  covering 
stock  something  like  the  following  :  ' '  Only  while  con- 
tained in  the  three-story,  brick,  metal-roofed  build- 
ing." While  the  property  is  contained  in  the  three- 
story,  brick,  metal-roofed  building  and  a  two-story, 
brick-veneered,  tar  and  gravel  roofed  rear  section  and 
a  one-story,  frame,  shingle-roofed  shed  attached,  and 
the  value  contained  in  the  first  named  part,  and  which 
is  covered  by  the  policy,  is  not  more  than  one-third  the 
property,  and  in  some  cases  the  insurance  is  nearly 
double  the  value  of  the  property  actually  covered, 
while  two-thirds  of  the  property  is  not  insured  at  all. 
The  agent  sometimes  does  this  in  order  to  secure  the 
low  rate  that  is  given  on  the  brick  portion,  and  to  se- 
(•ure  the  biisiness  by  quoting  a  lower  rate  than  his  op- 
position ;  but  oftener  it  is  his  carelessness  or  incompe- 
tence. In  any  case  the  result  is  a  disagreeable  surprise 
and  a  heavj^  loss  to  the  assured  when  he  has  a  loss. 

This  word  "only"  incorporated  in  a  policy  should 
be  carefully  noted.  In  fact,  a  contract  well  drafted 
from  the  viewpoint  of  the  assured  will  contain  few  or 
none  of  them.  Tlie  ordinary  contract  will  often  be 
found  to  read  : 

"On  st()cl<  furuitur(;.  carjx'ts.  pictures  and  house 
rurnishings,  THE  PHOPKRTV  OF  THE  ASSURED 
ONLY  while  contained  in  the  three-story  brick  build- 
in  <i',  etc.,  occupied  ONLY  by  the  assured  as  a  furniture 
store  and  fni-  i)urposes  NOT  I^IORE  HAZARDOUS. 

Notice  the  limiting  words,  not  one  of  which  but  is 
intended  to  hedge  the  contract.  Just  see  if  the  poli- 
cies you  are  now  keeping  securely  in  your  safe  have 
not  .some  of  these  "only,"  put  there  so  some  of  the 
companies  would  have  you  believe  "just  to  explain  the 
statutoi'v  conditions,"  but  which  really  work  not  to 
explain  anytfiiiig  but  to  narrow  and  limit  the  policy. 
Permits  and  special  indemnity  clauses  come  next. 
I'crniissioii  uuist  l)c  o})tained  to  keep  coal  oil  for 
sah',  also  if  a  larger  quantity  than  five  gallons  is  kept 
lor  lighting  purposes. 

Permission  must  be  obtained  to  keep  gasoline  or 
benzine  for  sale,  and  for  any  larger  quantity  than 
tw<>nty-five  pounds  of  gunpowder. 

Permission  to  u.se  gasoline;  soldering  pots,  gasoline 
stoves,  to  light  by  gasoline  by  any  system,  all  must  be 
eiulorsed  on  the  j)olicy. 

The  usual  permission  to  make  ordinary  alterations 
,ind  repairs  must  be  secured. 

Then  a  clause  making  the  company  liable  for  loss 
i.y  lighting  must  be  part  of  the  form. 

If  there  are  liens  or  mortgages,  the  companies  must 
l>c  notified.  ;ind  it  is  best  done  by  stating  it  in  the 
wording. 


If  any  of  the  goods  are  kept  for  sale  on  commis- 
sion or  any  fixture  or  machine  bought  under  sale 
agreement,  the  wording  of  the  policy  must  be  made  to 
accord  with  the  conditions  of  ownership  for  "the  com- 
pany is  not  liable  for  the  loss  of  property  owned  by 
any  other  party  than  the  assured  unless  the  interest 
of  the  assured  is  stated  in  or  upon  the  policy." 

The  writer  does  not  pretend  to  have  exhausted  the 
subject,  lie  has  only  touched  on  it. 

Twenty  years  ago  was  the  day  of  the  general  store, 
with  a  corner  devoted  to  furniture  and  carpets,  to-day 
we  have  a  trade  specialized  in  furniture  and  under- 
taking and  even  branches  of  the  trade  again  specializ- 
ing. This  is  the  age  of  specialization;  the  furniture 
dealer  must  recognize  this  in  other  lines  besides  his 
own.  The  day  of  taking  the  insurance  policy  as  haiided 
over  the  coimter  by  the  agent  of  the  insurance  company 
without  even  reading  it  should  be  as  far  removed  as 
the  day  of  the  stage  coach. 

Twenty  years  ago  every  company  sent  out  officials 
belonging  to  the  company  to  adjust  the  losses  for  his 
own  company ;  to-day  nearly  all  losses  are  adjusted 


By  Stratford  Chair  Co.,  Limited 


for  all  companies  by  experts,  not  connected  with  the 
companies,  but  working  solely  for  the  companies  as 
fire  loss  adjusters.  The  business  of  advising  on  insur- 
ance and  adjusting  for  the  assured  has  developed  to 
large  proportions  in  the  United  States.  Twenty  years 
from  now  will  see  the  Canadian  public  fully  awake  to 
the  necessity  for  experts  in  both  these  lines  in  connec- 
tion with  every  mercantile  and  manufacturing  risk. 
You  know  full  well  that  your  business  as  a  piano  mer- 
chant just  takes  all  there  is  in  you  to  learn  and  run 
and  keep  up  to  the  times.  You  have  neither  time  nor 
opportunity  to  learn  or  practice  the  insurance  busi- 
ness; if  you  try,  it  will  be  at  the  expense  of  the  music 
end. 


.Ml'.  P.  A.  Soininerville,  the  well  known  traveller  for 
the  Evel  Casket  Co.,  Hamilton,  has  been  elected  to  the 
directorate  of  the  Hamilton  Board  of  the  Commercial 
Trav(dlers'  Association  of  Canada. 
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THE  ELLIS  QUALITY 
Upholstered  Furniture 

We  have  created  for  you 
the  public  demand.  Your 
best  interest  will  lie  in 
possessing  and  selling 
what  the   public  want. 

In  "The  Ellis  Quality  Line'' 

this  year  you  will  see 
progress  in  Design 
and  Finish  Our  Travel- 
lers will  soon  be  on 
the  road  for  1912  with 
Photos  and  Samples  of 
Coverings  which,  on  in- 
spection, we  are  con- 
fident, will  meet  with 
your  approval  and  pro- 
cure your  esteemed  or- 
ders which  shall  have 
our  careful  and  prompt 
attention. 


Wishin;^  you  a  happy  and 
prosperous     New  Year. 

Ellis  Furniture  Company 

INGERSOLL  ONTARIO 


How  to  Keep  Your  Home 

H(.)\v  beautiful  homes  are  made  to  re- 
tain their  beauty  by  using  Veribrite 
Venoil,  the  Mag-ic  Wood  Finish. 

A  twenty-five  cent  bottle  will  keep 
your  furniture  like  new  for  months. 
Better  still,  one  fift)-cent  and  one 
twenty-five  cent  bottles  will  clean  all 
the  woodwork  from  the  cellar  to  the 
attic  of  a  ten-roomed  house,  leavinj,"" 
it  clean  and  sanitary  without  soap  or 
water.  The  poorest  home  can  afford 
Veribrite  Venoil  because  it  makes  old 
furniture  look  like  new.  A  piece  of 
cheese  cloth  and  Veribrite  Venoil  does 
the  trick. 

Furniture  Dealers  should  handle 
Venoil  because  we  sell  principally  to 
them.  Write  for  Free  Sample  and 
advertising  proposition. 


Domestic  Specialty  Company 


Limited 


HAMILTON 


ONTARIO 


For  Sale 


Wanted^ 


TERMS  for  INSERTION 

4  Cents  per  Word  one  Insertion 
7  two       "  $ 

"     three     "  s 
MUM      5  <>  CENTS 


FOR  SALE — A  good  second  luiud  hearse.  Box  E,  Canadian 
Furniture  World  and  The  Undertaker,  -56-58  Agrnes  Street. 
Toronto. 

COMMISSION  FUENITURE  TRAVELLERS  WANTED.— 

For  Maritime  Provinces,  to  carry  a  line  of  hall  and  parlor  fur 
niture.  A  man  is  also  wanted  to  handle  the  same  lines  in  Nor- 
thern Ontario.  Only  good  men  with  good  connections  need 
apply.  Box  G.,  Canadian  Furniture  World,  .56-58  Agnes  Street. 
Toronto. 


WANTED. — Tra\  eller  covering  wood  working  industries  in 
Ontario  and  Eastern  Canada,  to  carry  sideline;  honest  goods: 
liberal  terms;  correspondence  confidential.  Box  F.,  Canadian 
Furniture  World,  56-58  Agnes  St.,  Toronto. 

TRAVELLER  WANTED.— To  represent  leading  bed  and 
bedding  manufacturing  firm  in  Manitoba  and  Saskatchewan. 
Good  commission  inducements  to  good  man.  Box  2,  Canailian 
Furniture  World,  56-58  Agnes  Street,  Toronto. 


FOR  SALE — Enclosed  pallbearers'  coach;  three  seats;  will 
i-arry  six  people  without  crowding;  trimmed  in  leather,  first 
•lass  in  every  respect.  Apply  Box  K,  Canadian  Furniture  World 
uid  the  Undertaker.  56  Agues  St.,  Toronto. 


SIDE  LINES  WANTED.— Traveller  calling  on  furnitur.' 

trade  in  Ontario  wants  two  or  three  good  side  lines.  State 
i-omniissions  and  full  particulars.  Apply  Box  L,  Canadian  Fur- 
niture World,  56-58  Agnes  St.,  Toronto. 


FOR  SALE. — A  second  hand  hearse  in  good  repair.  Cheap 
for  cash  as  I  have  two.  -$200  or  less  will  buy  it.  Must  be  sold, 
as  I  need  the  room.  Apply  Box  "M,"  Canadian  Furniture 
Worlil  anil  the  TTndertaker,  56  .\gnes  St..  Torontn. 
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HOUSE  FURNISHING  SUGGESTIONS. 

HOW  a  retailer  may  show  enterprise  and  use  his 
catalogue  to  the  mutual  advantage  of  himself 
and  his  customers  is  exemplified  by  the  follow- 
ing suggestions  embodied  in  the  1912    catalogue  of 
Messrs.  Weiler  Bros.,  of  Victoria,  B.C. 

The  Hall. 

it  has  been  said  that  first  impressions  are  the  most 
lasting.  In  receiving  callers  a  few  moments  are  usu- 
ally whiled  away  in  the  hall  before  usliering  our  visitor 
into  the  drawing-room  or  other  apartment.  Thus  in 
the  hall  our  visitor  making  his  or  her  initial  call  is  at 
once  impressed,  more  or  less  favorably,  with  the  sim- 
plicity or  elaborateness  of  the  furnishings.  We  should 
also  remember  that  the  hall  bespeaks  the  character  of 
the  house  more  tlian  any  other  room.  In  the  moderate- 
.sized  house  the  hall  does  not  always  get  the  attention 
bestowed  upon  it  which  its  importance  demands.  Its 
area  is  often  sacrificed  to  give  more  space  to  the  draw- 
ing-room or  dining-room.  We  should  strongly  advise 
those  who  can  afford,  to  indulge  in  the  luxury  of  a 
fairly  si)acious  hall,  even  though  this  should  involve 
some  limitation  of  tlic  area  of  the  other  rooms  on  the 
ground  floor. 

For  the  walls  nothing  is  more  suitable  than  wood 
paneling,  or  at  least  a  wainscot  of  wood,  and  the  l)a]- 
ance  of  v,-all  might  be  covered  with  some  heavy  relief- 
stamped  paper  in  imitation  of  old  leather,  or  moroc- 
coline,  a  perfect  imitation  of  real  leather,  many  of 
which  are  highly  artistic  and  permanent,  and  not  very 
(fostly.  Burlap  is  also  an  ap])ropriate  covering.  The 
walls  of  the  hall  should  never  be  dark.  If  the  hall  is 
long  and  narrow  and  high,  tlie  ceiling  should  be 
brought  down,  so  to  speak,  the  side  walls  should  be 
spread  out,  and  the  amount  of  light  increased  when- 
ever pi-acticable.  As  regards  tlie  hall  floor,  it  is  clear 
that  if  there  is  to  he  a  material  of  the  nature  of  car- 
peting, it  should  be  such  as  can  be  easily  removed  to  be 
cleaned  or  dusted.  The  requirements  are  well  met  in  a 
good  (|uality  Oriental,  Smyrna  or  Axminster  Rug,  any 
of  which  will  harmonize  perfectly  with  nearly  every 
style  of  coloring  with  which  it  may  be  associated.  The 
most  suitable  kind  of  furniture  for  a  hall  is  oak  in 
various  finishes,  and  there  are  admirable  reproductions 
of  tlie  old  ^Mission  styles  that  may  be  safely  employed. 

The  Drawing  Boom. 

The  present-day  tendency  is  to  have  the  chairs 
dift'er  just  enough  to  afford  a  variety  of  styles  without 
sacrificing  the  gcuieral  ensemble.  Such  scheme  relieves 
the  stiffness  of  monotony  as  obtains  when  the  rigid 
lines  of  exact  style  are  too  closely  followed.  The  idea 
has  many  advantages:  a  new  and  odd  piece  may  at 
any  timv  be  added  without  marring  the  artistic  effect. 
Also,  it  enables  one  to  purchase  a  complete  suite 
"rradually  if  so  inclined. 

The  Dining  Room. 

The  adornments  and  furniture  of  a  dining  room 
should  be  of  a  nature  to  add  to  the  comfort  and 
pleasure  of  the  diner.  A  spirit  of  warmth,  hospitality 
and  good  cheer  should  pervade  the  dining  room  of  our 
home,  and  often  a  certain  solidity  of  stately  beauty. 
In  its  appointment  we  must  have  the  extension  table 


and  chairs,  of  course,  and  a  sideboard  or  buffet.  We 
may  add  a  china  or  cut  glass  closet,  and  possibly  a 
small  serving  table  or  a  cellarette.  A  fireplace  and 
mantel  add  tone,  as  in  almost  any  room.  The  choice  of 
furniture  still  continues  to  be  divided  between  mission 
styles  in  the  oak  of  early  English,  fumed  and  golden 
finish. 

One  is  not  limited  to  a  narrow  scope  in  the  selection 
of  floor  coverings,  of  which  any  of  the  following  might 
respond  to  individual  taste :  Rich  Turkish  or  Persian 
carpet  squares,  Donegal  rugs,  or  Axminster,  Wilton  or 
Brussels  carpet.  The  handsome  designs  and  rich  color- 
ings of  Crossley's,  Templeton's,  Humphries  and  other 
famous  makers  of  carpets  are  stocked  by  us  in  great 
variety.  The  walls  allow  of  great  latitude.  As  a  rule 
the  use  of  a  dado  and  chair  rail  is  most  practical  for 
the  dining  room,  Avhile  the  upper  third  treatment  with 
a  plate  rail  is  more  decorative. 

The  Bedroom. 

' '  Here  we  greet  each  day  anew. 
Here  we  bid  the  day  adieu. ' " 

The  walls  can  be  hung  with  one  of  the  numerous 
flowered  patterns  of  papers,  many  of  which  are  in  good 
design  and  color,  and  inexpensive.  The  ceiling  should 
be  almost  plain  with  such  a  flowered  wall.  A  more 
useful  plan  and  an  effective  one  is  to  use  plain  ingrain 
paper  of  some  cheerful  hue  on  the  walls,  and  a  heavy 
pattern  of  bright  flowers  and  leaves  for  a  border.  doAvii 
to  the  picture  moulding  on  the  walls,  it  there  l)e  one. 
This  gives  to  such  a  room  the  aspect  of  a  bower  of 
flowers,  while  leaving  for  the  walls  the  l)est  back- 
grounds for  the  setting  forth  of  pictures.  The  window 
treatment  leaves  a  latitude  for  many  variations  and  for 
much  individual  choice.  Simple  curtains  of  Swiss  or 
liobbinet  can  be  hung  upon  a  rod  attached  to  the  lowr 
sash.  They  will  then  raise  with  the  window  and  not 
be  blown  to  and  fro.  Curtains  of  chintz,  Sundour  art 
fabrics  (unfadable),  cretonne,  madras,  art  muslin, 
dimity,  and  the  many  other  light  and  pretty  goods 
that  may  hang  within,  draped  to  suit  one's  fancy. 
Window  .seats  with  cupboards  or  drawers  beneath  arc 
quite  useful  and  add  much  to  the  comfort  in  a  room. 
The  breadth  should  be  such  as  to  render  the  window 
easy  of  access. 

Where  space  permits  a  lounge  of  some  description 
covered  with  chintz,  cretonne  or  denim  is  almost  in- 
dispensable in  a  woman's  room  and  is  perha]is  the  most 
used  piece  of  furniture.  Tlie  floor  covering  sliould  har- 
monize with  the  wall  and  ceiling  decorations.  Ax- 
minster and  Brussels  carpets  will  always  continue  to 
find  favor  among  those  who  purchase  with  a  view  to 
permanency.  Those  whose  fancy  dictates  a  complete 
change  of  covering  every  few  seasons  can  at  a  fraction 
of  the  cost  employ  the  evei-  popular  fiber  nuitting, 
which  lends  itself  nicely  to  the  tints  and  colorings  of 
the  pa])er.  This  nuitting  is  a  non-conductoi-  of  heat 
and  cold,  and  effects  a  cool  looking  bedroom  in  the 
summer,  and  bright  and  cheerful  in  the  winter.  It  's 
in  every  sense  far  superior  to  the  China  and  -lapan 
mattings.  Whether  using  carpet  or  matting,  the  life 
of  either  is  prolonged  by  the  judicious  distribution  of 
rugs,  the  best  of  which  do  not  materially  increase  the 
cost  of  the  bedroom  entire. 
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YOUR  Customers— A 
souiewliat  surpris- 
ing; and  instruc- 
tive statement  was  made 
recently  by  a  furniture 
retailer,  who  has  the  de- 
tails of  his  business  at  his 
finger  tips.  He  said,  "Of 
my  customers  to  whom 
I  sell  wallpapers,  70  per 

^^•ent.  are  wonu'n."  While  this  percentage  may 
vary  ijreatly  witli  different  dealers,  yet  it  is 
•true  thaf  women  are  large  buyers  in  tliis  line. 
Almost  every  woman  is  interested  in  having"  lier 
house  made  attractive,  so  the  dealer  should  see 
that  a  large  part  of  any  advertising  he  does  should  be 
directed  toward  them.  "In  establishing  a  desirable 
reputation  as  a  wallpaper  dealer,  one  thing  to  avoid  as 
much  as  possible  is  ordering  large  quantities  of  any 
one  pattern,  no  matter  how  attractive  and  popular 
that  pattern  may  be,"  said  an  experienced  dealer  to 
the  Furniture  World.  The  reason  given  for  this  is 
that  it  pleases  a  woman  buyer  to  know  that  when  she 
selects  a  certain  pattern,  there  is  no  possibility  of  many 
other  persons  in  the  same  town  making  the  same  se- 
lection. 

Bargain  Sales. — Bargains  in  wallpapers  perhaps 
have  their  place,  as  well  as  in  any  other  line,  but  it 
sometimes  happens  that  a  dealer  suffers  in  dollai's  and 
cents  by  lowering  prices  at  a  time  of  the  year  when  he 
should  keep  them  up.  Such  is  the  experience  of  a 
subscriber  to  Canadian  Furniture  World,  who  says,  "I 
used  to  put  on  bargains  in  wallpaper  about  every  time 
the  moon  changed,  or  oftener.  The  sales  amounted  to 
(piite  a  respectable  sum,  but  I  found  on  examining  my 
books  that  the  department  was  not  making  me  any 
money.  So  I  decided  upon  a  change  of  policy,  and  now 
T  maintain  a  reasonable  price  throughout  the  year,  hav- 
ing a  special  sale  only  toward  the  end  of  the  season, 
or  between  seasons.  The  department  now  pays,  and  1 
find  customers  Avilling  to  pay  the  regular  price." 

A  Difficulty. — A  dealer  in  a  town  of  some  2,000 
inhal)itants.  writes  to  Canadian  Furniture  World,  set- 
ting fortli  his  experience  in  wallpapers,  Avhich  no  doubt 
speaks  for  otliers  who  have  a  similar  difficulty  to  con- 
tend witli.  He  says,  "The  way  in  which  you  are  giv- 
ing us  tlie  other  fellow's  experience  is  very  helpful. 
It  is  just  what  interests  me,  and  yet  no  one  has  men- 
tioned a  difficulty  like  my  chief  one.  It  is  this:  A 
paperhanger  goes  around  tlirougliout  my  district  of- 
fering the  consumer  liis  profit  off  as  an  inducement  to 
get  them  to  give  him  tlie  job  of  putting  the  paper  on. 
He  merely  handles  paper  to  aid  his  own  business,  for 
which  of  course  I  suffer.  An  indirect  effect  of  this  is 
that  the  public  will  not  believe  tliat  he  is  making  noth- 
ing on  the  deal,  and  therefore  begin  to  believe  that  the 
margin  in  selling  wa]l])aper  is  a  large  one,  and  that 
the  business  is  about  all  profit.  Is  there  no  way  this 
could  be  rectified?" 

Assisting  Buyers. —  In  iielping  a  buyer  to  make  a 
good  selc(!tioij  when  choosing  wall  paper  for  the  home 
the  salesman  should  bear  in  mind  that  the  wall  is 
primarily  the  background  for  everything  that  is  within 
the  room,  so  that  it  is  a  mistake  to  have  on  the  wall 


a  pattern  bold  in  de- 
sign oi-  striking  in  its 
color  combination.  Con- 
se(|ucutly  as  a  background 
it  shouhl  i)e  more  sub- 
dued in  tone  than  the 
coloi-ing  of  the  furnishing 
in  the  i-oom.  As  one  re- 
taile)'  i)uts  it,  "I  dis- 
courage the  choice  of  a 
design  wliere  there  is  a  violent  contrast  of  color,  be- 
cause then  the  wall  would  attract  more  attention  than 
the  furnishings  in  the  room."  "Another  important 
point  to  remember,"  said  a  well  known  house  furnish- 
ings man,  "is  that  the  wallpaper,  whether  plain  or 
figured  determines  the  color  scheme  of  the  room,  un- 
l(^ss  it  be  cream  or  tan,  in  which  case  a  variety  of  com- 
l)inations  may  be  had.  It  is  well  to  bear  in  mind  that 
some  colors  make  a  room  look  larger  than  it  really  is 
and  some  smaller :  also  that  the  up-and-down  effects 
make  the  ceiling  appear  higher,  while  the  cross  effects 
make  it  appear  lower."  It  is  impossible  to  frame  any 
rule  applicable  to  plain  papers.  As  long  as  they  are 
suitable  in  color  they  may  be  used  with  good  taste  in 
imy  room,  whether  it  be  with  dark  or  light  wood- 
work. 


Simple  striped  effect,  panelled  by  hanging  a  strip  horizontally  at 
top  and  bottom  and  mitreing  it  in  to  the  vertical  stripes.  The  matching 
scenic  18-inch  border  is  deprived  of  part  of  its  dark  bands  at  the  top 
and  bottom  and  hung  beneath  the  shelf  rail,  a  nail-headed  moulding 
dividing  it  from  the  hanging  beneath.  This  paper  is  shown  in  several 
shades  of  green  and  brown.  Above  the  rail  is  a  figured  weave  design 
which  comes  in  a  larn'i'  vai-iety  of  colorings. — Shown  by  Stauntons 
Limited. 
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THE  Average  Man. — 
A  fews  years  ago  al- 
most eA'-ery  news- 
paper-reading man  in  To- 
ronto l)ought  a  certain 
paper  regularly,  or  oc- 
casionally for  tile  sake  of 
reading  what  "'Charlie 
Cliurner"  had  to  say. 
' '  Charlie    Churner ' '  was 

verj'  human,  very  practical  and  very  helpful.  1  have 
in  mind  one  of  his  little  daily  lectures,  the  thought  of 
whicli  is  very  consoling  to  me  when  I  sometimes  find 
myseli  regretting  that  I  am  not  a  '"whirlwind"  in  my 
line,  and  a  bright  and  shining  light  in  the  business 
firmament.  Tlie  consoling  lecture  that  I  speak  of  was 
suggested  to  "Charlie  Clnirner"  by  a  display  of 
pumpkins  in  one  of  the  city  newspaper  windoAVs. 
These  pumpkins  were  great,  large  fellows,  away  above 
the  avenige  in  size  and  weight,  and  "Chaidie  Churner"" 
fell  to  moralizing  that  after  all  it  was  the  "average 
pumpkins  that  counted."  These  exceptionally  large 
samples  drew  attention  to  themselves,  but  it  was  not 
upon  these  "above  the  average""  that  the  farmer  de- 
pended for  fodder.  It  was  the  "average"  pumpkin 
in  Avhich  he  was  interested.  Jiot  in  the  runts  nor  the 
whoppers.  Seems  to  me  there  is  a  lot  of  gratuitous 
advice  to  men  and  maids  about  getting  out  of  the 
"average  class"  and  climbing  up  to  where  they  will 
be  conspicuous,  draw  large  salaries,  spend  more  and 
never  be  free  from  worry  or  debt.  There  mxist  be 
"average"  men  and  women,  which  is  really  only  a  re- 
lative term,  but  what  the  world  always  needs  is  men 
and  women  who  will  average  high  in  whatever  situa- 
tion they  find  themselves,  always  aspiring  to  do  better, 
being  dissatisfied,  but  not  discontented. 

Enthusiasm. — In  the  "gang"  that  I  used  to  knock 
around  with  before  I  had  any  other  ambition  than  to 
hold  down  my  jol).  was  one  fellow  named  Billy,  that 
the  rest  of  us  tliought  was  just  a  little  bit  "nutty." 
Billy  may  liave  l)een  and  may  still  be  "nutty,"  but  if 
those  peculiarities  which  characterized  him  among  us 
are  symptoms  of  nuttiness,  then  I  wish  his  disease 
would  become  epidemic.  Billy  and  I  dropped  out  of 
each  other's  lives  for  some  years.  When  one  day  lu' 
bobbed  up  as  a  real  estate  broker,  with  a  fur  lined 
coat  antl  an  automobile;  and  he  was  making  good, 
with  a  liig  <i.  IMlly  tried  to  sell  me  a  lot.  1  had  noth- 
ing to  buy  lots  witli,  l)u1  1  !)ought  two  because  Billy's 
enthusiasm,  his  candid  assurances  and  the  force  of  his 
knowledge  of  what  he  was  talking  about  convinced 
me  that  I  would  miss  a  chance  to  make  some  money  if 
I  didn't  l)uy.  Tlis  |)i'ophecies  were  more  than  realized, 
and  consequently  1  welcomed  his  next  proposal.  I 
got  thinking  about  Billy  one  day  and  I  wondered  how 
this  illiterate  cuss  made  such  headway.  He  never  had 
a  coiu'.si'  in  salesmanship,  and  yet  when  telling  about 
a  nice  j)iece  of  land,  that  he  had  all  mapped  out  for 
you,  he  wouldn't  be  talking  three  minutes  before  he 
would  l)e  calling  it  "your  lot."  "Now  you  see,"  he 
would  say,  "your  lot  faces  these  high  priced  houses 
oh  the  other  side  of  the  street,"  and  "the  other  side 
isn't  as  good  a  buy  now,  because  the  houses  face  the 
shacks  away  over  here  behind  your  lot,  and  the  house 


you  will  build  tvill  only 
have  a  rear  view  of 
them."  Billy's  honest  en- 
thusiasm caught  you. 
Notice  he  calls  it  "your 
lot.''  He  didn't  say, 
"this  lot  I  would  like  to 
sell  you. " "  In  his  own 
mind  he  had  it  sold  to 
you,  and  then  re-sold  for 
you.  making  commissions  on  both  deals,  and  because 
Billy  is  still  enthusing  over  the  particular  locality  in 
which  he  is  interested,  and  studying  its  possibilities, 
Billy  was  able  to  sell  vacant  land  the  day  after  Christ- 
mas. Yet  it  is  said  that  salesmen  are  not  born, — but 
they  are  also  made,  and  enthusiasm  is  another  of  the 
cardinal  points  of  salesmanship. 

Getting  the  Customer. — The  idea  of  some  sales- 
men, l)otli  retail  and  wholesale,  to  get  the  customer 
at  any  cost,  is  as  pernicious  as  it  is  fallacious.  What 
the  real  salesman  is  always  impressing  upon  the  cus- 
tomer is  service.  He  doesn't  do  it  by  constantly  say- 
ing to  his  customer,  "I'm  giving  you  service.  I'm 
giving  you  better  prices  and  a  better  article  than  any- 
one else  can  give."  No,  he  gives  his  customer  credit 
with  having  discernment  enough  to  recognize  service, 
and  he  lets  his  conduct  and  the  service  he  gives  im- 
press the  customer.    Humanity  is  by  nature  suseep- 
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lible  to  good  treatment,  and  people  just  naturally 
gravitate  to  where  they  get  it,  and  not  always  know- 
ing or  thinking  Avhy  they  trade  at  certain  places.  One 
man  Avill  tell  you  that  he  gets  Ids  haberdashery  at  a 
certain  store  because  the  boss  has  always  a- cheery 
welcome,  and  doesn't  seem  to  be  figuring  just  how 
much  he  can  get  out  of  him.  Or  he  may  say  that 
Charlie,  the  clerk,  knoAvs  just  what  he  Avants  and  can 
fix  him  up  Avith  a  tie  or  a  fancy  vest  better  than  any- 
one he  knoAvs.  Another  man  may  keep  aAvay  from  a 
certain  place  for  the  reasons  given  by  one  who  said: 
"I  hate  that  store.  The  moment  you  open  the  door 
they're  onto  you  like  a  pack  of  wolves,  and  1  hate  to 
be  made  to  feel  that  I'm  a  victim."  Salesmanship 
embraces  so  much  that  it  Avould  be  difficult  to  define 
the  Avord,  but  service  is  certainly  one  of  the  essentials, 
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and  whicJi  l)oth  policy  and  principal  advise  tlie  i-in- 
ployment  of  in  "getting  the  cnstomer. "' 

Think  For  Your  Customer. — This  is  the  maxim  of 
the  advertising  manager  of  a  big  Chicago  departnuni! 
store.  Many  sales  are  lost  t)ecause  the  customer  can- 
not quite  make  up  lier  mind  as  to  which  article  to 
buy.  To  illustrate  the  application  of  this  principle, 
says  a  writer  in  Business:  During  a  gift  season  the 
advertising  manager  had  to  prepare  a  n('ws])aper  i)age 
advertisement  of  a  lot  of  articles  suital)li'  for  gifts. 
Instead  of  attempting  a  classification  by  subjects,  he 
arranged  them  in  tabular  form  under  heading  such 
as,  "For  Fathei-.  For  Mother,  For  Brotlier,  For  Sis- 
ter. For  Sweetheart.  F'or  Wife,"  and  so  on.  Thus  the 
would-be  gift  buyer  was  not  confused  by  a  mass  of 
unrelated  articles — the  classified  headings  focussed 
her  attention  on  a  list  of  a  dozen  or  so  articles  and 
gave  a  positive  suggestion  that  the  articles  were  suit- 
able for  father,  or  mother,  as  the  ease  m'ght  l)e.  The 
classified  headings  actually  "made  up  the  customer's 
mind" — gave  the  mental  push  that  is  so  often  re- 
(luired  between  the  impulse  to  buy  and  the  actual  i)ur- 
chase.  During  the  gift  season  this  form  of  classiiica- 
tion  in  advertisements  w^as  varied  with  price  classifica- 
tion. Hundreds  of  articles  suitable  for  gifts  were 
classified  under  price  heading  running  from  5Uc.  to 
$100.  "As  a  direct  result  of  thinking  for  the  cus- 
tomer in  this  way,"  said  the  advertising  manager, 
■•we  transacted  more  than  twice  the  amount  of  busi- 
ness of  previous  gift  seasons.  And  not  only  this,  l)ut 
purchases  were  made  (|uicker — our  aisles  were  not 
ci'owdcd  with  persons  in  a  state  of  indecision,  and  we 
kept  customers  on  the  move — results  that  every  store- 
keeper aims  foi'.  Our  mail-order  trade  from  out-of- 
town  points  also  was  larger,  and  people  actually  took 
the  trouble  to  write  and  thank  us  for  our  thought  in 
preparing  the  advertisement  that  made  bu.ying  easy." 

Analyze  Your  Experiences. — On  no  part  of  indus- 
trial or  commci-cial  life  has  no  nuich  been  written  as 
on  selling  and  salesmanshij).  Tlie  salesman  and  his 
occupation  have  ])i'oved  willing  targets  for  cannon- 
ades of  advice  from  every  direction.  In  newspapers, 
magazines,  trade  papers,  books,  letters,  adverlis  - 
ments,  correspondence  schools,  etc.,  etc.,  are  the  prob- 
lems of  the  .salesman  being  constantly  solved  for  him. 
In  spite  of  all  the  imj)ossible  experience  s  that  are  ic- 
lated,  there  is  much  to  helj).  and  it  is  noticed  that  the 
most  successful  salesmen  are  good  readers  and  gocd 
observers,  but  they  do  not  put  into  practice  everything 
they  read.  One  salesmanager  telling  this  publication 
of  his  ex[)eriences.  stated  that  he  went  from  high 
school  at  the  age  of  eighteen  to  a  job  behind  tlic 
i-ounter  in  a  country  general  stoi-c.  lie  stated  tliat 
for  the  tirsi  year  or  so  lie  jogged  along  in  the  same 
grotivc  thai  the  propridiir  of  the  store  had  moved  in 
Toi'  over  twenty  years.  Tli(>  stoiy  of  a  successful  mer- 
I'hant's  career,  he  said,  jolted  him  to  life  one  day  and 
tired  his  ambition.  lie  began  to  Ueci)  track  of  liis 
sales,  to  see  how  niueli  Ir-  could  sell,  to  ponder  and 
think  over  why  he  didn't  sell  Ilmik  High  the  grind- 
stone that  he  asked  to  see.  or  .Mrs.  Smith  the  rug  she 
lancied  so  mneli.  or  soiueotv  else  sonu'thing  (dse.  He 
'/ot  into  the  hab'1  of  analyzing  each  sale  and  each 
failure  to  sell.    It  caused  him  to  think  from  the  other 


side  of  the  counter  and  he  marveled  at  what  an  im- 
provement he  was  making  in  his  records.  His  list  of 
acqvuiintances  grew,  and  he  became  the  drawing  power 
of  the  store,  until  one  day  the  wholesale  house  in  which 
he  afterwards  secured  a  controlling  interest  made  him 
an  offer  that  caused  him  to  forsake  the  country  general 
stoi'e  forever.  "Whether  you  are  selling  grindstones, 
furnitui'e.  pianos,  bonds,  insurance,  advertising  oi- 
anything,  take  time  occasionally  to  analyze  your  fail- 
ures and  successes.  That  is  my  advice  to  readers  of 
the  Canadian  Furniture  W^orld."  concluded  this  sales- 
manager. 

Take  Stock. — "Sit  down  and  take  an  inventory  of 
yourself,"  advises  the  editoi'  of  Success.  "If  you  are 
dissatisfied  with  what  you  are  doing  and  think  you 
ought  to  do  better,  try  to  discover,  no  matter  how  long- 
it  takes  you,  just  where  your  trouble  lies.  Find  out 
the  things  that  keep  you  back.  Make  long,  searching 
tours  of  discovery  in  your  own  consciousness.  Say  to 
yourself  over  and  over  again,  AYhy  can  others  do 
such  remarkable  things  '  Constantly  ask  yourself.  If 
others  can  do  them,  why  cannot  I?  Von  may  find 
some  great  nuggets  of  gold  in  these  tours  of  self-dis- 
covery, which  you  never  dreamed  you  possessed — 
great  possibilities  of  power  which  you  never  uncovered 
before,  and  which  may,  if  developed,  revolutionize  your 
life.  One  of  the  fatal  dangers  of  remaining  a  long 
time  in  one  position,  as  a  clerk,  for  example,  is  that 
habit  tends  to  make  slaves  of  us.  What  we  did  yester- 
day we  are  more  likely  to  do  to-day ;  and  if  we  do  it 
to-day,  it  is  .still  more  cei'tain  that  we  will  do  it  to- 
morrow; and,  after  a  while,  using  the  same  faculties 
in  a  di'y  routine,  the  other,  unused  faculties  begin  to 
wane,  grow  weaker,  atrophy,  until  to  think  that  what 
we  are  doing  is  the  only  thing  we  can  do.  What  we 
use  becomes  stronger;  what  we  do  not  use  weaker: 
and  we  are  likely  to  deceive  ourselves  in  underrating 
the  ])owers  we  really  pos.sess.  Low  aim  is  crime  be- 
cause it  pulls  down  every  other  quality  to  its  level. 
Low  aim  destroys  the  executive  ability.  The  faculties 
and  the  entire  man  follow  the  aim.  We  must  climb, 
or  we  must  go  down.  Tlun-e  is  no  such  tlrug  as  cling- 
ing forever  upon  one  rung  of  Life's  great  ladder." 

The  Salesman  a  Target. — There  is  so  much  advice 
written  for  the  benefit  of  the  salesman,  so  many 
"rules"  and  "dont's"  tlu'usi  at  liim,  so  many  con- 
fidential experiences  elaborated  for  him  that  he  i-an 
hardly  open  a  magazine  or  trade  papei'  that  does  not 
thrust  at  him  what  purports  to  be  the  only  sure  guides 
to  earn  ten  thousand  dollars  i)er  year  and  attain  other 
successes.  The  salesman  nuist  wonder  at  tinges  if  these 
advisers  and  writers  are  all  earning  the  fabulous  sums 
that  they  say  are  possible,  or  if  they  are  the  phenom- 
enal successes  that  they  say  tiieir  readers  can  be. 

"What  am  1  to  do?"  inquired  one  salesman  when 
a  wouum  comes  in  here  to  buy  a  .sideboard.  The  one 
she  selects  1  can  give  her  for  $2f).00,  but  she  says  she 
can  get  i1  elsewhere  for  !t!22..^)0.  1  know  she  is  mis- 
taken, hut  how  am  1  to  tell  her?  "Well."  said  one 
listener,  "have  you  a  .^22. 50  sideboard  as  good  as  the 
one  she  could  buy?"  "No,"  was  the  I'eply.  "T  have  a 
better  one  at  .^21.00. "  "And  j'ou  didn't  trot  out  its 
arguments?"    lie  admitted  that  he  didn't.  "That's 
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the  answer,"  confidentially  asserted  the  adviser,  who 
told  of  a  merchant  that  opened  up  with  high  grade 
merchandise,  and  was  unsuccessful  in  his  particular 
locality,  because  of  his  prices  being  too  high,  or  more 
correctly,  appearing  to  be  too  high.  When  he  made 
this  discovery  he  stocked  also  the  cheaper  lines,  to  cor- 
respond with  what  his  competitor  handled,  and  having 
both  lines  on  the  floor,  had  actual  comparison  to  sub- 
stantiate his  claims  for  the  quality  of  the  better  goods, 
with  the  result  that  he  sold  more  of  these  and  sold 
them  more  easily. 


A  founder  of  Cinnaminson,  in  his  daily  tour  of  the 
plant,  noticed  an  apprentice  wlio  was  hammering  in  a 


rather  listless  manner.  The  founder,  Hushing  angrily, 
went  to  the  lad,  took  the  hammer  from  liim.  and  said : 
"Son,  when  I  see  a  man  hold  his  hammer  by  the  end 
of  the  handle  like  this  and  strike  good,  hard,  quick 
blows,  like  this" — bang,  bang,  bang! — "why  I  pay  that 
man  $16  a  week.  But  when  a  man  holds  his  hammer 
by  the  middle  of  the  handle,  like  this,  and  strikes  as 
if  he  was  tapping  an  egg,  like  thi.s — why,  I  only  pay 
him  $7  a  week;  and  he's  the  first  to  go  when  we  get 
slack."  The  founder  returned  the  hammer  and  looked 
at  the  boy  sternly  to  see  if  his  lesson  had  gone  home. 
"Thank  you,  sir,"  was  the  mild  reply.  "And  where 
ought  I  to  hold  it,  and  how  ought  1  to  strike  for  my 
.$2  a  week?" 
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For  Metal  Beds 


Why  Accept  Casters 

when  you  can  have  your  metal  beds  and  furniture  equipped  with  the 

Onward"  Sliding  Furniture  Shoe? 

When  placing  your  orders  tor  metal  beds  and  furniture  with 
the  manufacturer,  see  that  you  get  the  "  Shoe  "  in  place  of 
that  old  style  caster.  Every  furniture  dealer  should  handle 
them.  They  are  made  with  Glass  Base  and  Mott  Metal 
Base  in  all  sizes  and  styles.  Write  for  our  free  circular  and 
discounts. 

Manufactured  only  by 

Onward    Manufacturing  Company 

Factories:  BERLIN,  ONT..  MEN  ASH  A.  WIS. 


There  are  Just  Two  Kinds  of  Ru^  Display  Racks 


S.  Sandford  &  Sons*  loo-Arm  Moncrief  Rack  installed  in  their  salerroom.  132  Fifth 
Avenue.  New  York.    This  Rnck  is  fastened  to  the  steel  eye  beams,  and  the 
arms  are  spaced      inches  apart.    Notice  how  it  is  placed. 


The 

Moncrief 


AND  ALL  THE  BEST 

I^roof  •  Among'  tlie  recent  purchasers  of  tlie 
  Moncrief  Rug  Rack  are  : 

Alexander  Smith  <&  Sons  Carpet  Co., 

San  Francisco  Office. 
Hard  wick  &  Mag-ee  Co.,  Boston  Office. 
Bigelow  Carpet  Co.,  Boston  Office. 
S.  Sandford  &  Sons,  New  York  and  Boston 

Offices. 

Roxbury  Carpet  Co.,  San  Francisco  Offices. 
Gimmel  Bros.,  New  York,  Linoleum  Rack. 


WHY 


did  these  Great  Manufacturing 
Concerns  decid"  to  use  the 
MONCRIEF  RACK? 


It  is  your  duty,  Mr.  Buyer,  to  investigate  Why, 
and  send  for  our  New  Catalogue. 


MONCRIEF  MFG.  CO. 


CENTRAL  FALLS, 


R.  L,  U.S.A. 
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WORTH  Thinking 
Over.  —  Last 
spring  a  certain 
dealer  was  impressed  with 
the  fact  that  among  his 
customers  the  most  oppor- 
tune time  for  selling  floor 
coverings  was  when  they 
were  preparing  to  move. 
Having   satisfied  himself 

that  such  was  the  case  he  arranged  with  the  owner 
of  a  moving  van  to  get  the  names  of  all  persons  who 
ordered  a  van,  or  enquired  for  prices.  Wherever  pos- 
sible this  information  was  supplemented  by  dates  and 
new  addresses.  The  furniture  dealer  would  then,  upon 
receipt  of  word  that  Mrs.  Smith  had  decided  to  move 
to  Edward  Street  the  end  of  the  month,  send  his  sales- 
man to  call  and  explain  to  Mrs.  Smith  the  advisability 
of  buying  new  carpets  for  some  of  the  rooms  at  least, 
and  perhaps  some  linoleum  for  the  kitchen.  The  en- 
terprise shown  impressed  the  citizens  of  that  town  and 
numerous  sales  resulted.  In  some  cases,  according  to 
this  retailer,  where  carpets  were  not  sold,  he  got  an 
order  for  pictures,  blinds  and  curtains,  but  often  he 
made  a  sale  of  these  in  addition  to  the  carpets  and 
rugs. 

Japanes3  Matting  Situation. — From  the  translation 
of  an  article  appearing  in  the  "Matting  Reporter,"  an 
authoritative  trade  paper  issued  from  Kobe,  Japan,  it 
will  be  seen  how  scarce  Jaj^anese  matting  is  and  the 
tendency  in  market  prices  of  that  matei'ial.  The  trans- 
lation of  the  article  is  as  follows: — ^" After  a  violent 
advance  in  the  matting  market  as  we  reported  in  our 
recent  issue,  there  are  now  no  goods  to  be  gotten  either 
in  provinces  or  in  Kobe  market.  The  farmers,  getting 
actually  busy  with  their  farming  works,  have  quit  the 
matting  weaving,  which  accounts  for  a  further  ad- 
vance in  the  cost  of  goods  in  the  provinces.  The  de- 
livery of  the  contract  orders  has  been  suffered  to  a 
great  degree,  and  up  to  date  the  makers  have  just 
about  completed  60  to  70  per  cent,  of  their  contracts, 
and  the  prospects  are  very  dark  whether  the  balance 
rould  be  filled — even  if  giving  them  an  extension  of 
time  up  to  the  Spring.  The  exporters,  therefore,  who 
first  absolutely  refused  to  yield,  now  regarding  their 
responsibility  toward  tlieir  American  customers,  have 
been  coiripelled  to  agree  to  an  advance  of  20  to  30 
st-n  per  I'oll,  regardless  of  their  own  loss.  Even  at  tins 
a<lvan(!ed  i^rice,  unless  the  open  market  goods  show 
some  inclination  of  declining  in  price,  the  delivery  is 
still  out  of  hopes,  for  the  price  of  open  market  is  almost 
;is  high  as  tliat  of  the  contract  goods.  It  may  appear 
rathei-  unjust  to  some  of  the  exporters,  who,  we  under- 
stand, have  large  orders  of  open  market  goods  still 
unfilled;  but  under  the  circumstances  we  appeal  to 
theiri  all  to  abandon  their  buying  of  the  open  market 
goods  and  to  encourage  the  makers  to  go  ahead  with 
their  contract  goods.  This  is  the  last  hope  which  is 
left  for  the  'near'  fulfillinont  of  the  matting  orders  of 
this  season." 

Retailer's  Complaint.— After  explaining  to  a  re- 
presentative of  (Canadian  Furniture  World  how  his 
carpet  and  rug  business  had  increased  in  recent  years 
to  become  one  of  the  most  profitable  departments  of 


his  business,  a  furniture 
retailer  registered  a  com- 
plaint against  carpet 
manufacturers  and  rug 
importers.  His  conten- 
tion was  that  the  ordinary 
salesman  had  no  way  of 
keeping  posted  on  the 
"talking  points"  of  i-ai'- 
pets  and  rugs  as  lie  had 
in  other  lines,  and  he  evidently  felt  justified  in  placing 
the  entire  blame  on  the  manufacturers  and  distribu- 
tors. "Could  you  give  a  definite  example  of  what  you 
have  in  mind?"  asked  the  scribe.  "(!ertainly, " 
answered  the  retailer.  "My  chief  clerk  is  an  up-to- 
date  salesman.  In  selling  an  ujjholstered  chair  or  a 
buffet  the  customers  woidd  almost  think  my  man  had 
manufactured  the  article,  because  iu'  knows  and  ex- 
plains the  process  from  the  saw-mill  to  the  unpacking 
of  the  finished  article  in  this  very  store.  He  accom- 
plished this  by  visiting  the  factories  and  reading  the 
trade  papers.  But  when  it  comes  to  carpets  or  Oriental 
rugs,  about  all  he  knows  is  that  the  article  being 
looked  at  is  brown  and  the  price  is  ^23.50.  Now,  I  do 
not  hesitate  to  say  the  manufacture!'  should  send  out 
literature  that  would  educate  tlie  clerks.  Let  them 
give  detailed  descriptions  of  their  ditt'erent  gi-ades  of 
goods  in  their  advertising  space  in  the  trade  papers,  so 
that  when  a  customer  is  looking  at  a  piece  of  carpet 
marked  at  $1.00,  a  salesman  can  intelligently  explain 
that  another  piece  at  .$2.25  is  bettei-  value  for  the 
money.  I  feel  sure  that  clerks  generally  are  not  nearly 
so  well  informed  on  carpets,  rugs,  linoleums  and  oil- 
cloths as  they  are  on  furniture,  and  that  in  my  opinion 
accounts  for  so  many  retailers  failing  to  make  the 
profit  they  should  from  their  carpet  department." 

Detecting  Fakes. — A  distingu  shed  Armenian,  in 
warning  buyers  along  different  lines,  advises  them 
never  to  buy  carpets  or  rugs  in  a  dark  room,  and  is 
reported  to  have  added  in  this  connection: — "An  in- 
fallible way  to  detect  the  fake  rug  is  to  hold  it  to  the 
light,  and  then  you  will  see  the  sunlight  showing 
through  the  strands.  That  is  because  the  acid  that  has 
been  used  to  give  it  brilliant  color  and  a  fake  gloss  has 
eaten  off  the  nap.  A  real  Oriental  never  lets  the  light 
show  through  unless  it  is  worn  out  completely. 

"The  counterfeiter  of  Oriental  rugs  uses  acid  to 
make  his  colors,  quickly  and  cheaply.  The  acid  easily 
can  be  detected  by  moistening  the  hand  and  rubbing 
it  on  the  rug  vigorously.  A  smell  of  the  nuiterial  will 
then  reveal  a  strong  acid  savor.  That  shows  it  to  be 
a  fake.    The  real  Oriental  never  gives  oft'  that  odor." 


.Mr.  C.  S.  Coiyell,  of  the  Adams  Furniture  (Jo.,  To- 
ronto, has  been  elected  one  of  the  tliree  ex-officio  mem- 
bers of  the  Furniture  Branch  of  the  council  of  the  To- 
ronto Board  of  Trade. 


U.  S.  BED  MAKERS  MEET. 

The  National  Association  of  Spring  and  Metal  l^ed 
Manufacturers,  held  a  largely  attended  meeting  at 
New  Orleans  in  December.  Among  the  discussions 
was  a  debate  on  the  question,  "Would  a  General  con- 
solidation in  the  bed  industry  be  advisable?" 
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PRODUCING  PICTURE 
I'RAME  PROI'ITS. 

By  W.  A.  Stainaman,  in  Book- 
seller and  Stationer. 
^HY.  .Mr.  Siuitli. 
'Oil  clini'j^'ed  me 
only  seventy- 
five  eeiit.s  ior  tlie  same 
Frame  last  week."  or 
''How  is  it  you  charged 

Mrs.  Brown  only  ninety  cejits  tor  this  frame  and  want 
to  make  me  pay  one  dollar  for  the  same  frame  on  the 
same  pieture?'"  These  questions  are  often  put  to  the 
picture  framer  wiio  finds  the  price  of  his  frames  by 
laboriously  ascertaining  the  number  of  feet  in  a  frame, 
multiplying  by  the  price  per-  foot  and  adding  cost  oi' 
glass  and  back.  When  a  (iealer  gets  sucli  a  customer 
who  does  not  know  what  he  wants,  antl  who  handles 
over  and  prices  every  sample,  much  valuable  time  is 
lost  by  this  slow  way  of  finding  the  price. 

1  cut  all  my  samples  six  inches  long  and  on  the 
back  of  each  jiaste  a  label  like  this: 


In  the  lii-st  space  1  put  the  nunibi'i-  of  the  moulding, 
m  tin  next  l)lauk  flic  cost  and  selling  price  of  the 
iniiulding  per  foot,  so  that  you  have  the  price  to  figure 


By  Matthews  Bros..  Limited.  Toronto 

lor  odd  size  frames  oi'  tor  selling  moulding  alone. 
I'nder  the  word  "ra(d\"  I  |»ut  the  numbei-  of  the  rack 
on  which  the  moulding  is  kept.  Having  over  two  hun- 
dred styles  of  moulding  in  stock  I  find  this  necessary. 
A  mei-chant  can-ying  a  small  stock  could  do  away  with 
this  s|)ace.  I'nder  the  different  sizes  T  put  the  price  of 
the  frame  made  up  com])lete  with  glass  and  back. 
When  (pjoting  i)riccs  1  ahvays  gi\'e  the  price  for  the 
size  of  glass  required.  For  example:  .\  frame  12  x  17 
I  would  quote  at  the  14  n  17  price.  The  sizes  given 
are  the  standard  sizes,  and  with  these  marked  there  is 
very  little  need  for  tigui-ing  the  price,  except  for  very 
odd  sizes.  If  a  dealer  has  a  large  stock  it  is  quite  a 
task  to  figure  the  prices  for  the  first  marking,  but  after 
that  is  done,  each  new  moulding  is  marked  as  received. 
The  saving  of  time  in  one  busy  day  will  repay  you  for 
the  trouble,  besides  giving  the  advantage  of  always 
quoting  the  same  price.    When  the  frame  requires  no 


glass,  deduct  the  glass 
price  from  the  amount. 
If  there  is  a  mat  or  any 
extras,  add  this  to  the 
price  marked.  After  six 
years'  use  of  this  sy.steiii 
1  have  found  it  to  work 
out  most  satisfactorily. 

.\()  matter  whether  your 
framing  department  is  run 
as  a  side  line  or  as  the  main  business,  there  should  be 
system  in  all  its  branches.  In  the  store,  care  should 
be  taken  in  buying.  Rather  be  out  of  stock  than  carry 
a  lot  of  dead  stock,  it  is  better  to  buy  half  a  dozen 
at  a  time  of  a  subject  and  re-order  when  sold,  than  to 
buy  a  half  gross  and  have  a  lot  left  unsold.  Dead  stock 
means  "Dead  Dollars,"  and  the  more  poor  sellers  you 
have  on  hand  the  nearer  you  ai-e  to  the  financial  grave- 
yard. If  you  find  that  a  picture  is  not  going  to  sell 
it  is  better  to  sacrifice  at  cost  than  to  have  it  hanging 
on  the  Avails  for  years  taking  up  space  that  might  be 
used  for  more  profitable  goods. 

In  the  stockroom  many  dollars  are  lost  through  a 
lack  of  system.  All  moulding  should  be  kept  on  se- 
l)arate  racks  as  much  as  possible.  Never  put  two 
mouldings  of  the  same  width  on  the  same  rack,  as  this 
causes  confusion  when  making  the  frames,  and  you 
are  apt  to  run  short  of  one  kind  without  knowing  it. 
As  much  as  i)ossible  the  moulding  should    he  kept 


By  Phillips  Mtg. 


Ltd, .  TiToni.' 


wrapped  up  until  used,  as  dust  is  the  framer "s  worst 
enemy.  Keep  all  pieces  on  the  rack  with  the  rest  of 
the  stock,  and  use  them  up  at  the  first  opportunity. 
Some  dealers  throw  their  pieces  in  a  pile,  intending  to 
make  them  up  into  regular  sized  frames  in  the  slack 
time.  When  this  comes  the  pieces  are  dirty  and 
scratched,  and  a  few  dollars'  worth  of  scraps  are  used 
to  kindle  the  hrc.  There  is  no  need  for  such  waste  as 
short  pieces  can  be  made  up  into  postcard  frames  and 
sold  at  ten  or  fifteen  cents.  During  the  "slack  time" 
the  dealer  can  improve  his  time  by  framing  up  pictures 
for  the  busy  season.  If  they  are  carefully  wrapped  up 
and  put  away  they  will  be  as  fresh  as  new  stock  from 
the  wholesaler  and  far  more  profitable,  as  there  is  no 
freight,  packing  or  middle  man's  profits  added  on. 
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MANY  and  varied 
are  the  argu- 
ments that  the 
man  who  is  selling  adver- 
tising space  meets  with. 
It  matters  not  whether  he 
is  selling  spaee  in  the 
country  newspaper,  1  he 
metropolitan  daily,  or  the 
most      successful  track- 

paper  ever  published,  lie  is  constantly  meeting  with 
such  remarks  as,  "I  don't  believe  in  advertising,"  "1 
don't  need  to  advertise,  everybody  knows  iiu  . "  or 
"Why  should  1  advertise"?  1  luive  moi-e  business  now 
than  1  can  attend  to." 

A  well  known  manufacturer,  whose  annual  ex- 
penditure for  advertising  runs  into  large  sums  of 
iiumey,  i-ecently  said  that  even  though  he  was  con- 
tinually refusing  orders,  he  would  not  think  of  dis- 
continuing his  advertising.  "I  believe  not  only  in 
creating  a  waiting  list,"  said  he,  "but  in  letting  the 
people  know  that  you  are  still  on  earth." 

A  furniture  manufacturer,  a  few  days  ago,  ex- 
pressed a  decision  to  commence  advertising,  though  his 
factory,  running  to  full  capacity,  could  take  on  no 
more  ordei-s  for  immediate  delivery,  "nor  do  I  pro- 
pose to  add  to  my  capacity,"  said  he.  "But  I  will  be 
in  a  position  to  weed  out  the  slow  selling  lines,  I  will 
reduce  tht>  number  of  my  designs,  and  weed  out  the 
slow  customers.  By  making  fewer  lines  in  larger 
quantities,  I  can  give  my  customers  the  advantage  of 
specialization,  and  I  know  it  will  pay  me  to  have  a 
"waiting  list'  of  customers." 

There  ai"e  retailers  who  argue  that  "everybody 
knows  them."  It  would  surprise  some  of  these  to 
leai-n  how  large  a  proportion  of  the  people  in  their 
own  town  or  community  do  not  know  them.  There 
are  always  new  people  coming  into  a  community,  and 
the  merchants  they  most  quickly  become  acquainted 
with  are  the  merchants  that  advertise.  The  greatest 
objectors  to  tiie  competition  of  mail  order  houses  are 
usually  non-advertisers.  They  have  not  realized  that 
people  around  them,  who  should  be  their  customers, 
are  attracted  by  the  departmental  store  in  the  distant 
city,  beause  of  that  departmental  store's  advert'sing. 
The  local  merchant  need  not  think  that  the  people  in 
his  vicinity  have  stored  up  in  their  minds  a  catalogue 
of  what  he  carries  in  stock.  When  one  of  his  custom- 
ers gets  interested  in  a  line  Ix'ing  atlvertised  by  the 
mail  order  house,  and  because  of  the  clear,  concise,  de- 
scriptive manner  in  which  the  line  is  advertised,  a  de- 
sire for  ownership  is  created.  That  person  happen- 
ing to  want  just  such  an  easy  chair,  couch,  buffel,  di' 
whatever  the  article  happens  to  be,  gets  into  his  <  i- 
her  head,  "that's  the  very  thing  I  want,  and  I'm  g jing 
to  send  for  it  right  oft"."  Why  couldn't  the  local  mer- 
chant influence  that  person  in  the  same  way .'  As  a 
matter  of  fact  local  merchants  are  doing  it,  though 
there  are  some  more  who  are  not.  These  local  mer- 
chants who  are  successful  advertisers  are  more,  how- 
ever. They  are  believers  iji  service;  that  is,  the  ad- 
vertising must  be  backed  up  by  the  goods,  by  the 
display  or  arrangement  in  the  store  or  window,  l)y 
courtous  treatment,  by  prompt  delivery  and  a  general 


disposition  to  make  the 
customer  feel  at  home  and 
satisfied.  It  takes  such  a 
little  thing  to  drive  a  cus- 
tomer away,  and  it  takes 
so  much  planning,  think- 
iui;-  ;ind  scheming  to  at- 
tract customers  and  to 
keep  them. 

No  one  who  has  come 
into  contact  with  mei'chants,  I'et  ail  or  wholesale,  can  help 
hut  realize  that  there  are  non  advertisers  who  would 
be  ;i(j\-ertisers  if  they  were  not  so  afi'aid  of  the  task 
of  writing  the  advertisement.  What  to  put  in  the 
advertisement  is  a  wall  that  many  I'etail  merchants 
think  they  cannot  scale,  and  urifoi  tuniitely  tiieir  local 
publishers  ;ire  not  all  the  lielp  they  could  and 
should  be. 

Ha\iiig  decided  to  advertise  in  his  local  paper,  the 
retailei-  should  just  keep  in  mind  that  he  cannot  ad- 
vertise everything  in  the  store  in  one  issue,  any  more 
than  he  would  show  the  whole  stock  in  the  window. 
Suppose  lie  displays  a  new  bedroom  suite  in  the  win- 
dow. Some  people  will  see  it  as  they  pass.  Some 
more  j)eople,  if  directed  to  the  window  by  a  news- 
paper announcement  will  go  purposely  to  see  the 
suite.  Again  more  people  who  cannot  come  to  see 
it  and  would  otherwise  know  nothing  about  it,  would 
be  interested  in  an  advertisement  illustrating  and  de- 
sci-ibing  the  particular  goods  in  question.  This  is 
where  so  many  retailers  "fall  down."  They  think 
from  their  own  viewpoint,  instead  of  from  the  cus- 
tomer's side  of  the  desk.  They  talk  in  trade  terms, 
instead  of  in  language  that  the  prospective  buyer 
would  think  in.  Why  not  talk  in  the  advertisement 
in  the  same  language  as  would  be  used  in  direct  con- 
versation with  the  customer.  Put  it  down  on  paper 
anyway,  then  trim  it  down  and  cut  out  the  superflu- 
ous words.  If  a  customer  came  in  you  wouldn't  say, 
"Just  arrived,  a  carload  of  furniture,"  or  "W'e  have 
the  most  complete  assortment,"  oi'  any  one  of  the 
dozens  of  stereotyped  phrases  that  one  sees  in  adver- 
tisements. There  are  Toronto,  Montreal,  Winnipeg 
and  Vancouver  merchants,  who  subscribe  tor  New 
York  daily  papers  in  order  to  see  what  the  advertisers 
are  saying,  and  how  they  say  it.  In  the  same  way 
the  merchant  in  the  country  town  who  reads  daily 
paj)ers,  oftentimes  sees  advertisenu'nts  or  paits  thereof 
that. he  can  adopt.  If  he  will  glance  over  the  advertis- 
ing of  Eaton's,  Simpson's,  Murray-Kay's,  or  any  other 
large  advertiser,  he  will  not  see  them  taking  valuable 
space  to  tell  people  how  old  they  are,  how  big  they  are, 
etc.,  but  they  do  tell  about  the  goods.  Of  course  they 
advertise  a  variety  of  lines  at  once,  because  the  size 
of  their  field  permits  it.  The  retailer  in  the  small  town 
will  find  it  more  profitable  to  advertise  individual 
lines,  except  at  certain  seasons,  when  he  may  find  it 
profitable  to  take  an  occasional  "spread."  Very  sel- 
dom in  retail  advertising  is  it  advisable  to  omit  the 
price. 


Messrs.  M.  Ryan  &  Son  have  opened  a  furniture 
store  in  the  old  Fullerton  stand  in  Newburgli,  Ont. 
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EXCLUSIVE  BEDDING  RETAILER. 

''We  do  not  guarantee  sleep,  but  we  encourage  it," 
read  a  card  in  the  very  attractive  Christmas  window 
of  the  Grove  Bedding-  Company,  at  396  Yonge  St.,  To- 
ronto. The  goods  displayed  appeared  to  confirm  the 
assertion,  for  they  looked  lioth  comfortable  and  sub- 
stantial. In  conversation  with  Mr.  E.  M.  Grove,  the 
proprietor  of  the  business,  he  stated  to  the  Ftirniture 


Mr.  E.  M.  Grove 


World  that  he  is  the  only  exclusive  retailer  of  beds 
and  bedding  in  Ontario.  This  business  was  com- 
menced the  first  of  August  last,  and  the  progress  made 
thus  far  has,  to  use  Mr.  Grove's  own  expression,  "cer- 
tainly justified  the  venture."'  Among  the  large  orders 
recently  filled  were  those  from  the  Westei-n  Hospital 
and  tlie  Young  Women's  Christian  Association. 


A  RECENT  FORMAL  OPENING. 

Thai  j)art  of  Prince  Ht.,  between  Inglis  and  For- 
i-ester  streets,  Truro,  N.S.,  looked  like  a  city,  when  the 
sidewalks  were  crowded  with  people,  and  Messrs. 
Vernon  &'  Co.'s  new  store  was  a  blaze  of  light.  The 
occasion  was  the  opening  of  one  of  the  largest  retail 
stores  in  the  town,  and  their  big  furniture  show  rooms 
were  crowded  from  eight  until  ten  o'clock,  while  a  most 
enjoyable  programme  of  music  was  given  by  The 
Truro's  Citizen's  Band. 

'i'hc  show  windows  of  this  new  store  are  well  worth 
seeing,  there  being  four  large  windows  and  two  small 
ones  at  the  side  of  the  entrance  downstairs,  and  five 
big  ])late  glass  windows  on  the  upper  floor.  These  win- 
dows were  dressed  to  represent  rooms  fully  furnished, 
one  as  a  dining  room,  one  as  a  mission  living  room, 
one  as  a  bed  room,  and  the  others  in  fancy  mahogany 
pieces  and  reed  goods.  The  rocking  horses  and  doll 
carriages,  also  in  the  windows,  were  a  great  attraction 
to  the  youngsters.  The  whole  main  floor,  about  sixty- 
two  by  seventy  feet,  is  one  immense  room,  and  was 
most  attra<;tively  set  out  with  high  class  furniture, 
the  effect  being  enhantred  by  handsome  table  lamps, 
terns  and  plants  in  pretty  jardiniers. 


AMONG  THE  RETAILERS. 

The  furniture,  undertaking,  hardware  and  imple- 
ment business  of  A.  C.  Beach  &  Co.,  Earl  Grey,  Sask.. 
has  been  bought  by  Alex.  Cruikshanks  and  Maynard 
McPhee,  both  young  men  of  that  place.  They  an- 
nounce their  debut  by  taking  a  large  advertising  space 
on  the  front  page  of  the  Earl  Grey  Coronet. 

A  despatch  from  Chesterville  says  that  Mr.  C.  A. 
McLean  has  sold  his  furniture  and  undertaking  busi- 
ness to  Mr.  Gilmour,  South  Indian. 

The  fine  new  furniture  store  of  Mr.  J.  C.  Beveridge. 
Main  St.,  Medicine  Hat,  was  formally  opened  in  De- 
cember. It  has  a  frontage  of  44  ft.,  with  a  depth  of 
130  ft.  The  store  is  two  storeys  high  and  has  a  spacious 
gallery  surrounding  tlie  ground  floor.  The  front  is 
of  Bedford  stone  and  plate  glass. 

Mr.  J.  F.  Wildman,  of  the  office  Specialty  Co.,  Ltd., 
was  recently  elected  one  of  the  three  ex-officio  members 
of  the  Furniture  and  Supplies  branch  of  the  council 
of  the  Toronto  Board  of  Trade. 


WHAT  NEXT? 

It  is  reported  tliat  Thos.  A.  Edison,  who  some  time 
ago  said  he  would  make  it  possible  to  build  a  concrete 
liouse  for  .$1,000,  has  declared  that  in  the  near  future 
he  would  put  on  the  market  concrete  furniture  so  that 
newly-weds,  instead  of  adorning  their  homes  on  the 
instalment  plan  with  .$750  worth  of  chairs,  tables,  etc.. 
can  invest  $200  and  rival  "palatial  residences"  with 
their  display. 


DENOUNCING  RECIPROCITY. 

No,  he  is  not  waving  to  a  departing  friend,  as 
those  who  know  "W.  J.  "Whyte  best  will  readily  appre- 
ciate. The  Furniture  World's  kodaker  caught  him  in 
his  familiar  attitude  denouncing  reciprocity  to  a  large 


and  enthusiastic  audience,  which  numbers  something 
less  than  five  thousand  people.  The  smallness  of  the 
photo  prevented  the  audience  being  included. 
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AN  EASTERN  TOWN  OF  IMPORTANCE. 

The  way  in  which  the  mauufacturers  of  Victoriaville,  (^ue., 
have  co-operated  in  furthering  their  interests  and  in  giving  the 
trade  better  service  has  resulted  in  Victoriaville  becoming 
widely  known  as  a  carload  point. 

Situated  on  the  Grand  Trunk  Railway,  one  hundred  miles 
south-east  of  Montreal,  and  only  sixty-five  miles  from  Quebec 
Citj'  and  Levis,  the  town  affords  good  shijiping  facilities  for  the 
five  furniture  factories  located  there.  The  possibility  of  mak- 
ing up  a  carload  shipment  when  buying  from  the  A'ictoriaville 
firms  is  a  decided  advantage  to  a  large  retailer,  in  whatever 
part  of  this  country  his  store  is  located,  and  on  the  other  hand 
this  feature  does  not  detract  from  the  attention  given  to  a 
small  order  from  a  small  dealer. 

With  the  enterprise  of  Mr.  J.  B.  Alain  behind  the  Victoria- 
ville Furniture  Co.,  Ltd.,  it  is  not  surprising  that  "Victoria- 
ville Furniture ' '  is  proving  a  good  seller  and  profitable  to 
those  handling  that  line.  The  direction  of  a  factory,  with  au 
output  the  size  of  this  one,  requires  close  attention,  which  it 
receives  from  Mr.  Alain,  although  he  is  also  active  in  other 
important  affairs  in  the  community. 

One  evidence  of  Victoriaville  progress  was  the  establish- 
ment of  the  Canadian  Rattan  Chair  Co.,  Ltd.,  there  last  fall. 
This  firm  has  gained  considerable  headway  through  being  in 
the  hands  of  experienced  men,  and  the  volume  of  business  done 
up  to  the  end  of  last  year  augurs  a  bri<,ht  future  for  them. 

Prominent  among  the  shipments  of  furniture  leaving  for 
both  the  East  and  West,  are  Victoriaville  chairs,  ))roducts  of 
the  Victoriaville  Chair  Manufacturing  Company,  the  president 
of  which  is  Mr.  Paul  Tourigny,  M.P.P.  The  details  of  manage- 
ment are  in  the  hands  of  Mr.  L.  H.  Couillard,  manager  of  the 
company,  and  Mr.  P.  H.  Walsh,  secretary-treasurer. 

The  importance  of  Victoriaville  as  a  furniture  centre  is 
increased  through  having  there  the  Standard  Bedstead  Co., 
Ltd.,  who  are  fortunate  in  liaving  the  services  of  Mr.  W.  II. 
Cornell  as  manager,  and  also  the  Canada  Mattress  Manufac 
turing  Company,  whose  business  conuection,  under  the  ilirec- 
tion  of  Mr.  Bcaudet,  is  steadily  increasing. 


OPTIMISTIC. 

"I  cannot  see  even  a  cloud  on  the  horizon,"  .said  Mr.  W.  I. 
(Jrombie,  Toronto,  and  Western  Ontario  re[)resentative  of  the 
Alaska  Feather  and  Down  Co.,  Ltd.,  in  talking  of  the  business 
outlook  in  beds  and  bedding  for  1912.  The  expression  illus- 
trates well  Mr.  Crombie's  optimism. 


GOT  THERE,  JUST  THE  SAME. 

"Tarbox  Bros.,  Ontario,  Canada,"  was  the  somewhat  terse 
address  used  to  direct  an  order  for  one  dozen  sham  holders  for 
metal  beds,  and  one  dozen  for  wood  beds,  to  that  firm.  The 
postal  authorities,  however,  saw  to  it  that  the  letter  was  de- 
livered to  the  projier  address.  "Possibly  this  order,  coming 
h-om  the  source  it  did,  is  the  result  of  a  satisfied  customer," 
suggested  the  Furniture  World  rejin-sontati ve.  "That  seems 
the  most  likely  explanation,"  replied  Mr.  Tarbox,  adding, 
"satisfied  cnsl-oiiicrs  arc  the  best  .•id\crtisciiients  ii  firm  can 
have. 


The  acc,on]|ja]iyih-  1 1 1  iisl  ra  tinri  shows  Mie  Tarbox  sham 
liohlcr  fitted  on  both  an  iron  aiKi  a  wood  bed.  One  of  the 
features  of  this  holder  is  that  it  does  not  fasten  on  a  finished 
surface,  hut  is  attached  below  the  mattress  out  of  sight.  Mr. 
Tarbox,  who  has  just  taken  stock,  states  that  the  volume  of 
liusiness  done  in  1911  is  oxer  I'li  per  cent,  more  than  that  of  the 
previous  year. 


GOLD  MEDAL  LINES. 

The  Gold  Medal  Furniture  Co.  luive  resumed  manufactur- 
ing after  making  necessary  repairs  to  machinery  and  getting 
everything  in  shape  for  the  Xew  ^'ear.  They  rejiort  a  most 
successful  year's  business,  and  the  biggest  output  in  the  his- 
tory of  the  Company.  The  travellers  are  out  again,  eijuipped 
with  a  full  line  of  goods  calculated  to  meet  the  demand  for 
fine  grade  upholstered  furniture.  This  does  not  mean  that 
the  medium  grades  are  neglected,  as  their  range  is  large  enough 
to  satisfy  the  most  (>xacting  buyer.  The  management  is  de- 
termined that  everything  that  is  shijiped  out  of  their  factory, 
shall  be  of  the  highest  possible  construction  and  finish  con- 
sistent with  the  price  charged  for  them. 

A  feature  of  this  firm's  business  is  the  large  and  important 
range  of  upholstering  fabrics.  The  new  lines  of  furniture 
coverings  now  being  ])ut  into  stock  cover  a  large  variety  of 
styles,  and  include  th(!  newest  colorings  from  the  largest  manu- 
facturers in  Europe.  Everything  that  an  upholsterer  re(iuires 
is  to  be  found  in  this  immense  stock.  The  firm  re])ort  a  steady 
increase  in  the  demand  for  Hercules  Bed  Springs  and  Gold 
Medal  Mattresses,  which  are  manufactured  in  all  three  fac- 
tories at  Toronto,  Montreal  and  Winnipeg. 

DISPLAY  RACKS. 

"Piling  rugs  on  platforms  is  not  a  very  satisfactory  way 
of  showing  them  and  besides,  Iook  at  the  work  it  entails  in 
handling,"  remarked  a  retailer.  "Which  means,"  replied  a 
second  dealer,  "that  a  rug  rack  is  the  only  alternative."  The 
i|Uestion  of  how  to  display  lu-s,  liiiolcuir.s  and  oilcloths  to  the 
best  advantage  is  freipiently  ijscu.-seii,  and  it  seems  generallv 
agreed  that  where  it  is  |iossible  the  installation  of  a  display 
rack  is  advantageous.  The  Monciicf  Manufacturing  Company, 
of  Central  Palls,  1^.1,,  T.S.A.,  whose  illustrated  announcement 
ajipears  (']sc-\vhcr<'  in  this  issue,  state  that  the  object  of  a  rack 
is  not  merely  to  get  the  rn^s  off  the  floor,  hut  that  cxci  v  pre- 
caution should  be  taken  to  jirotect  the  ,i.o()ils  from  damage  in 
showing  them.  Another  adxantage  is  that  the  salesman  con- 
ducting the  sale  does  not  re(|uire  the  ser\-ices  of  a  clei'k  to 
assist  in  showing  the  goods,  l)ecause  each  rug  in  turn  mnv  be 
easily  moved  to  display  the  one  hanging  next. 


H)  tin-  Orillia  Kiirniliirc  Co..  I.imitcil 
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Start  the  New  Vear  Ri^ht! 

Resolve  to  buy  your  Coffins,  Caskets,  Casket  Hard- 
ware, Robes,  Linings  and  Embalmer's  Supplies. 

FROM 

The  Globe  Casket  Co. 

London,         -         -  Canada 

and  you  will  have  splendid  service  during  1912. 


We  extend  to  all  our  customers  and 
friends  best  wishes  for  the  New  Year. 

The  Globe  Casket  Co.,  London,  Can. 


EVERYTHING  tTk  UNDERTAKER 

FOR   IMMEDIATE  SHIPMENT 


From  the  cheapest  Coffin  to  the  highest  grade  Casket. 
Dry  Goods,  Hardware,  Fluids,  Instruments,  every- 
thing in  fact — that  the  progressive  Funeral  Director 
and  Embalmer  requires  in  the  conduct  of  his  business. 


THE  D.  W.  THOMPSON  COMPANY,  Limited 

Teranlay,  Buchanan  and  Hayter  Streets 
Head  Office,    54   HAYTER  STREET 

F.  L.  COLES,  Manager  TORONTO,  CANADA 


Undertakers'  Department 


AN  Injustice. — A  (luestioii  tliat  uieaus  a  good  deal 
to  undertakers  is  the  reiiivineration  they  fre- 
quently do  not  receive  loi-  services  when  a 
eoroner  orders  them  to  take  (tharge  of  a  body,  of 
wliicli  a  post  iiiorteiii  examination  is  to  be  made. 
Ill  s})eaking  on  this  subject  at  the  last  convention  of 
the  Canadian  Embaliiiers'  Association,  ex-president 
(ireonwood  said. — "1  think  the  question  referred  to 
is  hearing  on  the  matter  of  Post  Mortems,  where  a 
( 'oroner  orders  us  to  take  charge  of  a  body  and  after- 
wards orders  a  post  mortem  examination.  We  all 
kuoAv  that  as  the  law  stands  at  present  there  is  no 
|)ntvisi()n  made  whereby  we  can  collect  any  money, 
unless  we  can  collect  from  those  who  own  the  body  or 
friends  of  the  deceased.  The  question  I  want  placed 
before  this  i-onventiou  for  discussion  is  whether  we 
i-aniiot  bring  pressure  to  bear  on  Municipal  or  other 
authorities,  whereby  the  work  of  the  undertake!-  can 
lie  charged  against  the  municipality  by  the  coroner, 
that  is,  it)  the  case  where  an  inquest  is  necessary,  and 
a  i)ost  mortem  examination  ordered  afterwards,  that 
the  coroner  issue  an  order  to  the  funeral  director  for 
the  use  of  his  moi-gue  for  the  post  mortem,  and  that 
it  be  charged  tt)  the  Municipality.  This  is  a  question 
that  means  a  good  deal  to  some  of  us.  In  many  cases 
it  occurs  three  or  four  tinu^s  a  year,  and  freqiu'ntly 
we  find  that  when  the  eoi-oner  issues  an  order  against 
the  Municipality,  they  will  not  recognize  it."  This 
matter  was  referred  to  the  new  executive,  and  every 
miMuber  of  the  profession  should  lend  any  assistance 
prissible  in  having  such  ;i  state  of  affairs  remedied. 

A  Kindred  Subject. —  An  important  point  in  the  col- 
lection of  undertakers'  charges  has  been  raised,  which 
presents  a  similar  dififi(!ulty  to  the  one  referred  to  in 
the  preceding  pai-agraph.  For  example,  it  occasionally 
liaj-pens  that  a  person  dies,  leaving,  say  $50  or  so  in  the 
l)ank,  and  there  is  no  person  to  assume  responsibility 
for  the  funeral.  Tn  such  cases  it  has  been  known  that 
often  the  undertakers  could  not  get  one  cent  of  re- 
muneration, as  the  $50  was  all  eaten  up  in  newspaper 
notices,  lawyers'  fees.  etc.  Of  course,  the  bank  mana- 
ger has  no  authority  to  hand  over  any  money  to  the 
imdertakei-  or  anyone  else  until  he  receives  the  proper 
authority,  so  that  the  remedy  appears  to  be  in  legisla- 
tion. lnst;inces  such  as  these  show  tlie  necessity  of 
the  \  arious  undertakers'  associations. 

Consumption.— Tn  England  in  the  year  1851,  the 
death  rat<'  from  consumption  was  247  per  100.000  of 


populatiou.  This  has  so  fai-  heen  icduced.  that  Hft.\' 
years  latei-  it  was  1.36  per  l(t(), ()()().  In  (rermany  during 
the  period  from  1877  to  ISiSI  the  death  rate  was  357.7 
per  100,000.  From  1897  to  1!)01  it  was  218.7,  and  in 
1902  it  had  dropjied  to  1!)0  i)er  100,000.  In  the  State 
of  New  York  the  I'ate  for  the  yeai-  1890  was  205  per 
10(1,000,  and  for  a  period  of  twenty-five  years  previous 
to  1909  the  percentage  of  all  deaths  was  11  per  cent., 
in  1909  10  per  cent,  and  last  year  9.5  per  cent.  Tuber- 
culosis is  still.  h()we\'er.  a  most  formidable  scourge. 
-More  people  die  from  it  than  Irom  any  other  disease. 
Each  yeai-  sees  it  desti'oy  1,995, 000  of  the  world's 
l)opulation.  In  the  I'nitcHl  States  the  yeai'ly  deaths 
amount  to  100,000.  This  means  :!.000  h  day,  or  two 
persons  in  (Mcm-v  minute.  In  Canada  it  is  estimated 
that  18,500  |)ei-sons  died  from  consunq)tion  each 
year.  Tn  Ontai'io  2,511  persons  died  from  the  disease 
in  the  year  190!),  and  1  in  every  18  deaths  is  charge- 
able thereto.  In  speaking  of  the  ravages  of  this  dis- 
ease, Dr.  J.  W.  S.  McCullough.  secr<>tary  Provincial 
Board  of  Health,  stated  that  the  former  o|)inion  res- 
pecting the  heredity  of  the  disease  is  IU)W  disproven. 
Tt  is  the  unanimous  opinion  of  physicians  that  the 
disease  is  communicable  from  the  si(d<  to  the  well, 
largely  by  nu-ans  of  the  e.X])ect()i'ation  of  the  careless 
consumptive.  -lust  as  we  ai-e  able  to  prevent  the 
spread  of  other  communicable  diseases  by  isolation  or 
segregation  of  the  ones  affected,  so  can  the  spread  of 
this  disease  lie  controlled. 


VETERAN  UNDERTAKER  PASSES  AWAY. 

In  the  death  ol'  .Mr.  .M.  .Morse,  of  Niagara  F'alls 
South,  Ont.,  there  passed  away  one  of  the  oldest  and 
best  known  undertakers  in  (^anada.  Deceased,  who 
Avas  eighty-two  years  of  age,  will  be  remenibei-ed  by 
many  of  the  oldei-  members  of  the  Canadian  End)alm- 
ers'  Association,  the  conventions  of  which  body  he 
formerly  took  a  great  interest  in.  Tie  was  among 
those  who  attended  tlit^  nu^eting  in  Toronto  in  1884, 
when  the  "TTndertakers"  Association  of  the  Province 
of  OTitario"  was  organized,  and  which  has  since  lie- 
come  the  "Canadian  Endialmers'  Association." 

Th(>  liusiness  establislied  l)y  the  late  Mr.  Morse  in 
1829,  has  been  for  some  tinu'  undei-  the  capable 
management  of  Mr.  (leorge  Morse,  graiulson  of  its 
founder,  who  was  a  very  active  man  until  the  time  of 
his  decease.  The  firm  style  is  M,  Morse  &  Son,  and 
I  he  prcMiiises  ad  join  the  battb^field  o|'  Tamdy's  Tjnne. 
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The  Semmens  &  Evel  Casket  Co.,  Ltd. 

Hamilton,  Ont.  -  -  -  Winnipeg,  Man. 


PERFECTION 

MEANS 

SUCCESS 


No.  979 

New  Square  state  Casket,  oval  cut  top, 
covered   with   fine   black  broadcloth, 
heavy  carved  corners,  with  or  without 
two  rows  satin  jewel  moulding. 

The  best  materials  that  can  be  procured  and 
the  best  workmanship  in  the  Dominion,  are 
what  make  our  Cloth  covered  and  Polished 
Solid  Oak  Caskets,  the  best  on  the  market. 

Open  every  hour  in  the  year. 
Telephone  and  mail  orders  given  SPECIAL  attention. 

Phone  ol7.  Write  for  illustrated  catalogue. 
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UNDERTAKERS'  ONTARIO  LEGISLATION. 
Get  Your  License. 

"Did  you  get  your  license  yet?"  This  is  the 
question  tliat  Ontario  undertakers  promptly  ask  each 
other  as  they  meet.  Dr.  jMcCullough,  Avho  is  the  chief 
health  officer  of  Ontario,  has  issued  a  large  number  of 
these  licenses  to  applicants  who  have  sent  the  neces- 
sary dollar,  but  there  are  some  who  have  not  yet 
frpplied  for  it. 

Undertakers  in  Ontario  should  bear  in  mind  that 
with  the  first  day  of  this  year  became  effective  an 
Order-in-Council  whereby  any  person  in  the  Province 
carrying  on  business  as  an  undertaker  should  procure 
a  license,  the  fee  being  $1.00.  Undertakers  Avho  have 
not  procured  this  license  should  apply  at  once  to  Dr. 
McCulloiigh  at  tlie  Parliament  Buildings,  Toronto. 

Tliis  license,  be  it  remembered,  has  nothing  to  do 
Avith  the  technical  qualifications  of  the  man;  it  is  not 
a  certificate  of  fitness,  nor  a  diploma,  but  is  the  pre- 
ventitivc  of  a  fine  of  $25.00. 

TTndertakers  shoiild  also  fasten  in  tiieir  memories 
or  post  up  in  conspicuous  places  Regulation  3  of  the 
Order-in-(,-ouncil  above  referred  to,  which  says. 

"Every  person  who,  as  an  Undertaker, 
conducts  or  directs  the  burial  of  any  human 
body,  shall  forthwith  notify  tlie  Secretary  of 
the  Provincial  Board  of  Health  of  such  burial 
upon  the  form  prescribed  by  the  Regulations 
of  the  Board." 
.V  copy  of  this  form  appeared  in  a  r-ecent  issue  of 
the  Canadian  Furniture  "World  and  the  T^ndertaker. 
Up  to  the  time  of  going  to  press  the  mueli  talked  of 
Examining  Board,   the  appointment   of    which  the 
Ontario  Government  has  delayed  for  some  months,  for 
reasons  best  knoAvn  to  itself,  has  not  been  named.  This 
it  will  be  remembered  was  to  consist  of  five  qualified 
undertakers.    The  appointment  of  a  secretary,  how- 
ever, seems  to  be  tlie  most  difficult  question.    This  posi- 
tion, it  is  understood,  Avill  carry  with  it  a  yearly  salary 
woi-th  while,  and  rumor  has  it  that  a  medical  doctor 
in  Toronto,  wlio  has  been  a  faithful  party  henchman, 
lias  been  recommended   for  the  appointment.  This 
rumor  .stirred  up  a  protest,  and  the  Executive  of  tlie 
Canadian  Embalmers'  Association  has  registered  an 
objection.    A  petition  signed  by  nearly  cA^ery  under- 
taker in  Toi-onto  is  also  said  to  have  been  the  result 
of  a  proposition  to  fill  the  Secretaryship  of  the  Em- 
I)a]ming  Board  with  a  medical  doctor,  those  in  the 
embalming  profession  contending  that  a  man  skilled 
in  their  own  work  should  occupy  the  position. 

^  Tt  is  understood,  however,  that  the  appointment 
will  soon  be  made,  probably  before  this  reaches  the 
hands  of  its  readers. 

In  the  meantime,  Secretary  Van  Camp  is  being  in- 
undated with  letters  from  undertakers  in  all  parts  of 
the  Province,  recpiesting  light  on  the  legislation 
subject. 

Many  men  in  the  business,  and  who  have  been  in 
it  for  years,  are  fearful  lest  the  new  regulations  shall 
impose  upon  them  the  necessity  of  passing  a  technical 
examination,  which  they  might  be  unable  to  do,  though 
t.horoughly  competent  to  skilfully  embalm  the  most 
(lifficult  case.    They  naturally  feel  that  the  Govern- 


ment should  not  take  any  action  tending  to  interfere 
Avith  the  vested  interests  of  men  noAv  in  business. 

One  prominent  uiidertaker  wrote  the  Hon.  W.  J. 
Hanna,  in  Avliose  department  this  matter  is,  advising 
delaying  the  appointment  of  the  members  of  the  pro- 
posed Examination  Board  until  after  another  annual 
convention  of  the  Canadian  Embalmers'  Association. 


DEARER  COFFINS. 

"Well,  the  ineA'itable  has  happened,"  said  an  un- 
dertaker, as  he  entered  the  office  of  this  publication 
on  a  recent  Aisit  to  Toronto.  "AVhat's  the  trouble?" 
queried  the  editor. 

"Do  you  remember  my  telling  you  that  I  could 
buy  cloth  coA'ered  coffins  cheaper  than  the  cost  of  mak- 
ing them?"  The  scribe  remembered.  "But  you  didn't 
believe  it!" 

"Well,  partly,"  Avas  the  non-committal  admission. 

"They'A^e  gone  up  in'  price,"  was  the  announce- 
ment. "Just  got  notice  to  that  efi^ect;  the  ten  per  cent, 
discount  is  cut  oft'.  To  tell  you  the  truth,"  confiden- 
tially continued  the  visitor,  "I  don't  knoAv  Avhy  the 
price  Avas  cA^er  as  Ioav  as  it  Avas.  I  knoAv  something 
about  the  cost,  because  I  used  to  make  these  goods, 
but  along  came  an  extra  discount  a  couple  of  years 
ago,  and  I  found  I  could  buy  cheaper  than  I  could 
make,  and  I  had  a  lot  of  spare  time  at  that." 

Asked  in  regard  to  the  advance  a  manufacturer 
stated  that  such  was  the  case,  and  showed  that  he  had 
been  actually  selling  these  goods  at  a  loss.  In  reply 
to  the  reporter's  query  as  to  the  reason  of  selling  at  a 
loss,  he  merely  smiled.  "But,"  he  added,  "that  was 
just  the  line  that  the  sales  increased  in,"  and  he  con- 
firmed the  statement  of  the  visiting  undertaker  re- 
garding selling  at  a  loss.  "Many  undertakers,"  he 
said,  "formerly  made  these  coffins,  but  discontinued 
Avhen  they  could  Imy  at  prices  that  they  coiildn't  be 
made  for." 

Increased  cost  of  materials  and  of  labor  was  the 
reason  given  for  the  advance.  "Not  only  is  material 
higher  priced  and  labor  more  costly,  but  there  is  a 
great  deal  more  Avork  in  making  the  case.  Very  sel- 
dom do  Ave  now  get  one  board  in  a  carload  Avide  enough 
for  a  side.  A  side  takes  four  Avidths  of  the  lumber  Ave 
noAv  get,  and  you  can  imagine  for  yourself  the  extra 
labor  involved.  These  pieces  must  be  tongued  and 
groved,  and  there  is  also  more  Avaste. " 


Mr.  A.  B.  Gi'eer,  the  well  knoAvn  hearse  manufac- 
turer of  London,  has  been  confined  to  his  home  thi-ough 
illness. 

Mr.  Will.  Smith,  an  employee  of  the  Guelpli  Carpet 
Mills,  and  a  respected  citizen  of  Guelph,  died  suddenly 
in  that  city  recently.  He  fell  on  the  street  and  ex- 
pired a  few  minutes  after  being  carried  into  a  neigh- 
lioring  building.    PTeart  failure  Avas  the  trouble. 

Another  example  of  AVestern  groAvtli  is  the  estab- 
lishment of  a  train  service  by  the  C.  N.  R.  between 
Stettler  and  Drumeller,  Alberta,  a  70  mile  section  of 
the  new  Calgary- Vegreville-Kdmonton  line.  There  are 
nine  new  places  added  to  the  map  as  a  result.  These 
are  Warden,  Fenn,  Big  Valley,  Scollard,  Rumsey^  Row- 
ley, Morrin,  IMunson  and  Drumeller. 
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METHODS  OF  DISINFECTION. 

Details  of  Practical  Procedure  Used  in  Disinfecting  Booms  by 
Both  Formaldehyde  and  Sulphur  Methods;  List  of  the 
Standard  Disinfectants  and  How  to  Make  Them. 
By  Dr.  G-uilford  H.  Summer. 

THE  Iowa  iState  Jioard  oi'  Health  IniUetin  gives 
luucli  attention  to  the  subject  of  disinfection, 
and  Guilford  H.  Sumner,  Secretary  of  the 
Board,  has  prepared  a  very  clear  description  of  both 
the  formaldehyde  and  suljihur  methods  of  room  disin- 
fection as  recommended  by  that  Boai'd,  which  will  be 
of  much  interest  to  the  growing  number  of  embalmers 
who  are  taking  up  tlic  work  of  sanitation  and  disin- 
fection. 

Formaldehyde  Disinfection  of  Premises. — For  every 
1,000  cubic  feet  of  space  to  be  disinfected  the  follow- 
ing materials  and  quantities  shall  be  used : 

Formalin   (40"    solution  of  Formaldehyrle)  .  .  11  ounces 

Water  11  omices 

Potassium  pciiiiiniganate  (fine  crystals)   9  ounces 

Before  beginning  disinfection  the  requirements  as 
prescril)ed  in  the  following  sections  sliould  be  com- 
plied with : 

The  person  employed  to  do  the  disinfecting  should 
wear  a  cap  and  gown  so  constructed  as  to  completely 
cover  his  clothing  and  shall  cover  his  face  with  a  piece 
of  gauze.  After  all  the  arrangements  have  been  com- 
pleted, these  garments  shall  be  left  on  the  premises 
to  be  disinfected  in  the  same  manner  as  other  disin- 
fected articles.  The  shoes  worn  by  the  operator  should 
be  covered  with  a  pair  of  rubbers,  otherwise  they  should 
also  be  disinfected  with  the  other  garments. 

This  is  a  simple  method  whereby  one  may  properly 
prepare  himself  to  enter  a  home  where  a  contagious 
disease  exists.  Extreme  care  should  be  exercised  in 
this  regard.  All  holes,  cracks  and  other  external 
apertures  should  be  sealed,  by  pasting  over  them  pieces 
of  paper,  or  filling  them  with  clean,  damp,  cotton  rags. 
All  bedding  and  other  clothing,  carpets  and  rugs 
should  be  hung  on  chairs,  or  upon  lines  stretched  across 
the  room  for  tliat  purpose.  Books  should  be  placed  on 
edge  or  hung  upon  a  line  in  such  a  manner  as  to  spread 
the  pages.  Brawlers,  cupboards  and  trunks  should  be 
opened,  and  while  their  contents  need  not  be  unneces- 
sarily disarranged,  they  should  be  loosened  in  such  a 
manner  as  to  give  free  access  to  the  disinfecting  gas. 
"Windows  should  ])e  securely  closed,  but  left  unlocked 
in  order  to  admit  of  their  being  opened  from  the  out- 
side after  the  disinfection  is  complete. 

When  using  formaldehyde,  no  open  vessel  contain- 
ing water  should  be  left  in  the  room.  The  temperature 
of  the  room  must  in  no  ease  be  below  60  degrees  F. 
('preferably  70  degrees  F.  or  above).  If  the  atmos- 
phere is  unusually  dry,  the  amount  of  moisture  should 
be  increased  by  boiling  a  kettle  of  water  in  the  room, 
or  by  pouring  boiling  water  from  one  vessel  to  another 
for  five  or  ten  minutes  before  beginning  the  disinfec- 
tion. A  large  washtub  should  be  placed  near  the 
center  of  the  room,  conveniently  situated  so  as  to  be 
seen  through  one  of  the  windows.  In  this  should  be 
placed  a  tin  or  galvanized  iron  pail  about  twelve  to 
sixteen  inches  deep.  It  is  advisable  to  cover  the  out- 
side of  the  pail  with  asbe.stos  paper,  leaving  the  top 
open. 


WJieii  tile  room  oi-  liouse  to  Ix'  disinfected  lias  been 
l)roperly  prepared  in  accordance  with  the  above  re- 
quirements, the  proper  (juantity  <>l  ))otassium  per- 
manganate should  be  i)lac(Ml  in  tin-  ])ail.  The  solution 
of  40  per  cent,  formakleiiyde  mixed  with  th(;  water 
should  be  i)laced  in  a  tin  dipper  or  other  vessel  con- 
venient for  pouring  rapidly,  and  when  everything  is 
in  readiness,  siiould  be  poui'ed  upon  the  crystals  of 
permanganate  of  potash  contained  in  the  pail.  The 
operator  should  imiuediately  leave  the  room,  closing 
the  door  and  stopping  all  cracks  in  the  manner  indi- 
cated. This  opei-ation  should  i)e  j)erformed  (piickly, 
as  the  gas  is  generated  very  rapidly.  The  door  should 
be  locked  in  order  to  prevent  accidents,  and  tlie  room 
or  l)uilding,  as  the  case  may  be,  kept  closed  for  at 
least  eight  hours.  At  the  expiration  of  this  time  the 
windows  should  be  opened  from  the  outside,  and  in 
the  space  of  fifteen  or  twenty  minutes  the  door  may 
be  opened,  allowing  the  air  to  blow  tliroiigh  the  room. 
If  the  odor  remaining  is  very  strong,  a  little  ammonia- 
water  sprinkled  upon  tlie  floor  will  soon  neutralize  the 
formaldehyde  and  hasten  the  disappeai-ance  of  the 
odor. 

After  the  fumigation  as  prescribed  has  been  com- 
pleted, all  bedding,  clothing,  etc.,  that  will  not  be 
harmed  by  boiling,  should  be  boiled  for  at  least  an 
hour.  When  possible,  mattresses,  rugs  and  heavy  cur- 
tains should  be  sterilized  by  steam  under  pressure  at 
120  degrees  C.  for  thirty  minutes.  When  this  is  not 
possible,  tliese  articles  should  be  taken  out  of  doors 
and  thoroughly  aired  and  exposed  to  the  rays  of  the 
sun  for  an  hour  or  so.  Papers,  cheap  books,  rags  and 
other  articles  of  little  or  no  value  should  be  burned. 

In  addition  to  the  above  requirements  all  wood- 
Avork,  and,  if  possible,  the  walls  should  be  washed  with 
a  liquid  disinfectant,  such  as  a  solution  of  bichloride 
of  mercury,  one  jiart  of  bichloride  of  mercury  to  1,000 
parts  of  water.  Where  the  wall  paper  is  loose  or  dila- 
pidated it  should  be  removed  and  burned.  All  cabs, 
boats,  hearses,  and  other  vehicles  used  in  the  removal 
of  a  patient  or  the  body  of  a  person  affected  with,  or 
Avho  has  died  from  any  contagious  or  infectious  dis- 
ease, should  be  disinfected  in  the  manner  described. 

Remove  all  cushions,  curtains  and  other  accessories 
and  place  them  in  a  small  room  or  tight  cupboard,  and 
disinfect  them.  If  the  vehicle  can  be  closed  up  it 
should  be  fumigated  in  the  same  manner  as  room  disin- 
fection is  done.  If  this  is  impracticable,  it  should  be 
washed  inside  and  out  with  a  solution  of  bichloride  of 
mercury,  one  part  to  1,000  parts  of  water. 

Standard  Disinfectants. —  (All  should  be  plainly 
labeled  "Poison.") — Solution  No.  1. — Carbolic  Acid. 
Take  95  per  cent,  carbolic  acid  , one-half  pint ;  water, 
five  quarts.  May  be  used  for  sputum  cups,  washing 
furniture,  metal  surfaces,  various  secretions  and  ex- 
udates. 

Caution. — This  should  not  be  used  for  the  face  or 
delicate  skins. 

Solution  No.  2. — Carbolic  Acid  (2^^  per  cent,  solu- 
tion). Mix  one  part  of  Sol,  No.  1  \vith  one  part  of 
water.    May  be  used  for  washing  hands,  face  or  hair. 

Solution  No.  3. — Bichloride  of  Mercury  Solution,  1 
to  1,000. — Prepare  by  dissolving  one  drachm  (60 
grains)  of  corrosive  sublimate  in  one  gallon  of  boiled 
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soft  water.  The  ordinary  solution  of  bichloride  of  mer- 
cury deterorates  in  a  very  short  time.  A  convenient 
way  of  using  bichloride  is  by  the  use  of  specially  pre- 
pared tablets  which  may  be  purchased  at  any  drug 
store,  or  to  have  on  hand  a  stock  solution  which  will 
not  deteriorate.    This  may  be  prepared  as  follows: 

Bichloride  of  mercury   330%  grams 

Citric  acid   .  156  grams 

Water    20  liters  or    5  gallons 

M.  Sig.  One  ounce  of  this  solution  mixed  with  one 
pint  of  water  makes  a  solution  of  1  to  1,000. 

Prepare  in  a  glass,  earthen  or  wooden  vessel  (not 
in  a  metal  vessel).  It  must  not  be  used  for  disinfecting 
metal  surfaces.  Use  for  disinfecting  hands,  clothing, 
woodwork,  discharges,  etc.  Good  for  sprinkling  floors 
of  offices  and  public  buildings  before  sweeping. 

Solution  No.  4.— Bichloride  of  Mercury  1  to  3,000. 
— ^Mix  one  port  of  Sol.  No.  3  with  two  parts  of  water. 
May  he  used  for  bathing  ontiro  body.  Be  careful  about 
eyes. 

Solution  No.  .3. — Chloride  of  Lime. — Dissolve  six 
ounces  of  fresti  chloride  of  lime  (best  quality)  in  one 
gallon  of  water.  Especially  useful  for  feces,  urine  .md 
sputum. 

The  Sulphur  Method. 

Obtnin  at  any  chemical  or  grocery  store  at  a  cost 
of  a  few  cents  a  pound  of  sublimated  or  common  flour 
of  sulphus.  Pour  this  material  within  an  iron  pot  in 
the  form  of  a  pyramidal  or  conical  heap  (an  old  fry- 
ing pan  will  do  very  nicely  for  tliis  purpose)  and  set 
this  vessel  within  a  dish  pan.  the  bottom  of  the  latter 
being  covered  with  water  to  the  depth  of  an  inch  or 
more.  Place  the  dish  pan  holding  the  iron  receptacle 
into  which  the  sulphur  is  poured  upon' two  or  three 
bricks  laid  Hatwise  upon  tlie  floor,  as  shown  in  the 
photograph. 

Now  remove  fi'oiii  the  room  all  colored  fabrics,  such 
as  curtain  liangings  and  draperies,  and  hang  them  upon 
the  clothes  line  in  flie  rear  yard  where  the  sunlight 
may  destroy  by  its  natural  antiseptic  functions  tuber- 
cular and  other  disease  germs.  Remove  any  silver- 
ware that  may  be  in  the  room  to  another  part  of  the 
house,  as  the  sulphur  fumes  are  likely  to  tarnish  it, 
though  not  otherwise  injuring  it.  It  is  best  not  to  leave 
the  colored  fabrics  in  the  room  on  account  of  possible 
bleaching  from  the  sulphur  fumes. 

Open  all  the  bureau  drawers,  turn  the  mattress  side- 
wise  on  the  bed,  close  the  hot-air  furnace  radiators,  if 
there  be  any,  put  paper  in  the  keylioles,  and  otherwise 
stop  up  cracks  or  crevices. 

Pour  about  a  teaspoonful  of  wood  or  grain  alcohol 
on  the  top  of  the  pile  of  sulphur,  apply  a  match,  and 
retire  from  the  room,  closing  the  door  tightly.  Allow 
the  pound  of  sulphur  to  be  completely  consumed  and 
do  not  enter  the  room  for  at  least  six  hours  after  such 
procedure.  At  the  expiration  of  this  time  enter  the 
room  and  throw  wide  all  the  windows.  Replace  your 
colored  draperies  or  curtains  upon  the  windows  and 
you  may  sleep  safe  and  sound  in  the  room  after  the 
fumes  have  been  dissipated,  with  the  full  knowledge 
tliat  all  disease  germs,  roaches,  bugs  and  other  vermin 
have  been  destroyed  and  the  sleeping  apartment  ren- 
dered beneficial  and  safe  from  a  health  standpoint. 

If  the  room  should  be  a  large  one  it  would  be  well 


to  utilize  two  pounds  of  sulphur,  but  for  the  ordinary 
sleeping  apartment  a  pound  will  suffice.  The  pound 
of  sulphur  may  well  be  likened  into  the  trite,  old- 
fashioned  proverb  that  a  pound  of  prevention  is  worth 
a  ton  of  cure.  In  no  case  is  this  method  of  fumigation 
to  be  used  instead  of  the  formaldehyde  method  or 
where  death  has  occurred  from  tuberculosis. 

This  simple  method  is  given  in  the  belief  that  every 
housekeeper  will  use  it  to  the  extent  that  all  sleeping 
apartments,  closets  where  clothes  are  kept,  and  such 
other  rooms  as  require  fumigation  at  liouse  cleaning 
time  will  be  fumigated  in  this  manner  to  prevent  con- 
tagious and  infectious  diseases  from  entering  the  home. 
The  formaldehyde  method  should  be  used  in  all  places 
where  quarantine  has  existed  or  Avhere  a  death  has  oc- 
curred from  tuberculosis. 

If  no  other  method  is  adopted  for  fumigation  and 
disinfection  of  second-hand  clothing  or  goods  offered 
at  rummage  sales,  this  method  should  be  used ;  but  in 
all  cases  the  formaldehyde  method  is  far  superior  to 
any  other  method  now  known. 

ROUND  TABLE  CONFERENCE. 

Being  a  Discussion  by  Undertakers   of  Topics   of  Everyday* 

Interest. 

IN  a  ])revious  issue  was  reported  a  part  of  the  "Round  Table 
Conference, "  which  was  an  important  feature  of  the  Con- 
vention of  the  Canadian  Embalmers '  Association.    In  these 
iliscussions  many  jiractieal  points  are  brought  out  to  the  ad- 
vantage of  tlie  practicing  undertaiver,  and  on  which  such  useful 
information  i-ould  be  secured  in  no  other  way. 

Post  Mortems. 

Tlie  matter  of  jiost  mortems,  where  a  i-oroiier  orders  the 
undertaker  U>  take  charge  of  a  body  and  afterwards  orders 
a  post  mortem  examination,  was  introduced  by  Past  President 
(Jreenwood,  who  said:  We  all  know  that  as  the  law  stands 
at  present  there  is  no  provision  made  whereby  we  can  collect 
any  money,  unless  we  can  collect  from  those  who  own  the  body, 
or  friends  of  the  deceased.  The  question  I  want  placed  before 
this  convention  for  discussion  is  whether  we  cannot  bring  pres- 
sure to  bear  on  Municipal  or  other  authorities,  whereby  the 
work  of  the  undertaker  can  be  charged  against  the  munici- 
pality by  the  coroner,  that  is,  in  the  case  where  an  inquest  is 
necessary,  and  a  post  mortem  examination  ordered  afterwards, 
that  the  coroner  issue  an  order  to  the  funeral  director  for  the 
use  of  his  morgue  for  the  post  mortem,  and  that  it  be  charged 
to  the  Munici]ia]ity. 

This  is  a  question  that  nuaus  a  good  deal  to  some  of  us. 
In  many  cases  it  occurs  three  or  four  times  a  year,  and  fre- 
quently we  find  that  when  the  coroner  issues  an  order  against 
the  Municipality,  they  will  not  recognize  it. 

Chairman:  I  believe  this  has  been  the  experience  of  most 
of  us — I  know  it  has  been  mine.  What  I  would  like  to  ask  is, 
if  any  funeral  director  in  this  room  ever  received  recompense 
for  work  of  this  kind?    If  not,  1  think  a  resolution  is  in  order. 

Mr.  Van  Camp:  There  is  another  question,  which  in  my 
opinion  should  be  allied  with  this  one,  because  it  is  a  commer- 
cial one;  that  is,  where  a  person  dies,  leaving  probably  $50  in 
the  bank;  the  undertaker  is  called  in  and  there  is  no  person  to 
take  any  responsibility  in  regard  to  the  funeral,  only  there  is 
so  much  money  in  the  bank.  I  could  cite  you  several  cases 
where  the  undertaker  could  not  get  a  cent,  as  it  was  all  eaten 
up  by  cost  of  advertising,  lawyers  fees,  etc.  I  think  there 
should  by  some  law  enforced  where  there  is  money  in  the  bank, 
and  the  coroner  gives  the  undertaker  authority,  the  bank 
should  be  able  to  pay  that  money  direct  to  the  undertaker.  I 
have  had  this  experience,  so  have  lots  of  others.  There  have 
been  a  number  of  letters  received  by  me  on  this  point.  It  is 
a  financial  matter  and  should  be  handled  in  committee. 

President:  I  have  had  cases  where  there  was  sufficient 
money  in  the  bank,  and  as  the  chief  creditor,  I  have  adminis- 
tered it.    In  some  cases  where  there  is  insufficient  money  I 
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give  the  bank  a  simple  declaration  that  if  the  money  is  turned 
Over  to  me  and  afterwards  another  creditor  turns  up  whose 
bill  is  larger  than  mine,  I  will  adjust  it  with  him,  providing 
his  bill  is  the  larger  of  the  two. 

President:  These  are  both  questions  of  vital  importance  to 
the  undertaker,  and  I  would  suggest  that  they  be  taken  up  by 
the  incoming  Executive,  and  see  if  they  can  remedy  matters 
during  the  coming  year. 

After  considerable  discussion  re  the  work  devolving  upon 
undertakers  generally,  where  coroners  order  post  mortems,  and 
the  body  has  to  be  prepared,  etc.,  etc.,  for  which  nothing  is 
paid.  Also,  in  regard  to  cases  where  people  die,  leaving  a  sum 
of  money  in  bank,  but  no  will,  and  the  undertaker  left  unpaid 
the  body  has  to  be  prepared,  etc.,  for  which  notliing  is 
for  his  services.  It  was  moved  and  seconded,  that  tlio  executive 
go  into  these  matters  thoroughly  and  report  back.  Carried. 
Outside  Cases. 

Chairman:  Are  you  satisfied,  or  would  you  rather  pay  for 
something  a  little  better?  Is  it  right  to  see  a  $75  casket  in 
the  kind  of  ease  we  nearly  all  use'v 


Mr.  George  H.  Rogers,  Ottaiva,  Ont. 

Mr.  Harris,  Ottawa:  Toronto  is  the  Mecca  of  new  ideas 
in  lines  of  reform:  1  should  lik(^  to  h(>ar  vvliother  you  use  any 
more  expensive  cases  than  we  do  in  other  cities? 

Chairman:  Are  you  getting  sound  outside  cases,  free  from 
knot  holes?  A.  I  find  the  ones  1  am  getting  are  very  good,  that 
is  the  square  kind,  but  the  coffin  shaped  ones  are  a  bit  flimsy, 
but  the  class  of  people  that  buy  them  don't  worry — they  can't 
complain,  because  we  give  them  to  them. 

Mr.  Donaldson,  Caledon  E.:  As  far  as  my  own  personal 
experience  goes  in  this  matter,  I  have  not  much  use  for  them, 
I  sell  more  pine  boxes  than  any  other,  outside  of  that  is  oak. 
I  have  never  handled  any  mettalic  ones  yet,  or  cement — noth- 
ing apart  from  oak.    I  would  advocate  cement  vaults. 

Chairman:  Do  you  find  your  pine  cases  that  you  do 
use  as  good  as  they  used  to  be?  A.  No,  no!  I  have  been  get- 
ting spruce  or  hemlock  lately,  but  I  don't  want  spruce  any 
more — I  want  pine,  and  good  full  inch  pine.  They  have  got 
some  of  them  down  to  about  %  inch  stock. 

Mr.  Delone,  Palmerston:  In  regard  to  cases,  I  may  say 
■^hat  we,  in  the  botter  class  of  work  usually  stain  the  cases. 


which  does  away  with  the  knots;  we  line  it  with  paper  and 
pad  the  lid,  which  makes  it  considerably  better.  It  is  only  in 
the  cheaper  class  of  funerals  do  we  use  the  plain  cases. 

Delegate:  I  used  to  pad  them,  but  the  people  are  in 
the  liabit  of  leaving  the  grave  before  it  is  filled  in;  be- 
fore when  they  stood  around,  the  padding  relieved  the  noise 
somewhat  when  the  grave  was  being  filled  in. 

President:  It  is  not  a  matter  of  the  quality  of  the  cases, 
they  are  alriglit,  but  I  think  that  anybodj-  who  give  us  their 
dead  to  bury  are  entitled  to  sound  outside  cases.  From  what 
I  have  seen  and  heard  we  are  not  getting  what  we  ought  to. 
I  ha\  e  blushed  many  a  time  to  see  big  knot-holes,  knot-holes 
almost  large  enough  to  put  your  fist  in,  when  I  took  them  off  the 
train.  If  you  all  did  as  I  have  done  several  times,  send  them 
back  to  the  manufacturers,  it  might  helj)  some;  and  I  think 
this  convention  should  ask  the  manufacturers  to  put  better 
quality  of  lumber  into  the  cases  we  get. 

Mr.  Logan,  Parry  Sound:  We  used  to  get  some  verj-  good 
cases  some  years  ago,  when  lumber  was  not  so  scarce.  I  think 
it  would  be  a  good  suggestion  if  we  could  get  the  manufactur- 
ers to  ]>aiiit  all  cases  before  sending  them  out — lots  of  cases 
are  never  i)ainted  at  all.  In  lots  of  eases  we  bury  them  with- 
out outside  cases.  The  manufacturers  could  paint  them  black 
better  than  we  can  do  it  at  home,  and  that  would  cover  up  some 
of  the  defects.  There  is  one  thing  I  have  experienced,  some- 
times bodies  shipped  from  reliable  undertakers  in  cities,  send 
them  along  with  little  bits  of  handles  on  the  cases,  and  only 
two  on  a  side.  When  I  ship  a  body  I  always  try  and  get  the 
largest  handles  I  can  get- — have  a  large  hand  myself,  and  the 
trainmen  appreciate  having  substantial  handles  on  a  ease 

Mr.  Ellis,  Toronto:  The  only  resolution  I  can  see  that 
you  could  rnaki',  is  if  you  are  not  satisfied  with  the  eases 
they  will  tell  you  they  are  willing  to  make  anything  you  want. 
Some  undertakers  in  Toronto,  for  .$1.50,  have  a  much  hea^ner 
top  put  on  their  cases.  All  you  have  got  to  do  is  to  telephone 
them  and  they  will  give  you  double  thickness  top,  and  will 
charge  you  double  price  for  it. 

Chairman:  I  am  satisfied  that  25e.  added  to  the  cost  of 
the  lumber  would  give  us  sound  pine  lumber,  but  to  send  along 
a  resolution  that  we  wanted  better  cases  for  the  same  money 
would  be  useless. 

Chairman:  What  should  we  do  in  shipping  bodies,  as  re- 
gards the  outside,  or  shipping  boxes? 

Mr.  Logan,  Parry  Sound:  My  experience  has  been  that  I 
have  received  a  great  many  bodies  from  different  parts  of 
Canada,  and  the  outside  eases  had  miserable  2oc.  a  set  I  think, 
handles  on.  I  always  get  the  very  best  rough  box  handles. 
It  adds  to  the  appearance  and  suits  the  railway  men.  I  have 
had  bodies  shipjied  to  me,  heavj^  bodies,  where  these  thin, 
llimsy  handles  have  been  used,  and  reached  me  badly  broken. 
I  think  if  some  standard  handle  was  adopted  it  would  be  a 
,L;ii'nt  improvement. 

Mr.  Neville,  Pembroke:  I  quite  agree  with  the  sentiment 
expressed  by  the  i^revious  speaker,  but  he  evidently  lives  in 
a  land  of  more  jjrosioerity  than  I  do,  for  tbey  consider  that 
the  outside  box  ought  to  be  thrown  in.  If  I  had  to  pay  $5.00, 
I  don't  know  where  I  would  come  in.  I  quite  agree  with  him 
that  the  material  has  not  been  satisfactory. 

Voice:  Now  there  are  good  handles  on  the  market,  and 
it  rests  with  the  undertaker  himself — he  knows  what  is  neces- 
sary to  handle  the  shell,  and  I  don't  think  it  requires  much 
discussion. 

Chairman:  It  resolves  itself  into  tliis,  we  have  all  had 
experience  skinning  our  knuckles  and  so  on.  We  ought  to 
write  the  undertaker,  or  if  the  body  has  slipped  down  just  be- 
low the  ])illow,  or  gone  down  and  stripped  the  puffing  out 
straight.  On  the  other  hand  it  is  just  as  obligatory  on  us,  as  a 
man  in  the  Southern  States  wrote  me  (I  did  not  know  who  T 
was  shipping  to)  and  told  me  in  what  good  shape  it  reached 
him.  I  know  if  I  got  a  letter  from  Mr.  Logan  at  Parry  Sound 
that  the  handles  were  broken,  I  would  see  that  the  next  time 
different  handles  were  used. 

Now  I  want  to  ask  you  a  few  questions  to  take  home  and 
think  about.  The  first  is  a  vital  one:  Are  you  insured  for  as 
much  as  you  would  lose  in  case  of  fire?  2nd.  I  want  to  ask  is 
your  office  a  lounging  office,  and  is  your  show-room  a  room 
where  you  trot  in  everybody?    3rd.  ITow  do  you  advertise. 
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VICTORIA  UNDERTAKERS  TO  MOVE. 

Tenders  are  invited  by  Mr.  Chas.  Hayward  for  the 
construction  of  an  up-to-date  brick  block  on  the  cor- 
ner of  Broughton  and  Wilcox  streets,  Victoria,  B.C. 
The  B.  C.  Funeral  Furnishing  Co.  having  outgrovi^n  the 
accommodation  of  their  present  premises,  1016  Govern- 
ment street,  will  remove  to  the  new^  site  as  soon  as 
possible.  These  commodious  new  quarters  will  be 
elegantly  fitted  up  with  all  modern  appliances  for  the 
care  of  the  dead,  including  fire-proof  receptacles  and 
a  large,  well-ventilated  chapel,  with  private  rooms, 
will  be  located  on  the  ground  floor,  while  the  whole  of 
the  second  story  will  be  arranged  for  showrooms.  The 
new  building  will  be  first  class  in  every  respect,  at  a 
reported  cost  of  $30,000. 


A  WESTERN  OPTIMIST. 

Mr.  A.  W.  Robinson,  who  represents  the  Winnipeg 
branch  of  the  Semmens  &  Evel  Casket  Co.,  Ltd.,  fa- 
vored the  office  of  this  publication  with  a  call  when 
in  Toronto  recently.  Mr.  Robinson  spent  a  week  at 
his  company's  headquarters  in  Hamilton  before  re- 
turning to  his  territory  in  the  West.  His  Eastern  visit 
was  occasioned  by  the  death  of  an  uncle  in  Toronto, 
and  whose  home  has  been  Mr.  Robinson's  home  since 
childhood. 

Regarding  AVesteni  l)usiness  and  Western  pros- 
pects, Mr.  Robinson  is  as  optimistic  as  the  typical 
Westerner,  and  though  the  wheat  has  graded  low  and 
is  being  moved  out  with  difficulty,  he  could  see  no 
reason  for  expressions  of  despondency. 

Mr.  Robinson  lias  an  extensive  acquaintance  with 
undertakers  all  over  Canada,  having  at  various  times 
covered  the  Eastern  trade  as  far  as  and  including 
Newfoundland,  before  going  West  for  the  Semmens 
&  Evel  Casket  Co.  of  Hamilton,  whose  Winnipeg  branch 
is  greatly  appreciated  by  that  firm's  Western  trade. 

Of  the  Canadian  Furniture  World  and  The  Under- 
taker, Mr.  Robinson  speaks  in  very  complimentary 
terms,  and  remarked  tliat  many  of  his  cu.stomers  are 
receiving  it  with  great  favor. 


UNDERTAKER  BEREAVED. 

Mr.  P.  Hoyd,  funeral  director  of  Fort  Francis,  Ont., 
mourns  the  death  of  liis  wife,  whose  demise  occurred 
quite  suddenly.  Mr.  Hoyd  is  well  and  favorably  known 
by  a  large  circle  of  trade  friends  who  deeply  sympa- 
thise witl)  him  in  his  bereavement. 


WELL  KNOWN  MANITOBA  UNDERTAKER  DEAD. 

One  of  the  oldest  undertakers  in  Manitoba,  in  the 
person  of  Mr.  A.  Duhamel  of  St.  Anne,  Man.,  passed 
away  recently  at  his  home  in  that  place.  Mr.  Duhamel, 
who  was  sixty-five  years  of  age,  had  practiced  many 
years  in  St.  Anne.  The  business  established  by  him 
will  be  continued  l)y  his  son,  Mr.  Thos.  Duhamel. 


A  RECORD  CASKET. 

In  the  last  issue  of  this  publication  reference  was 
made  to  what  is  said  to  be  the  largest  casket  ever  made 
in  Canada.    This  was  the  casket  in  which   were  in- 


terred the  remains  of  the  late  Alvin  T.  Merritt,  mer- 
chant of  Louisville,  Ont.,  who  weighed  610  pounds. 

The  accompanying  engraving  gives  an  idea  of  the 
proportions  of  this  gigantic  casket,  which  was  made  by 
the  Globe  Casket  Co.,  of  London,  and  as  stated,  could 
not  be  placed  in  a  hearse,  but  was  conveyed  to  the 


cemetery  on  a  specially  draped  waggon.  Eight  mas- 
sive handles  were  necessary  to  support  the  weight. 
Naturally  the  order  for  this  casket  created  consider- 
able interest  among  the  employees  of  the  Globe  Casket 
Co.'s  factory,  who  were  unaware  that  such  a  heavy- 
weight resided  in  their  vicinity.  The  funeral  services 
were  conducted  by  W.  G.  Burrows  &  Son,  of  Chatham. 
Coincidently  it  is  of  interest  that  Leonard  Bliss,  of 
Bloomington,  HI.,  commonly  known  as  "Baby"  Bliss, 
has  just  recently  died  at  his  home.  He  was  45  years 
old  and  weighed  550  pounds.  He  had  travelled  a  great 
deal  in  connection  with  the  bicycle  business,  and  was 
seen  in  Canada  featuring  a  well  known  make  of  wheel. 


CANADIAN  SCHOOL  OF  EMBALMING. 

The  announcement  on  this  page  of  the  Canadian  School  of 
Embalming  will  be  perused  with  interest  by  many  undertakers 
and  their  assistants.  Mr.  R.  U.  Stone,  who  is  in  charge  of  the 
course  of  training,  is  a  son  of  Mr.  W.  H.  Stone,  and  has  be- 
come acquainted  with  many  in  the  profession  through  being 
a  member  of  the  Canadian  Embalmers'  Association  Board  of 
Examiners,  as  well  as  through  being  connected  with  the  prac- 
tical work  for  fifteen  j^ears.  Mr.  Stone  states  that  the  school 
is  not  necessarily  for  beginners  only,  but  for  any  man  who  de- 
sires a  further  knowledge  of  the  theory  of  embalming  and 
tuition  under  practical  conditions.  The  course  would  cover 
about  a  week,  but  would  be  suited  to  the  convenience  of  any 
individual  desiring  the  instruction.  An  assistant  who  took 
such  a  course  of  study  under  a  competent  instructor,  would 
naturally  be  better  fitted  for  advancement. 


CANADIAN 

SCHOOL  OF  EMBALMING 

Instruction  in  Practical  Embalming 
and  Funeral  Directing 


PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Lecturer  Toronto 
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In  a  Hearse  Consider  Quality — Above  All  Else 

The  Ri^ht  Hearse  is  the  Undertaker's  Best 

Advertisement 


MITCHELL  &  CO. 


Mitchell  Hearses  have  a  reputation 
for  style  and  durability. 

The  best  advertisers  of  Mitchell 
Hearses  are  the  users  of  them. 

Mitchell  Hearses  are  correctly  de- 
signed, honestly  built  and  fur- 
nished ;  they  are  easy  running. 

A  Mitchell  Hearse  is  the  best  in- 
vestment an  undertaker  could 
make. 

How  About  1912 


Ingersoll,  Ontario 


Manufacturers  of  Hearses,  Single  and  Double  Deck  Gasket  Wagons, 
Ambulances,  First  Gall  Buggies,  Pall  Bearers'  Goaches  and  Landaus. 


Some  folks  use  two  bottles  of  Concentrated  to  get  their  fluid  Strong  enough  to  suit  them — that's 
waste.    One  bottle  of 

RE  -  Concentrated  Dioxin 

is  equal  to  two  oi  any  other. 

One  bottle  of  RE-Conceittrated  Dioxin  will  make  as  much  fluid  of  regular  strength  as 
two  bottles  of  any  Concentrated  fluid,  because  RE-Concenlrated  Dioxin  is  twice  as  strong 
as  any  fluid  in  both  preservative  and  cosmetic  chemicals.    It  is  RE -Concentrated. 

It  is  two  kinds  of  fluid  in  one  bottle  and  is  the  only  pint-to-the-gallon  fluid  made.  One  1 6-ounce 
bottle  makes  two  half  gallon  bottles  of  Peroxide  fluid  of  standard  strength  or  a  half-gallon  of  Double 
Strength  purified  Formaldehyde  fluid. 

^  No  other  chemicals  will  give  as  good  cosmetic  effect.  Yet  RE-Concentrated  Dioxin,  when  used  as  a 
Peroxide  fluid,  is  the  most  economical  fluid  on  the  market — and  the  best. 

Let  us  send  you  a  trial  shipment  under  our  guarantee  that  it  will  please  you  after  you  have  used  several 
bottles. 

^  Returnable  at  our  expense  if  it  doesn't.    What  say  you  ? 

S.  Eckels  &  Co. 

1922  Arch  Street  -  -  ■  Philadelphia,  Pa. 
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CASKET  BY-LAW  WITHDRAWN. 

The  by-law,  mentioned  in  a  previous  issue,  to  be 
submitted  to  the  rate-payers  of  Guelph,  on  Jan.  1st, 
whereby  the  city  were  to  loan  the  Dominion  Casket 
Company  $25,000,  was  withdrawn.  Mr.  J.  D.  Ripson, 
of  the  Dominion  Casket  Co.,  stated  to  the  Furniture 


MR.  A.  S.  BARDAL 
ist  Vice-President  Western  Embalmers'  Association,  Winnipeg 

World  and  the  Undertaker,  that  the  reason  for  the 
withdrawal  was  the  controversy  which  they  found  was 
taking  place  in  Gueljih  over  the  proposed  extension  of 
the  Street  Railway.  Rather  than  have  any  opposition 
shown  the  officials  of  the  company  decided  not  to  have 


the  by-law  submitted.  According  to  the  Guelph  Herald 
the  city  is  still  anxious  to  secure  this  industry.  Mr. 
^ .  G.  "Whitehead,  also  of  the  Dominion  Casket  Co., 
states  that  negotiations  with  other  places  are  under 
way,  and  that  within  a  short  time  they  expect  to  be 
settled  and  have  their  factory  in  operation. 


Mr.  0.  W.  Towner,  of  the  Winnipeg  Casket  Co., 
Winnipeg,  visited  Toronto  recently. 

Messrs..  Gooder  and  Davis  have  opened  undertak- 
ing parlors  in  Trocher,  Alta.,  under  the  management 
of  Mr.  Walter  Gooder. 

A  despatch  from  Sedgewick,  Alta.,  says  that  Messrs. 
Harry  and  LeRiche  have  taken  over  the  undertaking 
business  of  Fowler  «&  Co. 

Professor  Chas.  0.  Dhonau,  president  of  the  Cin- 
cinnati' College  of  Embalming,  is  to  conduct  a  post- 
graduate school  in  Portland,  Oregon,  commencing 
February  19th. 


The  death  is  announced  of  Mr.  Joseph  Tees,  a  for- 
mer manufacturer  of  office  specialties  in  Montreal,  and 
uncle  of  Mr.  Richard  Tees,  the  well  known  Montreal 
Funeral  Director.  The  deceased  was  visiting  his  nephew 
when  his  death  from  heart  failure  took  place. 


The    Undertakers'  Directory 

FUNERAL     DIRECTORS     SHOULD     HAVE    THEIR     NAMES    ON     THIS  PAGE. 
FOR    TERMS    APPLY    TO   FULLERTON  PUBLISHING    CO.,    56-58    AGNES    STREET,  TORONTO. 


ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
CampbeUford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff — 

Boyd,  W.  C. 
Dutton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son 
Fort  William 


Inwood — 

Lorriman,  E.  S. 
Kenora — 

Horn  &  Taylor. 
Lakefleld — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale— 

Oliver,  M. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Petrolia — 

Steadman  Bros. 
Port  Arthur 

Collin  Wood,  236  Arthur  St. 

Morris,  A. 
Prescott — 


Cameron  &  Co.,  711  Victoria^  "A^v^Vx,,,  H.  &  Son. 

Ave  Renfrew— 
Morris  A  O'Connor,  Wm. 

^-  St.  Marys— 

Haileyljury—  N  l.  Brandon. 

Thorpe  Bros.  st.  Thomas- 

Hamilton-  Williams,  P.  R.  &  Son,  519 

Green  Bros.,  124  King  St.  E.       Talbot  St. 
Eobinson,  J.  H.  &  Co.,  19-21Scotland— 

John  St.  N.  Vauglian,  Jos.  H.  M. 

Hanover —  Sudbury — 

Wunnenberg,  Norman.  Ifonry,  .1.  G. 


Toronto — 

Humphrey,  E.  J.,  Burial  Co. 

Head  Office,  3.59  Yonge  St.; 

Branch,  407  Queen  St.  W. 

Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St.  W. 
Vancamp,  J.  C,  30  Bloor  St. 

West. 
Woodstock — 

Meadows,  T.  &  Sons. 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catharine 
St.  West. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Verrona — 

Eraser,  D.  &  Co. 

MANITOBA. 

Brandon 

Vineen'-    &  McPherson 


Swan  River  — 

Paull,  Geo. 
Winnipeg — 

Thompson,  J.  Co.,  501  Main 
Street. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred  A. 
Kamsack — 

Eussell,  G.  E.  L  ■ 
Rush  Lake,  Sask. — 

Friesen,  John  M. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn  (Sask)  — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Alix— 

Darland,  G.  E. 
Calgary — 

Graham     &    Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBD* 

Hosmer — 

Cornett,  T.  A. 
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Convention  and  Banquet  at 
Woodstock 

Canada  Furniture  Manufacturers,  Limited,  Entertain  Department 
Heads,  Branch  Managers  and  Representatives. 

A SUCCESSFUL  three  days '  convention  of  superintendents, 
branch  managers,  department  heads,  representatives  and 
executive  officials  of  Canada  Furniture  Manufacturers, 
Ltd.,  was  brought  to  a  successful  close  at  Woodstock  on  the 
evening  of  .Jan.  4,  with  a  banquet  that  proved  a  brilliant  and 
fitting  climax  to  the  sessions  of  this  important  gathering. 

When  those  connected  with  the  company  in  other  cities  and 
towns  arrived  in  Woodstock,  the  hotel  proprietors  of  that  city 
were  driven  to  their  wits'  end  to  accommodate  the  sudden 
influx. 

It  was  fitting  that  the  business  sessions  of  the  convention 
and  the  banquet  should  be  held  in  one  of  the  recently  com- 
pleted factory  buildings  erected  at  the  company's  headquarters. 

The  fourth  floor  of  the  new  four  storey  factory  was  trans- 
formed into  an  ideal  banquet  hall.  Large  British  and  Canadian 
flags  and  ensigns  were  draped  over  the  windows  and  on  the 


the  National  Anthem.  Letters  of  regret  were  then  read  from 
several  prominent  persons,  who  were  unable  to  accept  invita- 
tions to  be  present. 

At  this  juncture  an  item,  that  Mr.  Shaw  did  not  know  was 
on  the  programme,  took  the  form  of  the  assembled  guests  rising 
and  giving  him  three  hearty  cheers,  after  which  he  proposed  a 
toast  to  "Our  Wives  and  Sweethearts."  The  popularity  of 
this  one  was  evidenced  by  the  heartiness  with  which  the  com- 
pany sang,  "The  Beautiful  Lady,"  a  solo,  followed  by  Mr. 
A.  N.  Longstreet,  the  company's  designer,  who  sang  "King 
George"  in  a  manner  that  showed  that  his  artistic  abilities  lay 
in  more  than  one  direction. 

The  toast  to  ' '  The  Directors ' '  was  proposed  by  Geo.  H. 
Whiting,  manager  of  the  company's  Montreal  branch,  and  one 
of  the  most  popular  men  that  ever  called  on  the  retail  trade. 
He  paid  a  handsome  tribute  to  the  capabilities  of  the  general 
manager,  whose  name,  with  the  other  directors  present,  was 
coupled  with  this  toast. 

The  president  responded  in  a  very  happy  vein,  placing  the 
credit  of  the  company's  progress  on  the  generah  manager  and 
his  splendid  organization.  He  referred  in  appreciative  terms 
to  the  loyalty,  the  efficiency  and  interest  of  every  member  of 
the  company's  various  departments,  whose  personal  aim  was 
always  the  success  of  the  company,  from  the  executive  head 


1 
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I.  VVegenest,  Sec.  and  Purch.  Agent 


J.  R.  Shaw,  Vice-Pres.  and  Man.  Dir. 
OF  CANADA  FURNITURE  MANUFACTURERS,  LIMITED 


Alex.  Watson,  Gen.  Supt. 


walls,  and  pennants  emblematic  of  the  towns  and  cities  repre- 
sented, added  to  the  beauty  of  the  room.  Portraits  of  the 
sovereigns  and  members  of  the  royal  family,  and  men  prominent 
in  public  life,  attested  to  the  patriotism  of  those  responsible 
for  the  gathering  and  heightened  the  permanent  effect  of  the 
hall. 

The  head  table  ran  across  the  end  of  the  room,  while  run- 
ning at  right  angles  from  it  were  two  rows  of  tables,  each  table 
seating  eight.  The  tables  were  all  decorated  with  flowers,  and 
on  either  side  of  the  room  were  arranged  rows  of  buffets,  from 
the  company's  own  factories.  An  orchestra  conveniently  lo- 
cated on  a  platform  built  for  the  occasion,  livened  the  evening 
very  materially. 

As  the  guests  arrived,  they  were  met  by  Mr.  I.  Wegenast, 
the  company's  secretary  and  purchasing  agent,  who  extended 
the  welcome  that  he  knows  so  well  how  to  extend.  Mr.  Mark 
Rowe,  treasurer,  then  presented  each  with  a  boutonniere,  and 
assigned  the  various  banqueters  to  their  respective  places. 

Mr.  J.  R.  Shaw,  vice-president  and  general  manager  of  the 
company,  performed  the  functions  of  toastmaster  in  a  manner 
that  evidenced  no  inexperience.  To  his  right  was  seated  the 
company's  president,  Mr.  Robert  Harmer  of  Toronto,  and  other 
invited  guests  occupied  seats  at  the  head  table. 

Promptly  on  the  dispatch  of  the  last  course  of  a  faultless 
menu,  the  toast,  "The  King"  was  drunk,  all  joining  in  singing 


down.  The  two  new  buildings  recently  completed  at  Wood- 
stock, were  referred  to  as  substantial  evidences  of  the  com- 
pany's success. 

Mr.  Alex.  Watson,  general  superintendent  and  Mr.  A. 
Hutchison,  also  spoke  to  this  toast,  and  emphasized  the  advan- 
tages of  such  a  convention  as  they  had  just  held,  whereby  the 
various  workers  in  a  common  cause  got  closer  to  each  other, 
heard  each  other's  views  and  experiences,  and  became  imbued 
with  renewed  enthusiasm.  Mr.  Hutchison  particularly  com- 
plimented the  "boys  on  the  road." 

A  fitting  prelude  to  the  next  toast  were  the  cornet  and 
vocal  solos  by  Mr.  H.  Schaefer  and  Dr.  Heath  respectively,  the 
latter  rendering  "O  Canada"  in  a  pleasing  manner. 

The  name  of  E.  W.  Nesbitt,  M.P.,  was  coupled  with  the 
toast  "Canada."  He  emphasized  "busy  workshops"  as  one 
of  the  essentials  to  a  country's  success,  and  enlarged  upon  the 
various  advantages  of  this  country. 

'  Factory  Managers ' '  was  the  next  toast.  Coupled  with 
this  were  the  names  of  Messrs.  J.  G.  McBeath,  manager  of  the 
Woodstock  factories,  L.  C.  Benton,  manager  of  the  Walkerton 
factories,  and  Mr.  C.  Hill,  manager  of  the  Wiarton  factories. 
The  first  mentioned  was  introduced  as  "the  daddy  of  the  fur- 
niture trade,"  and  reference  was  made  to  his  having  been  the 
architect  of  the  new  buildings,  tlie  erection  of  wiiich  he  also 
superintended. 
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Mr.  McBeath  proved  an  after  dinner  speaker  of  rare  apti- 
tude, and  his  ready  wit  was  highly  amusing.  The  company,  he 
thought,  never  had  a  finer  line  of  "diners"  on  the  floor,  than 
the  assembled  gathering,  and  these  he  observed  were  "highly 
polished."  He  pointed  out  that  Canada  Furniture  Manufactur- 
ers' Ltd.,  had  done  their  part  in  civilizing  the  world.  They 
had  supplied  furniture  to  make  homes  comfortable,  and  com- 
fortable homes  made  a  happy  country.  The  other  factory 
managers  fully  endorsed  Mr.  McBeath 's  sentiments. 

Mr.  J.  H.  Broadfoot,  of  the  Robert  Simpson  Co.,  Toronto, 
and  Mr.  Shedden,  of  Woodstock,  each  replied  briefly  to  the 
toast  to  the  "Much  Abused  Middleman,"  and  spoke  eulogisti- 
cally  of  Canada  Furniture  Manufacturers'  products. 

"Our  Salesmen"  was  ably  responded  to  by  Mr.  J.  W. 
Thirlwell  of  Calgary,  who  has  charge  of  Alberta;  Mr.  F.  En- 
dress,  of  Winnipeg,  whose  territory  is  Manitoba,  and  J.  J. 
Maher,  of  St.  John,  N.B.,  whose  territory  is  the  Maritime 
Provinces.  The  keynote  of  the  various  addresses  of  the  above 
named  gentlemen,  which  were  brief  but  breezy,  was  their 
loyalty  to  the  lines  they  carry,  and  their  intense  optimism. 

Mayor  Welford,  of  Woodstock,  in  replying  to  the  toast, 
"The  City  of  Woodstock,"  said  that  the  office  held  by  him 
really  belonged  to  Mr.  McBeath,  who  would  have  had  it  by 
acclamation  had  he  cared  to  accept  it.  He  emphasized  the 
importance  of  Canada  Furniture  Manufacturers'  Ltd.,  among 
Woodstock's  industries. 

Messrs.  Mark  Rowe,  Ferguson  and  Jewell  fittingly  ack- 
nowledged the  "General  Office  Staff"  toast.  Mr.  Jewell  was 
formerly  the  company 's  treasurer,  but  severed  his  connection 
six  years  ago. 

"The  Press"  was  responded  to  by  Mr.  James  Acton,  of 
the  Furniture  Journal,  and  Mr.  W.  J.  Taylor,  president  and 
general  manager  of  the  Woodstock-Sentinel  Review  Co.,  rind 
proprietor  of  various  other  publications. 

To  the  toast,  "Our  Branch  Managers,"  Mr.  Geo.  H.  Whit- 
ing, manager  of  the  Montreal  branch  and  Mr.  J.  W.  Gillbard, 
manager  of  the  Toronto  branch,  made  appreciative  responses. 

One  of  the  hits  of  the  evening  was  the  rendering  of  a 
parody  on  "The  Old  Grey  Bonnet,"  composed  by  a  member  of 
the  company's  staff,  and  sung  by  Mr.  P.  Abell.  In  the  sketch 
were  worked  the  names  of  various  of  the  heads  of  depart- 
ments and  the  allusions  made  created  much  merriment. 

Following  the  toast  to  the  visitors,  responded  to  by  Col. 
John  White  and  Mr.  Chas.  Stewart,  came  the  final  toast  on  the 
list,  "Our  Superintendents,  Foremen  and  Fellow  Workers." 
This  was  responded  to  by  Mr.  W.  J.  Beattie,  assistant  superin- 
tendent of  the  Woodstock  factories. 

To  the  surprise  of  the  toastmaster,  Mr.  Beattie  called  the 
banqueters  to  order  and  proposed  a  toast  to  the  General  Mana- 
ger, Mr.  J.  R.  Shaw,  which  was  drunk  with  Highland  honors. 
The  manner  in  which  he  was  cheered  and  "Jolly  Good  Fel- 
lowed"  left  no  mistake  as  to  the  esteem  and  regard  in  which 
he  was  held.  An  address  was  then  read,  and  Mr.  Shaw  pre- 
sented with  a  gold  mounted  cane.  He  made  a  very  feeling 
reply,  though  confessing  his  entire  inability  to  express  his  ap- 
preciation of  the  kindly  spirit  that  prompted  the  gift  and  the 
address.  He  spoke  in  appreciative  terms  of  the  co-operation  of 
his  fellow  directors  and  the  intense  loyalty  of  everyone  in- 
terested with  him  in  the  success  of  the  company.  He  ex- 
pressed the  hope  that  the  convention  and  banquet  would  be 
an  annual  event.  He  incidentally  observed  that  for  four 
months  of  1911,  sales  were  $100,000  more  than  for  the  same 
period  of  the  previous  year. 

The  banquet,  voted  by  everyone  present,  the  most  suc- 
cessful of  the  kind  he  had  ever  attended,  was  brought  to  a 
close  by  all  joining  hands  and  singing  "Auld  Lang  Syne," 
cheers  for  the  King  and  the  singing  of  the  National  anthem. 

Among  those  in  attendance  from  places  other  than  Wood- 
stock were:— Robt.  Harmer,  Toronto;  Arch.  Hutchison,  Toronto; 
J.  W.  Gillbard,  Toronto;  F.  G.  Hall,  Toronto;  Stewart  Elder, 
Toronto;  G.  H.  Peart,  Toronto;  Thomas  Armstrong,  Toronto; 
George  ir.  Whiting,  Montreal;  J.  T.  Doble,  Vancouver;  J.  W. 
Thirlwell,  Calgary;  C.  A.  Powell,  Regina;  F.  Endress,  Win- 
nipeg; J.  J.  Maher,  St.  John,  N.B.;  C.  Hill, .  Wiarton;  Wm. 
Becker,  Wiarton;  J.  H.  Schwartz,  Wiarton;  H.  Hiljartner,  Wiar- 
ton;  L.  C.  Benton,  Walkerton;  W.  H.  Wells,  Walkertou;  F. 
Godwin,   Walkerton;    F.   Erueestein,     Walkerton;     H.  Gush, 


Walkerton;  Fred  Johnston,  Wingham;  A.  J.  Alderson,  Wing- 
ham;  L.  Bisbee,  Wingham;  E.  Forler,  Wingham;  J.  Hamilton, 
Wingham;  J.  H.  Reid,  Seaforth;  J.  C.  Stiles,  Seaforth;  Wm. 
Hartry,  Seaforth;  G.  S.  Edmund,  Seaforth;  A.  Witmer,  Berlin; 
John  Stuckbark,  Berlin;  E.  L.  Feherinbaeh,  Berlin;  H.  Schaefer, 
Waterloo;  Albert  Fromm,  Waterloo;  E.  F.  Snyder,  Waterloo; 
H.  Schiller,  Waterloo;   Earnest  Ifiller,  Waterloo. 


EXPOSITION  AT  STEATFOED. 

Many  furniture  retailers  have  already  visited  Stratford, 
where  the  furniture  manufacturers  of  that  centre  have  their 
entire  lines  set  up  in  their  respective  factories  during  the 
month  of  Jenuary.  This  is  the  second  annual  exhibition  of  the 
Stratford  firms,  whose  efforts  last  year  were  so  greatly  ap- 
preciated by  retailers  that  it  was  unanimously  decided  to 
again  open  their  showrooms  to  visitors.  Because  of  stock- 
taking and  for  other  reasons  some  retailers  may  be  unable 
to  get  away  from  their  stores  early  in  the  month,  but  can  do 
so  later. 

It  is  an  education  to  visit  the  showrooms  of  the  George 
McLagan  Furniture  Co.,  where  they  have  their  entire  line  on 
display.  McLagan  furniture  is  sufficiently  well  known  to  re- 
tailers all  over  the  country  to  be  appreciated  by  them,  and 
to  realize  that  only  by  a  personal  visit  can  an  adequate  con- 
ception of  the  goods  be  obtained. 

The  Imperial  Rattan  Co.,  who  are  manufacturers  of  reed 
and  rattan  furniture,  are  showing  some  entirely  new  ideas 
that  progressive  retailers  will  appreciate.  Mr.  Strudley  of  this 
firm  extends  a  cordial  welcome  to  visitors,  whether  they  are 
buyers  or  only  visitors.  They  will  be  sure  to  see  in  the  Im- 
perial display  a  variety  of  lines  that  the.y  will  require  during 
the  year. 

As  the  firm  name  would  imply,  the  Stratford  Chair  Co. 
are  chair  specialists,  and  the  products  of  this  factory  have 
done  much  to  build  up  the  enviable  reputation  that  Stratford 
has  as  a  furniture  centre.  The  line  includes  diners,  rockers, 
arm  chairs,  office  chairs,  stools  and  upholstered  chairs,  also  a 
fine  range  of  bedroom  furniture  in  surface  oak. 

It  is  not  too  early  to  think  of  summer  goods  and  the 
specialties  that  the  Stratford  Mfg.  Co.  are  manufacturing  ap- 
peals to  visitors.  There  are  many  furniture  men  who  have  not 
yet  realized  the  business  to  be  done  in  lawn  settees,  porch 
seats  and  swings,  such  as  this  firm  specialize  in.  They  are 
also  showing  a  line  of  assembly  seats,  card  tables  and  folding 
chairs. 

Globe-Wernicke  sectional  bookcases  are  known  to  every- 
one, and  their  popularit.y  is  a  testimony  to  the  good  judgment 
of  Mr.  J.  J.  Mason,  who  first  introduced  them  in  Canada. 
While  the  Globe-Wernicke  agency  is  not  open  everywhere, 
visitors  to  the  factory  at  Stratford  will  receive  a  cordial  wel- 
come. The  Globe-Wernicke  Co.  also  manufacture  a  line  of 
office  desks. 


FROM  BATAVIA. 

Users  of  short  reacli  clamps  for  drawer  and  table  tops  will 
be  interested  in  the  announcement  appearing  in  this  issue  of 
the  Batavia  Clamp  Company,  whose  headquarters  are  at 
Batavia,  N.Y.  This  firm  manufactures  Colt's  quick  acting- 
clamps,  both  eccentric  and  screw,  which  are  described  in  their 
catalogue.  No.  180.  They  also  make  wagon  and  automobile 
jacks. 


TRAVELLER  OPEN  FOR  ENGAGEMENT 
Now  on  road  in  Quebec  Province.  Tliorouglily 
experienced  in  furniture  ;   ten  years  in  retail 
trade.    Excellent  references- 
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First  Furniture  Exposition  at  Berlin 
:     and  Waterloo  a  Success. 

Many  Dealers  Visit  and  Endorse  It. — Exhibition  Will  Be  . 
Permanent. 

THE  success  of  the  initial  exposition  by  tlie  furniture 
manufacturers,  of .  Berlin  and  Waterloo,  assures  for  future 
expositions  the  liberal  endorsement  of  the  retail  trade. 
The  sentiment  of  the  various  speakers  at  the  banquet  held  in 
connection  therewith  and  of  individual  manufacturers  inter- 
viewed by  the  Furniture  World,  was  that  the  exijosition  should 
be  an  annual  affair.  Opinion  is  divided  as  to  whether  this 
annual  furniture  exhibition  sho\i]d  be  a  mid-summer  or  a  inid- 
winter  event  or  both.  There  are  supporters  of  all  three 
propositions.  It  is  not  unlikely,  however,"  that  a  permanent 
exposition  building  will  be  the  result  of  this  year's  fair,  with 
the  idea  of  making  Berlin  and  Waterloo  the  furiiiture  exhibi- 
tion centre  of  Canada.  In  the  meantime  tlie  manufacturers 
interested  will  at  once  decide  whether  the  next  exhibition 
shall  be  at  mid-summer  or  in  January  next,  and  whether  ar- 
rangements will  be  made  to  secure  the  auditorium  and  invite 
manufacturers  from  other  places  to  come  to  Berlin  with  ex- 
hibits of  their  products.  This  is  a  plan  that  has  already  been 
approved  by  a  number  of  important  retail  buyers,  who  aTe 
unable  by  reason  of  the  time  necessary,  to  visit  as  many  of 
the  factories  as  they  would  wish. 

A  number  of  the  exhibitors  Have  expressed  a  preference 
for  the  holding  of  the  exposition  in  January  as  a  more  suitable 
season,  when  visitors  are  in  a  business  mood  and  not-  merely 
on  a  pleasure  trip;  also  that  more -Western . buyers  would  come, 
east  during  January  than  at  any  other  season  of  the  year.  It 
is  also  pointed  out  that  the  experience  of  Grand  Rapids  is 
that  mid-winter  is  the  logical  time,  more  interest  centering 
on  purchases  for  spring  trade  and,  more  new  designs  being 
put  on  the  market  at  the  beginning  of  the  year  than  at  any 
other  time.  One  traveller  with  a  large  connection,  voiced  the 
sentiment  of  a  number,  when  he  referred  to  a  inid-summer 
fair  interfering  with  the  holidays  of  travellers  and  retailers  to 
an  extent  to  keep  many  of  them  away. 

The  advantages  claimed  for' a  mid-summer  exhibition  are 
that  climatic  conditions  would  make  an  outing  for  retailers 
more  desirable,  and  consequently,  induce  more  of  them  to  come 
than  during  the  winter.  One  prominent  manufacturer  also 
observed  that  the  mid-summer  exhibition  would  make  the  x>re- 
jmration  of  new  designs  more  practicable  in  that  there  would 
be  no  fall  rush  to  side-track  their  progress  in  the  factory,  as 
in  the  case  of  getting  out  designs  for  January.  The  holiday 
feature  in  connection  with  attracting  visitors,  some  of  those 
interviewed,  considered  important,  for  they  would  be  able 
to  get  around  with  greater  comfort;  and  would  ' not  have  the 
thought  of  being  snow-bound  to  prevent  their  '  leaving  home. 

The  fact  is  also  emphasized  that  it  is  not  the  immediate 
sales  only  that  make  for  the  success  of  the  exhibition,  but  the 
influence  that  it  will  have  throughout  the  year  on  the  buying 
of  the  retailer  who  atteri'ded  the  exhibition. 

The  BancLuet. 

It  was  a  happy  thought  that  brought  exhibitors  and  their 
representatives  and  the  visitors  together  around  the  festive' 
board,  in  the  form  of  a  banquet,  tendered  by  the  manufactup- 
ers  in  the  Masonic  Hall,  on  the  evening  of  January  11. 

Mr.  Geo.  C.  H.  Lang,  president  of  tiie  Employers'  Asso-. 
ciation  of  Waterloo  County,  was  the  chairman,  and  at  8.30, 
after  a  most  recherche  report  had  •  been  disposed  of,  proposed 
the  first  toast  of  the  evening,  "The  King."  Before  announcing 
the  toast,  Mr."  Lang  remarked  thatv  he  felt  somewhat  lone- 
some, as  he  was  not  a  furniture  manufacturer,  but  a 
tanner,  and  as  such  did  not  enjoy  all  the  competition  that  the 
furniture  manufacturers  had.     ■■'''  ■ 

With  the  toast,  "The  Furniture  .Trade",- wer<e  coupled  the 
names  of  Messrs.  J.^^A.  Baiifiel4f,-,,"V^^^nipeg;  E.  J.  Patrick,  of 
Guelph,  Keene  '  rtf  Xtindon','' and  'cjapfnin  Coltart  of  Chatham. 
This  toast  was  received  by  the  reiidcring-iof  "They  are  .I(V-lly 
(iood  Fellows,"  with  great  eariiestness. 


Mr.  Banfield,  after  admitting  that  he  was  a  good 
"diner,"  and  disavowing  his  ability  to  speak,  proceeded  to 
make  a  rattling  good  address.  He  said  he  had  been  in  the 
furniture  business  only  eight  or  nine  years,  but  found  it  re- 
munerative even  though  the  retailer  was,  as  he  jokingly 
remarked;  "the  poor  unfortunate  devil  between  manufacturer 
and  customer."  The  furniture  men,  he  claimed  to  be  "the 
best  bunch  of  men  ever -put  on  the  face  of  the  earth,  and," 
he  added,  "you  find  them  in  Berlin  and  Waterloo."  He 
stated  that  he  had  looked  over  the  numerous  lines  in  Chieago, 
but  for  ' '  elean-eut  goods  that  appeal  to  the  people  here  and 
give  satisfaction,  they  are  produced  in  Canada."  Regarding 
the  exposition,  the  speaker  considered  the  manufacturers  on  the 
right  path,  and  urged  them  to  make  it  permanent.  The  retail 
trade,  he  opined,  would  give  it  support. 

Mr.  Patrick,  of  Guelph,  whose  furniture  experience  in 
Canada,,  has  not  been  long,  expressed  the  pleasure  and  benefit 
of  meeting  the  men  who  make  the  goods,  their  travellers  and 
other  retailers.  He  considered  it  a  privilege  to  see  the  fur- 
niture set  up  in  the  showrooms  and  in  the  making.  This  was 
an  education  that  he  thought  should  be  a  necessary  part  of  the 
curriculum  of  every  furniture  man.  Regarding  the  exposition, 
he  thought  Berlin  had  started  right  and  predicted  the  ne- 
cessity- of  a  larger  hall  at  the  next  banquet.  He  suggested 
some  means  of  conveying  retailers  in  groups  from  factory  to 
factory,  in  order  to  cover  the  ground  more  thoroughly.  Mr. 
Patricli  paid  the  travellers  a  handsome  tribute'  and  stated 
that  they,  were  just  the  kind  of  men  to  be  introduced  into 
one's  home.-  He  also  stated  that  it  was  quite  a  treat  to  get 
away  from  the  store  and  enjoy  himself,  and  he  found  on  tele- 
phoning the  office  that  evening,  that  trade  had  been  so  good 
tliat  day  that  any  illusions  he  had  concerning  the  necessity  of 
his  being  home  had  been  disjielled. 

Mr.  Keene,  in  a  humorous  address,  remarked  that  during 
his  visit  to  the  Furniture  Exposition  he  had  met  many  old 
frioids:  and  had  been  introduced  to  a  number  of  new  ones  that 
appeared  to  be  well  known  in  the  trade.  Collins,  Black  and 
White  Highball  and  Cocktail  were  a  few  of  them.  Speaking 
seriousljf,: ,  he  endorsed  the  exposition  idea,  and  referred  to 
having  attended  the  first  one  held  in  Canada,  years  ago. 

•  Captain  Coltart,  of  Chatham,  said  that  though  one  of  the 
youngest  men  in  the  trade,  he  had  been  doing  business  with 
Berlin  and  Waterloo  firms  for  many  years,  his  father  being 
one  of  the  oldest  established  dealers  in  Canada,  and  he,  the 
speaker,  was  brought  up  in  the  business.  Referring  to  the- 
advantages  of  the  exposition  to  the  retailers,  he  pointed  out' 
that  while  it  was  impossible  to  buy  the  whole  line,  the  re- 
tailer learned  where  he  could  secure  a  certain  line  that  he 
might  be  asked  for,  but  not  have  in  stock. 

At  this  juncture  Mr.  Keffer,  of  the  Berlin  Furniture  Co.,' 
was  called  upon  for  a  song.  His  rendering  of  "The  Village 
Blacksmith ' '  was  so  apijreciated  that  an  encore  was  demanded. 

The  toast  to  '.'.The  Manufacturers"  was  responded  to  by 
Messrs.  D.  Hibuer,;  H.  Krug,  E.  O.  Weber,  G.  A.  Gruetzner, 
II.  M.  Snyder,  and  J.  E.  Jacques. 

On  rising  to  his  fe^t  Mr.  Hibuer  was  given  three  hearty 
cheers  and  a  tiger.  Ho  stated  that  it  was  very  encouraging  to 
the  furniture  manufacturers  of  the  "Twin  Cities"  to  see  so 
many  familiar  and  strange  faces,  at  this,  their  first  attempt 
at  an  exposition,  with,  as  he  stated,  some  manufacturers  not 
having  as  :  much  space  ■  for  display  purposes  as  they  would 
like.  He  referred  to  the  early  history  of  the  furniture  trade 
in  Berlin,  when  36  years  ago  Mr.  Krug  and  he  started  their 
resi>ective  businesses,  employing  three  hands  in  summer  and 
twice  as  many  in  winter.  Waterloo  had  one  factory,  and  i* 
also  was  very  small.  . -j 

He  spoke  of  the  growth  of  the  population  of  Berlin  to  15,- 
000,  with  an  assessment  of  seven  and  one-quarter  millions.  In 
the  furniture  industry  Berlin  has  13  factories  and  Waterloo  5, 
besides  the  two  bedding  industries  of  the  former  place.-  "I 
hope,  as  already  intimated,"  said  Mr.  llibner,  "that  the  day 
will  come  when  we  will  have  a  building  in  which  to  exhibit 
all  the  year  round."  He  then  referred  to  the  several  buildings 
in  Grand  Rapids  as  evidences  of  the>  success  of  the  exhibition 
idea.  These  buildings,  he  observed,  Tvere  -occupied  by  firms 
(lut  (if  (rrand  Rapids,  as  well  as  local  concerns. 

ill  reference  to  , the  advantage  of  the  exhibition,  Mr.  Hib- 
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ner  pointed  out  that  even  though  retailers  place  only  small 
orders  at  the  time,  the  manufacturers  received  an  indication 
whether  an  article  would  sell  or  not,  and  could  go  ahead 
accordingly,  so  that  when  orders  came  in  they  could  be  more 
promptly  filled. 

'  "No  doubt  many  dealers  were  disappointed  last  year,''  he 
said,  "because  of  failure  to  get  goods,  but  it  is  unfair  to  fill 
the  last  order  first  and  let  the  first  order  wait.  The  manufac- 
turer can  only  do  so  much  and  the  exhibition  will  give  the 
manufacturer  an  idea  of  what  will  sell.  For  this  reason  then, 
it  will  be  well  to  have  an  exhibit  once  a  year." 

Speaking  of  Canada,  Mr.  Hibner  expressed  sentiments 
heartily  endorsed  by  his  audience:  He  remarked  that  it  is 
the  only  remaining  country  for  white  men  to  emigrate  to,  and 
he  prophesied  that  during  tlie  next  15  to  25  years  Canada 
would  prosper  as  never  before. 

He  hesitated  before  referring  to  the  defeat  of  reciprocity, 
but  the  cries  of  "Let  us  have  it,"  "Go  on, "  etc.,  showed  that 
the  banqueters  were  ready  to  receive  the  subject.  "I  think 
the  defeat  of  reciprocitj'^  is  the  best  thing  that  ever  liappeiied 


Mr.  Hibner  surprised  his  audience  by  stating  that  la,st 
year  more  goods  were  shipped  from  Grand  Rapids  to  Canada 
than  were  made  in  Berlin  and  Waterloo.  He  emphasized  the 
loss  to  Canada,  the  money  thus  earned  going  to'  the  V.  S. 
The  establishment  of  a  permanent  exhibition  here  and  educat- 
ing the  dealer,  he  considered  an  excellent  way  to  keep  in 
Canada  the  money  earned  here.  Mr.  Hibner  also  thdught  the 
manufacturers  sliould  get  out  more  frequently  among  the  re- 
tailers, to  make  their  acquaintance  and  have  friendly  chats, 
which,  he' stated,  lie  purposed  doing.  ■  « 

Mr.  H.  Krug,  head  of  the  firm  bearing  his  nahie,  briefly 
responded  to  the  toast,  "  The  Manufacturer. "  He  acknowledged 
his  suri)rise  that  so  many  retailers  had  visited  their  first  ex- 
position. Any  little  iiiiporf eetions  in  connection  therewith,  that 
might  have  occurred,  he  said,  would  be  obviated  at  the  nekt 
exhibition.  The  success  that  attended  this  one,  in  spite  of 
the  deep  snow  and  severe  weathet,  he  considered  very  en- 
couraging for  a  permanent  exhibition.  He  stated  that  he 
hoped  to  see  them  all  at  some  futu'rfe  time.  -  ' 

Mr.  E.  O.  "Welier,  of  the  Waterloo  Furniture  Co.,  referred 
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to  us,"  he  said,  and  quoted  conversations  with  U.  S.  manu- 
facturers who  commended  Canada's  action  in  this  respect. 
"The  United  States  turned  us  down.  We  can  forgive,  but  we 
cannot  forget,  and  we  know  enough  now  to  take  care  of  our- 
selves," was  a  sentiment  heartily,  endorsed... 

Referring  again  to  the  exhibition,  Mr.  Hibner  said,  "efforts 
will  be  put  forth  to  make  Berlin  and  Waterloo  the  Grand  Rajiids 
of  Canada.  He  thought  that  outside  manufacturers  could  l)e 
induced  to  join  the  Twin  City  firms. 

/The  speaker  also  advanced  a  plea  for  uniform  terms  and 
prices,  and  remarked  that  some  manufacturers  are  not  as  firm 
as  they  should  be.  He  deprecated  the  unfairness^  of  quoting 
different  priceg  and  terms  to  different  buyers.  ! 

The  speaker  then  ])aid  a  tribute  to  tlie  travelling  sales- 
men, who,  he  thought,  did  not  receive  the  credit  they  deserve 
in  view  of  the  work  ,  they  do(,  and.  that  th^  success  of  the 
business  depends  upon  the  traveller,  who  had  the  trade  in 
the  palm  of  his  hand.  '  "'The  ideal  salesman,"  he  facetiously 
rernar'lted,  "is  the  one  that  can  sell  a  retailer  whether  he 
T^aiits  the  goods  or  not."  -  ' 


to  the  competition  in  the  furniture  trade,  and  which  did  not 
exist  to  the  same  extent  in  the  tanning  business,  as  tending  to 
jirogress.  "If  ybu'sli(lc  bacli,"  he  said,  "a  competitor  is  right 
at  your  side  to  make  you  take  notice. ' '  He  endorsed  the  sen- 
timents of  Mr.  Patrick  regarding  the  benefits  to  I)e  derived 
by  dealers  becoming  acquainted  with  tlie  manufacturers  and 
with  each  other  as  jter  the  opportunities  afforded  at  an  affair 
of  this  kind.  In  this  Connection  he  stated  that  the  co-operation 
of  the  manufacturers  could  be  depended  ujion.  He  s.ympathized 
with  the  retailers  who  have  done  nmeh  for  the  manufacturers'. 
Having  been  out  among  thenv  he  knew  tliat  they  put  up  wil|i 
Ijreakage  and  repaired  damagek' which  the  manufacturer  knew 
nothing  about,  whicli  were  not  the  manufacturers'  fault,  how- 
ever, nor  the  dealers'  either.  The  co-operation  of  all  branches 
of  the'  trade  he  considijted.  essential  to  the  success  of  it. 

Regarding  a  permanent'  exhibition  building  iu  Grand 
Kaidds  referred  to,  he  remarked  that  a  similar  one  would 
doubtless  be  in  time  built  in  Berlin  through  the  bravery  of  a 
man  who  would  go  through  the  five  Tiecossary  stages  to  suc- 
cess;  first  ho   would  he   ignored,   then   ridiculed,  condemned, 
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respected,  and  lastly  helped.  He  prophesied  that  such  a  man 
would  be  supported  by  the  Berlin  and  Waterloo  manufacturers. 

Regarding  salesmanship,  the  remarks  of  Mr.  Hibner  sug- 
gested to  him  that  the  qualifications  of  a  salesman  are  ability  to 
secure  attention,  then  interest,  desire  and  resolution  to  buy, 
based  upon  the  law  of  mutual  benefit.  Retailers,  he  said, 
should  recognize  the  law  of  mutual  benefit  and  not  ask  for 
special  and  unreasonable  discounts.  He  also  paid  a  tribute  to 
the  ' '  Knights  of  the  Grip ' '  and  their  work,  they  always 
bringing  valuable  suggestions  to  the  manufacturers.  Mr. 
Weber  credited  this  year's  exhibition  and  banquet  to  the 
untiring  energy  of  "Pat"  Scully. 

Mr.  G.  A.  Gruetzner,  of  the  Hespeler  Furniture  Co.,  paid 
a  tribute  to  Berlin,  which  he  said  was  a  good  town  and  that 
succeeded  in  anything  it  undertook.  "We  knew  that  down  at 
Hespeler,"  he  said,  "just  nine  miies  away,  and  that  is  why 
we  annexed  Berlin."  Referring  to  the  exposition  he  said, 
"we  should  all  use  our  efforts  to  induce  someone  to  start  a 
permanent  building  in  Berlin."  He  thought  it  would  be  a 
great  pity  if  a  number  of  points  should  start  exhibits  which 
would  result  in  confusion.  He  instanced  the  multiplicity  of 
exhibition  centres  in  the  ITnited  States,  as  something  to  be 
avoided.  He  referred  also  to  U.  S.  furniture  coming  to  Canada 
because  of  dull  times  over  there,  and  at  less  than  regular 
prices.  He  had  seen  goods  offered  for  export  at  less  prices 
than  for  home  trade.  He  also  instanced  the  progress  of  Cana- 
dian manufacturers  in  putting  on  more  hands  and  in  enlarging 
their  plants.  No  industry  in  Canada,  he  considered,  had  ad- 
vanced as  the  furniture  industry  has  done  during  the  past  10 
years.  The  retailers,  lie  considered,  had  done  well,  and  ven- 
tured that  Mr.  Keene  had  done  better  than  almost  any  manu- 
facturer. "I  am  sorry,"  said  the  speaker,  "he  didn't  tell 
you  of  a  manufacturing  ex])erience.  The  manufacturer  made 
a  table  worth  .$1..'50.  When  he  got  a  number  finished  he 
called  on  a  retailer,  who  promised  to  put  one  on  the  floor  and 
get  another  one  when  it  was  sold.  Now  he  is  wise  enough  to 
take  what  we  manufacture, ' '  concluded  the  speaker. 

Mr.  H.  M.  Snyder  stated  that  he  would  like  to  hear  wiiat 
the  dealers  had  to  say  regarding  terms  and  discounts.  He 
doubted  the  possibility  of  a  cast  iron  arrangement  of  terms 
and  discounts  as  conditions  varied  with  different  dealers.  He 
wanted  to  know  wliat  a  manufacturer  would  do  if  a  retailer 
asked  for  two  mouths  instead  of  one,  and  what  about  Western 
trade.  He  lieartily  endorsed  the  exposition  idea,  and  thought 
meeting  once  a  year  the  best  thing  that  could  happen  the 
trade. 

Mr.  Banfield  interjected  that  in  Winnipeg  a  permanent 
exhibition  building  has  been  started.  It  took  24  hours,  he 
said,  to  get  52  men  to  subscribe  $500  each,  giving  $26,000  to 
start  the  enterprise. 

Mr.  J.  E.  Jacques,  of  the  Berlin  Furniture  Co.,  said  the 
attendance  at  their  first  exhibition  was  verj-  gratifying,  and 
believed  that  a  start  had  been  made  that  would  result  in  a 
permanent  exhibition  in  Berlin.  The  idea  of  retailers  meeting 
the  manufacturers  he  considered  a  distinct  advantage. 
Though  the  manufacturer  was  glavA  to  have  the  dealer  come 
and  buy,  he  did  not  expect  them  all  to  make  purchasers. 
He  considered,  however,  the  retailer  and  manufacturer  getting 
in  closer  touch,  a  distinct  advantage. 

Mr.  S.  Roberts  said  his  name  must  have  been  put  on 
the  programme  in  the  same  manner  that  some  travellers 
padded  orders. 

"The  Salesman,"  the  next  toast  on  the  list,  was  re- 
sponded to  by  P.  A.  Somerville,  Alf.  Edwards,  W.  E.  Finnegan, 
Percy  Brown,  Edgar  Roberts  and  Martin  Anthes. 

Mr.  Somerville,  who  represents  the  Ellis  Furniture  Co., 
stated  that  he  had  visited  a  number  of  the  warerooms  and 
was  greatly  pleased  with  the  quality  and  finish  of  the  goods. 
While  he  saw  no  "demonstration,"  he  told  about  one  that  oc- 
curred in  a  retail  store.  As  "Pat's"  veracity  is  undoubted, 
none  will  doubt  the  truth  of  the  incident,  which  he  will  tell 
on  request.  Mr.  Somerville  paid  a  tribute  to  the  high  standing 
of  travelling  salesmen,  and  referred  to  some  of  the  diflficul- 
ties  they  have  to  contend  with.  He  also  emphasized  that 
retailers  could  get  just  as  good  value  and  as  good  furniture 
in  (Canada  as  anywhere. 

Alf.  Edwards  agreed  with  the  sentiment  expressed  that 


Berlin  and  Waterloo  were  destined  to  be  the  furniture 
metropolis  of  Canada.  He  predicted  that  the  time  would 
come  when  Canada  would  be  larger  than  U.  S.  in  manufac- 
turing industries.  "Alf."  then  demonstrated  his  vocal  ability 
by  telling  in  song  Bill  Jones'  troubles. 

W.  E.  Finnegan  proved  to  be  considerable  of  a  humorist, 
but  interjected  enough  seriousness  to  emphasize  the  value  of 
co-operation  in  the  further  development  of  the  furnitare 
trade. 

The  irrepressible  Percy  Brown  was  next  called  upon.  He 
denied  any  tendency  toward  speech  making,  but  volunteered 
to  tell  a  story.  This  proved  to  be  an  actual  automobile  ex- 
perience, but  as  its  force  would  be  lost  in  the  telling,  readers 
may  ask  Percy  B.  to  relate  in  the  vernacular,  which  he  will 
do  if  they  mention  the  Furniture  World.  Edgar  Roberts, 
who  travels  out  of  Winnipeg,  guaranteed  that  the  Western 
trade  would  respond  to  future  exhibition  efforts,  but  said  it 
should  have  more  advertising.  He  hoped  it  would  become  per- 
manent. 

Martin  Anthes,  who  has  lived  so  long  in  Montreal  that 
he  almost  gets  homesick  anywhere  else,  told  of  the  influence 
of  the  travellers  in  making  a  place.  Once  in  the  Maritime 
Provinces  he  was  asked  bj'  a  hotel  clerk  to  decide  a  bet  as  to 
which  was  the  larger  place,  Berlin  or  Toronto.  "Berlin,  of 
course,"  was  the  prompt  decision.  "I  knew  it,  said  the  clerk, 
because  three  Berlin  salesmen  register  here  to  one  from  To- 
ronto. ' '  From  Berlin  and  Waterloo,  he  stated,  there  were  250 
travellers  securing  business  up  and  down  the  country.  He 
opined  that  the  furniture  exposition  would  be  permanent. 

Coupled  with  the  toast  to  "The  Press"  were  the  names 
of  Mr.  James  Acton  of  the  Furniture  Journal;  John  A.  Ful- 
lerton  and  N.  D.  Webster  of  the  Furniture  World,  and  repre- 
sentatives of  local  newspapers. 

One  of  the  local  newspaper  men  made  a  hit  when  he 
stated  that  the  only  time  an  editor  used  veneer  was  when 
he  wrote  a  furniture  traveller's  obituary.  Another  local  news- 
paper man  has  the  honor  to  be  sheriff  of  Waterloo  County,  and 
to  anybody  requiring  his  services  as  hangman,  he  guaranteed 
a  good  scientific  job. 

Before  concluding  the  meeting,  Mr.  D.  Hibner  moved, 
seconded  by  Mr.  H.  Krug,  that  a  vote  of  thanks  be  tendered 
Mr.  Scully  for  the  efficient  and  capable  manner  in  arranging 
for  the  entertainment  of  the  guests,  and  that  a  letter  of 
thanks  be  sent  the  Masonic  Hall  management. 

Mr.  Scully  was  called  to  his  feet  and  affirmed  that  the 
]>leasure  was  his  in  seeing  so  many  present.  To  Percy  Brown 
he  gave  the  credit  of  the  idea  that  resulted  in  the  exposition. 
Mr.  Brown,  he  said,  in  a  conversation,  urged  him  to  get  the 
Berlin  and  Waterloo  manufacturers  to  join  together  to  boom 
the  furniture  industry  of  these  two  places.  The  result  was 
that  every  manufacturer  but  one  joined  in  the  furniture  ex- 
position. He  then  spoke  of  the  next  one.  If  it  were  to  be 
in  midsummer,  as  some  suggested,  he  thought  the  local  manu- 
facturers might  exhibit  in  their  own  showrooms  as  on  this 
occasion,  and  secure  a  building  for  the  use  of  outside  manu- 
facturers, who  would  no  doubt  be  pleased  to  come  and  exhibit, 
resulting  in  the  finest  exhibit  in  Canada  for  dealers. 

This  brought  to  a  conclusion  a  very  successful  and  en- 
thusiastic first  banquet  of  the  Berlin  and  Waterloo  furniture 
trade,  and  the  gathering  broke  up  before  midnight  after  sing- 
ing the  national  anthem. 


AMONG  THE  EXHIBITS. 

H.  KEUG  FURNITURE  CO. 

Mr.  J.  W.  Dore  spent  the  week  of  the  exposition  at  the 
sample  rooms  of  the  H.  Krug  Furniture  Co.,  where  he  was 
shown  an  excellent  line  of  dining  room  and  parlor  chairs, 
and  an  extensive  line  of  office  chairs  and  club  tables.  Among 
the  latter  No.  326  attracted  special  attention.  This  was  a 
round  table  with  four  chairs  to  match,  and  which  when  not 
in  use,  slipped  under  the  table  out  of  sight. 

WUNDER  FURNITURE  CO. 

Visitors  to  the  exhibit  of  the  above  named  firm  were 
looked  after  by  Messrs.  H.  S.  Zinkan  and  L.  B.  C.  Clemens, 
and  they  had  an  excellent  array  of  hall,  dining  room  and 
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parlor  furniture  to  show  to  the  retailers  who  called.  The 
hall  furniture,  in  oak  only,  included  a  handsome  seat  and 
mirror,  in  No.  266,  and  a  popular  selling  hall  rack  in  No.  229. 
No.  214  hall  rack  attracted  more  than  passing  attention.  This 
had  canopy  effect,  with  two  rounded  columns  and  large  mirror. 
Among  the  parlor  furniture,  No.  327,  a  three  piece  suite  in  art 
finish,  j)roved  a  popular  seller.  A  parlor  suite,  upholstered  in 
camel  skin,  has  been  in  good  demand  for  Western  trade. 


HIBNER  FURNITURE. 

Mr.  E.  Roat,  who  is  one  of  the  best  known  men  in  the 
trade,  and  Mr.  D.  Wilhelm,  who  represented  the  Hibner  firm, 
extended  a  welcome  to  visitors.  Among  the  new  goods  a, 
Sheraton  dining  room  suite  was  much  admired.  This  was  in 
mahogany,  shown  with  art  finish.  The  6  foot  buffet  is  made 
with  the  addition  of  a  mirror  when  desired.  The  pieces  of 
the  set  were  besides  the  buffet,  china  cabinet,  dinner  waggon, 
table  and  chairs. 

The  extension  tables  manufactured  by  this  firm  all  have 
new  style  locking  device.  Suite  No.  863,  which  is  of  a  style 
between  Jacobean  and  Flanders  is  in  oak,  any  finish,  but 
usually  preferred  in  fumed  oak.  The  dainty  design  of  No.  1857, 
a  medium  priced  mahogany  suite,  attracted  attention  of  visit- 
ing retailers.  No.  811  buffet,  one  of  the  first  inade,  8  or  9 
years  ago,  is  still  noticed  in  the  Hibner  line  and  continues 
in  such  demand  that  they  cannot  drop  it.  Tables  in  great 
profusion  were  among  the  Hibner  goods,  and  No.  1010  work 
table,  with  drop  leaves  and  fitted  drawers,  is  always  sale- 
able. Along  with  their  Berlin  lines  the  Hibner  Co.  showed  the 
chairs  and  tables  from  their  Listowel  factory.  These  include 
cheap  kitchen  chairs  and  surface  oak  tables. 


BERLIN  FURNITURE  CO. 

The  lamp  shades  used  with  the  incandescent  lighting  at 
this  firm's  exhibit,  were  from  the  Cloisonne  Art  Glass  Go's 
factory,  a  local  industry,  where  memorial  windows  are  a 
specialty.  The  several  designs  of  grandfather  clocks  and  their 
chimes  attracted  the  attention  of  all  who  saw  this  display. 
One  large  clock  had  Westminster,  Whitington  and  St.  Michael 
chimes.  This  was  a  nine  tube  movement,  with  dial  of  pierced 
brass.  It  showed  phases  of  the  moon,  besides  seconds,  hours 
and  dayfi. 

Among  the  new  bedroom  furniture  was  noticed  No.  19 
dresser,  adapted  to  hotels  and  clubs.  This  had  a  top  drawer 
fitted  with  ink  well  and  receptacles  for  stationery.  The  front 
of  the  drawer  dropped  down,  giving  access  to  a  good  sized 
writing  bed.  No.  218,  cheffonier-desk,  with  oval  mirror,  and 
219,  with  shaped  mirror,  were  noticed  in  oak  and  mahogany. 
These  are  ])opular  for  clubs  and  boarding  houses,  or  for 
homes. 

Suites  Nos.  21  and  22  were  shown  for  tlie  first  time. 
These  are  in  black  walnut,  with  high  or  low  dresser,  and  extra 
large  mirror.  A  detailed  description  of  even  the  new  designs 
would  be  imj)ossible.  Altogether,  there  were  over  300  pieces, 
including  house  desks  with  bookcases,  dressers,  cheffoniers, 
chevals,  somnoes,  etc.  A  new  addition  was  a  line  of  cos- 
tumers  on  casters.  Mr.  A.  E.  Evans,  well  known  among  re- 
tailers, was  on  hand  to  meet  old  and  new  friends. 


BAETZ  BROS  &  CO. 

This  firm  had  the  assistance  of  Martin  Anthes  and  W.  H. 
Beney,  in  featuring  the  merits  of  the  dining  chairs  in  which 
they  specialize.  They  showed  several  new  lines  of  Mission 
furniture,  in  sets  and  odd  chairs,  for  which  they  have  ex- 
perienced a  growing  demand.  These  are  new  goods  with  this 
firm.  No.  403  is  a  three  piece  suite  with  bellows  cushion  in 
Spanish  leather.  This  has  felt  filled  cushion  on  top  of  the 
springs  and  is  very  comfortable.  It  is  in  any  oak  finish.  No. 
401  is  of  Flanders  design  and  suggests  comfort  and  durability. 
Among  the  diners,  No.  134  was  particularly  admired.  A 
noticeable  point  about  this  chair  was  that  there  was  not  a 
joint  in  the  veneer.  Baetz  Bros,  have  7  or  8  new  parlor 
suites  coming  through.  "Everything  we  ship  is  crated,"  said 
a  member  of  this  firm,  and  the  good  condition  in  which  the 
furniture  arrives  is  a  feature  of  their  business. 


LIPPERT  FURNITURE  CO. 

The  luxury  chair  made  by  this  firm,  with  back  that  auto- 
matically adjusts  itself  to  the  occupant,  is  proving  a  good 
seller.  This  is  upholstered  in  Spanish  leather.  Another  new 
chair  has  detachable  seat,  back  and  arms  of  leather  to  per- 
mit of  thoroughly  dusting  the  chair  or  rocker.  This  has  se- 
parately filled  cushion  on  a  spring  seat.  The  line  of  chairs 
included  dainty  samj)]es  in  Circassian  walnut,  curly  birch  and 
white  enamel  for  bedrooms,  and  a  line  of  fancy  parlor  chairs. 
In  parlor  furniture  several  new  three-piece  suites  were  shown. 
Tn  designing  the  new  samples  there  was  a  more  distinct  dif- 
ference between  each  suite.  These  are  in  both  upholstered 
and  panel  backs.  In  hall  furniture  were  noticed  several  new 
racks.  These  are  a  departure  from  the  old  styles,  being 
plainer,  and  with  large  mirrors.  No.  189,  in  beautifully 
figured  quartered  oak,  appealed  to  visitors  as  particularly  good 
value.  No.  187,  less  expensive  than  189,  had  extra  long  mir- 
ror, was  of  widely  figured  wood  and  attractive  design.  No 
190,  in  a  Colonial  style,  was  more  massive,  and  had  large  seat 
and  commodious  box.  In  hall  furniture  the  Lippert  firm  show 
a  strong  line,  from  elm  up  to  the  finest  quarter  cut  oak.  Dur- 
ing the  exhibition  Messrs.  R.  D.  Kilgour,  M.  Brown  and  R.  W. 
Higginbottom  were  on  hand. 


GEO.  J.  LIPPERT  TABLE  CO. 

In  the  showrooms  at  this  comjiany's  factory  were  shown 
40  different  designs  of  extension  tables,  all  in  oak.  They 
were  in  polished,  art,  cathedral,  Antwerp,  early  English  and 
fumed  finishes.  A  new  idea  that  interested  many  buyers  was 
the  removable  top,  and  any  householder  who  has  occasion  to 
move  the  dining  table  into  another  room  will  appreciate  this. 
The  top  removes  in  two  jjieces,  easily  and  quickly,  leaving  the 
base,  which  may  be  wheeled  through  an  ordinary  doorway. 
The  device  that  makes  this  removable  top  possible  is  con- 
trolled by  this  firm  for  Canada.  On  all  their  tables  Tyden 's 
fixtures  are  used.  A  number  of  the  samples  were  equipped  with 
leaf  locks.  This  firm  have  added  a  line  of  pedestals  in  oak 
and  brick  mahogany.  Messrs.  Kilgour  and  Higginbottom  both 
carry  this  line. 


WATERLOO  FURNITURE  CO. 

A  permanent  showroom  of  6,500  square  feet  is  one  of  the 
features  at  this  factory,  so  that  visitors  at  any  time  of  the 
year  can  see  this  company's  lines.  During  this  season's  ex- 
position they  showed  300  pieces.  Needless  to  say  these  in- 
cluded a  great  variety  of  "Popular  Priced  Solid  Mahogany 
Drawing  Room  Furniture, ' '  in  which  the  Waterloo  Furniture 
Co.  are  specializing.  The  designs  were  too  numerous  for  de- 
tailed description,  but  there  was  not  one  on  the  floor  that  could 
not  be  accounted  a  ready  seller.  The  fact  that  these  goods  are 
obtainable  at  prices  that  would  be  reasonable  for  birch,  adds 
to  their  attractiveness.  They  were  upholstered  in  choice  silks, 
and  are  in  panel,  spindle  and  upholstered  backs.  A  big  Tur- 
kish chair  was  a  prominent  sample.  This  was  designed  for 
sitting  or  club  room;  upholstered  in  car  plush.  It  had  re- 
volving swivel  and  Harrington  spring.  The  base  having  five 
points,  made  it  safe  from  tipping.  This  conipanj'  also  showed 
a  handsome  line  of  smoker  davenports,  as  well  as  smoker 
Morris  chairs,  in  cathedral  finish,  leather  and  car  plush  xip- 
holstery.  Their  living  room  chairs  also  included  a  variety 
of  wire  backs  in  different  colored  leather  and  silks.  There 
were  odd  chairs  and  rockers  for  clubs  and  Mission  three-piece 
suites  in  leather  and  silk.  A  number  of  absolutely  new  three- 
piece  parlor  suites  in  solid  mahogany  are  now  coming  through 
the  factory  to  add  to  an  already  excellent  line.  Mr.  Percy 
Brown,  who  handles  this  firm's  lines  in  Western  Ontario,  was 
well  pleased  with  the  results  of  the  exposition,  and  Mr.  E.  O. 
Weber,  head  of  the  firm,  is  one  of  the  strongest  advocates  of 
a  permanent  fair. 


SNYDER  BROS.  UPHOLSTERING  CO. 

Elsewhere  reference  is  made  to  the  addition  now  being 
erected  by  this  firm,  to  be  used  for  office  and  store  rooms. 
Their  immense  show  room  of  7,500  feet  is.  maintained  all  the 
year  round.    Among  the  newest  pieces  shown  in  their  500 
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samples  was  the  Snyder  Unifold  Davenport  Bed,  which  re- 
quires only  one  movement  to  open.  The  occupant  of  this 
sleeps  on  a  regular  mattress  and  spring  separate  from  the  up- 
holstery. It  is  obtainable  in  8  different  designs  and  a  variety 
of  coverings.  A  new  idea  was  shown  in  a  reading  lounge; 
this  had  reclining  head  and  arm,  and  was  exactly  as  its  name 
implies.  This  firm  show  a  great  variety  of  designs  in  living 
room  and  den  furniture  in  Spanish  leather  and  denims.  Their 
fireside  chairs,  in  striped  denims,  are  of  inviting  design  and 
durable  appearance.  Their  line  of  couches  embraced  some  50 
samjiles  in  all  shades  of  velour  and  leather.  They  also  produce 
three  and  five  piece  parlor  suites  in  solid  mahogany  and  birch 
mahogany  in  silk  tapestries.  Their  English  hassocks  have  also 
proved  popular  sellers.  A  special  line  is  a  dozen  mission 
tables  at  a  special  price,  and  they  have  also  a  number  of  no- 
velties, including  magazine  racks,  costumers,  waste  paper  bas- 
kets, etc. 


WOELLER.  BOLDUC  &  CO. 

It  is  just  26  years  since  Mr.  Woeller  of  this  firm  came  to 
Canada,  and  eight  years  later  he  was  in  business  of  manu- 
facturing. His  firm  was  showing  a  new  line  of  diners  in  Mis- 
sion, golden  and  fumed  oak,  in  addition  to  their  other  lines. 
A  Morris  smoker  in  Mission  design,  with  spiral  springs  in  back 
and  seat,  and  upholstered  in  Spanish  leather,  was  one  of  the 
firm's  good  sellers  during  the  days  of  the  exposition.  They 
also  showed  a  line  of  three  piece  suites  in  solid  mahogany  and 
birch  mahogany.  The  piano  lamps  and  reading  lamps  are 
lines  that  offer  considerable  opportunity  for  retail  dealers,  as 
the  demand  for  this  class  of  goods  is  constantly  on  the  in- 
crease. 


FURNITURE  TO  ORDER. 

The  Berlin  Specialty  Furniture  Works,  not  having  room  at 
their  own  premises,  displayed  several  samples,  in  the  white, 
at  the  showrooms  of  the  Waterloo  Furniture  Co.  So  great 
has  been  the  demand  for  "furniture  made  to  order,"  that  this 
firm  viiJl  build  an  addition  to  their  factory  as  soon  as  spring 
opens  up.  Mr.  H.  P.  Grischow,  proprietor  of  this  firm,  is  well 
pleased  with  tlie  success  of  his  venture. 


BERLIN  TABLE  CO. 

Among  the  younger  firms  in  Berlin  is  the  Berlin  Table 
Co.,  which  firm  started  out  to  specialize  in  the  manufacture  of 
extension  tables  in  oak.  Mr.  May,  of  this  firm,  had  several 
retailers  compliment  him  on  the  quality  of  his  goods,  which 
are  already  making  a  reputation  for  the  makers.  The  patent 
slide  is  one  of  the  features  emphasized  by  them. 


SLIDING  GLASS  SHOES. 

A  number  of  the  visiting  retailers  called  at  the  show- 
rooms of  Onward  Mfg.  Co.,  who  control  the  Canadian  patents 
for  the  Onward  Sliding  Glass  Shoe,  now  so  extensively  used 
to  replace  casters.  They  are  specially  adapted  for  use  on 
hardwood  floors  and  carpets,  and  are  in  sizes  for  any  piece 
of  furniture  up  to  a  piano.  Many  furniture  men  are  persuad- 
ing householders  to  refit  their  brass  and  iron  beds  with  glass 
shoes,  and  are  surprised  at  the  ease  with  which  they  slide 
over  the  carpet.  The  Onward  firm  also  manufacture  hand 
power  and  electric  vacuum  cleaners  and  wallpaper  display 
racks.    All  their  lines  are  of  interest  to  furniture  men. 


QUALITY  MATTRESSES. 

Though  the  Quality  Mattress  Co.  have  been  in  business 
but  a  year,  their  mattresses  were  very  much  in  evidence  on 
the  first  floor  of  their  factory.  Their  exhibit  consisted  of 
high  and  medium  grade  felt,  wood  fibre  and  grass  mattresses 
in  different  sizes.  The  business  of  this  company  is  gradually 
outgrowing  the  present  facilities,  consequently  preparations 
are  under  way  by  which  the  output  will  be  increased. 


KELLARIC  MATTRESSES. 

The  Berlin  Bedding  Co.  of  Berlin,  has  moved  its  office 
and  factory  to  its  new  home  which  the  company  purchased 
recently.    It  is  located  directly  opposite  the  old  place,  and 


lias  been  remodelled  to  suit  the  requirements  for  the  manufac- 
ture of  the  Kellaric  mattress.  It  is  equipped  with  the  latest 
improved  machinery. 

The  exhibit  consisted  of  a  nice  line  of  the  Kellaric  mat- 
tresses and  model  box  beds. 

The  Berlin  Bedding  Co.  specialize  in  high  grade  cotton, 
felt  and  hair  mattresses.  Mr.  H.  D.  McKellar,  president  of  the 
company,  while  not  engaged  in  showing  his  goods  to  the  at- 
tending visiting  dealers,  he  was  piloting  them  around  to  the 
different  factories  in  the  city. 


UPHOLSTERED  FURNITURE. 

Geo.  H.  Hachborn  &  Co.,  Berlin,  showed  a  line  of  3  and  5 
piece  parlor  suites  in  silk  tapestries,  couches,  Morris  chairs  and 
fancy,  odd  and  easy  chairs,  and  diners  in  leather.  The  de- 
signs of  these  goods  are  most  modern.  The  company  specialize 
in  couches. 


BERLIN  INTERIOR  HARDWOOD  CO. 

Mr.  Ford,  of  the  Berlin  Interior  Hardwood  Co.  expressed 
his  surprise  that  so  small  an  effort  brought  out  so  many  re- 
tailers. A  scarcity  of  space  made  a  creditable  display  of  the 
lines  of  his  firm  impossible,  and  demands  up  to  the  present 
has  prevented  the  accumulation  of  stock.  Besides  desks  of 
all  kinds  they  produce  single  and  aouble  wardrobes,  high  grade 
bank,  store  and  office  fittings,  church  furniture  and  pews,  as- 
sembly and  opera  chairs. 

CANADA  FURNITURE  MANUFACTURERS. 

A  number  of  retailers  called  at  the  Berlin  warerooms  of 
the  Canada  Furniture  Manufacturers  and  inspected  the  pro- 
ducts of  their  Berlin  and  Waterloo  factories.  The  Waterloo 
factory  specializes  on  upholstered  goods,  and  high  class  dining 
and  bedroom  furniture  is  manufactured  at  the  Berlin  factory. 


A  DESK  SPECIALIST. 

One  of  the  oldest  established  and  best  known  factories  in 
Canada  is  that  of  John  B.  Snider,  Waterloo.  He  produces 
desks  in  a  great  variety  of  styles.  There  are  flat  and  roll 
tops,  drop  typewriter  desks,  school  desks,  boardroom  tables  and 
office  and  typewriter  chairs. 

CHURCH  FURNITURE. 

Visitors  interested  in  church  furniture  and  seating  visited 
the  Globe  Furniture  Co.,  who  specialize  in  this  class  of  goods. 
A  number  of  retail  furniture  men,  particularly  in  the  West, 
have  handled  some  profitable  contracts  in  this  line.  The 
Globe  firm  have  goods  of  a  somewhat  special  nature  for  Roman 
Catholic  churches  and  institutions. 


KREINER  FURNITURE. 

The  lines  of  J.  Kreiner  «fc  Co.  have  done  their  part  in  mak- 
ing Berlin  known  as  a  furniture  centre.  They  have  been  on 
the  market  for  twenty  years,  and  include  fancy  and  medium 
parlor  tables,  library  tables,  Mission  furniture,  ladies'  writing 
desks,  parlor  frames,  etc. 

Mr.  F.  W.  Weekes,  who  for  five  years  had  charge  of  the 
Globe  Casket  Co.,  severed  his  connection  with  that  firm  on 
Dec.  31,  and  is  now  in  charge  of  the  office  of  Snyder  Bros.' 
Upholstering  Co.,  Waterloo.  Mr.  Weekes  was  succeeded  by 
Mr.  J.  Bahnsan,  for  20  years  connected  with  the  American 
Seating  Co.,  of  Chicago. 

Mr.  W.  C.  Bradburn,  of  Edmonton,  last  year  handled  nine 
cars  of  office  furniture,  as  against  one  carload  the  year  before. 

Mr.  D.  Ilibner,  founder  and  head  of  the  D.  Hibner  Fur- 
niture Co.,  Ltd.,  and  Mr.  H.  Ford,  of  the  Berlin  Interior  Hard- 
wood Co.,  Ltd.,  of  the  same  place,  were  among  the  visitors  to 
Grand  Eapids.  Mr.  Woeller,  of  Woeller,  Bolduc  &  Co.,  of 
Waterloo,  purposed  visiting  that  American  centre  immediately 
after  the  Berlin-Waterloo  fair. 

It  is  estimated  that  the  furniture  manufacturers  of  Berlin 
and  Waterloo  paid  out  $1,000,000  last  year  in  wages. 

A  talking  machine  of  Berlin  make  sang  and  played  various 
selections  during  the  course  of  the  banquet.  This  was  the 
Phonola,  made  by  the  Pollock  Mfg.  Co. 
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AT  THE  BERLIN  CLUB. 

During  the  Twin-City  Exposition  the  Berlin  Club  was  the 
rendezvous  of  as  "jolly  a  bunch  of  men  as  ever  stood  in  shoe 
leather,"  to  quote  one  of  the  visitors.  A  couple  of  hotly  con- 
tested games  of  billiards  formed  the  event  of  one  evening. 
One  of  these  games  was  a  contest  between  manufacturers  and 
retailers,  in  which  the  latter  lost.  While  they  had  no  com- 
l)laint  to  make  of  the  decision  of  referees  Logan  and  Coltart, 
Banfield  of  Winnipeg,  confessed  that  his  introduction  to  Lim- 
berger  proved  no  help  to  him.  He  was  supported  by  Messrs. 
Tanney  and  Graham,  while  the  reputation  of  the  manafoc- 
turers  was  upheld  by  Messrs.  Krug,  Lippert  and  Anthes. 
"You're  playing  the  game  too  full"  constantly  iterated  a  re- 
tail fan,  who  was  only  squelched  when  he  was  smothered  with 
a  Kellaric  mattress  that  Harry  McKellar  had  with  commendable 
forethought  provided  in  case  of  emergency. 

The  chief  interest,  however,  centred  in  the  contest  of 
Vancouver  and  Edmonton  against  Montreal  and  Winnipeg,  in 
which  Graham  of  Edmonton  and  Eames  of  Vancouver,  put 
it  over  Tanney  of  Winnipeg,  and  Anthes  of  Montreal.  The 
parlance  of  the  spectators  seemed  to  have  the  effect  of  rattling 
Herr  Anthes,  who  said  he  could  understand  French,  German  and 
English,  but  he'd  be  hanged  if  he  knew  what  they  meant  by 
' ' putting  stuff  on  the  shooter, "  "in  off  the  red, ' '  draw  it, ' ' 
etc.  As  the  game  drew  to  its  conclusion,  and  a  conclusion 
only  too  apparent,  the  losers  became  desperate  and  resorted  to 
' '  sinking  the  shooter ' '  of  the  opponents,  but  the  humor  of 
the  bystanders  was  not  for  "dirty  work,"  so  some  desperate 
carom  chances  were  resorted  to  without  success.  Tanney 
vowed  he  could  play  good  billiards  under  normal  conditions, 
but  the  hospitality  of  the  furniture  men  had  him  almost  over- 
come. 


SAURKRAUT  FOR  SICKNESS. 

As  the  fondness  of  "Nick"  Gilbert  of  Picton,  for  saur- 
kraut  is  no  secret  among  the  boys,  it  is  not  surprising  that  he 
was  remembered  at  Christmas  with  a  box  of  this  delicious 
viand,  "to  be  used  in  case  of  sickness."  Nick,  who  is  still 
looking  for  the  donor,  would  have  found  a  clue  at  the  Berlin- 
Waterloo  Furniture  Show.  No  sooner  did  Martin  Anthes  sit 
down  for  dinner  at  the  Walper  House,  than  the  waitress 
placed  a  platter  of  this  favorite  dish  before  him,  and  not  even 
a  hint  of  it  on  the  menu. 


TAKING  STOCK. 

The  Domestic  Specialty  Co.,  Ltd.,  of  Hamilton,  manufac- 
turers of  "Veribrite  Venoil"  furniture  polish,  are  among  the 
firms  taking  stock  this  month.  Many  dealers  who  have  re- 
quests for  a  reliable  preparation  of  this  kind  recognize  the 
value  of  handling  a  line  for  which  a  demand  is  being  created 
by  the  makers'  advertising  it  direct  to  the  consumer.  Litera- 
ture that  has  come  to  the  Furniture  World's  attention  indi- 
cates that  this  policy  of  creating  a  demand  has  been  adopted 
by  the  producers  of  "Veribrite  Venoil." 


LOST  AND  FOUND. 

It  is  not  generally  known  that  on  the  occasion  of  his  last 
visit  to  Toronto,  Mr.  Wm.  Ward,  the  genial  salesmanager  of 
Geo.  Gale  &  Sons,  lost  his  wallet  and  in  it  his  cash,  return 
ticket  to  Waterville,  birth  and  other  important  papers.  He 
made  the  discovery,  while  at  the  King  Edward  Hotel,  just  as 
he  was  about  to  leave  for  the  train.  The  redoubtable  Percy 
Brown  was  with  him  when  he  made  the  discovery  and  at  once 
went  to  the  rescue.  While  the  loser  was  making  a  search 
in  one  direction  he  sprinted  to  a  local  theatre  that  they  had 
visited,  made  his  way  to  where  they  had  seats,  and  discovered 
the  missing  member.  He  got  back  to  the  hotel  to  find  the  dis- 
tracted salesmanager  pacing  up  and  down  the  corridor.  He 
threw  his  find  to  him  and  "Billy"  showed  his  sprinting  ability 
by  making  his  train  just  as  it  was  pulling  out,  exactly  nine 
minutes  after  having  his  lost  property  restored. 


Among  recent  visitors  to  the  Furniture  Expositio^ 
at  Grand  Rapids  were  noticed,  Mr.  H.  Krug  of  Berlin^ 
Mr.  G.  A.  Gruetzner,  Hespeler,  Mr.  W.  J.  Craig,  To- 
ronto, Mr.  E.  Bussell  of  the  T.  Eaton  Co.,  and  Morgan's 
buyer  from  Montreal. 


WHAT  A  TRAVELLER  SAID. 

He  said  it  about  the  Canadian  Furniture  "World, 
and  this  is  what  he  said  :  ' '  Popular  it  certainly  is  with 
the  Furniture  Trade.  I  have  carried  my  copy  for  two 
weeks,  and  have  been  showing  it.  It  is  what  they  all 
should  have.  They  prefer  the  combination  furniture 
and  undertaking  in  one  publication  as  you  have  it." 


SCHOOL  FURNITURE  FOR  JAMAICA. 

For  the  annual  reports  of  the  Director  of  Educa- 
tion and  of  the  Jamaica  Schools  Commission  and  the 
special  report  of  an  inspector  from  England  who  re- 
cently visited  and  inspected  the  secondary  and  train- 
ing schools  and  the  colleges  of  Jamaica,  it  appears 
that  education  is  making  steady  progress  in  the  colony. 
During  the  last  fiscal  year  of  enrolment  in  elementary 
schools  increased  from  89,902  to  94,923,  and  the  total 
expenditures  of  the  department  of  education  from 
$302,589  to  $324,844,  an  increase  of  $22,255.  An  eflPort 
is  being  made  to  meet  in  part  the  urgent  need  of  better 
school  buildings,  furniture,  and  appliances. 

For  erecting  and  improving  school  buildings  and 
teachers'  houses,  an  appropriation  of  $48,665  has  been 
made  for  government  schools,  and  $9,733  for  voluntary 
schools.  To  aid  the  more  needy  schools  to  btain  better 
desks,  seats,  and  appliances,  an  apprpriation  of  $4,866 
is  available.  The  furniture  now  in  use  even  in  some 
of  the  endowed  schools  for  secondary  education,  is 
made  chiefly  by  native  carpenters ;  is  crude  and  primi- 
tive, and  the  appliances  are  of  the  simplest  character. 

Since  the  need  of  better  buildings,  furniture,  and 
appliances  has  been  seriously  recognized,  larger  ap- 
propriations for  these  objects  may  be  expected  from 
year  to  year.  The  prosperity  of  the  colony  justifies 
the  demand  for  improving  the  equipment  of  the  schools. 
The  time  seems  opportune  for  manufacturers  of  school 
furniture  to  establish  general  agencies  in  Jamaica, 
where  a  line  of  samples  could  be  exhibited.  The  busi- 
ness might  be  small  at  first,  but  it  would  certainly 
grow  by  taking  the  proper  steps.  No  expensive  furni- 
ture is  needed.  Strong  desks  at  a  moderate  or  low 
price  would  be  popular.  A  good  business  might  be 
done  in  furnishing  iron  frames  for  desks,  the  wood 
work  to  be  done  in  Jamaica,  where  mahogany,  Wese 
Indian  cedar,  and  other  suitable  woods  are  abundant. 
The  customs  duty  on  furniture  is  16  2-3  per  cent,  ad 
valorem ;  but  there  is  a  special  provision  for  admit- 
ting free  of  duty  furniture  and  appliances  imported  for 
the  use  of  secondary  schools. — From  United  States 
Consul  Reports. 


The  new  nine  nine-roomed  public  school  erected  at 
Berlin,  Ont.,  at  a  cost  of  $100,000,  was  opened  with 
450  pupils. 

According  to  the  medical  health  ofificer  there  were 
576  deaths  from  tuberculosis  in  Toronto  last  year. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


Story  is  told  that  an  old-time  Winnipegger  who  had 
lain  at  death's  door  for  some  weeks.  To  each  tele- 
phone inquiry  the  niu'se's  answer  was,  "He  is  slowly 
sinking."  One  morning  a  testy  military  friend,  in- 
quiring for  the  seventeenth  time,  on  receiving  the  same 

answer,  replied:  "  !    Is  he  never  going  to 

touch  bottom?" 


A  A'ery  small  man — not  only  small  as  to  stature  but 
lacking  also  in  width  of  beam — sat  in  a  pay  as  you 
enter  car  on  the  Yonge  Street  line  until  he  became 
tightly  wedged  in  from  both  sides.  Then  there  en- 
tered the  car  a  large,  handsome  woman,  upholstered  to 
the  minute.  She  took  the  strap  in  front  of  the  small 
man  and  was  hugging  to  it  in  snugly  corset  discomfort 
when  the  small  man  arose  with  a  flourish  of  politeness 
and  touched  her  on  the  arm. 

"Take  my  seat,  madam,"  he  said  with  a  bow  and  a 
smile. 

"Oh,  thank  you  very  much,"  she  replied,  and 
turned  towards  the  seat. 

Then  smiling  genially  again  she  asked:  "Where 
did  you  get  up  from?" 


"When  I  came  into  the  Union  Station  the  other 
morning,  after  travelling  all  night,"  said  Hugh  Reilly, 
at  the  Commercial  Club,  "I  went  into  the  barber  shop. 
'When  you  spend  the  night  in  a  sleeping  car,"  I  said 
to  the  barber,  'It  doesn't  improve  your  personal  ap- 
pearance, does  it?' 

"  'Well,'  said  he,  as  he  looked  me  over,  'I  don't 
know  how  you  looked  when  you  started,  but  perhaps 
you're  right.'  " 


Two  hunters  had  "beaten"  the  trail  along  the 
marshes  of  Long  Island  for  three  days  with  an  \inusu- 
ally  small  bag  resulting.  The  food  supply  had  run  out 
much  ahead  of  scheduled  time;  far  worse,  the  "liquid 


ammunition"  had  been  exhausted  in  the  early  stages 
of  the  hunt. 

After  following  the  coast  vainly  for  three  hours, 
looking  for  some  sign  of  habitation,  they  spied  an 
empty  house  on  the  beach. 

"Go  in  and  look  it  over.  Bill,"  said  one. 

He  did  so,  returning  in  a  moment  empty-handed. 

"Anything  in  there?"  asked  his  companion,  ex- 
pectantly. 

"Nope,"  replied  his  running  mate,  with  a  profound 
sigh — "nothing  but  two  empty  bottles  full  of  water." 


"A  funny  incident  occurred  on  a  German  railway 
train  whereon  I  was  a  passenger,"  says  an  American 
who  spends  a  bit  of  his  time  abroad. 

"A  certain  stolid  Teuton  had  been  assigned  to  a 
seat  in  the  coach  that  obliged  him  to  ride  backward 
through  the  Black  Forest.  At  the  first  stopping  place 
he  asked  the  postmaster,  pursuant  to  German  regula- 
tions, to  give  him  another  seat,  saying  it  made  him  ill 
to  ride  backward. 

"  'Ask  the  man  opposite  to  change  with  you,"  said 
the  postmaster,  gruffly. 

"  'But  there  is  nobody  opposite  me,'  protested  the 
German,  'so  I  cannot  ask  him." 


They  were  trying  an  Irishman  charged  with  a  petty 
offense,  in  an  Oklahoma  town,  when  the  judge  asked. 
"Have  you  any  one  in  court  who  will  vouch  for  your 
good  character?"  "Yis,  Your  Honor,"  quickly  re- 
sponded the  Celt,  "there's  the  sheriff  there."  Where- 
upon the  sheriff  evinced  signs  of  great  amazement. 
"Why,  Your  Honor,"  declared  he,  "I  don't  even  know 
the  man."  "Observe,  Your  Honor,"  said  the  Irish- 
man, triumphantly,  "observe  that  I've  lived  in  the 
country  for  over  twelve  years  and  the  sheriff'  doesn't 
know  me  yit !   Ain 't  that  a  character  for  ye  ? " 


The  aviator 's  wife  was  taking  her  first  trip  with  her 
husband  in  his  airship. 

"Wait  a  minute,  George,"  she  said,  "I'm  afraid  we 
will  have  to  go  down  again." 

"What's  wrong?"  asked  her  husband. 

"I  believe  I  have  dropped  one  of  the  pearl  buttons 
off  my  jacket.  I  think  I  can  see  it  glistening  on  the 
ground." 

"Keep  your  seat,  my.  dear,"  said  the  aviator, 
"that's  Lake  Erie." 


COLT'S  QUICK  ACTING  CLAMPS 

Ask  For  Catalogue  No.  i8o 

Batavia  Clamp  Company,  147  Center  street,  Batavia,  N.Y.,  U.S.A. 
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We  have  faith  in  our  goods.  No 
other  spring  has  had  more  attention 
to  detail,  nor  more  careful  selection  of 
material  used  in  its  construction  than 
the  Leggett  &  Piatt  spring.  Our 
factory  is  in  charge  of  men  experienced 
in  the  manufacture  of  our  goods  whose 
experience  enables  them  to  direct  the 
work  of  our  employees  so  that  the 
best  results  are  obtained. 

We  want  to  inspire  in  you,  Mr. 
Dealer,  that  same  confidence  in  our 
springs  that  we,  ourselves,  have. 
There  is  profit  in  them  but  that  is  not 
all.     Every  Leggett  &  Piatt  Spring 


you  sell  means  a  friend  for  you  as  well 
as  for  us.  Every  friend  you  make  has  a  friend  whom  he  or  she  will  tell  of  the  Leggett  &  Piatt  Spring 
and  our  best  advertisement  is  our  satisfied  customers. 

W-hy  not  give  them  a  trial?    We  are  sure  you  will  be  pleased  with  them. 

Our  Motto  : — Honest  Springs  at  Sensible  Prices. 

Leggett  &  Piatt  Spring  Bed  Co.,  Limited 

WINDSOR  -  -  ONTARIO 


Office  Desks  Are  Our  Specialty 


A  complete  line  constructed  and  finished  in  the  best  possible  manner,  at  reasonable  prices. 

Lines  sold  absolutely  to  the  trade  only. 

The  Preston  Furniture  Company,  Limited 

PRESTON         -  ONTARIO 
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HMPEESAL 


STRATFORD, 


FURNITURE  EXHIBITION 
STRATFORD,  JAN.  8  to  30 

TME  EMIPEMAL  LME 

OF 

Reed  and  Upholstered 
Furniture 

is  on  display  in  our  own  showrooms.  There  are  some  dis- 
tinctly new  patterns  that  your  trade  will  want.  Come  and 
see.  Whether  buyer  or  not  a  welcome  awaits  retailers  both 
large  and  small.    Keep  in  mind  that  this  is  a  carload  centre. 

:AT¥AM  C0MIPAMT 

LIMITED 

CANADA 
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Furniture  Manufac- 
turers' Exhibition 
January  8  to  3  O 

Take  advantage  of  the 
January  lull  to  get  away 
from  your  own  business. 
Add  to  your  furniture 
knowledge.  See  at  first 
hand  the  entire  range  of 
Stratford  Chairs.  It  will 
help  you  in  your  buying 
and  selling  for  the  rest  of 
the  year.  The  entire  line  of 
Stratford  Chairs  will  be  on 
display  at  our  own  factory 
until  January  30th.  A  cor- 
dial welcome  awaits  every 
Furniture  Retailer  in  Ca- 
nada. Let  us  know  when 
to  expect  you. 


TEE  STMATFOED  CHAE 

STRATFORD  .  .  .  - 
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E  are  headquarters  for  advanced  ideas  in  Dining 
room  suites.  There  is  a  charm  about  our 
matched  sets  that  if  properly  shown,  usually 
makes  a  sale  and  always  a  pleased  customer. 


THE 


GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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JOHN  C.  MUNDELL  &  CO., 

El  ora,  Untario. 

are  selling-  quantities  of  K.  D.  Chairs  and  Rockers  in  Black  Drill  L'p- 
holstering  (Registered  designs).  The  prices  are  one  great  attracting 
force,  and  the  goods  are  another.  When  you  see  the  Chairs,  and  hear 
the  prices  quoted,  you  see  at  a  glance  why  these  lines  appear  everywhere 
as  Leaders. 

The  same  is  to   be    said    about    Turkish    Rockers,  and    Morris  Chairs. 
,       Wherever    the}'  are  shown  they  create   for  themselves  an    interest  that 
results  in  benefit  to  all  concerned. 

We  are  Sole  Canadian  Agents  for  Thonet  Bros.'  celebrated  Austrian 
Bentwood  Chairs — also  for  Den  Lamps  in  Portables  and  Chandeliers,  made 
by  The  W.  B.  Brown  Co.,  of  Bluffton,  Ind. 

Have  you  handled  any  of  these  lines  yet?     If  not,  write  us  for  Blue  Prints 
and  Prices. 


JOHN  C.  MUNDELL  &  CO.     -     ELORA,  Ont. 


LEGGET&PlArr. 


SPRING  BEDS 


SPRING  BEDS 


Coil  Springs  Give  Better 
Satisfaction 

Because  they  are  far  more  comfortable,  durable  and 
sanitary.  They  have  not  been  more  popular  in  the 
past  because  the  coil  spring  made  of  soft  wire, 
poorh'  construcled,  did  not  s^ive  satisfaction.  A  g^ood 
coil  spring  made  of  high  grade  steel  wire  could  not 
be  retailed  for  less  than  $6.50. 

But  now  we  guarantee  our  No.  6  spring  to  be  made 
of  the  best  grade  of  steel  spring  wire,  to  have  the 
best  known  construction,  to  be  noiseless,  sanitary 
and  comfortable.  It  will  not  sag,  rust,  break  or 
become  loose  in  any  part.  This  spring  can  be 
retailed  at  $4.25  with  a  full  set  of  dressed  bed  slats, 
netting  3  0U  a  good  profit. 

If  you  do  not  carry  our  springs  in  stock,  order  one 
bundle  of  four  No.  6  springs  and  see  if  thej-  are  not 
all  we  claim  them  to  be. 
Remember  Satisfaction  Absolutely  Guaranteed. 

Leggett  &  Piatt  Spring  Bed  Co,. 

Limited 

WINDSOR         -  -  ONT. 


OVER  1,000,000  IN  ITSK  IN  CANADA 
AND  THE  UNITED  STATES 


LEGGET&PLAJX. 


SPRING  BEDS 


LEGGET&PLATT 


SPRING  BEDS 
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Office,  Parlor  «»d  Mission  Furniture 


THE 

H.  KRUG  FURNITURE  CO.,  limited     -     -     BERLIN,  Ontario,  Canada 


BAETZ  BROTHERS  &  CO. 

BERLIN,  ONTARIO 


**  Specializing  in  Chairs  " 

A  NEW  SLIP  SEAT 
DINER. 

Made  in  Quartered  Oak, 
Any  Finish 


PROMPT  DELIVERIES. 


A  new  line  of  Parlor  Suites 
and  Mission  Suites  now  out. 

OUR  REPRESENTATIVKS  HAVE 
THEM. 


137  A 


137 


go 
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Church,  School      Opera  Furniture 


You  Should  Be  Interested 

in  the  fiiriiishing^  of  Cliurches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  or  community.  If  j  ou  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  style  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate. 

We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Gases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

Write  Us  To-dav 

Church  Furniture—Ask  for  Catalogue  C 
School  Furniture^Ask  for  Catalogue  S 
Opera  Chairs-  Ask  for  Catalogue  O 


thfGLOBE  furniture  CO. 

J^I  MIXED 


WATERLOO 


ONTARIO. 


THIS    LABEL  IS    -I^^BPP^    OF  QuaLlTV 


SOMETHING 
NEW 


WRITE 

FOR  CATALOG  AND 
PRICE  LIST  TO 


IN 


HALL  RACKS  AND 
PARLOR  FURNITURE 


Have  You 
Seen  them  • 


THE  LIPPERT  FURNITURE  COMPANY 

LIMITED 

Manufacturers  of  Medium  and  High  Grade  Furniture 
BERLIN  -  -  -  ONTARIO 
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The  Home  of  Waterloo  Solid  Mahogany  Parlor  Furniture. 


I  am  Suite  No.  6138,  Solid 
Mahogany — from  Waterloo— am 
guaranteed  by  my  makers— they 
will  tell  you  what  I  am  worth 
in  different  silks.  I'm  ready  to 
come  right  away — get  your 
window  ready. 

I  am  made  by 

WATERLOO  FURNITURE  CO., 

Lim  i  t  ed 


WATKKLOO 


ONTARIO 


CANADA 
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The  "Onward"  Sliding  Furniture  Shoe 

Will  not  scratch  floors  nor  tear  carpets,  try  them  and  be  convinced. 


Made  with  Glass 
Base,  and  M  o  1 1 
Metal  Base,  in  all 
sizes  and  styles 
suitable  for  all 
kinds  of  Furniture 
and  Metal  Beds. 


Get  a  stock  of  them 
and  see  how  fast 
they  sell. 


When  placing 
your  orders  for 
furniture  and  Metal 
Beds  with  the  man- 
ufacturer, specif)' 
the  Onward  Sliding- 
Furniture  Shoe  in 
place  of  the  old 
fashioned  w  heel 
castor. 


Get    our  Circulars 
and  discounts 


 I  iliiilillilllllliU>li 


Onward  Mfg.  Co. 


Manufactured  only  by 


BERLIN  ONT. 

AND 

MENASHA.  WIS. 


Hi^h  Grade  Furniture  for  the  Home 


The 


The  Hespeler  Line 

Will  be  a  ^reat  surprise  to  those  who 
wait  to  see  the  new  designs.  A 
traveller  will  call  on  you  early. 

There  are  new  patterns  that  vou  will  like — 
that  your  customers  will  like  — and  bu\-.  In 
their  construction  we  have  hati  in  mind  the 
averag'e  man's  money  and  the  average  woman's 
right  to  beautiful,  well-made  "homey"  furni- 
ture that  you  can  sell  at  a  good  profit. 


Hespeler  Furniture  Co. 


Limited 


HESPELER 


ONTARIO 


G.T.R.  and  C.P.R.  siding  connetflions  in  our  own  yard. 


Greatest  mixed  carload  centre  in  Canada. 


Berlin  and  Waterloo  freight  rates. 
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FOR  ANY  LIVING-ROOM 


A  Handsome  Piece  of  Furniture 


Oak 


No.  1305  DAVENPORT 


Mahogany 


FROM  THE  DYMOND-COLONIAL  LINE 

You  can  go  as  far  as  you  like  in  recommending^  this  Davenport.  It 
will  never  go  back  on  you.  Put  it  in  the  window  with  a  price  tag^.  Show 
it  on  the  floor  where  people  can  g-et  close  to  it.  No  question  about  it 
selling'.  That  has  already  been  proved.  It  has  the  appearance,  and 
the  quality  necessary  for  the  best  of  satisfaction. 


THIS  NO.  1305  DAVENPORT 
is  made  in  any  finish 


QUARTERED  OAK 


Clear  g'rained,  clean  cut,  beautifully  fig'ured 
and  matched  denotinir  most  careful  selection. 
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FINE  MAHOGANY 


With  a  rich  and  pleasing  stripe  ;  finished  to 
show  up  the  grain  in  its  finest  beauty. 


WRITE  FOR  SUPPLEMENTARY  CATALOGUES 

which  will  show  a  number  of  new  Bedroom  Suites, 
Chairs  and  Rockers,  besides  a  line  of  attractive  novelties. 


The  DYMOND-COLONIAL  GO'S,  Limited 

STRATHROY        ::::::  ONTARIO 
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Retailers  Can  Recommend 

Austrian  Bentwood  Furniture 

always  knowing  that  in  its  adaptation  for  certain  purposes  there  is 
no  substitute.  It  appeals  to  persons  of  taste  because  of  an  inherent 
gracefulness,  a  dainty  appearance,  symmetrical  and  graceful  lines 
that  emphasize  its  always  being  in  good  taste  for.  Reception  Halls, 
Parlors,  Dining  Rooms,  Boudoirs,  Bed  Rooms. 


Austrian  Bentwood  Furniture 

is  particularly  adapted  to  the  requirements  of  Hotels,  Cafes,  Hospitals  and  Public  Libraries.     It  is 
light,  durable,  comfortable  and  sanitary.     In  use  the  wc^rld  over. 


Manufactured  by 

Jacob  and  Josef  Kohn 

VIENNA,  AUSTRIA 

One  of  the  largest  Furniture 
Manufacturing  firms  in  the  world 
— five  factories  —  over  ii,ooo 
emyloyees 


'ir~  ^  ' '    '   ' 


CANADAIN  BRANCH: 

215-219  Victoria  Street, 
TORONTO,  CANADA 


Our  new  catalogue  is  ready  for 
mailing.  You  should  have  it. 
Costs  only  a  postal  card. 


ESTABLISHED   20  YEARS 


The  reputation  of  our 
Springs  is  unequalled. 
Our  Guaranteed  Tempered 
Upholstering  Spring  has 
been  pronounced  the 
Best  Yet. 


JAMES  STEELE.  LIMITED 

GUELPH  ONTARIO 


The  experience  of 
Furniture    Dealers  has 
proved    that    by  handling 

Tarbox 
Sham  Holders 

for 

Wood  and  Metal 
Beds 

\  ou  can  give  your  cus- 
tomers satisfaction,  and  add 
to  your  profits. 

Every  Sham  -  holder  is 
guaranteed. 


Have  you  written  for  them? 


Manufactured  only  by 

Tarbox  Bros.  -  -  Toronto 

Rear  274  Dundas  Street 


In  buying  from  the  Gendron  Line  of  wood  and  reed  carriages  you  are  certain  of  get- 
ting well  made  goods  with  the  latest  improvements.  Also,  there  is  a  good  range 
to  choose  from. 

LOOK  at  and  examine  this  Sidewalk  Sulky.  It  may  be  wheeled  forward  or 
backward.  It  is  especially  convenient  for  carrying  or  taking  on  the  cars.  But  most 
important  of  all  to  the  retailer  is  the  fact 
that  it  sells. 


Carriage— Wood  Body 
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Sidewalk  Sulky 
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No.l644.    Three  piece  Set 


THE  GOLD  MEDAL  LINE 

Recent  improvements  in  the  interior  arrangement  of  our  factory  and  the  addition 
of  latest  machinery,  places  us  in  the  best  possible  position  to  supply  the  trade 

PROMPTLY  WITH 

UPHOLSTERED  FURNITURE 

of  Highest  Grade,  Construction  and  Finish 
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Knechtel  Furniture 


A  Complete  Line  in  Medium  and  Low  Priced  Goods 

Reduces  the  retailer's  selling  costs  because,  by  reason  of 
careful  crating,  it  reaches  him  free  from  "  damages  of  transit " 
and  the  consequent  repairs ;  it  sells  with  a  minimum  of 
persuasion  and  it  embraces  the  complete  line.  It  represents 
our  own  manufacture  from  the  forest  to  you.  We  cut,  in  our 
own  mills,  the  logs  from  our  own  timber  limits,  and  we 
operate  several  factories,  each  one  being  specialized.  The 
resultant  product  embraces  every  advantage  of  specialization, 
volume  and  skillful  oversight,  all  of  which  stand  for  efficient 
service  and  magnificient  values. 


The  KNECHTEL  FURNITURE  CO. 


LIMITED 
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The  Panama  Canal. 

IT  is  said  that  this  enterprise,  which  has  cost  the  United 
^  States  people  .'15875,000,000,  will  chiefly  benefit,  in 
the  order  named,  Britain,  Canada,  Vancouver  and 
the  (Canadian  Pacific  Railway.  i\lr.  John  F.  Wallace,  the 
first  American  engineer  to  he  placed  in  charge  of  the 
work  of  the  Panama  says : — 

"Vancouver  no  doubt  will  derive  the  greatest  amount 
ol'  benefit  from  the  opening  of  the  Panama  Canal,  and 
is  destined,  in  my  opinion,  to  be  one  of  the  greatest 
cities  on  the  western  coast  of  North  America.  It  will  be 
file  gr'eat  port  of  entry  and  export,  through  which  the 
traffic  of  the  marvelous  and  fertile  North  West  will  flow 
not  only  to  and  from  Jhirope,  but  to  and  from  the  Orient, 
which  trade  will  doubtless  increase  through  an  awakened 
(Jhina.  This  port  may  eventually  command  the  entire 
trade  l)etween  the  Hawaiian  Islands,  the  Philippines,  and 
the  northern  central  portion  of  the  United  States,  due 
to  the  fact  tluit  the  present  traffic  between  the  United 
States,  Hawaiian  Islands,  and  the  Philippines  is  classed 
as  coastwise  trade  and  carried  in  American  bottoms.  As 
Vancouver  is  a  British  port,  there  are  no  restrictions  of 
this  nature,  and  unless  our  shipping  laws  are  changed  a 
large  amount  of  the  business  of  the  United  States  will  be 
handled  by  the  railroads  which  now  or  may  hereafter 
centre  at  Vancouver." 

It  shoiild  be  explained  that  American  coastwise  trade 
must  be,  according  to  law,  in  American  bottoms,  and  it 
is  (daimed  that  it  costs  from  two  to  three  times  as  much 
to  carry  a  ton  of  freight  in  an  American  bottom  as  in 
one  of  a  foreign  country.  The  tariff  is  said  to  be  chiefly 
responsible  for  this. 

Industrial  Accidents. 
"^HIO  Department  of  Labor  at  Ottawa  received  reports 
of  industrial  accidents  occurring  to  276  individuals 
during  tlie  month  of  January.  Of  these  82  were  fatal  and 
194  resulted  in  serious  injuries.  During  the  preceding 
month  95  fatal  and  191  non-fatal  accidents  were  re- 
ported. In  addition,  there  were  many  accidents  not  re- 
ported, as  there  is  no  legislation  recpiiring  that  the  De- 
partment of  Labor  be  notified  of  these  accidents.  The 
above  is  sufficient  warrant  for  the  supplementing  of  pre- 


sent systems  of  inspection  and  legislation,  having  in  view 
the  prevention  of  accidents. 

The  toll  in  human  life  is  serious,  not  only  from  a 
humanitarian  standpoint,  but  from  one  of  economics 
and  production.  In  view  of  the  fact  that  so  many  acci- 
dents are  due  to  someone's  carelessness  or  incompetency, 
their  prevention  is  a  large  problem.  Germany  is  credited 
with  having  the  most  satisfactory  accident  preventive 
legislation  yet  enacted,  and  wdiich  many  Canadian  manu- 
facturers appear  to  think  is  the  logical  basis  for  reforms 
in  Canada. 

Workmen's  Compensation. 

pOMPENSATION  for  workmen  is  one  of  the  largest 
questions  that  manufacturers  and  legislators  have 
ever  been  called  upon  to  consider.  It  is  one  that  has  oc- 
cupied or  is  occupying  a  large  share  of  attention  in  every 
civilized  country.  Compensation  and  prevention  are 
kindred  subjects,  but  in  the  discussions  the  latter  is  over- 
shadowed by  the  former,  though  of  equal  if  not  greater 
importance.  The  growth  in  numbers  of  violent  deaths 
suggests  that  education  or  legislation  is  required  for  the 
conservation  of  human  life.  An  equitable  method  of  re- 
munerating employees  temporarily  or  permanently  dis- 
abled is,  however,  now  the  issue  in  Canada.  To  the 
manufacturer  labor  shows  an  irritable  reluctance  to  co- 
operate on  this  question,  always  evincing  a  suspicion  of 
motives.  One  manufacturer,  who  can  well  be  considered 
typical,  emphasized  the  thought,  time  and  money  he  had 
expended  in  equipping  his  plant  with  accident  preven- 
tive devices,  and  yet  these  would  be  removed.  He  had 
seen  men  so  careless  in  their  conduct  with  machinery, 
that  he  remained  in  daily  dread  of  accidents.  In  spite  of 
this  he  expressed  his  willingness  to  contribute  to  a  com- 
pensation fund,  though  he  objected  to  being  saddled 
with  all  the  compensation  costs  as  at  present,  or  the  al- 
ternative of  paying  for  insurance  or  defending  himself 
against  lawsuits  for  damages,  which  usually  result  in  a 
greater  outlay  than  would  cover  the  cost  of  the  question 
at  issue. 

Enough  and  Too  Much. 

BUSINESS  problem  that  both  retailers  and  manu- 
facturers have  at  times  difficulty  in  solving  is  the 
l>rofitably  defining  between  enough  business  and  too 
much.  While  it  is  natural  and  commendable  to  be  am- 
bitious for  more  business,  it  is  frequently  the  undoing  of 
tiie  hitherto  successful  business  man.  The  ratio  of  the 
selling  cost  to  tlie  selling  price  may  have  been  correctly 
adjusted  last  year  and  yet  get  out  of  proportion  in  the 
increased  business  that  it  is  proposed  to  do  this  year. 
There  is  a  tendency  among  younger  men  in  business  to 
attempt  more  rapid  progress  than  their  capital  warrants 
or  than  is  quite  natural.  On  the  other  hand  sluggish- 
ness is  just  as  fatal.  In  attempting  more  business  it  is 
essential  that  the  retailer  build  upon  the  quality  of  the 
goods  he  sells  and  the  efficiency  of  his  service,  and  not 
upon  the  temporary  rush  he  may  be  able  to  create  by 
big  advertising  of  cut  prices. 

Mail  Order  Habit. 
j^AIL  order  buying  on  the  part  of  the  thousands  of 
persons  in  the  smaller'  towns  and  remote  localities 
is  very  much  of  a  habit  engendered  by  the  persistent  and 
logical  advertising  of  the  mail  order  houses.    The  pro- 
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posal  of  an  Ontario  Legislator  to  assess  a  tax  on  the 
business  a  mail  order  house  does  in  a  community  would 
not  suggest  itself  as  valuable  as  the  local  newspapers,  or 
rather  the  more  aggressive  use  of  the  local  newspapers 
by  the  merchants. 

It  is  not  possible  that  any  one  merchant  in  a  small 
place  could  put  out  so  elaborate  a  catalogue  or  do  as 
extensive  newspaper  advertising  as  the  large  depart- 
mental stores  are  doing,  but  a  number  of  them  in  a 
town  in  different  lines  of  business  miglit  combine  in  the 
publication  of  an  annual  catalogue,  while  individually 
they  could  use  newspaper  space  to  excellent  advantage. 
Because  a  Toronto  departmental  store  ships'  a  piece  of 
furniture  to  a  point  less  than  ten  miles  from  Berlin  does 
not  indicate  that  the  merchants  of  that  place  have  not 
the  goods  and  prices  to  compete,  but  it  might  indicate  a 
want  of  publicity. 

About  the  Clerks. 

INTERESTING  clerks  financially  has  been  suggested  as 
a  means  of  preventing  them  from  being  tempted  ))y 
offers  from  other  merchants.  "Do  you  approve  of  in- 
teresting clerks  financially  in  the  business,"  was  asked 
a  large  Montreal  retailer.  He  said,  "If  you  give  the 
clerk  possibilities  of  making  as  much  as  he  can  make  else- 
where he  will  not  want  to  go  elsewhere.  There  is  no 
limit  to  the  salary  we  will  pay  our  clerks.  We  have  had 
one  man  with  us  twenty  years,  another  fourteen  years 
and  a  third  one  thirteen  years.  Every  month  a  report 
shows  each  salesman  all  details  of  the  sales,  and  the  re- 
sult is  to  stimulate  the  zeal  of  the  clerk."  Another  mer- 
cliant,  who  is  conducting  a  particularly  successful  busi- 
ness, said  he  had  tried  bonusing  clerks  on  percentage 
sales,  but  had  found  the  method  a  failure.  The  clerks 
would  not  leave  the  front  of  the  store.  "We  hold  meet- 
ings and  banquet  the  clerks,  and  find  this  a  better  me- 
thod of  keeping  them  interested,"  he  said. 

"The  wise  employer  is  respectful  and  dignified  in 
his  dealings  with  his  staff,"  said  the  ]\Iontreal  merchant 
who  was  quoted  above.  "He  is  careful  not  to  re- 
buke a  clerk  in  the  presence  of  customers  or  of  his  fel- 
low clerks.  Such  a  procedure  will  give  excellent  results. 
The  young  man  dealt  with  in  a  considerate  manner  will 
have  a  kindlier  feeling  towards  his  employer,  will  take 
more  interest  in  liis  work  and  do  better  in  every  way. 
The  employer  sliould  not  fear,  and  even  should  make  it 
a  point  to  train  liis  clerk  into  the  proper  way  of  at- 
tending on  a  customer,  he  should  acquaint  him  witli  the 
uses  of  the  various  goods,  call  his  attention  to  the 
superior  character  of  the  goods,  and  in  that  way  prepare 
the  clerk  to  effect  sales  judiciously.  To  my  mind  it  is 
l)ad  policy  to  refrain  from  doing  so  for  fear  that  the 
clerk,  after  getting  such  a  training,  will  request  an  in- 
crease of  salary. 

"Neither  should  the  employer  abstain  from  con- 
gratulating liis  clerk  or  givino'  him  recognition  for  his 
good  woi-k  lest  he  might  thereafter  count  himself  in- 
dispensable. Xo  such  iiifin  has  ever  existed,  or  shall 
( ver  exist.  The  com])etrnt  successor  may  not  be  in 
sight  just  now,  hut  circuiii.stances  will  cause  him  to  turn 
up.  The  man  wlio  tliinks  he  cannot  be  replaced  finds  out 
liis  mistake  when  the  new  man  eomes  in.  No  self-respect- 
ing employer  will  put  up  witli  such  a  clerk,  whatever 
|)osition  he  may  occupy'.    It  is  a  matter  of  experience 


that  the  employee  who  thinks  his  services  cannot  be  dis- 
pensed with  becomes  negligent,  ceases  to  be  painstaking, 
gets  to  be  more  exacting  and  dictatorial  in  a  way  that 
is  apt  to  upset  the  proper  working  of  the  business." 


BUILDING  NEW  STORE. 

That  the  trend  of  retail  trade  on  Yonge  Street, 
Toronto,  is  upward  is  further  evidenced  by  the  erec- 
tion of  a  handsome  new  store  by  Bedell's  P^irnishing 
Co.,  Ltd.,  just  north  of  Wilton  Ave.  This  fii  ui.  which 
is  one  of  Toronto's  oldest  fm  iiituic  liouses.  ha\  n  ;  cii 
established  thirty  yeai's  ago,  came  under  its  present 
ownership  five  years  ago,  Mr.  C.  A.  Coryell,  being 
general  managei-.  Mr.  Coryell  is  well  known  in  the 
trade  having  been  on  the  road  in  Canada  for  some  time 
before  entering  the  retail  line.  He  had  many  years' 
experience  in  both  retail  and  wholesale  furniture  and 
furnishing  business  in  the  United  States. 

The  premises  soon  to  be  vacated  at  5  Queen  St.  E.. 
by  the  Bedell  firm  have  been  identified  with  furnitui-e 
for  the  past  three  decades,  the  J.  F.  Brown  Co.,  Ltd.. 
which  firm  recently  discontinued  business  having  oc- 
cupied the  premises  for  many  years,  prior  to  removing 
to  the  building  now  owned  and  occupied  by  the  Heintz- 
man  Piano  Co.  The  Bedell  premises,  that  it  is  now 
decided  to  vacate  will  no  longer  be  identified  with 
furniture.  Tlie  Imperial  l^ank  owns  .he  =  ui  i. Hij 
which  adjoins  their  branch  ;it  (^ueen  and  ""'"^  i  '  e  T; 
and  will  extend  their  offices  to  take  in  the  Queen 
Street  frontage. 

The  new  Bedell  building  now  in  course  of  erect 'on, 
will  have  a  frontage  on  Yonge  Street  of  ;"0  feet  ami 
a  depth  of  122  feet.  The  entrance  will  be  i;:  I  he  centre 
with  large  plate  glass  show  windows  on  each  side.  The 
floors  of  the  show  windows  will  be  level  with  the  main 
floor  of  the  store.  The  second  storey  v. ill  also  have 
plate  glass  front. 

The  building  will  be  5  storeys  and  hase'.nent.  the 
basement  fitted  and  furnished  for  sellirg  purposes. 

In  their  new  store  the  Bedell  firm  purpose  carrying 
a  large  stock  of  the  better  goods  and  will  show  a  com- 
plete line  of  house  furnishings.  Their  removal  to  their 
new  site  adds  to  the  importance  of  that  part  of  Yonge 
Street  as  a  furniture  centre.  The  fine  new  store  of  the 
Dale  Furniture  Co.,  is  just  a  few  doors  up  on  the 
opposite  side  of  the  street  and  The  Curtis-Wilson  Co. 
are  in  turn  across  the  street  from  the  Dale  store,  but  a 
little  farther  iip.  Still  further  up  is  the  exchisive  bed- 
ding firm  of  the  Grove  Bedding  Co.,  referred  to  in  a 
previous  issue  of  the  Furniture  World. 


EARLY  CLOSING  BY-LAW  STANDS. 

On  Oct.  26  last  the  council  of  Caledonia,  Ont., 
passed  a  by-law  requiring  certain  stores  to  close  at 
seven  o'clock  each  evening.  An  application  for  an  in- 
junction to  quash  the  by-law  has  been  dismissed  by 
Justice  Riddell.  The  application  was  made  on  the 
ground  that  the  petition  requesting  the  by-law  was 
insufficientl.y  signed.  The  judge's  finding  was  that  the 
by-law  could  be  passed  by  the  Council  without  petition 
at  all,  and  that  the  by-law  did  not  purport  to  be  in 
pursuance  of  petition. 
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PARTNERSHIPS. 

Equally  as  practical  in  every  day  business  as  the 
ciuestion  of  changing  from  doing  business  under  one's 
own  name  to  a  company  style,  but  still  retaining  sole 
ownership,  which  was  explained  in  last  issue,  is  the 
subject  of  partnerships. 

A CONTRACT  between  two  or  more  persons,  who 
join  for  the  purpose  of  carrying  on  a  certain 
business  it  being  agreed  that  they  participate 
in  a  certain  proposition,  is  called  a  pai-tnership.  This 
does  not  include  an  incorporated  companj'.  These  two 
or  more  persons  ma\'  join  their  cash,  stock  of  goods, 
labor,  business  experience  or  any  or  all  of  them.  A 
partnership  may  be  formed  for  commercial  enterprises, 
manufacturing  and  mining  in  all  the  provinces  but  not 
for  baj)king,  railway  construction  or  insurance. 

As  a  foundation  for  making  this  article  as  definite 
as  possible  let  it  be  siipposed  that  Peter  Long  who  is 
carrying  on  a  retail  furniture  business  in  Amherst, 
N.S..  and  Daniel  White,  proprietor  of  a  carpet  and  rug 
business  in  the  same  place  decide  to  join  forces  to 
conduct  a  furniture  and  carpet  store  under  the  style  of 
]jong  and  White.  The  form  of  the  declaration  for 
)-egistration  is  the  same  for  all  provinces  as  provided 
by  statute  so  that  the  only  change  necessary  is  the 
name  of  the  province.  This  form  which  is  reproduced 
in  illustration  No.  1,  must  be  signed  by  both  Mr.  Long 
and  ^Ir.  Wliite  either  personally  or  by  proxy  duly 
authorized.  In  Quel)ec  it  must  be  stated  in  the  declara- 
tion whether  each  of  the  partners  is  married  and  if  so 
Avhetlier  or  not  he  is  sepai-ate  or  in  community  as  to 
]>i'op('i1y. 

Province  of  Nova  Scotia. 
County  of  Cumberland. 

We,  Peter  Long  and  Daniel  White, 
of  the  Town  of  Amherst,  County 
Cumberland,  Province  of  Nova 
Scotia,  hereby  certify: 

1.  That  we  have  carried  on  and  intend  to  carry  on  trade  and 
business  as  retail  dealers  in  furniture,  carpets  and  house 
furnishings  at  Amherst,  in  partnership,  under  the  name  and 
style  of  Long  and  White. 

2.  That  the  said  partnership  has  subsisted  since  the  10th  day 

of  January,  1912. 

3.  That  we  are  and  have  been  since  the  said  day  the  only  mem- 

bers of  the  said  partnership. 

WITNESS  our  hands  at  Amherst  this  2nd  day  of  Febru- 
ary, A.D.  one  thousand  nine  hundred  and  twelve. 

Signed       PETER  LONG, 

DANIEL  WHITE. 

ill  Ihis  genci'al  ])ai'tnei'shii)  the  members  are  not 
only  jointly  liable  foi-  Ihe  debts  and  obligations  of  the 
firin  but  each  ineitiber-  is  in  addition  personally  liable 
for  all  debts  of  the  firm,  should  creditors  be  unable  to 
collect  the  aiimunt  out  of  the  joint  assets.  For  this 
and  other  reasons  a  carefully  prepared  written  agree- 
ment should  be  drawn  up  so  that  each  party  would 
have  down  in  black  and  white  the  details  of  their  con- 
tract with  eacli  othei-. 

Each  partnei'.  unless  i)rohibited  in  the  ai-ticles  of 
partnership,  now  has  ])ower  to  act  on  behalf  of  the 
firm  although  for  i)roi)er  authority  to  allow  this  in 
signing  cIkhiucs  nnd  accepting  drafts,  etc.,  I)oth  pai-t- 


ners  will  be  asked  by  their  Bank  to  sign  a  simple  form 
as  shown  in  illustration  No.  2. 

Each  partner  may  bind  the  firm  in  all  matters  that 
come  within  the  limits  of  the  business  undertaken  by 
the  firm.  Unless  prohibited  in  the  partnership  agree- 
ment he  may  receive  any  payments  due  the  firm,  com- 
Ijromise  with  a  debtor  or  borrow  money  necessary  to 
carry  on  the  firm's  business.  But  neither  member  has 
any  right  to  use  the  firm  name  in  any  way  for  his 
private  use  or  personal  benefit.  Any  such  betrayal  of 
trust  would  violate  the  contract  and  afford  grounds 
foi-  dissolution. 

One  point  perhaps  less  generally  known  than  some 
of  the  other  features  of  a  partnership  is  that  they  may 
he  formed  by  agreement  of  the  parties  either  implied 
or  express  and  the  latter  may  be  either  written  or 
verbal.  A  "common  fund,"  is  the  test  of  partnership 
so  that  should  a  case  arise  where  it  became  necessaz\y 
to  prove  the  existence  of  a  partnership  between  per- 
sons  associated  in  business  about  all  that  is  needful  is 
to  piove  the  parties  in  (juestion  have  a  "common  fund" 
which  would  make  it  hard  for  those  parties  to  disprove 
the  existence  of  a  partnership. 

Amherst,  N.S.,  Feb.  2nd,  1912. 

TO  THE  BANK,  OF  CANADA, 

AMHERST. 

We  have  opened  an  account  with  you  in  the  name  of  LONG 
and  WHITE,  under  which  name  and  style  we  are  carrying  on 
business.  The  said  name  has  (or  has  not)  been  recorded  in  the 
Registry  Office.  The  said  LONG  and  WHITE  is  not  an  In- 
corporated Company,  and  we  have  no  other  partner  therein. 
We  will  be  jointly  and  severaly  responsible  for  all  Promissory 
Notes,  Bills  of  Exchange,  Cheques,  and  other  documents  made, 
drawn,  accepted  or  endorsed  by  either  of  us  which  purport  to 
be  the  business  of  LONG  and  WHITE. 

Signed       PETER  LONG, 

DANIEL  WHITE. 

Where  no  fixed  time  has  been  agreed  upon  for  the 
partnershij)  to  run  either  party  may  dissolve  the  part- 
nership at  any  time  by  giving  the  other  person  a 
reasonable  notice  of  his  intention  to  do  so.  Neithei- 
party  should  sell  his  interest  without  the  consent  of  his 
associate  and  should  he  do  so  it  voids  the  partnei-ship 
agreement,  and  there  must  be  a  dissolution.  Should 
]\lr.  Long  decide  to  retire  from  the  partnership  in 
oi'der  to  protect  himself  from  future  debts  of  the  firm 
he  must  in  addition  to  advertising  the  dissolution,  reg- 
ister a  declaration  of  the  dissolution  at  the  office  where 
tlie  i>iirtnershi])  was  I'cgistered. 

The  details  of  registration  of  the  declai-ation  (illus- 
tration ]).  will  be  found  in  the  Januai-y  Furniture 
Woi'ld.  These  were  described  province  ])y  province 
in  the  latter  part  of  the  article  headed  "Doing  Busi- 
ness under  Company  Name." 


WINNIPEG  BUYER  EAST. 

Ml'.  A.  M.  Tanney  of  lianfield's,  Winnipeg,  has 
been  down  in  Ontario  and  Quebec  on  a  l)uying  tri]>. 
While  hei-e  he  atteiuled  the  Berlin  Exhil)ition  and 
baiKjuet,  visited  tlie  Stratford  factoi-ies  and  went  as 
far  east  as  Victoriaville,  Que.  I\Ii-.  Tanney  also  nuide 
sevei-al  calls  in  Toronto,  When  seen  by  the  Furniture 
World  he,  like  the  majority  of  Westei'iiei's,  si)oke  opti- 
iiiisticnlly  of  the  situation  in  his  own  district. 
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Shipment  of  Spanish  Leather  to  Sydney,  Australia, 
from  the  Lackawanna  Leather  Co., 

Hackettstown.  N.  J„  U.  S.  A. 


RUBBING  AND  POLISHING 

WILL  SAVE  YOUR  TIME 

IT  IS  THE  VARNISH  YOU  HAVE  BEEN  LOOKING  FOR 

It  dries  hard  quickly  from  the  bottom  up, 
and  when  polished  gives  a  finish  that  is 
not  brittle  and  that  will  not  "print." 

R.  C.  Jamieson  &  Co.,  Limited 

Established  1858 

Montreal 

OVER  FIFTY  YEARS  OF  EXPERIENCE  GUARANTEES  THE  HIGH  QUALITY  OF  OUR  PRODUCTS 


CANADIAN  FURNrrUKE  WOKLD  AND  THE  UNDERTAKEK. 


Education  Wanted. 

A  JMEMBER  of  the  furniture  trade,  who  has  made  a 
success  of  it,  who  is  a  particularly  close  observer 
and  talks  but  little,  observed  to  the  Furniture  World 
recently  tliat  "the  Canadian  furniture  trade  is  nothing 
like  what  it  should  be  and  could  be.  The  retailer, ' '  said 
he.  "is  not  alive  to  new  ideas  and  styles  and  the  better 


niture  is  one  of  the  stimulants  we  need  in  Canada,  and 
which  may  help  to  reduce  the  imports  from  Grand 
Rapids  and  other  American  centres." 

Exhibitions  Are  Educators. 

n^HE  advantages  of  exhibitions  are  not  merely 
theoretical,  but  they  may  be  overdone  like  every 
other  good  thing.  The  agitation  in  the  United  States 
is  now  toward  a  reduction  in  the  number  of  exhibition 
periods.  It  is  being  found  that  several  exhibition 
periods  in  the  year  is  making  a  burden  of  a  benefac- 
tion. The  exhibitions  are  valuable  as  educational  fac- 
tors, and  therefore  as  profitable  enterprises  not  to  be 
done  away  with  altogether,  and  there  is  little  considera- 
tion given  to  any  expression  countenancing  their  dis- 
continuance. It  has  been  found  that  the  exhibitions 
have  been  of  untold  value  in  educating  dealers,  and 


AN  ATTRACTIVE  DINING  ROOM 


furniture,  and  the  manufacturer  is  only  too  willing  to 
make  for  liim  what  he  wants  ratlier  tluin  wliat  he  knows 
the  people  of  the  country  could  l)e  educated  up  to  de- 
manding. The  constant  elevation  of  the  trade  will  not 
be  the  result  of  the  consumer  demanding  improvement, 
but  through  retailer  and  manufactur-er  showing  im- 
provement; and  perfection  is  a  long  distance  off  yet." 
"Automobiles  and  airships,"  contiiuicd  he,  "are  not  the 
marketable  commodities  they  now  arc  Ix'cfiusc  the  pub- 
lic clamored  for  them,  but  because  enterprise  l)rought 
them  out  and  then  created  a  demand  ])v  exhibition  and 
by  other  forms  of  advertising.    More  exhibition  of  fur- 


through  them  the  public  into  demanding  better  fur- 
niture. The  retailers  who  visited  the  Stratford  dis- 
plays this  year  and  last,  and  those  who  visited  the  Ber- 
lin-Waterloo exhibition  last  month,  are  sufficiently  en- 
thusiastic to  justify  the  continuance  of  the  idea.  Whe- 
ther a  number  of  exhibitions  will  be  held  in  different 
centres,  or  whether  one  centre  will  be  .chosen  for  a 
general  exhibition,  remains  to  be  decided,  but  the  re- 
tail trade  will  undoubtedly  welcome  the  opportunity  of 
going  each  year  to  see  the  exliibits  of  the  various  manu- 
factur-ers,  and  announcements  in  this  connection  will 
be  looked  forward  to  with  interest. 
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Hoffman  Brothers  Co. 

Fort  Wayne,  Indiana 

Manufacturers  of 

VENEERS 

(Sliced  and  sawed) 
and 

Hardwood  Lumber 


SPECIALTIES: 

Quartered  Oak 

AND 

Mahogany  Veneers 


Perrin  Veneer  Press 


in  a  furniture  man- 
ufacturing plant 
adds  materially  to 
the  equipment. 


Estimates  for 
either  screw  or 
hydraulic  presses 
promptly  furnish- 
ed. 


Built  any  size  desired.    Furnished  with  or  with- 
out pumps.    Send  for  Catalogue  No.  10. 

William  R.  Perrin  ®.  Company,  Limited 


CHICAGO,  U.S.A. 


TORONTO,  CAN. 


ADAMS&  RAYMOND 
VENEER  CO. 

Mixed  Car  Shipments  in  Rotary^ 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 


Plain  woods — All  kinds 
Domestic  Figured  Woods — All  kinds 
Circassian  Walnut  and  Mahogany 
Quartered  White  Oak,  Red  Oak,  Sycamore 
Figured  Gum 
■ 

QUALITY  AND  PROMPT  SHIPMENT 
Place  your  orders  with  us  and 
get  Satisfaction  and  Service- 

WE  WANT  YOUR  ORDERS 
YOU  WANT  OUR  VENEERS 

■ 

Same  Attention  To  Small  Orders  As  Large 
WRITE  US 

INDIANAPOLIS,  IND.,  U.S.A. 


SHORT  REACH  CLAMP 
For  Drawer  and  Table  Tops 


Colt's  Quick  Acting  Clamps 


Ask  for  Catalogue  No.  i8o 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Under  Education. 

IN  his  opening  remarks  in  an  address  delivered  at 
Grand  Rapids  last  month,  Mr.  O.  H.  L.  Wernicke 
said: — "One  thing  the  matter  with  the  fnrniture  busi- 
ness is  there  is  not  enough  of  it.  One  reason  why  there 
is  not  more  of  it  is  that  too  much  of  it  is  not  worth 
wiiilc.  The  underlying  reason  for  this  condition,  how- 
ever, will  be  found  in  general  pulilie  apathy  or  lack  of 
interest  where  good  furniture  is  concerned." 

The  subject  of  i\Ir.  Wernicke's  address  was  "Not 
over-production  but  under-education, "  and  he  stated 
that  "a  review  of  the  furniture  industry  during  the 
past  half  century  shows  that  it  has  l)een  characterized 
by  under  education  rather  than  over-production,  and 
this  fact  is  largely  responsil)le  for  the  ailments  com- 
plained of  by  those  who  are  engaged  in  the  Imsiness. " 
Low  prices  he  stated  to  be  the  one  common  source  of 
these  ailments.  In  comparing  furniture  consumption 
with  other  industries,  he  pointed  out  that  in  the  United 
States  it  amounted  to  something  less  than  $2.00  per 
head  of  the  population,  while  tobacco  consumption 
averaged  $4.50  and  liquors  .$6.25.  Men's  and  women's 
clothing  and  the  latter 's  millinery,  cost  nearly  five 
times  as  much  each  year  as  the  furniture  they  buy.  To 
a  certain  extent  conditions  are  similar  in  Canada, 
though  perhaps  not  as  extrenae.  Mr.  Wernicke  pointed 
out  that  the  automobile  industry  represented  an  an- 
nual turnover  of  more  than  three  tinu^s  as  much  as  fur- 
niture and  all  developed  within  fifteen  years. 

"If  we  would  sell  more  furniture  at  better  prices 
we  must  make  tlie  world  w;  nt  more  and  better  furni- 
ture," said  he.  "If  we  wcidd  pay  higher  wages  to  the 
men  employed  in  the  furniture  industry,  we  must  oli- 
tain  higher  prices,  and  in  order  to  do  this  we  must  edu- 
cate tlie  pul)lic  to  give  furniture  consideration  in  its 
budget  of  annual  expenses.  We  need  more  foolishness 
over  furniture — more  furniture  talk.  Call  it  what  you 
please,  hut  we  need  it  just  the  sanu\  Start  any  fad 
or  fashion ;  give  it  interesting  pul)licity ;  endow  it  with 
sentiment  that  appeals  to  people's  wants  and  forthwith 
it  is  a  seller !  This  sort  of  education  knocks  every  theory 
of  over-production  into  a  cocked  hat." 

Anent  Specialization. 
£)1S("TJSSING  the  multiplicity  of  designs  and  the  ad- 
vantage of  specialization,  a  manufacturer  stated 
that  the  cpiestion  loomed  up  large  in  the  relations  of  the 
manufacturer  to  the  salesman.  The  latter  may  find 
that  a  certain  pattern  of  a  competing  house  is  a  grand 
seller,  and  reports  that  if  lie  IukI  sometliing  similar  he 
could  get  a  lot  of  business.  Presuming  that  the  manu- 
facturer falls  in  with  the  suggestion,  and  this  is  done 
frequently,  it  is  easy  to  see  how  the  number  of  patterns 
ean  easily  be  increased,  and  witli  a  multiplicity  of  de- 
.signs  the  pleasure  nnd  jirofit  of  the  business  is  liable  to 
diminisli. 

"The  Tattler"  in  the  Chicago  Furniture  Journal, 
gives  the  following  logical  views  of  a  manufacturer  in 
reply  to  a  (juestion  as  to  why  the  making  of  a  larger 
runnber  of  patterns  is  less  profitable  than  the  making 
of  a  smaller  number: — 

"The  principal  reason  lies  in  the  fact,  demonstrated 
in  the  experience  of  every  manufacturer,  that  the  pro- 
duction of  units  of  any  kind  is  cheaper  when  they  are 
made  in  large  quantities  than  when  one  or  a  few  only 


are  concerned.  There  are  man}-  adjustments  of  ma- 
chinery that  are  made  necessary  when  single  articles  or 
small  lots  are  run  tlirough  that  are  eliminated  when 
men  are  working  on  large  lots.  The  mental  attitude  of 
the  workmen  themselves  is  an  imi^ortant  factor.  In 
liandling  a  large  lot  the  men  become  familiar  with  every 
detail  of  work.  As  a  consequence  less  thought  is  re- 
quired, a  dexterity  that  fipplies  directly  to  that  par- 
ticulai-  thing  is  soon  attained  and  this  means  quicker 
work  without  added  strain  or  conscious  speeding  up. 
When  there  is  a  constant  change  in  the  work  a  man 
nmst  think  much  more,  he  nuist  slow  down,  must  take 
time  to  get  the  ideas  into  his  head  that  he  must  have  to 
l;e  able  to  do  the  work  at  all,  and  he  must  often  spend 
tinu^  to  reassure  himself  that  his  notion  of  the  work  is 
correct,  for  mistakes  always  mean  more  or  less  loss  of 
time  and  material.  If  an  order  is  taken  for  a  special 
job,  and  the  manufacturer  caters  to  that  class  of  trade 
and  knows  how  to  set  his  prices  so  that  a  profit  will  be 
left  for  him  after  paying  all  charges,  then  that  is  one 
case.  But  when  a  pattern  is  put  on  the  market  in  tlie 
regular  way  there  are  a  number  of  expenses  connected 
with  it  that  no  manufacturer  expects  to  get  back  upon 
a  single  article.  In  other  words,  he  figures  that  such 
expenses  will  be  prorated  upon  a  large  num})er  of  ar- 
ticles of  that  pattern,  or  else  included  in  the  burden  to 
1)e  prorated  upon  the  whole  production  of  the  factory. 


hogging  M.-ihog;any  at  Laguna,  del  Carmen.  Me.xico 


You  will  readily  see,  then,  that  many  factors  in  uianu- 
faeturing  pull  directly  towards  decreased  cost  when  a 
limited  number  of  patterns  are  made.  Then  there  is 
the  matter  of  filling  orders.  ]\Iany  delays  are  saved 
with  few  patterns  that  are  bound  to  occur  when  there 
are  many.  Such  delays  often  result  in  the  cancellation 
of  orders,  and  in  any  event,  they  are  a  strain  upon  good 
will.  Taking  all  things  into  accoi;nt,  m\'  practice  is  1o 
keep  down  the  number  of  patterns,  for  1  believe  that 
that  is  a  more  profitable  way  to  conduct  a  manufactur- 
ing business.  Other  men  will  disagree  with  me.  In  the 
making  of  chairs,  for  example,  where  the  business  is 
large  and  shipments  ai-e  made  from  stock  on  hand  in 
tlie  warehouse,  and  where  consequently  most  of  the 
chairs  carried  can  be  made  in  large  lots,  the  matter-  is 
different.  I  shall  say  nothing  about  the  claim  of  any 
manufacturer  to  exclusive  ownership  in  a  pattern;  but 
it  is  better  to  pusb  hard  with  a  I'aii-  number  of  patterns 
and  leave  trade  for  other  patterns  to  the  men  who  have 
them  to  imagine  that  money  is  to  be  uuide  by  taking 
every  order  in  sight  and  fillijig  it  at  the  I'actory  with  the 
inevital)le  result  that  the  factory  thus  becomes  a  uuiker 
of  special  orders  with  no  pi-ofit  in  any  of  tliem." 
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Here's  Something  Worth  While 


V — p 


^  Write  us  for  the  price.  You'll 
be  surprised  at  the  value.  It's  one 
of  our  late^.  Made  in  Empire 
Mah  ogany  and  Quartered  Oak. 


The  Orillia  Furniture  Company,  Limited 

ORILLIA      :      :  ONTARIO 
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IN  THE  TRADE. 

Mr.  Angus  Mcl^eod  has  opened  a  furniture  store  in 
Kadville.  Sask. 

Mr.  R.  Godbout  has  opened  a  furniture  store  at 
St.  Paul  de  Metis,  Alta. 

Messrs.  Smith  and  Champion  of  Victoria,  B.C.,  re- 
port business  conditions  satisfactory. 

Mr.  J.  N.  Lee  has  fallen  over  the  furniture  business 
of  Mr.  A.  A.  Young  at  Cypress  River,  Man. 

The  damage  done  to  Lightfoot's  furniture  storage 
warehouse  at  Winnipeg  l)y  fire  is  estimated  at  $20,000. 

A  Winnipeg  paper  states  that  Mr.  A.  T.  Whiting, 
of  Qu'Appelle  has  sold  out  to  Messrs.  J.  Doolittle  & 
Son. 

Mr.  C.  M.  Walker  of  Walker  and  C'legg,  Wingham. 
Ont.,  was  recently  in  Sault  Ste  Marie  calling  on  the 
trade. 

Mr.  J.  Sproule,  manager  of  the  Carpet  department 
of  Banfields,  Winnipeg,  was  in  Toronto  on  a  buying 
trip. 

Among  the  recent  trade  visitors  to  Toronto  was  Mr. 
H.  Wightman,  of  The  W.  H.  Whelan  Co.,  Ltd.,  Fort 
William. 

A  Winnipeg  paper  states  that  H.  J.  Humphries,  fur- 
niture dealer  of  Brandon,  Man.,  has  discontinued 
business. 

Mr.  S.  C.  Blacklock,  manager  of  Murray-Kay's  fur- 
niture department,  Toronto,  visited  the  Grand  Rapids 
exhibition. 

Considerable  damage  through  tire  was  done  to  the 
furniture  stoi-e  and  stock  of  Mv.  F.  Lapointe,  St.  Cath- 
erine St.  East,  Montreal. 

Mr.  J.  C.  Beveridge.  the  formal  opening  of  whose 
fine  new  store  at  ^ledieine  Hat,  was  announced  in  Janu- 
ary Furniture  World,  is  ^^n  old  Pariy  Sound  boy. 

The  furniture  and  undertaking  business  of  Mr.  J. 
0.  Mitchell,  St.  IMary's,  Ont.,  has  been  purchased  by 
Mr.  Samuel  Rowe  of  Wallaceburg. 

Among  the  Canadian  visitors  to  the  furniture  exhi- 
bition at  Grand  Rapids,  Mich.,  was  Mr.  Forbes  Rogers 
of  Chas.  Rogers  &  Son  Co.,  Ltd.,  Toronto. 

Word  has  been  received  from  Winnipeg  that 
Messrs.  Convey  &  Fallows  of  North  Battleford,  will 
erect  a  new  store  building  at  a  cost  of  $20,000. 

]\Iessrs.  Lees,  Ltd.,  of  New  Westminster,  B.C.,  are 
adding  a  general  department  stock  to  their  furniture 
and  hardware.   They  have  five  floors  42  x  132  ft. 

]\Ir.  H.  Tunij)enny,  formerly  assistant  manager  of 
Bantield's  furiiilure  department,  Winnipeg,  has  been 
;i!)i)oiiited  buyer  for  I.  L.  Matthews  &  Co.,  of  Port 
Ai-thur. 

Among  recent  trade  visitors  to  the  Vietoriaville, 
Quebec  factories,  were  Mr.  -I.  A.  Banfield  and  Mr.  A. 
.M.  Tanney,  Winnipeg,  and  I\lr.  I\l.  Wightman  of  Fort 
William. 

]\Ir.  F.  (i.  RoI)inson  has  taken  charge  of  the  business 
at  Prescott,  Out.,  formerly  conducted  by  Messrs.  H. 
Rankin  &  Son.  Mr.  Rankin  intends  carrying  on  a  real 
("State  and  contracting  business  in  Calgary. 

Mr.  R.  W.  Kidner,  the  newly  appointed  sales  man- 
ager of  the  Ideal  Bedding  Co.,  Ltd.,  has  been  in 
Winnipeg  in  the  interests  of  his  firm,  who  have  been 
moving  their  Winnipeg  ofifices  to  new  quarters. 


Mr.  R.  I.  Reid,  the  well  known  furniture  retailer  and 
undertaker  of  Kingston,  has  been  indulging  in  a  much 
needed  rest.  He  spent  a  vacation  of  three  or  four 
weeks  in  Rochester  and  otlier  points. 

Plans  are  being  prepared  for  additions  and  altera- 
tions at  401-3  and  5  Queen  St.,  West,  Toronto,  to  be 
fitted  up  for  a  furniture  store  for  Mr.  S.  Levinter, 
whose  present  premises  are  at  435  Queen  St.,  West. 

Mr.  T.  S.  Aspinall,  so  well  known  to  the  furniture 
trade  all  over  Canada,  passed  through  Toronto  recently 
on  his  way  to  Montreal  from  Winnipeg,  where  he  had 
been  on  a  special  trip  in  the  interests  of  one  of  his 
firms. 

Mr.  R.  H.  Sweeting  of  Maple  Creek.  Sask.,  who  has 
been  looking  after  the  picture  framing  and  furniture 
department  of  Mr.  A.  A.  Meneley's  store  for  the  past 
two  years  has  branched  out  for  himself  into  the  picture 
framing  and  photo  coloring  business. 

In  the  Fort  William  papers  is  announced  the  mar- 
riage of  Mr.  Samuel  Acker,  of  the  Superior  Furniture 
Co.,  to  Miss  Molly  Lampel  of  Toronto.  "The  Herald" 
speaks  of  Mr.  Acker  as  one  of  Fort  William's  popular 
young  business  men  with  a  hosts  of  friends. 

"Our  population  has  doubled  in  the  past  three 
years  and  trade  in  proportion,"  is  the  way  J\Ir.  F.  E. 
Fales  of  New  Westminster.  B.C.,  commented  upon 


Fire  in  Faulkner  Furniture  Store.  Hamilton,  Jan  6th. 


trade  conditions  in  his  district.  This  old  established 
business  was  founded  in  1887  by  Mr.  W.  E.  Fales. 

The  estimated  cost  of  The  F.  C.  Burroughs  Fur- 
niture Co. 's  new  building  whith  as  was  stated  in  a 
previous  issue  is  to  be  at  171  Bathurst  Street,  Toronto, 
is  $25,000.  Mr.  Burroughs  states  that  by  using  the 
new  building  for  a  warehouse  they  will  have  the  entire 
floor  space  in  their  present  premises  for  displaying 
their  lines  of  housefurnishings. 

A  new  three  storey  building  52  x  100  feet  will  be 
erected  at  the  corner  of  Sixth  and  Carnarvon  Streets, 
New  Westminster,  B.C.,  by  Messrs.  Demy  and  Ross. 
This  is  an  evidence  of  the  progress  being  made  by  that 
firm  who  it  is  said  in  1909  occupied  a  store  there  16 
ft.  square  and  this  was  in  charge  of  one  man.  Their 
stafi'  too  is  materially  increased. 

Mr.  F.  E.  Coombe  of  Coorabe  &  Watson,  chair 
manufactiirers  of  Kincardine,  Ont.,  announces  that  he 
has  purchased  the  interest  of  Mr.  .1.  B.  Watson  and 
will  continue  the  business  under  the  style  of  "The  F. 
K.  Coombe  Furniture  Co." 

Associated  with  Mr.  Coombe  will  l)e  Mr.  George 
Davidson,  of  Woodstock,  Ont.,  and  Mr.  H.  R.  Mag- 
wood,  formerly  Western  representative  of  the  Globe- 
Wernicke  Co. 
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How  to  Keep  Your  Home 

How  beautiful  homes  are  made  to  re- 
tain their  beauty  by  using^  Veribrite 
Venoil,  the  Magic  Wood  F'inish. 

A  twenty-five  cent  bottle  will  keep 
your  furniture  like  new  for  months. 
Better  still,  one  fifty-cent  and  one 
twenty-five  cent  bottles  will  clean  all 
the  woodwork  from  the  cellar  to  the 
attic  of  a  ten-roomed  house,  leaving 
it  clean  and  sanitary  without  soap  or 
water.  The  poorest  home  can  afford 
Veribrite  Venoil  because  it  makes  old 
furniture  look  like  new.  A  piece  of 
cheese  cloth  and  Veribrite  Venoil  does 
the  trick. 

Furniture     Dealers     should  handle 
Venoil  because  we  sell  principally  to  ' 
them.     Write  for   Free   Sample  and 
advertising  proposition. 


Domestic  Specialty  Company 

Limited 

HAMILTON         -  ONTARIO 


TRAVELLER  OPEN  FOR  ENGAGEMENT 

Now  on  road  in  Quebec  Province.  Thoroughly 
experienced  in  furniture  ;    ten  years  in  retail 
trade.    Excellent  references- 
Box  17,   FURNITURE  WORLD 
56-58  Agnes  Street,  -  -  Toronto 


For  Sale 

An  ambulance  in  excellent  condition  ;  one  of  the  finest 
made.  This  is  worth  inquiring  about. 

Box  14.     Furniture  World 
56-58  Agnes  Street,  ...  Toronto. 


Mr.  B.  Fleming  has  started  a  furniture  and  hard- 
ware store  at  Sutherland,  Hask. 

The  dissolution  is  reported  of  the  Progress  Spring 
Bed  &  Mattress  Co.  of  Montreal. 

i\Ir.  Charles  Keddie,  manager  of  the  Toronto  Feather 
and  Down  Co.,  Ltd.,  was  a  ^lontreal  visitor  recently. 

j\Ir.  Wm.  C.  Logan,  the  well  known  furniture  dealer 
of  St.  Catharines,  left  last  week  on  a  trip  to  Jamaica. 

Among  the  companies,  etc.,  which  have  recently 
been  registered  in  Quebec,  is  Messrs.  Laurin  &  Laurin. 

According  to  Dun's,  E.  E.  Pemble  of  Indian  Head. 
Sask.,  has  assigned  to  the  National  Trti.st  Company. 

"W.  T.  Gillinore  &  Co.,  of  Prince  Albert,  Sask..^  suc- 
ceeded by  P.  Gillmore, "  is  also  announced  in  Dun's 
sheet. 

Dun's  sheet  announces  tliat  Messrs.  Tlioinas  & 
Boon,  of  Waskada,  are  selling  their  stock  of  furniture  by 
auction. 

Word  is  received  that  after  a  short,  critical  illness, 
Mr.  Charles  S.  Everett,  of  St.  John.  N.B.,  died  in  the 
hospital  there. 

The  death  is  announced  of  ^Ir.  Arthur  W.  Atkinson, 
of  Sackville,  N.B.,  who  for  ten  years  lias  conducted  a 
furniture  ))usiness  tliere. 

Following  the  notice  of  assignment  of  ]\lr.  J.  0.  St. 
Denis,  Monti-eal,  it  is  announced  that  .Messrs.  Vinet  & 
Dufresne  liave  l)een  appointed  curators. 

Slight  damage  was  done  to  the  ^larkdale  furniture 
factory  hy  fire,  which  was  extinguished  by  some  of  the 
employees,  liefore  the  arrival  of  the  fire  brigade. 

The  Yonge  and  All)ert  corner  window  of  tlie  T.  Eaton 
Co.,  dressed  to  represent  a  complete  dining  room,  at- 
tracted considerable  attention  early  in  the  month. 

j\lessrs.  Brophy  Bros.,  the  well  known  furniture  deal- 
ers and  undertakers  of  Groderich,  Ont.,  have  purcliased 
the  undertaking  equipment  of  IMuir  and  Hohmeier. 

IMr.  Arthur  Keene,  of  Keene  Bros.,  London,  has  re- 
turned to  liis  place  of  business  after  a  couple  of  weeks 
in  New  York,  where  he  visited  the  Furniture  Exposition. 

^Ir.  Bernard  Hoodless,  of  J.  Hoodless  Furniture  Co.. 
Hamilton,  lias  returned  to  his  home  in  that  city  from 
a  visit  to  tlie  furniture  exhiliitions  at  Grand  Rapids  and 
Chicago. 

Tlie  many  friends  of  Mr.  W.  E.  Williamson,  Burling- 
ton, Ont.,  deeply  sympathize  with  hiin  in  the  death  of 
his  wife,  which  occurred  after  a  week's  illness  witli 
pneumonia. 

i\lr.  W.  J.  Lawrence,  of  Tweed,  Ont.,  has  disposed  of 
his  fine  store  there  to  one  of  the  banks.  It  is  under- 
stood that  Mr.  Lawrence's  purpose  is  to  discontinue 
business. 

Mr.  Gregg,  of  G.  R.  Gregg  &  Co.,  Ltd..  Toronto,  has 
returned  from  an  extended  trip  to  China  and  Japan. 
Since  his  return  Mr.  Gregg  paid  a  few  days'  visit  to 
New  York  City. 

Mr.  H.  D.  IMcKellar,  president  Berlin  Bedding  Co. 
of  Berlin,  and  who  lias  other  important  manufacturing 
interests  in  that  city,  just  recently  returned  from  a  sue- 
cessfttl  Western  trip. 

The  many  friends  of  Mr.  C.  S.  Crawford,  manager 
of  McDonald  Furniture  Co.,  Chatham,  who  has  been 
very  ill  in  the  General  Hospital  there,  will  wish  for  his 
early  and. permanent  recovery. 


Protect  Your  Credits 

See  that  your  travelers  are  provided  with  Dun's 
latest  edition  of  the  Reference  Book.  There  are 
thousands  of  changes  made  in  ratings,  styles,  etc., 
each  issue  and  it  is  highly  important  that  your  rep- 
resentatives carry  an  up-to-date  book. 

Traveler's  editions,  bound  in  sections  to  suit 
territory,  are  now  ready  for  delivery  and  orders  for 
same  will  receive  prompt  attention. 

R.  G.  DUN  <a  CO.— The  Mercantile  Agency 
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Mr.  J.  (-'.  Shortc41,  at  one  time  in  tlie  lui-uiture 
business  in  Gananoque  and  also  at  Gait,  but  now  a  suc- 
cessful real  estate  dealer  of  Winnipeg,  recently  called 
on  old  friends  in  the  above  named  towns. 

:Mr.  Wm.  R.  Perrin,  of  the  W.  R.  Perrin  &  Co.,  Ltd., 
tlie  veneer  press  nianufacturei'S  of  Toronto,  has  re- 
turned from  a  trip  to  the  coast.  Mr.  Perrin  went  via 
Uncle  Sam's  country,  and  came  back  tlirough  Canada. 

Mr.  Percy  B.  Brown,  the  popular  representative  in 
Western  Ontario  of  Waterloo  Furniture  Co.,  Ltd.,  and 
tlie  Ilespeler  Furniture  Co.,  visited  the  New  York  fur- 
niture show,  returning  more  impressed  than  ever  with 
tlie  quality  and  style  of  furniture  inade-in-Canada. 

Mr.  Little,  Jr.,  of  Little  &  Son,  Gait,  was  among  the 
out-of-town  retailers  who  attended  the  funeral  of  the 
late  Mr.  C.  E.  Twitchell  of  Toronto.  Mr.  Little  under- 
stands that  the  first  order  Mr.  Twitchell  ever  booked  was 
from  his  firm. 

Mr.  J.  S.  Elliott,  head  of  J.  S.  Elliott  &  Son,  Pres- 
cott,  visited  Toronto  in  connection  with  the  funeral  ob- 
sequies of  the  late  Mr.  Twitchell.  who  represented  his 
firm  in  Western  Ontario,  and  of  whom  he  spoke  in  the 
very  highest  terms. 

Mr.  W.  M.  Tomlin,  who  was  with  the  J.  F.  Brown 
Co.,  Ltd.,  for  some  eight  years,  has  opened  up  a  retail 
store  at  243  Broadview  Ave.,  Toronto.  At  the  present 
time  .Air.  Tomlin  is  carrying  a  stock  of  beds  and  bedding 
exclusively,  but  intends  adding  other  lines  of  fui  niturc 
later. 

In  the  list  of  companies,  whicii  have  been  registered 
recently  in  the  province  of  Quebec,  is  the  Dominion  I\la- 
hogany  &  \^eneer  Co.,  JAd.  This  new  firm,  in  which 
Montreal  and  Liverpool  capital  is  said  to  be  interested, 
is  capitalized  at  $500,000,  and  will  have  their  head 
office  in  Montreal. 

iMr.  W.  J.  Craig,  the  well  known  furniture  manufac- 
turer's agent,  whose  headquarters  and  sample  rooms  are 
at  215  to  219  Victoi-ia  Street,  Toronto,  just  recently  re- 
turned from  fin  Eastern  trip,  the  results  of  which  jus- 
tify his  exceedingly  optimistic  (mtlook.  Ordei'S  booked 
were  not  only  larger  than  ever  before,  l)ut  indiccited 
a  decided  demand  for  the  better  class  of  goods. 

Death  removed  a  well  known  and  successful  furni- 
ture retailer  in  the  person  of  .Mr.  N.  W.  Pursell,  foun- 
der of  the  firm  of  Pursell  &  Sons,  Brantford.  .Mr. 
Pursell  was  also  engaged  in  the  undertaking  business, 
Init  discontirnied  tiiis  branch  a  few  years  ago.  The 
business  will  be  continued  l)y  .Mr.  Tlios.  Pursell.  who 
has  been  actively  identified  with  the  firm  for  several 
years. 

Fire  that  destroyed  an  old  building  located  around 
the  corner  fr-oiii  the  Dale  Furniture  Co. 's  store  on  Yon^c 
Street,  Toronto,  icsulted  in  a  window  frame  of  the  stni-c 
being  burned  out  and  several  hundred  dollars'  damage 
by  smoke  and  water.  The  burned  building  fronted  on 
Agnes  Street,  running  back  to  the  rear  of  the  Dale  store. 
It  was  an  old  frame  structure,  and  made  a  spectacular 
blaze  while  it  lasted. 

The  recent  annoiinceuieut  of  the  sudden  death  of 
.Mrs.  (iowaiis.  wife  of  Mr.  A.  (Jowans,  at  their  home,  'AH 
Bernard  Ave..  Toronto,  was  read  with  regret  liv  mam- 
of  .Mr.  (iowan's  friends,  who  dee|)ly  sympathize  with 
him  in  his  bereavement.  .Mr.  (}owans,  whose  territor.N- 
is  from  Toronto  east  to  .Montreal,  represents  the  Toni- 


byll  Upholstering  Co.,  of  .Montreal;  Lucknow  Furniture 
Co.  of  Lucknow;  Whitwortli  &  Restall,  Toronto  and 
Hourd  &  Co.,  of  London. 

IMr.  H.  R.  Wallace,  furniture  retailer  and  under- 
taker of  Brinston,  Ont.,  will  have  the  sympathy  of  the 
t:ade  in  the  death  of  his  wife,  which  occurred  very 
suddenly.  IMr.  Wallace  had  driven  to  Iroquois,  six 
miles  distant,  to  visit  his  father,  and  on  reaching  there 
received  a  sad  and  startling  message  to  return  home  at 
once  that  Mrs.  Wallace  had  dropped  dead.  IMrs.  Wal- 
lace was  but  a  young  woman  and  had  been  in  fair 
health.  Death  is  supposed  to  have  resulted  from  a  rush 
of  blood  to  the  heart. 

Mr.  W.  G.  Stoddart  of  Cornwall  had  a  hurried  run 
to  the  G.  T.  R.  station  the  other  day,  where  a  man  had 
been  struck  by  a  train.  On  arrival  at  the  hospital  the 
attendants  proceeded  to  prepare  victim  for  bed.  After 
removing  three  overcoats,  three  undercoats,  a  sweater 
coat,  three  shirts,  two  vests  and  two  suits  of  underwear 
they  found  their  man.  They  also  found  a  bottle  of  cold 
exterminator  on  his  hip,  which  accounted  for  the  man 
not  being  killed  outright,  though  his  recovery  was 
doubtful. 

Among  recent  trade  visitors  to  Toronto  who  fav- 
ored the  Furniture  World  with  a  call  were  Mr.  T.  E. 
Simpson,  the  well  known  furnitiire  retailer  and 
undertaker  of  Sault  Ste  IMarie  and  Mayor  J.  G.  Henry, 
who  is  in  these  lines  in  Sudbury.  The  latter  was  with 
a  deputation  from  his  toAvn  interviewing  the  Govern- 
ment and  he  also  assisted  Mr.  Simpson  in  placing  the 
claims  of  the  undertakers  before  the  Government  in 
connection  with  the  Einbalmer's  Act,  passed  at  last 
year's  session. 

Messrs.  Galloway  and  Lewis  of  New  Westminster, 
B.C.,  occupy  two  floors  30  x  70  ft.  in  addition  to  a 
spacious  warehouse.  IMr.  John  D.  Galloway  has  been 
connected  with  the  fui-niture  trade  practically  all  his 
life,  and  speaks  most  enthusiastically  of  New  West- 
minster. "Our  manufacturing  interests  are  certain  to 
grow  fast,"  said  IMr.  Galloway.  "Fish  and  lumber 
industries  are  increasing ;  then  we  have  the  trade  from 
up  and  down  the  Fraser  River  Valley,  the  best  farming 
section  in  British  Columbia." 

"To  see  the  delegation  of  furniture  men  leaving 
Smith's  Falls  the  other  day,  one  would  think  that  there 
was  a  furniture  convention  on,"  said  a  Furnfpure 
WoRi  D  corresprndent.  "Jiio.  Osgoode  and  Charlie 
Woodburn  carried  their  grips  as  though  they  were  filled 
with  iron  or  something  heavy.  .Mr.  Zinken  walked 
briskly  and  seemed  light  hearted.  Walter  Evel  followed 
with  his  usual  broad  smile,  as  though  he  had  just  got 
off  his  latest  joke,  or  a  sell  on  somebody.  P>illie  Dee- 
ten  was  also  in  the  ()uintette  with  liis  two  heavy  grips, 
hut  he  did  not  tell  us  whether  they  were  full  of  new 
sa.mples.  or  heavy  with  orders.  It  is  pleasant  to  see  a 
hunch  of  men  travelling  together,  instead  of  the  old 
time  selfishness  of  one  trying  to  do  the  other." 


ABROAD. 

Mr.  J.  A.  Banfield  of  Winnipeg,  one  of  the  largest 
house  furnishing  men  in  Western  Canada  is  on  a  busi- 
ness trip  to  Great  Bi'itain  and  the  Continent,  where  he 
will  visit  the  leading  centres  to  spy  out  the  latest  in 
new  goods. 
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N.  W.  PURSELL'S  SUDDEN  DEATH. 

The  sudden  death  of  Mr.  N.  W.  Pursell,  furniture 
dealer  of  Colborne  St.,  Brantford,  took  place  on  Febru- 
ary 6th,  and  his  passing  away  was  very  much  regretted 
by  his  large  circle  of  acquaintances  in  the  trade.  iMr. 
Pursell  for  many  years  carried  on  a  successful  furniture 
business  in  Waterford,  in  which  village  he  was  born.  He 
was  also  identified  for  a  time  with  the  Simpson  Carriage 
Co.  of  l^rantford,  as  a  traveller,  and  was  widely  known 
throughout  that  vicinity.  In  1906  he  started,  in  con- 
junction with  his  son,  ]Mr.  Thomas  Pursell,  the  large 
and  successful  business  on  Colborne  street,  with  which 
he  was  identified  at  the  time  of  his  demise.  The  deceased 
was  a  great  lover  and  judge  of  good  horses,  and  always 
took  a  keen  interest  in  clean  sport.  ^Iv.  Pursell  was 
prominent  in  Masonic  circles.  In  religion  he  was  a 
Baptist.  His  son,  Mr.  Thomas  Pursell,  will  continue  the 
business. 


CHANGES  IN  SUPERINTENDENTS. 

^Ir.  Henry  Peppier,  superintendent  of  tlie  Hanover 
factory  of  tlie  Knechtel  Furuitui-e  Co.,  has  resigned  that 
position,  and  will  be  succeeded  l)y  i\Ir.  Adam  Sieling  of 
Walkerton,  wliose  position  will  in  turn  be  filled  by  Mr. 
Geo.  Sehwindt. 

^Ir.  Peppier,  who  is  also  ]\tayoi-  of  the  town  of  Han- 
over, has  not  yet  announced  his  intentions,  but  it  is 
probal)Ie  that  during  the  coming  summer  he  will  build 
a  factory. 

Mr.  Sieling  has  Ijeeu  in  Walkerton  for  the  past  14 
years,  having  gone  there  from  Hanover.  For  three 
years  he  managed  the  Sieling  Furniture  Co.,  and  after 
the  amalgamation  of  the  Knechtel  factories  in  Hanover, 
Southampton  and  Walkerton,  he  took  charge  of  the  lat- 
ter factory.  Personally  ^Ir.  Sieling  is  liighly  thought  of 
by  citizens  of  both  places,  and  his  return  to  Hanover 
will  be  welcomed.  His  ability  as  a  furniture  manufac- 
turer is  amply  attested  in  the  success  he  has  made  of  his 
undertakings. 


STAFF  CHANGES. 

Since  Mr.  W.  P.  Bennett  has  become  general  man- 
ager of  the  Ideal  Bedding  Co.,  Ltd.,  additional  res- 
ponsil)ility  has  fallen  to  the  lot  of  Mr.  Bert  W.  Woon. 
The  Company's  formei-  Western  Ontario  representative 
Mr.  R.  W.  Kidner  has  ])een  pi-omoted  to  sales  manager 
and  Mr.  Otto  Thies,  formerly  with  Quality  Beds,  Ltd., 
of  Welland,  takes  Mr.  Kinder 's  territory.  The  firm's 
general  offices  have  l)een  very  materially  enlarged, 
giving  the  staff  a  spacious,  well  lighted  ofifice. 


A  LIMITED  COMPANY. 

At  a  meeting  of  directors  of  Arnett  Furniture 
Limited,  the  final  steps  were  taken  to  transfer  the 
manufacturing  business  of  T.  L.  Arnett  to  the  com- 
pany. The  (.'ompany  is  starting  out  with  about 
$45,000.00  of  stock  subscribed  by  our  best  people.  The 
directors  decided  to  sell  sufficient  additional  stock  to 
bring  the  total  to  $75,000.00.  At  a  meeting  of  the 
shareholders  held  subsequently  the  following  directors 
were  elected:  ^Major  A.  L.  Young.  J.  A.  M.  Aikens, 
K.C.M.P..  Wm.  Herriot.  Hugh  McCuUoch,  Dr.  T.  A. 


M.  Hughes,  F.  E.  Wenman,  W.  J.  Barclay,  J.  Nunn,  T. 

L.  Arnett. — Frotn  Soiiris  Plni alcr. 


TRANSFERRED. 

After  a  twelve  years'  connection  with  the  bed  and 
bedding  business  during  which  time  he  has  become 
widely  known  among  the  Ontario  and  Montreal  fur- 
niture dealers,  Mr.  W.  I.  Crombie  goes  west  about  the 
first  of  March  to  become  Western  Sales  Manager  for 
the  Alaska  Bedding  Company,  Ltd.,  with  headquarters 
in  Winnipeg.  Mr.  Crombie  for  some  time  past  has 
been  Toronto  and  Western  Ontario  representative  of 


Mr.  W.  I.  Crombie 


the  Alaska  Feather  &  Down  Co.,  Ltd.,  whose  Toronto 
warehouse  has  been  closed.  Mr.  Crombie  states  that 
as  soon  as  possible  after  his  arrival  in  Winnipeg  he 
will  visit  the  Western  trade.  There  are  many  who 
will  ))e  sorry  to  know  of  "Bill's"  leaving  Ontario  for 
the  west  but  they  will  be  pleased  to  learn  of  his  pro- 
motion. 


THE  OFFICE  STAFF  DINED. 

Upon  the  occasion  of  Mr.  John  Henderson's  leaving 
on  a  somewhat  extended  holiday  trip  to  the  Old 
Country.  Mr.  W.  P.  Bennett,  General  Manager  of  the 
Ideal  Bedding  Co.  Ltd.,  Toronto,  gave  the  office  staff 
of  that  firm  a  dinner  at  ]\IeConkey 's,  on  Wednesday, 
January  17,  at  which  Mr.  W.  A.  Lydiatt  of  J.  J.  Gib- 
bons advertising  agency  was  their  guest.  After  a  full 
course  dinner  to  which  everyone  present  did  ample 
justice  speeches  were  called  for  by  Mr.  Bert  W.  Woon. 
who  proved  an  able  chairman.  Among  the  "few 
words"  that  each  one  said  were  many  witty  speeches 
and  throughout  the  evening  good  humor  prevailed. 
More  than  one  of  the  "Id-eal  Boys"  expressed  the  opin- 
ion— or  thought  it — that  to  "cross  the  pond"  and  see 
the  sights  on  the  other  side  would  be  an  "ideal"  trip. 
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Victoria  ville 
Fviriiiture 

is  being  profitably  handled  by  many  retailers 
throughout  the  Dominion.  These  dealers 
are  shrewd  business  men  who  know  the 
buying  power  of  every  $i.oo  used  in  purchas- 
ing furniture.  They  know  that  to  uphold 
their  established  reputation  the  most  exact- 
ing customer  must  be  satisfied  with  the 
quality,  design,  finish  and  price  of  the 
article.  Moreover,  they  realize — and  justly 
so  —that  to  do  business  they  must  buy  at 
prices  which  will  allow  them  to  get  a  profit. 


Victoriaville  Furniture  Company 

VICTORIAVILLE  -          -  QUEBEC 


BUT  the  point  is,  are  YOU  in  that  class  of 
dealers?  It  matters  little  to  you  in  a  business 
way  what  profits  they  are  getting  or  how  satis- 
factory a  line  they  are  selling.  Yet  it  is  worth 
something — yes  a  great  deal — to  know  their  ex- 
perience and  that  YOU  can  absolutely  bank  on 
receiving  gentlemanly,  businesslike,  honest,  fair 
and  square  dealing  whether  you  buy  a  few  pieces 
or  a  few  carloads.  VICTORIAVILLE  saves 
freight  in  the  latter  case.  Therefore,  resolve  that 
you  will  get  in  touch  with 

The  Furniture  "Worth  While" 


BIG  LINE  OF  THE  EAST 


CANADIAN   PIIR.VITIIHE  WOKl.D  AND  THE  UNDERTAKER. 


WHAT  IS  YOUR  AIM  in  Selling  Chairs? 


DOES 
IT 

INCLUDE 


Giving  your  customers  well  made  articles  produced  by  ex-  ^ 
perienced  and  honest  manufacturers         :          :  : 

Guaranteeing  the  buyer  that  he  is  securing  a  piece  of  furniture 
in  the  construction  of  which  the  finish  is  eminently  satisfactory  • 

Selling  a  strong  chair  at  a  reasonable  price         :  : 

Handling  a  line  which  makes  satisfied  customers  for  you — and  ^ 
profits         ::::::::  • 


If  that  is  what  you  are  aiming  to  do,  you  want  on  your  floor  a  stock  of 

VICTORIAVILLE  CHAIRS 

MADE  BY 

VICTORIAVILLE  CHAIR  MANUFACTURING  CO. 

VICTORIAVILLE  .  .  -  .  QUEBEC 


i 


VidoriaviUe 
Verandah 


The  finished  products 
of  our  factory  are  all 
that  thoroughly  ex- 
perienced mechanics, 
furnished  with  the  best 
materials  obtainable, 
can  produce. 


Rattan 
Chairs 


We  aim  at  furnishing" 
N'ou  with  ready 
sellers. 

A  postcard  will  bring 
vou  our  catalogue  by 
return  mail. 


By  reason  of  the  shipping  facilities  aft'orded  the  Victoriaville  factories,  we  are  in  a  position  to  make 
prompt  shipments  of  a  line  that  it  would  pay  you  to  feature  to  your  customers.  Moreover,  our  policy  of 
specialization  makes  possible  the  moderate  prices  of  our  present  quotations. 

I       The  CANADIAN  RATTAN  CHAIR  CO.,  Limited 

I  VICTORIAVILLE,  =  QUEBEC 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


23 


The  Display  of  Beds. 

TN  one  of  the  out-of-town  stores  recently  visited  by  the 
Furniture  World  the  display  of  furniture  was  ex- 
ceptionally attractive,  having  been  arranged  so  that 
from  the  front  door  could  be  had  an  unobstructed  view 
of  the  entire  ground  floor.  The  smaller  pieces  were  at 
the  front  and  in  the  centre  of  the  floor,  with  dressers, 
chettbniers  and  sideboards  ranged  along  the  walls. 
Chairs,  parlor  suites,  couches,  etc.,  occupied  space  on 
the  floor  so  as  to  be  easy  of  access,  and  not  hidden  by 
the  higher  pieces.  What  was  a  particular  feature,  how- 
ever, M'as  the  display  of  six  or  eight  beds.  They  were 
sliown,  dressed  up  for  use.  The  merchant  stated  that 
usually  in  the  latter  part  of  January  he  arranged  to 
show  the  beds  in  this  way  and  continued  on  until  the 
end  of  March.  He  had  an  extra  large  floor  space,  which 
peririitted  tliis  kind  of  display.  His  reasons  were  very 
logical,  and  worthy  of  other  dealers'  consideration.  In 
all  his  displays  he  aimed  at  showing  the  goods  as  nearly 
as  possible  as  they  would  appear  in  the  home.  As 
a  result  customers  saw  tlie  iron  or  brass  bed  exactly 
as  they  would  have  it  in  use.  Also,  the  merchant  stated, 
it  facilitated  the  sale  of  mattresses  and  springs,  and  he 
had  worked  into  a  very  handsome  bedding  trade  in  this 
way.  In  regard  to  wooden  beds,  he  pointed  out  how 
much  more  attractive  the  bed  appeared  with  shams,  pil- 
lows, comforter  and  spread,  and  he  rightly  concluded 
this  liad  its  effect  on  customers.  Ordinarily  he  showed 
beds  set  up  along  the  wall,  with  the  short  rails  now  so 
much  used.  In  this  way  the  beds  show  up  better  and 
take  away  the  untidy  appearance  of  the  stock  that  is 
characteristic  of  an  arrangement  that  merely  leans  the 
beds  up  against  the  wall  at  a  variety  of  angles,  as  in  tlie 
case  in  too  many  stores. 

Price  Tickets. 

"J^O  ]  believe  in  price  tickets?"  repeated  the  dealer 
to  whom  this  qviestion  was  put.  "Well,  what  an 
absurd  question!  Just  stick  around  for  a  while  and  see 
ir  you  (;an  find  anything  in  iny  store  that  hasn't  a  price 
ticket — with  the  price  in  good  plain  figures."  And  then 
he  elaborated  about  as  follows:  "I  used  to  imagine  that 
pric^e  tickets  seared  people  away,  that  is  if  I  thought 
about  them  at  all,  but  one  day  1  was  in  another  town, 
and  of  course  when  1  am  in  a  strange  place  I  always 
Iniiil  up  the  furniture  store.  On  this  occasion  I  got  in 
I'toiit  of  one  l)y  accident,  that  is  I  wasn't  looking  for  it. 
Well,  r  was  standing  at  the  window  looking  in,  wonder- 
ing to  myself  how  much  the  dealer  got  anyway  for  the 
pieces  he  was  showing  in  the  window.  Just  then  I  had 
a,  sort  of  consciousness  that  someone  was  talking — not 
to  me,  however.  One  woman  was  saying  to  another  who 
was  standing  with  her  looking  in  the  window,  'Why 
don't  they  put  prices  on  the  things  anyway.  Let's  walk 
on  down  to  So-and-So's,  they  always  put  the  prices  on.  I 


always  hate  to  go  into  '     That  was  all  I  heard,  but 

it  was  enough  to  set  me  thinking  and  inquiring,  and 
here  you  see  the  result,"  as  he  took  in  the  entire  floor 
with  a  sweep  of  his  arm.  "Tell  your  subscribers  that 
nothing  breeds  confidence  like  plain  figures." 

The  Show  Window. 

"VY/INDOW  displays  are  declared  by  progressive  re- 
tailers to  be  tli6  most  fruitful  means  of  sales  in 
lespect  to  cost  that  they  can  employ.  The  display  in 
the  window,  however,  no  longer  consists  of  merely  plac- 
ing there  the  article  offered  for  sale,  with  a  price  ticket 
attached.  It  must  have  a  "setting"  to  suggest  its  pur- 
pose and  to  help  the  imagination  of  the  person  who  may 
look  at  the  display.  In  short  the  spectator  sees  the 
featured  article  in  its  relation  to  its  surroundings  in  his 
or  her  home.  The  window  therefore  becomes  an  edu- 
cator in  that  it  is  an  object  lesson  as  to  what  the  den, 
the  library,  the  bedroom,  the  dining  room,  the  recep- 
tion room,  or  for  whatever  room  furniture  is  being 
shown,  should  contain.  There  is  a  background  showing 
the  appropriate  wall  covering,  with  moulding  and  pic- 
tures, a  window  with  the  correct  curtains;  a  rug  on  the 
floor,  and  which  floor  may  be  covered  with  linoleum  in 
imitation  of  hardwood.  If  the  room  is  a  den,  there  will 
be  a  magazine  rack,  with  late  copies  of  current  maga- 
zines and  probably  a  man's  house  coat  thrown  carelessly 
aci'oss  the  arm  of  a  chair.  There  may  also  be  a  hassock 
to  suggest  the  comfort  of  the  lady  who  might  be  sup- 
posed to  occupy  the  rocker.  Similarly,  if  the  room  is  a 
dining  room,  the  talile  will  be  set,  if  the  retailer  handles 
chinaware,  and  if  not  tliere  will  be  the  usual  decora- 
tions that  make  the  room  homelike.  Each  retailer  will 
have  his  own  idea  of  display,  but  the  great  idea  is  to 
attractively  show  the  goods,  and  there  is  no  better  way 
than  to  give  the  article  appropriate  surroundings.  The 
person  who  may  not  be  interested  in  the  main  feature 
may  want  some  of  the  accessories,  while  the  latter  do 
not  detract  from  the  main  idea.  Furthermore,  fur- 
niture retailing  being  now  a  business  of  complete  house 
furnishing,  the  goods  of  several  departments  can  be 
included  in  one  window,  and  no  one  article  interfere 
with  or  detract  from  the  other. 

Frost  on  the  Window. 

pTROSTED  windows  are  like  advertisments  so  blotched 
over  that  people  cannot  read  them ;  in  the  frosted 
window  the  goods  cannot  be  seen.  The  only  time  that 
a  frosted  window  would  be  good  advertising  would  be 
when  it  could  not  be  had — in  midsummer.  In  new  stores 
windows  are  built  to  be  proof  against  frosting  over,  so 
that  this  will  pro])al)ly  interest  only  those  who  have  not 
their  windows  equipped  with  a  frost  device.  The  cause 
of  the  window  frosting  over  is  that  the  moisture  of  the 
inside  atmospliere  congeals  as  it  comes  in  contact  witli 
the  cold  sui'face  of  the  glass.  An  electric  fan  so  placed 
as  to  keep  the  air  circulating  over  the  surface  of  the 
glass  will  prevent  it  frosting.  In  many  stores  the  win- 
dow is  not  enclosed,  and  it  should  be  possible  to  keep 
the  store  warm  enough  to  prevent  frosting,  ])ut  a  cur- 
rent of  air  in  the  closed-in  window  may  be  secured  by 
boring  holes  in  the  lower  sash,  and  by  boring  corres- 
ponding holes  in  tlie  upper  sasli.  'I'liese  nuvy  be  covered 
with  fine  mesh  wire  or  clieescloth  to  keep  out  the  dust, 
or  may  be  plugged  up  entirely  in  sununer  time.  There 
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are  various  plans  of  preventing  the  frosting  where  the 
window  is  not  ventilated.  Rubbing  the  window  over 
with  a  rag  saturated  in  alcohol  will  be  found  a  good 
preventive,  but  will  require  to  be  repeated  several  times 
in  very  cold  weather. 

Your  Collections. 
J^ETAILERS  are  prone  to  neglect  their  collections 
during  the  busy  weeks  preceding  Christmas.  In 
many  cases  it  is  a  physical  impossibility  to  keep  the 
books  posted  up  and  attend  to  customers,  in  the  smaller 
stores  where  the  merchant  is  his  own  bookkeeper.  Clos- 
ing up  the  books  and  taking  off  a  balance  sheet  in  Janu- 
ary reveals  many  neglected  accounts,  mostly  small  ones, 
but  large  in  the  aggregate.  Naturally  the  retailer  wants 
his  money  and  at  the  same  time  he  does  not  wish  to 
offend  his  customers.  All  persons  are  not  blessed  with 
the  same  tact  in  extracting  money  from  a  delinriuent 
cvistomer,  but  a  carefully  worded  letter  will  luring  re- 
mittances where  a  mere  rendering  of  the  account  brings 


By  Canadian  Rattan  Chair  Co.,  Ltd.,  Victoriaville,  Que. 


no  response.  One  retailer  showed  the  Furniture  World 
letters  that  he  has  found  effective.  The  first  one  takes 
for  granted  that  it  is  merely  necessary  to  call  the  cus- 
tomer's attention  to  the  account  which  he  probably 
overlooked.  It  says:  "Enclosed  please  find  statement 
of  small  amount  at  the  del)it  of  your  account,  which 
came  to  our  attention  in  balancing  our  books  for  last 
year.  Believing  that  you  would  prefer  to  have  us  re- 
mind you  of  this  we  do  so.  Thanking  you  in  anticipa- 
tion of  an  early  remittance,  which  will  be  very  much 
appreciated,  we  are,  yours  truly." 

The  second  letter,  written  about  ten  days  later,  is  a 
little  more  formal,  and  says:  "We  have  been  expecting 
to  hear  from  you  in  response  to  our  letter,  in  which  we 
drew  your  attention  to  the  balance  remaining  at  the 
de})it  of  your  account  in  our  ledger.  The  amount  is 
not  large,  but  as  a  number  of  these  accounts  are  out- 
standing, an  early  remittance  will  be  a  great  help 
to  us." 

The  third  letter  is  more  emphatic  and  used  only 
wlien  the  retailer  knows  that  whether  he  uses  it  or  not  he 
will  get  no  more  trade  from  the  persons  he  has  still  been 
unable  to  collect  from.    It  says:  "We  have  twice  writ- 


ten you  regarding  account  with  us  and  must  insist  on 
an  immediate  settlement.  We  do  not  wish  to  add  to  the 
amount  costs  of  collection,  but  should  we  not  hear  from 

you  by  the  th  of  the  month  we  shall  hand  this,  with 

other  accounts,  to  our  attorneys  for  collection."  The  re- 
tailer usixally  knows  who  are  delinquent  because  they 
cannot  help  it,  and  those  whom  it  is  unsafe  to  continue 
to  trust  and  can  act  accordingly,  but  everyone  will  agree 
that  there  is  money  saved,  trouble  saved,  trade  saved  and 
friends  saved  by  close  collections. 

Passing  of  Bargain  Ideas. 

lyjARSHALL,  Field  &  Co.,  of  Chicago,  have  been  us- 
ing some  of  their  advertising  space  in  the  daily 
newspapers  to  talk  to  tlie  people  in  an  editorial  strain. 
One  of  the  editorials  treats  on  The  Bargain  Idea  versus 
The  Idea  of  Service,  and  reads  in  part  as  follows: — 

"The  Bargain  Idea  is  put  first  because  it  is  so  old 
historically.  It  goes  back  to  dim  centuries  when  the 
merchant  was  a  peddler,  selling  from  a  pack  at  markets 
and  fairs.  His  profits  depended  largely  on  the  gaudiness 
and  apparent  cheapness  of  his  goods,  and  his  skill  at 
double-dealing.  Of  course,  his  methods  were  such  that 
nothing  but  improvement  was  possible.  Yet  the  mer- 
chant of  to-day  who  is  wedded  to  his  Bargain  Idea  still 
underrates  public  intelligence.  He  assumes  that  penny- 
saving  is  the  chief  object  of  people  purchasing  goods.  He 
centers  effort  on  buying  merchandise  that  will  be  tempt- 
ing by  reason  of  the  bare  prices  he  can  mark  upon  it. 
Value  and  quality  are  taken  into  account  last  of  all — 
sometimes  never.  This  sort  of  merchant  offers  the  pub- 
lic a  disconnected  string  of  "price  sensations."  Yester- 
day it  was  marked-down  ribbons,  to-day  bargain  shoes, 
to-morrow  a  terrific  slaughter  in  clothespins.  Every- 
thing is  haphazard,  and  stocks  have  little  relation  to  the 
wide  needs  of  the  modern  family.  But  a  merchant 
guided  by  The  Service  Idea,  on  the  other  hand,  has  a 
broad  conception  of  the  public's  intelligence,  sees  his 
community's  needs  as  a  whole,  and  understands  his  own 
function  in  it.  He  knows  that  customers  weigh  points 
of  value  as  well  as  prices — purity,  durability,  appear- 
ance, convenience,  originality.  He  searches  the  world 
for  the  latest  and  most  beautiful  pi-oducts.  Even  though 
he  has  but  a  small  establishment,  his  stocks  will  be  com- 
plete, representative,  adequate  to  meet  the  whole  demand 
in  his  line  of  the  average  family,  and  they  will  be  main- 
tained with  a  view  to  progress  in  that  line.  Shopping 
is  made  agreeable.  Growth  and  reputation  come  from 
customers'  satisfaction  after  goods  are  in  use  and  price 
forgotten. 

Gum  Lumber. 

^^DVOCATES  of  gum  lumber  are  meeting  with  con- 
siderable success  in  the  United  States,  and  the  few 
samples  of  gum  lumber  furniture  shown  by  Canadian 
manufacturers,  have  been  highly  praised.  No  doubt  this 
particular  veneer  will  be  known  by  a  variety  of  names, 
as  its  real  name  does  not  carry  a  particularly  attractive 
sound  for  furniture.  One  retailer  who  placed  a  limited 
quantity  of  gum  furniture  on  his  floors,  has  expressed 
himself  as  well  pleased  with  the  figure  and  finish  and 
predicts  a  good  demand  for  this  class  of  material,  which 
is  less  costly  than  mahogany  or  walnut,  and  more  attrac- 
tive than  some  of  the  materials  used  in  the  less  costly 
gr-ades  of  furniture. 
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ECONOMY  IN  DELIVERY. 

Horses  and  Wagg'ons  vs.  Motor  Trucks. 
By  B.  A.  Gramm,  Vice-President  of  the  Gramm  Motor  Truck  Co., 
Walkerville,  Ont. 

ECONOMICAL  delivery,  or  the  saving  of  expense 
in  any  branch  of  a  business,  means  that  the 
business  man  is  enabled  to  quote  a  lower  price 
for  his  goods  than  if  he  maintains  extravagant  meth- 
ods. This  is  of  vital  interest  to  the  ultimate  purchaser 
of  his  goods,  for  it  means  that  that  purchaser  will  pay 
a  minimum  price  instead  of  paying  for  wasteful  extra- 
vagance on  the  part  of  the  business  man. 

Getting  merchandise  from  the  factory  to  the  user 
involves  a  large  amount  of  handling  and  considerable 
expense  in  shipping  and  cartage,  etc.  The  more  that 
these  expenes  are  reduced,  the  more  chance  there  is  of 
a  purchaser  obtaining  the  articles  of  food,  clothing 
and  other  necessaries  and  luxuries,  at  the  lowest  pos- 
siible  price. 

That  the  motor  truck  enables  the  producer,  or  the 
dealer,  to  get  that  merchandise  into  the  hands  of  the 
user  with  less  expense  than  by  the  old  methods  is  the 
chief  claim  of  the  motor  truck  on  the  interests  of 
business  houses  and  the  customers  served  by  them. 

Whether  or  not  a  motor  truck  can  be  used  profit- 
ably in  any  particular  instance  is  a  matter  that  must 

Approximate  Daily  Cost  ol  Motor  Trucks 

Compiled  by  Metzger  Motor  Car  Coirpany  of  New  York. 


Chassis  cost  

With  stake  body   

Average  miles  per  day 


Interest,  "5  per  cent  

Driver,  $16  to  $22  per  week   

Garage   

Tires   

Yearly  overhaul  and  current  repairs 

Gasoline  at  12c  

Oil  at  30c   

Insurance  


Cost  per  year. 
Cost  per  day  . 


2-Ton 

1-Ton 

$  2,750 

$  1,500 

2,925 

1,700 

70 

80 

Per  Year 

Per  Year 

$390.00 

$  225.00 

146.00 

85.00 

936.00 

8.32.00 

240.00 

240.00 

480.'  0 

275.00 

350.00 

300.00 

325.00 

275.00 

50.00 

40.00 

160.00 

150.00 

$3,077.00 

$2,422.00 

10.25 

8.07 

but  even  in  this  case  it  would  be  a  question  as  to 
whether  the  extended  area  ofiEered  by  the  use  of  the 
motor  wagon  would  not  so  increase  his  business  that 
the  motor  wagon  itself  would  create  a  larger  delivery 
demand,  and  thus  make  for  itself  a  means  of  economy, 
that  is  to  say,  the  larger  business  thus  attracted  to  the 
use  of  the  delivery  and  the  ability  to  reach  a  larger 
circle  of  customers  would  in  itself  be  a  very  great 
advantage  and  Avould  be  worth  the  larger  expense  of 
running  a  motor  wagon  as  compared  with  a  single  team 

Actual  Comparison. 

Result  of  One  Merchant's  Experience. 

ORIGINAL  INVESTMENT 

One  Oxford  Motor  Truck  $675-00       Two  horses   $400.00 

 Two  wagons   150-00 

$675.00       Two  sets  harness   50-00 


be  studied  out  and  decided  entirely  upon  the  cireum- 
.stances  surrounding  the  particular  business  involved. 

It  is  not  safe  to  say  that  motor  trucks  can  displace 
horses  in  every  class  of  service.  No  wise  motor  manu- 
facturer Avill  make  this  claim.  Each  case  should  be 
studied  on  its  own  merits  and  recommendations  made 
entirely  on  true  facts.  It  is  true  that  in  some  cases  the 
hor.se  and  wagon  are  more  economical,  or  better  suited, 
in  .some  respects,  to  an  individual  delivery  service  than 
the  motor  truck  wagon. 

For  example,  if  a  business  house  is  using  but  one 
single  team  light  delivery  wagon,  and  has  not  sufficient 
delivery  work  to  overtax  that  one  team  outfit,  he 
would  pos.s'ibly  not  find  it  any  less  expensive,  perhaps 
a  little  more  expensive,  to  operate  a  motor  wagon  that 
would  take  the  place  of  that  single  outfit.  It  would  be 
a  question  in  his  case,  for  example,  whether  the  motor 
wagon  would  prove  a  benefit  or  an  expense  increaser, 


THE  OXFORD 

One  driver,  one  month    $50  00 

Gasoline  and  oil    12-75 

Tire  allo^vance   2-00 

Interest  on  $675  at  6%   3-38 

Depreciation,  20%  per  annum  .  - .  -  11.25 

Repairing:  and  paintinpf    3-77 


3-15 


$600-00 

TWO  SINGLE  HORSE  OUTFITS 

Two  drivers,  one  month    $100-00 

Feeding-  and  stabling  two  horses 

one  month   40.00 

Shoeing  (two  horses)   4.25 

Repairs  -   5.15 

Depreciation    10-00 

$159-40 


PER  YEAR 

Total  cost  of  upkeep  of  two  single  horse  outfits  ($1-59-40  x  12) . 
Total  cost  of  upkeep  of  Oxford  Truck  ($83.15  x  12)  


$1912.80 

997-80 


Saving   915-00 

An  additional  investment  ot  $75-00  yields  a  return  of 

$915.00,  or  1220  Per  Cent. 

By  The  Woodstock  Automobile  Manufacturing  Company,  Limited. 

horse  Avagon.  Besides,  the  larger  values  of  merch- 
andise handled  because  of  the  increased  business 
Avould  make  the  delivery  service  economical  with  the 
motor  wagon,  even  on  an  average  cost  per  parcel  basis, 
as  compared  Avith  a  single  team  output,  that  is  to  say, 
the  increased  business  would  no  doubt,  if  obtained  by 
the  use  of  an  extra  horse  wagon,  call  into  service  the 
additional  wagon  anyhow,  and  thus  the  motor  wagon 
which  had  been  the  cause  of  increasing  the  business 
should  be  compared  in  the  expense  account  with  two 
single  horse  outfits. 

Most  any  business  house  using  tAvo  horse  drawn 
Avagons  can  to  an  advantage  install  a  motor  Avagon, 
but  even  here  the  qiiestion  of  capacity,  length  of  run, 
distance  between  customers,  area  covered  and  other 
factors  should  all  be  taken  into  consideration  and 
studied  thoroughly. 

One  of  the  great  advantages  of  the  motor  Avagon  is 
the  fact  that  it  enables  one  driver  to  handle  a  much 
larger  volume  of  business  and  to  cover  a  much  larger 
area. 

Where  a  large  number  of  horse  Avagons  are  used, 
or  where  the  routes  are  long  and  speed  is  a  very  im- 
portant factor,  the  motor  wagon  is  particularly 
conspicuous  in  its  efficiency.  The  motor  wagon  can 
I'un  out  to  the  suburbs,  for  example,  with  a  load  of 
merchandise  from  a  department  store  in  one  quarter 
the  time  that  it  would  take  to  haul  the  same  amount 
by  horse  poAver.  It  is  also  possible  to  carry  a  very 
much  greater  load  upon  a  motor  Avagon  than  upon  a 
horse  draAvn  Avagon,  in  most  cases.  Another  very 
important  economy  instituted  by  the  use  of  motor 
wagons  is  the  fact  that  on  Sundays  and  holidays  and 
AVhen  not  in  use  the  motor  wagon  is  not  consuming 
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fiiel,  i)ut  the  horse  must  be  fed  regularly  whether  it  is 
■working  or  not,  and  have  the  same  attention  on  Sun- 
days and  holidays  as  on  week  days  when  it  is  used. 

The  ability  of  the  motor  wagon  to  run  long  dis- 
tances at  fair  average  speed  put  it  in  competition  with 
the  railway  ear,  as  well  as  with  the  horse  wagon.  By 
using  the  motor  wagon  for  shipments  within  a  hundred 
to  one  hundred  and  fifty  miles,  the  manufacturer  or 
merchant  can  not  only  deliver  goods  more  econom- 
ically than  by  freight  or  express,  in  some  cases,  but 
can  also  save  considerable  time  and  eliminate  the  cost 
oi'  much  handling  of  tlie  merchandise. 


A  sugg-estion  for  the  turniture  dealer  taken  from  the  window  of  a  hardware 
firm  displaying:  the  "Onward'"  Vacuum  Cleaner. 

OBSERVATIONS  OF  A  TRAVELLER. 
By  a  Traveller. 

USUALLY  when  I  am  in  my  home  town  I  replen- 
ish my  wardrobe  b^ecause  I  have  a  particular 
failing  for  tlip  estahlisliiiient  of  a  certain  haber- 
dasher who  always  makes  me  feel  that  he  is  glad  to 
see  me.  He  is  friendly  without  being  obsequious  and 
I  always  have  a  feeling  that  he  considers  himself  just 
as  good  as  any  man  that  enters  his  store,  and  so  he  is. 

Why  1  mention  the  haberdasher  is  because  one 
evening  1  walked  into  his  store  for  some  collars.  "It's 
not  collars  you  need  a  night  like  this,"  he  said.  "It's 
a  waterproof  overcoat,"  for  it  was  raining  heavily, 
had  been  all  day — just  like  it  does  in  November — for 
it  was  November.  He  said  this  half  in  earnest  and 
half  jokingly  but  I  took  up  his  challenge.  "You 
haven't  one  here  to  fit  me,"  I  said  and  I  felt  sure  he 
badn't  for  I  had  previously  tried  at  various  other 
places  when  the  assortment  was  much  larger  than  his, 
but  either  through  indifference  of  clerks  or  because  my 
size  wasn't  in  stock  I  did  without  the  waterproof. 
"Oh  yes  I  have,"  was  the  prompt  reply,  "just  put 
this  on";  as  he  held  it  for  me  and  as  I  slipped  my 
arms  into  it  I  found  myself  facing  the  mirror;  "fits  as 
if  made  for  you,"  and  sure  enough  it  did  but  I  just 
naturally  had  to  make  objections.    "It's  too  long." 


He  soon  showed  me  why  a  waterproof  should  be  long. 
He  pointed  out  the  quality  of  it  and  several  other 
features  aboiat  buttons,  pockets,  flaps,  etc..  that  I  had 
never  considered  of  any  account.  "Well  I  haven't  any 
money  with  me,"  was  my  final  objection  as  1  started 
to  unbutton  the  coat  to  take  it  off.  "Now  you  leave 
that  coat  on,"  he  commanded.  "You  can't  go  out  in 
that  rain  without  it  and  you  have  no  waterproof  at 
home.  That  one  fits  you  and  you  can't  beat  the  price. 
Your  credit  is  good,  now  what  more  do  you  want?" 
I  walked  out  with  the  coat.  I  wanted  it  all  the  time 
Imt  couldn't  actually  make  up  my  mind  that  I  did. 
Also  I  had  my  collars. 

Now  what  has  this  to  do  with  furniture  ?  Not  very 
m\ich  I  confess  but  every  time  1  think  of  that  haber- 
dasher I  think  what  a  magnificent  furniture  salesman 
was  lost  because  he  didn't  go  into  my  line  of  business. 
If  my  customers  had  a  few  dozen  salesmen  like  this 
man  I  know  where  my  sales  would  grow.  1  think  the 
point  of  the  illustration  is  sufficiently  plain  to  require 
no  further  illumination,  so  I'll  pass  on  to  another  mat- 
ter that  I  think  about  quite  a  lot. 

It  is  the  matter  of  "turnover."  I  suppose  I  have 
asked,  in  the  last  ten  years,  eighty  or  a  hundred  diff- 
erent retailers  in  different  i)arts  of  the  country  how 
many  times  they  turn  their  stock  over  in  a  year.  Of 
all  the  l)nnch  1  can't  remember  more  than  seven  or 
eight  Avho  could  tell  me.  Not  that  they  wouldn't,  for 
I  never  asked  a  man  with  whom  I  was  not  sufficiently 
intimate  to  ask  such  a  question,  but  they  couldn't. 

One  man,  who  carries  a  stock  of  about  $5,000,  said 
he  figured  on  turning  it  over  four  times  in  the  year. 
His  was  an  vmusual  testimony  as  the  majority  of  those 
who  knew  stated  that  three  times  was  nearer  the  mark. 
This  man  who  turned  his  stock  over  four  times,  is 
specially  mentioned,  however,  because  he  does  what 
many  more  dealers  could  do  but  do  not.  He  sold  many 
hundreds  of  dollars  worth  of  goods  that  he  did  not 
carry  in  stock  at  all.  "I  take  some  trouble  to  post 
myself  on  styles  and  where  different  high  class  goods 
are  to  be  had,"  he  said.  "I  also  keep  myself  posted 
on  what  is  going  on  in  town.  My  wife  is  my  best  sales- 
man though  she  seldom  comes  in  the  store.  She  uses 
her  eyes  and  ears  wherever  she  goes,  and  she  goes  out 
more  than  she  perhaps  would  if  she  were  not  so  enthus- 
iastic over  the  business.  As  she  says,  'she  does  not 
use  her  tongue  very  much  until  she  brings  it  to  bear 
on  me'  and  then  she  tells  me  what  is  doing.  Also  I 
belong  to  a  couple  of  fraternal  societies,  not  that  I'm  a 
'joiner'  but  I  really  like  the  work  and  I  suppose  it 
gives  me  some  prominence,  for  the  boys  tell  me  I'm  a 
good  mixer.  You  will  notice  I  keep  the  catalogues  of 
the  different  manufacturers  arranged  so  that  I  can  get 
at  them  quickly.  Now  you  understand  how  I  get  the 
big  turnovers  for  the  size  of  the  stock." 

No  further  explanation  was  necessary.  The  man 
himself  is  a  wide-awake  chap — always  ready  to  do  his 
part  in  helping  along  any  good  cause.  He  dresses 
well  and  "kow-tows"  to  nobody  in  the  town.  He  is 
highly  respected  and  has  a  local  reputation  as  an 
authority  not  only  on  furniture  but  on  furnishing  and 
as  a  consequence  when  furniture  of  a  character  that 
he  could  scarcely  afford  to  stock  is  required  the  sale  is 
made  by  him  via  the  catalogue. 
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MR.  CHAS.  E.  TWITCHELL  DECEASED. 

SINCERELY  and  deeply  regretted  by  his  many 
friends  in  the  trade,  was  the  demise  of  the  late 
Mr.  Chas.  E.  Twitchell,  whose  death  occurred 
suddenly  at  Baden,  Ont.,  Jan.  18.  Mr.  Twitchell,  who 
resided  at  420  Huron  kStreet,  Toronto,  was  on  one  of  his 
regular  trips,  had  transacted  l)usiness  at  Baden  and  was 
about  to  take  the  train  for  Hamburg,  when  he  took  sud- 
denly ill.  and  turned  back  before  reaching  the  station, 
expiring  soon  after  a  doctor  was  called. 

At  the  time  of  his  death  .Mi-.  Twitchell,  who  was  just 
60  years  of  age,  was  carrying  the  lines  of  Woeller,  Bol- 
duc  &  Co.,  Waterloo ;  J.  S.  Elliott  &  Sons,  of  Prescott — 
Wliitworth  &  Restall,  Toronto,  and  Lucknow  Furniture 
Co.  He  was  one  of  the  best  known  men  in  the  furniture 
trade,  having  been  on  the  road  for  about  35  or  36  years. 
Per.sonally  he  was  very  highly  esteemed  by  his  cus- 
tomers and  by  his  fellow-travellers,  a  number  of  whom 
attended  the  funeral  services  at  the  family  residence 
prior  to  removing  the  remains  to  Hamilton  for  inter- 
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ment.  On  tlieir  ai-rival  at  tliat  city  they  were  met  by 
a  nuiriber  of  travellers,  who  had  waited  here  to  pay  their 
last  respects  to  a  comrade.  The  pallbearers  at  Toronto 
were,  IMessrs.  V.  A.  Hevvson,  R.  J.  Orr,  N.  J.  Boyd,  Geo. 
Sauer,  C.  E.  Urquhart  and  E.  K.  Harris. 

The  funeral  was  in  charge  of  Mr.  A.  W.  Barlett  and 
Rev.  F.  a.  Phimmer,  assisted  by  Rev.  H.  McC'ausland. 
conducted  the  sei'vices.  iMr.  Twitchell  is  survived  by  a 
widow,  two  daugliters  and  a  son,  who  is  a  civil  engineer 
in  Ai-izona. 

In  tile  (h'atli  of  deceased  another  link  connecting  the 
•  •arly  history  of  the  (;asket  and  furnitui-e  trades  with 
the  present  is  broken.  Years  ago  "('harlie"  Twitchell 
started  on  the  road  as  a  representative  of  the  casket, 
cabinet  and  hardware  firm  of  Watson  &  Thom|)son  of 
Hamilton,  after  .Mr.  1).  W.  Thoinpson  himself  quit  the 
i-oad.  This  would  probably  be  about  the  year  1873. 
About  that  time  the  firm  removed  to  Toronto  and 
started  business  on  Coll)orne  Street,  later  buying  out 


the  Canadian  Coffin  Co.,  which  had  been  recently  started 
by  R.  Phillips  &  Co.,  on  Hayter  Street.  They  after- 
wards added  the  manufacture  of  furniture. 

When  j\Ir.  Watson  retired  from  the  business,  the  re- 
maining partner  associated  himself  with  the  late  Wui. 
Keiley,  carrying  on  the  business  imder  the  style  of 
D.  W.  Thompson  &  Co.  In  1903,  some  time  after  the 
death  of  ^Ir.  Thompson,  Mr.  Keiley  disposed  of  his  in- 
terest in  the  business  to  ]\Iessrs.  Smith,  Watson,  Coles 
and  Ferguson,  who  continued  the  l>usiness  under  the 
style  of  D.  W.  Thompson  &  Co.  A  few  years  later  they 
were  burned  out  and  the  furniture  business  was  dis- 
continued. About  six  years  ago  Mr.  Twitchell,  who  had 
been  with  tlie  firm  all  this  time,  severed  his  connection 
and  took  on  the  lines  of  a  number  of  different  firms. 

Two  other  men  now  prominent  in  the  trade  and  who 
were  in  it  during  the  time  IMr.  Twitchell  was  getting  his 
first  experience,  are  Mr.  F.  W.  Coles,  of  the  Globe  Casket 
Co.,  London,  and  Mr.  A.  J.  H.  Eckardt,  of  the  National 
Casket  Co.,  Toronto.  The  former  commenced  a  couple 
of  years  before  Mr.  Twitchell,  and  the  latter  some  time 
afterwards.  Mr.  Coles  commenced  his  career  as  repre- 
sentative of  the  Bowmanville  Furniture  Co.,  and  the  late 
Richard  Philp  of  Bowmanville.  Mr.  A.  J.  H.  Eckardt 
also  commenced  his  career  with  IMr.  Philp,  and  when  the 
business  was  removed  to  Toronto  in  1873,  Messrs.  Coles, 
Watson,  Hawkey,  and  Eckardt  were  admitted  into  part- 
nership and  the  firm  style  changed  to  Philp  &  Co.  Mr. 
Hawkey  died  a  couple  of  years  later.  Messrs.  Coles  and 
Watson  withdrew  from  the  firm  some  years  afterwards, 
and  in  1892  joined  with  Mr.  John  Ferguson  of  London 
and  bought  out  the  Ontario  Casket  Co.,  of  Ridgetown. 
removing  the  whole  plant  to  London,  liaving  bought  the 
jiresent  Globe  Casket  Co.  premises,  where  they  have 
carried  on  business  ever  since. 

In  the  meantime  the  firm  of  Philp  &  Co.  became  Philp 
and  Eckardt,  and  in  1896  Mr.  A.  J.  H.  Eckardt  bought 
out  his  partner  and  changed  the  style  to  Eckardt  Casket 
Co.  hi  the  memorable  Toronto  fire  of  1904  the  firm's 
plant  was  completely  destroyed,  and  the  firm  did  not 
again  start  up  until  1907,  wlien  the  style  was  again 
changed  to  National  Casket  Co. 


Reception  Room  at  the  Undertaking  parlors  o(  Daniel  Stone,  Toronto,  refen  cil 
to  in  the  last  issue  ol  Can.idian  Furniture  WtirUl  and  the  L^ndertaker. 
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There  are  Just  Two  Kinds  of  Ru^  Display  Racks 


The 

Moncrief 


AND  ALL  THE  REST 

!PrOof  S  Among'  the  recent  purchasers  of  the 
  Moncrief  Rug  Rack  are  : 

Alexander  Smith  &  Sons  Carpet  Co., 

San  Francisco  Office. 
Hard  wick  &  Magee  Co.,  Boston  Office. 
Bigelovv  Carpet  Co.,  Boston  Office. 
S.  Sandford  &  Sons,  New  York  and  Boston 

Offices. 

Roxbury  Carpet  Co.,  San  Francisco  Offices. 
Gimmel  Bros.,  New  York,  Linoleum  Rack. 


WHY 


did  these  Great  Mannfactaring 
Concerns  decide  to  use  the 
MONCRIEF  RACK  ? 


S.  Sandford  &  Sons'  loo-Arm  Moncrief  Rack  installed  in  their  salesroom.  t;?2  Fifth 
Avenue,  New  York.    This  Rack  is  fastened  to  the  steel  eye  beams,  and  the 
arms  are  spaced  3V  inches  apart.    Notice  how  it  is  placed. 


It  is  your  duty,  Mr.  Buyer,  to  investigate  Why, 
and  send  for  our  New  Catalogue. 


MONCRIEF  MFG.  CO. 


CENTRAL  FALLS, 


R.  L,  U.S.A. 


The  Moncrief 
Wall  Paper  Rack 

Is  today  the  leader. 

A  Time  and  Space  Saver  and  so  very  convenient. 

Here  are  two  cuts  of  our  Wall  Paper  Rack  of 
thirty  wings.  It  stands  by  its  own  weight,  can  be 
moved  to  any  part  of  the  room,  as  it  is  not  fastened 
even  to  the  floor.  Can  be  made  in  any  style  or  shape 
to  conform  to  your  show  room  conditions  and  with 
as  many  wings  as  your  room  will  allow.  Size  of  wings 
3  ft.  X  6  ft.     Paper  is  applied  the  same  as  on  the  wall. 


Side  View 


Front  View  Open 


You  cannot  realize  what  a  time  saving  it  is  to  be 
able  to  show  so  many  samples  in  so  short  a  time. 

We  are  installing  a  Rack  now  of  200  wings,  dis- 
playing 400  different  styles  of  Wall  Paper. 

Let  us  place  one  in  your  store  and  be  convinced. 
When  once  installed  you  would  have  no  other. 

Full  information  and  prices  will  be  gladly  furnished 
on  application. 

THE  MONCRIEF  MFG.  CO. 

7-9-11  Sheridan  St. 

Central  Falls,  R.  I.,  U.  S.  A. 
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Linoleum  Prices. 

'T'WO  iuiportanf  considerations  in  the  manufacture 
of  linoleum  are  jiite  and  linseed  oil.  The  price 
of  jute  is  higher  than  formerly,  f.nd  tliere  was  a 
shortage  in  tiie  crop  of  flaxseed,  which  means  that 
there  is  little  prospect  of  a  drop  in  the  price  of  linseed 
oil.  In  view  of  such  and  the  fact  that  the  price  of 
linoleum  was  a  few  months  ago  advanced  to  the  extent 
of  ten  cents  a  yard  on  the  average  goods,  two  author- 
ities consulted  stated  that  there  is  good  reason  to  look 
for  the  maintenance  of  present  prices  for  some  time. 

A  Useful  Carpet  Table. 

The  following  table  shows  the  estimated  amount 
of  carpet  (27  inch  goods)  required  to  cover  rooms  1  f 
the  sizes  indicated.  No  allowance  as  made  for  match- 
ing the  patterns  in  the  quantities  given  as  different 
patterns  cut  to  more  or  less  waste.  This  convenient 
table  is  found  in  the  1912  catalogiie  issued  b.y  Messrs, 
Weiler  Bros,  of  Victoria,  B.C.,  whose  store  front 
is  sliown  elf^cwhere  in  this  issue. 


Curtains  and  Draperies. 

Spring  approaches,  greater  interest  will  sur- 
round curtains  and  draperies.  The  selection 
of  fPich  goods  is  quite  as  important  to  the  customer 
as  choosing  carpets  and  wall  papers  and  in  some  cases 
receives  as  much  attention  accordingly  as  the  furniture 
itself.  Incidentally  this  suggests  that  the  dealer  would 
do  well  to  let  the  public  know  he  can  provide  them 
with  as  wide  a  range  to  select  from  as  in  the  case  of 
other,  possibly  more  important  lines.  Two  authorities 
consulted,  agreed  that  there  is  a  growing  demand  for 
hand  blocked  linen  goods  retailing  at  from  75  cents  to 
$3.50  a  yard,  and  for  shadow  taffetas  at  from  $2.50 
up,  being  about  the  same  price  as  silk  goods.  Also 
ov.ing  to  the  increased  popularity  of  small,  irregular 
shaped  casement  windows  and  sun  rooms  in  houses 
t'lere  is  a  growing  activity  in  lighter,  sun  frost  revers- 
ible materials  ranging  from  $1.25  to  $2.00.  Another 
dealer  volunteered  the  information  that  although  white 
is  used  for  lace  and  thin  muslin  draperies,  there  is  a 
growing  vogue  for  colors,  which  he  recommends  be 
used  sparingly  and  only  in  delicate  tints.  The  reason 
given  for  limiting  the  use  of  colors  was  that  in  no 
part  of  house  furnishing  is  lack  of  good  taste  so  glaring 
as  in  the  draping  of  windows,  which  seems  to  confirm 
the  remark  of  a  lady  who  noted  that  often  while  all 
the  other  appointments  of  a  room  were  in  perfect  har- 
mony the  windows  clash.  "When  a  woman  wants  to 
look  at  some  net  draperies  with  Battenberg  insertions 
just  because  her  sister-in-law  has  them,  I  sell  her  just 
what  she  asked  for — somttnnes, "  said  a  salesman. 


SIZE  OF  ROOM 

Yards 

Long 

Wide 

Ft.  In. 

Ft.  In. 

10  6 

9 

14  1-2 

12 

9 

16  1-2 

13  6 

9 

18  1-2 

15 

9 

20  1-2 

16  6 

9 

22  1  -2 

18 

9 

24  1-2 

9 

10 

14 

10  6 

10 

16  1-3 

12 

10 

18  1-2 

13  6 

10 

20  .3-4 

15 

10 

23 

16  6 

10 

25  1-2 

11 

11 

19 

12 

11 

20  1-2 

13 

11 

22  1-4 

14 

11 

24 

15 

11 

25  1-2 

16 

11 

27  1-4 

17 

11 

29 

18 

11 

30  2-3 

12 

12 

22  2-3 

13  6 

12 

25  1-2 

15 

12 

28  1-4 

16  6 

12 

31 

18 

12 

32  2-3 

19  6 

12 

36  1-2 

13  6 

13 

27  3-4 

15 

13  R 

30  2-3 

SIZE  OF  ROOM 

Yards 

Long 

Wide 

Ft.  In. 

Ft.  In. 

16  6 

13  6 

33  1-4 

18 

13  6 

36  3-4 

19  6 

13  6 

39  3-4 

21 

13  6 

42  3-4 

14 

14 

31  3-4 

15 

14 

33  1-4 

16 

14 

35  1-2 

17 

14 

37  1-2 

18 

14 

39  3-4 

19 

14 

42 

20 

14 

44  1-4 

15 

15 

35  3-4 

16 

15 

38  3-4 

17 

15 

40  1-2 

18 

15 

42  3-4 

19 

15 

45  1-2 

20 

15 

47  3-4 

16 

16 

41  1-2 

17 

16 

43  1-2 

18 

16 

45  3-4 

19 

16 

48  1-4 

20 

16 

50  3-4 

11 

16 

53  i-4 

22 

16 

53  3-4 

18 

17 

49 

19 

17 

51  3-4 

SIZE  OF  ROOM 


Long 

Wide 

Yards 

Ft.  In. 

Ft.  In. 

20 

17 

54  1-2 

21 

17 

57 

22 

17 

59  2-3 

23 

17 

62  3-4 

24 

17 

65 

18 

18 

49 

19 

18 

51  3-4 

20 

18 

54  1-2 

21 

18 

57 

22 

18 

59  3-4 

23 

18 

62  1-2 

24 

18 

65 

19 

19 

55 

20 

19 

58 

21 

19 

60  3-4 

22 

19 

63  3-4 

23 

19 

66  1-2 

24 

19 

69  1-4 

20 

20 

61 

21 

20 

64 

22 

20 

67 

23 

20 

70 

24 

20 

73 

19 

21 

61  1-2 

20 

21 

64  1-2 

21 

21 

67  1-2 
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CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


What  It  Requires. 

^^IIILE  I  believe  a  Wcillpaper  department  in  the 
furniture  store  is  perfectly  legitimate  and  can 
easily  be  made  a  source  of  profit,  yet  the  putting 
in  of  a  stock  of  paper  is  only  half  the  battle."  Such 
Avas  the  statement  of  a  successful  retailer  who  when 
asked  for  a  hint  or  two  on  the  conduct  of  such  a 
branch  gave  emphasis  to  the  fact  that  like  any  other 
bus'iuess  or  department  it  must  be  given  attention. 
"You  know,"  said  he  by  way  of  illustration,  "one  of 
the  chief  reasons  why  the  Scotch  and  German  farmers 
and  gardeners  get  so  much  out  of  the  soil  is  because 
they  put  so  much  in.  They  worlc  the  land  well,  using 
plenty  of  fertilizer  and  get  results.  Now  that  is  just 
my  experience  with  wall  paper.  At  one  time,  I  had 
a  stock  on  hand  in  the  back  of  my  store,  which  I  confess 
I  expected  to  turn  over  in  a  reasonable  time  and  make 
a  profit.  But  few  people  showed  an  interest  in  the 
goods  and  1  was  becoming  sick  of  the  proposition,  so 
much  so  that  I  had  almost  decided  to  get  rid  of  the 
paper  at  any  price  and  "chuck"  the  department.  But 
just  at  that  point  a  friend  in  the  trade  persuaded  me 
that  I  had  not  given  the  thing  a  fair  trial.  He  showed 
me  to  my  satisfaction  that  there  was  nothing  about 
wall  paper  that  would  sell  itself  anymore  than  there 
was  about  furniture,  so  I  decided  to  "right  about  face" 
in  methods.  The  goods  were  put  out  whei'e  they  could 
be  seen.  They  were  used  in  my  window  display.  They 
received  a  proportion  of  the  advertising  space  I  used 
in  our  local  paper.  My  clerk  was  informed  that  from 
this  out  wallpapers  were  to  be  a  feati^re  of  the  business 
and  that  they  were  to  receive  their  full  share  of  oiu- 
attention.  It  is  unnecessary  to  go  into  further  detail, 
suffice  it  to  say  sales  in  wallpaper  began  to  go  up. 
Carpets  and  wallpaper  helped  furniture,  while  furnit- 
ure in  turn  helped  carpets  and  wallpapers.  Now  that 
department  pays  and  pays  Avell.  Hence  my  statement 
the  main  thing  is  attention — give  it  proper  attention." 

Displaying  Them. 

"^11 10  ri'iiiai'k  of  a  lady  to  a  representative  of  a  well 
known  furniture  house  to  the  effect  that  she  had 
found  the  choosing  of  an  appropriate  wall  paper  dififitiult 
Ix'cause  a  certain  dealer  had  displayed  so  many  lines, 
is  also  tlie  ('X))ress<'d  opinion  of  one  in  the  trade 
who  favors  "one  thing  at  a  time,"  and  claims  that  it 
makes  the  sale  more  difficult  to  close,  not  to  mention  the 
extra  time  taken,  when  several  designs  are  placed 
alongside  each  other.  His  method  is  to  use  a  display 
rack,  each  wing  of  Avhich  is  long  enough  to  permit  of 
showing  the  customer  a  panel  large  enough  so  that 
the  per.son  can  form  a  good  idea  of  what  that  particu- 
lar design  would  look  like  on  the  wall.  In  this  way, 
other  patterns  do  not  add  to  or  detract  from  the  one 


paper  under  examination.  "What  would  you  advise 
for  a  dealer  whose  department  was  not  large  enough 
to  warrant  the  purchase  of  a  display  rack,"  queried  the 
FuRNrruRE  World  representative.'  ■'Well."  was  ti!<- 
response,  "it  seems  to  me  the  majority  of  retailers 
who  consider  this  department  of  their  trade  of  reason- 
able importance  would  soon  make  their  turnover  in 
wallpaper  such  that  woiild  warrant  the  getting  of  a 
display  rack,  if  only  a  small  one.  But  if  not,  ray 
practice  of  showing  one  pattern  at  a  time  away  from 
all  others  would  still  hold  true.  One  result  is  that 
there  will  be  fewer  of  your  customers  complain  when 
they  get  home  that  the  paper  purchased  looks  so  much 
different  to  what  it  did  at  the  store." 


A  191a  Season  effect  in  the  line  of  The  Watson,  Foster  Conip.iny.  Limited, 
illustrating  .Tn  ine.\pensi\  e  panel'treatn.ent. 
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Public  Tastes  Improving. 

JS^  GENTLEMAN,  who  was  desirous  of  collecting  in- 
formation regarding  the  likes    and    dislikes  of 
ueople    generally    in    pictures,    spent    an    hour  of 
eacii  of  two  Saturday  afternoons  recently,  in  observation 
along  that  line  in  Eaton's  and  Simpson's  picture  gal- 
leries.   He  cliose  that  particular  time  as  suitable  for  his 
I)urpose.  because  he  .judged  the  visitors  as  a  class  on  a 
Saturday  afternoon,  would  be  truly  representative  of 
"all  sorts  and  conditions  of  men."    In  relating  the  re- 
sults of  his  "detective  work"  to  the  Furniture  World, 
he  said,  "The  persons  who  passed  in  and  out  were  cer- 
tainly a  cosmopolitan  people.    There  were  many,  who 
for  example,  would  go  some  distance  to  see  such  a  work 
as  Corot's    'The  Fisherman,'    which    changed  hands 
about  two  years  ago  for  |80,500.00.    There  were  others 
wlio  used  the  expression   'very  pretty'   to  descrilie  al- 
most every  picture.    Some  liurried  past  ordinary  rural 
scenes  to  linger  before  something  of  a  military  charac- 
ter.   Others  preferred  an  English  hunting  sketch  to  an 
oil  painting    'Aftei-  tlie  Storm.'     One  elderly  gentle- 
man discussed  with  his  companion    the   relative  im- 
portance of  the  works  of  the  different  schools  of  ar- 
tist.s,  while  a  woman  enumei'ated  tlu-ee  diffei-ent  i-easous 
wiiy  there  was  not  a  picture  on  the  wall  that  cciualled 
the  1912  calendar  slie  had  received  from  her  grocer. 
Yet,  aliimst  all  of  these  dozens  of  persons  that  1  saw  are 
at  some  time  or  other  Imyers  of  pictures,  or  in  other 
words  possible  customers.    I  would  convey  the  wrong 
impression  if  1  told  you  all  these  people  showed  good 
taste,  but  fi-om  tlieir  words  and  actions  I  felt  satisfied 
a  great  majority  of  tliem  preferred  a  superior  picture. 
Tiiey  were  not  api)ai-ently    atti-acted    by    large  gilt 
fi-ames  oi-  highly  colored  engravings.     The  narrower, 
plain  frames  in  dull  finish,  wei-e  favorably  comnu'nted 
upon.    If  I  were  to  single  out  the  one  class  of  pictures 
tliat  seemed  to  create  the  most  interest,  it  would  be 
those  adopted  to  the  den,  libi-ary,  sitting  room,  or  as  I 
lieard  it  put  the  other  day,  the  free-and-easy  room  of 
our  house,  where  the  evenings  c;in  be  spent  in  comfort. 
But  what  impressed  me  most  was  that  if  sucli  observing 
was  any  guide  to  a  correct  decision,  the  public's  taste 
IS  improving,  at  least  in  ])ictiircs." 


Framing  Prices. 


O  inakc  a  proHt  in  the  picture  framing  business  it 
IS  necessary  to  cluirge  a  fair  price.  It  is  worse 
tlian  useless  to  ..xpe.-t  to  sell  goods  for  cost  or 
less,  and  at  the  same  time  have  the  department  pav 
One  dealer  consulted  confessed  that  For  some  time  his 
l:aming  brsiness  had  not  paid,  be-ause  he  had  not  al- 
lowed sufficiently  in  fixing  his  selling  prices,  for  the 
unavoidable  waste  in  moulding,  breakage  of  glass  and 
backing.   He  also  agreed  that  this  part  of  one's  bu.siness 


should  bear  its  share  of  the  running  expenses,  such  as 
rent,  fuel  and  light,  and  wages.  As  soon  as  a  dealer 
knows  the  actual  total  cost  by  making  an  allowance  for 
these  items,  he  is  in  a  position  to  quote  a  selling  price 
t!iat  will  give  him  a  legitimate  margin.  P,ut  it  is  hardly 
to  be  expected  that  a  price  guessed  at  in  the  case  of 
each  individual  jol)  can  be  moderate  enough  to  stand 
competition,  and  yet  high  enough  to  permit  of  a  reason- 
able percentage  of  profit.  "I  do  a  good  deal  of  framing 
in  this  town,"  said  an  Eastern  Ontario  retailer,  "such 
as  school  diplomas,  pledge  carets,  amateur  snap  shots 
enlarged,  school  and  family  groups  ;!nd  i)ictures  of  all 
kinds.  My  main  concern  is  to  do  the  best  work  pos- 
sible, use  good  materials,  exei-cise  judgment  in  selecting 
and  recommending  frames,  and  then  1  find  no  ti-oulde  in 
getting  a  good,  fair  price." 

They  Didn't  Know. 
fvJOT  long  ago  a  "camera  fiend"  wanted  considi-r. 

at)le  amount  of  framing  done.  He  had  enlarged 
a  number  of  sua])  shots  taken  during  a  summer 
holiday  in  Muskoka.  Then  the  other  fellows  who  were 
at  the  same  cottage  wanted  a  copy  of  each  one,  so  that 
m  all  it  made  (juite  a  nice  order.  A  furniture  dealer  who 
had  a  picture  and  picture  framing  department,  was  lo- 
cated near  the  cam(M"a  enthusiast.  This  dealer  did  first- 
class  work,  for  wiiich  his  charges  were  reasonable,  and 
yet  these  i)ictui-es.  over  four  dozen  of  them,  w-ere 
framed  by  anotliei'  pai'fy,  who  made  an  inferior  job  of  it. 
The  reason  given  by  the  merchant  himself  was  that  the 
owner  of  the  pictures  did  not  know  he  made  a  specialty 
of  such  work.  "It  opened  my  eyes,"  added  the  pro- 
prietor of  the  store.  "I  was  taking  it  for  granted  that 
everyone  knew  1  framed  ])ictures  and  framed  them 
well,  ])ut  this  incident  showed  me  where  my  supposi- 
tion was  wrong.  1  lost  no  time  in  taking  steps  to  bring 
this  particular  department  to  the  attention  of  the  pub- 
lie.  Following  that,  I  frequently  sent  out  reminders 
m  various  forms,  with  the  result  that  now  I  have  a  good 
trade  in  that  line." 

What  a  Manufacturer  Says. 

y^N  attractive  line  of  hand-moulded,  gold-burnished 
"sweep  frames,"  in  all  sizes,  is  among  the  new 
styles  being  brought  to  the  attention  of  the  trade 
hy  the  Reliance  Moulding  Co..  Ltd.,  of  Toronto. 
In  these  designs,  the  small  frames  average  8  x  10,  while 
the  wider  ones  are  called  for  in  all  sizes.  This  firm 
antici])ates  an  increasinjr  demand  for  imitation  veneer 
mouldings  in  walnut.  These  imitations  come  at  three 
cents  a  foot  for  incli  goods,  or  al)out  half  the  cost  of 
leal  veneer.  Also,  activity  is  reporteti  in  s])ecial  Odd- 
li'llows  and  IMasonic  frames  in  oak. 


PREMISES  SOLD 

The  premises  owned  and  occui)ied  bv  the  I)  W 
Tliompson  ('0.,  Ltd..  on  Teraula.v,  Huchanan  and  Ilav- 
tei'  streets,  Toronto,  have  been  sold  I  v  that  firm.  11  is 
understood  that  the  ])urcliasers  will  tear  down  the  build- 
iiTs  now  occupying,  the  site.  Asked  as  to  a  new  loca- 
ticii  for  the  I).  W.  Thompson  Co.,  Mr.  F.  L.  Coles 
managing  director,  stated  that  the  matter  had  not  yet 
Ixcn  definitely  decided.  They  will  remain  at  the  present 
location  until  April  first. 
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TO  ATTACK  INSTALMENT  PLAN  OF 
SELLING. 

Proposed  Quebec  Legislation. 

FURNITURE  retailers  and  others  in  Quebec  Province 
who  do  an  instalment  business  have  reason  to  be 
concerned  over  legislation  that  is  proposed  at 
this  session  of  the  Quebec  Legislature.  The  Montreal 
Star's  announcement  of  a  rumor  that  one  of  the  more 
important  bills  to  be  introduced  would  be  directed 
against  instalment  plan  furniture  dealers  has  stirred 
up  considerable  activity  among  those  interested.  In 
connection  with  its  forecast,  which  was  headed :  ' '  In- 
stalment Plan  Sales  to  be  Object  of  Attack,"  the 
^Montreal  Star  said : 

"It  is  widely  rumoured  that  one  of  the  most  im- 
portant bills  to  be  introduced  before  the  Legislature 


"Some  merchants  of  that  class  are  known  to  re- 
quire at  least  a  first  payment  of  ten  per  cent,  on  the 
sale,  which  is  made  at  a  price  twice  the  normal,  and 
then  confiscate  the  goods  at  the  first  opportunity, 
after  fifty  per  cent,  of  the  payments  have  been 
made." 

The  legislation  being  framed  up  would  practically 
abolish  the  lien  system  of  selling  goods  in  the  Province 
of  Quebec,"  opined  one  large  retailer  who  said  "Jt  is 
a  shame  that  men  conducting  honorable  business,  pay- 
ing wages  and  circulating  money  in  the  Province  should 
be  subjected  to  such  persecution.  It  is  extremely 
expensive  to  be  continually  under  the  necessity  of 
giving  up  time  to  defend  their  rights  when  at  the  same 
time  they  are  paying  enormous  taxes.  A  large  retail 
firm  after  having  paid  for  its  charter  also  pays  a  yearly 
tax  besides  an  additional  tax  for  each  branch  office  and 


Wuiler  Bros 


buiUiing,  corner  Go\ernment  and  Hroiighton  Sts..  Victoria,  B.C. 


at  the  Session  which  opens  next  week  will  be  directed 
against  instalment  plan  furniture  dealers.  The  in- 
stahiient  plan  will  be  attacked  on  the  ground  that  it 
has  opened  the  door  to  many  abuses  which  call  for 
remedial  legislation.  While  it  is  not  within  the  pro- 
vince of  the  Legislature  to  impose  limitations  on 
trade  and  commerce,  it  is  one  of  the  legislative  func- 
tions to  deal  with  deeds  of  sale  or  lease. 

"The  dealers  aimed  at  are  those  who  through 
cleverly  worded  contracts  between  purchaser  and 
seller,  find  a  means  of  selling  the  same  piece  of  fur- 
niture three,  four  and  even  five  times,  after  each 
sale  drawing  at  least  the  cost  pi-ice  of  the  article, 
and  later  on  seizing  it,  owing  to  the  non-payment  of 
one  of  the  monthly  or  weekly  instalments  by  the 
purchaser. 


all  this  is  in  addition  to  business  and  civic  assessments, 
just  because  some  dealers  may  have  overreached  a  poor 
cutomer. ' ' 

"It  is  extremely  dou])tful  if  this  can  be  charged  at 
all  against  the  furniture  men.  If  any  Avrong  has  been 
done  there  are  the  courts  to  appeal  to." 

About  eighteen  years  ago  a  bill  was  promoted  by 
instalment  dealers  which  became  law.  This  was  known 
as  the  Notification  LaAv  and  required  that  landlords 
could  not  seize  from  delinquent  tenants  goods  pur- 
chased under  lien,  in  the  event  of  the  vendor  having 
notified  the  landlord  of  thirteen  of  such  sales.  Different 
attempts  have  been  made  to  repeal  this  law  but  in  each 
case  have  met  with  such  determined  opposition  from 
those  whose  interests  were  in  jeopardy  that  nothing 
resulted. 
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Aboi;t  three  years  ago  it  was  proposed  to  amend 
the  lien  law  to  provide  that  no  article  sold  on  instal- 
ments could  be  repossessed  without  refunding  four- 
fifths  of  the  money  paid.  Strong  opposition  resulted 
in  the  proposed  bill  being  thrown  out  of  committee 
and  now,  apparently,  those  interested  in  instalment 
sales  are  required  to  prepare  for  another  fight. 


BEDDING  MANUFACTURER  DECEASED. 

In  the  death  of  Mr.  Ernest  D.  Restall,  of  the  bed- 
ding and  mattress  firm  of  Whitworth  &  Restall, 
Toronto,  on  Jan.  10,  there  passed  away  one  of  the 
pioneers  in  this  line  of  business  in  Canada.  The 
late  Mr.  Restall,  who  was  in  his  57th  year,  died  at  the 
Toronto  General  Hospital  while  undergoing  an  opera- 
tion.  He  had  been  in  poor  health  for  nearly  a  year. 

Mr  Restall  came  to  Canada  about  32  years  ago, 
from  London,  England,  and  soon  afterwards  entered 
the  employ  of  R.  Hay  &  Co.,  Toronto,  formerly  known 
as  Jacques  &  Hay. 

In  1885  he  entered  into  a  partnership  with  Mr.  J. 


The  late  Ernest  D.  Restall 

W.  Whitworth,  under  the  style  of  Whitworth  and 
Restall,  and  this  has  continued  ever  since,  both  mem- 
bers of  the  firm  being  practical  men  in  their  line. 

Deceased  is  survived  by  a  widow,  and  four  sons,  all 
grown  up.  Mrs.  Whitworth  is  a  sister.  In  religion  he 
was  an  Anglican.  He  was  a  member  of  Beaches  Lodge 
A.F.  &  A.M.,  the  Beaches  l^owling  Club  and  the  To- 
ronto Whist  Club.  Personally  he  was  held  in  high 
esteem  l)y  a  wide  circle  of  friends  who  deeply  regret 
his  demise  as  does  his  surviving  business  partner  Mr. 
Whitworth. 


THE  ONWARD  FURNITURE  SHOE. 

The  Onward  Manufacturing  Company,  of  Berlin,  Ont.,  who 
also  h;ivc  a  j)!ant  at  Menasha,  Wis.,  have  a  unique  indorsement 
for  their  jjroduct  from  the  scientists  who  advocate  sleeping  on 
beds  witii  glass  or  porcelain  non-conductors  to  prevent  the 
escape  of  animal  electricity.  But  more  than  this,  the  Onward 
Sliding  Furniture  Shoe  is  so  well  thought  of  l>y  those  prefer 
ring  a  shoe  to  the  ordinary  caster  that  thousands  of  them  are 


in  daily  use,  and  giving  the  greatest  satisfaction.  The  Hotel 
Astor,  New  York,  has  installed  four  thousand  sets,  and  the 
United  States  Government  has  placed  several  repeat  orders. 
The  Onward  shoe 'will  not  injure  floor,  carpet,  linoleum  or  rug, 
nor  wrinkle  the  rug  on  a  poli.shed  floor,  and  the  styles  made  are 
of  such  variety  as  to  be  suited  to  all  kinds  of  furniture,  pianos 
included.  One  of  the  many  commendable  points  of  the  Onward 
Shoe  is  that  it  is  perfectly  noiseless  and  no  socket  is  required. 


THEIR  CATALOGUE  OUT. 

Both  mechanically  and  artistically,  the  1912  catalogue  of 
the  Stratford  Manufacturing  Company,  Limited,  is  a  credit  to 
that  firm.  Their  line  of  garden  and  verandah  furniture,  fold- 
ing chairs  and  tables,  chairs  for  assembly  seating  and  ladders 
are  described  and  illustrated  therein  in  way  that  should  make 
the  production  a  valuable  help  to  the  buyer.     An}-  furniture 


A.  Laiirin  &  Co.,  Three  Risers.  Que. 


retailer  who  has  not  already  received  a  copy  would  do  well  to 
secure  one  to  keep  on  file. 


AUSTRIAN  BENTWOOD  FURNITURE. 

Tiie  iin])orts  of  tliis  class  of  furniture  sliow  that  tlie  (leniand 
among  Canadians  is  increasing  very  materially.  Its  lightness 
and  durability,  its  grace  and  ])leasing  lines  along  with  the 
reasonable  ])rices  at  which  it  can  be  retailed,  has  made  Austrian 
Bentwood  Furniture  a  favorite.  .lacob  and  .losef  Kohn  of 
N'ienna,  have  sjjecialized  in  this  jiarticular  class  of  furniture 
for  generations,  the  results  of  which  are  apparent  in  tlieir  pro- 
ducts. Mr.  W.  .1.  Craig  shows  this  line  in  liis  sample  room  at 
215-21!)  Victoria  Street,  Toronto,  and  tlic  lange  includes  three 
and  five  piece  suites,  chairs,  rockers,  tables,  etc.,  in  great 
variety. 
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SPECIAL  DRAPE  ROCKFORD  COUCH 

From  the  D.  W.  THOMPSON  CO.  LINE 

There  is  not  a  defective  piece  of  material  or  workmanship  in  this  case.  In  design  it  is  rich  and  impressive,  and  the  covcrmg^ 
material  is  of  a  quality  and  texture  in  keeping.    This  is  aparticularly  desirable  example  for  all  funeral  directors  to  carry  in  stock. 

Write  for  full  particulars. 


THE  D.  W.  THOMPSON  COMPANY,  Limited 

Teraulay,  Buchanan  and  Hayter  Streets 
Head  Office,    54  HAYTER  STREET 

TOROISTO,  CANADA 


F.  L.  COLES,  Manager. 
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The  Globe  Casket  Co. 


London, 


Canada 


"THE  SATISFACTORY  HOUSE" 
FOR  FUNERAL  FURNISHINGS 
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Did  you  ever  think  what  comfort  and  security  there  is  in  doing  business 
with  a  firm  on  whom  yOu  can  depend  for  help  in  every  time  of  need  ? 

We  never  fail  our  friends  when  a  special  effort  is  required. 

Our  large  and  finely  equipped  plant  is  at  your  service. 

Our  solid  Oak,  Spanish  Mahogany  and  Birch  Mahogany  Caskets  are 
in  the  lead. 

Our  Casket  Hardware  cannot  be  excelled. 


^0 
Si 


Undertakers'  Department 


THE  SITUATION  IN  ONTARIO. 

No  Board  of  Examiners  Yet  Appointed. 

UNDOUBTEDLY  the  most  discussed  subject 
among  the  undertakers  of  Ontario  is  the  legis- 
lation wliich,  at'cording-  to  the  Embahners'  Act 
of  hist  year  should  have  become  eflPective  on  the  first 
day  of  January,  1912.  The  appointment  of  a  Board 
of  Examiners  and  a  Secretary  as  provided  by  the  Act 
lias  not,  wp  to  the  time  of  this  writing,  been  announced. 

When  this  Act  became  an  Act  it  is  doubtful  if  the 
(Jovernment  anticipated  the  pressure  that  vi^ould  be 
l)i-ought  to  bear  in  the  matter  of  the  various  appoint- 
ments to  be  made.  As  usual  more  applications  than 
pnsitions  have  resulted  and  the  Government  seems  to  l)e 
i.'i  a  ((iiandary  just  what  to  do  in  the  matter. 

As  announced  in  the  last  issue  of  this  publication 
a  i-umor  got  abroad  that  a  Toronto  medical  doctor, 
who  has  been  a  faithful  party  henchman  was  to  receive 
the  secretaryship.  A  petition  signed  by  about  two- 
thii'ds  of  the  Toronto  undertakers  was  presented  to 
the  Government  protesting  against  the  appointment  of 
a  ]>erson  not  an  undertaker.  Mr.  J.  C.  Van  Camp, 
Secretary  of  the  Canadian  Embalmers'  Association  who 
is  well  known  to  the  undertakers  of  the  Province,  was 
1  ec'oinmeiuled  for  the  ])osition.  Mv.  Van  Camp  is  under- 
stood to  be  a  candidate. 

in  view  of  the  political  complexion  that  has  been 
inti'oduced  into  the  question  of  the  appointment,  the 
suggestion  has  been  made  to  the  Hon.  W.  J.  Hanna 
that  as  an  alternative  the  appointment  go  to  Dr.  Me- 
Culloch,  the  (!hief  Officer  of  the  Board  of  Health  and 
from  whose  department  the  licenses  are  issued,  accord- 
ing to  the  Act. 

Reports  in  some  of  the  daily  newspapers  of  Toronto 
made  it  appear  that  an  effort  was  being  made  to  have 
the  Act  i-epealed,  even  before  it  became  operative  and 
a  statement  got  into  print  to  the  effect  that  "circulars 
have  been  sent  out  by  a  Toronto  undertaker,  who  for 
a  reason  of  his  own,  is  fighting  the  bill,  calling  on  all 
funeral  directors  and  embalmers  to  exert  their  influence 
to  have  the  law  repealed."  Inquiry  on  the  part  of 
Till-;  I'x'DKirr  \KKR  results  in  no  continnation  of  this  re- 
I)ort  as  no  circular  seems  to  have  been  issued  and 
interested  i)ersons,  who  would  have  heard  of  such  cir- 
cular-s  claim  not  to  have  seen  or  heard  of  any. 

In  this  connection  the  name  of  Mr.  E.  J.  Humphrey, 
Toronto,  has  been  used,  and  interviewed  i)y  Tiik  Hndkr- 


TAKER  he  stated  emphatically  that  he  had  issued  no 
circulars  or  letters  of  any  description.  That  he  is 
opposed  to  the  Act,  as  it  stands,  he  makes  no  secret,  and 
a  communication  from  him  elsewhere  in  this  issue  gives 
his  reasons. 

Mr.  T.  E.  Simpson  of  Sault  Ste.  Marie,  the  Immed- 
iate Past  President  of  the  Association,  in  whose  term 
of  office  the  present  law  was  made  and  who  did  more 
than  any  other  person  to  secure  the  legislation,  on  hear- 
ing reports  of  opposition  to  the  Act  came  immediately 
to  Toronto  to  interview  the  Government  and  enlisted 
the  co-operation  of  Mayor  Henry  of  Sudbury,  who 
happened  to  be  in  Toronto  also.  He  was  supported  by 
letters  and  telegrams  in  reply  to  a  letter  sent  out  by 
him  in  this  connection  to  twenty  different  members  of 
the  Association.  The  letters  were  sent  to  undertakers 
in  Chatham,  Sarnia,  Stratford,  Kingston,  Lindsay, 
North  Bay,  Shelbourne,  Peterboro,  Owen  Sound,  Barrie, 
Hamilton,  Brantford,  St.  Catharines,  Tweed,  Smith's 
Falls,  Mitchell,  London,  Ottawa,  Orillia  and  Drayton. 

Replies  were  received  from  nineteen  of  the  twenty 
persons  written  to  and  in  every  case  the  writer  ex- 
pressed approval  of  the  Act  and  anxiety  that  it  be  put 
into  effect,  which  would  seem  to  dispel  the  illusion  that 
the  country  undertakers  are  making  objections.  The 
letter  sent  out  by  Mr.  Simpson,  under  date  of  Jan  29, 
is  as  follows : 

"It  is  currently  rumored  that  certain  members 
of  the  Legislature  are  opposed  to  the  Embalmers 
Act  becoming  operative,  and  are  anxious  to  have 
the  Act  repealed  at  the  coming  session.  To  my 
mind  this  would  l)e  a  grave  mistake ;  the  legislation 
which  we  have  secured  is  a  great  step  forward  in 
bringing  our  business  calling  up  to  the  standard 
of  a  Profession.  Let  us  do  all  we  can  to  have  that 
legislation  at  least  given  a  trial  before  it  is  re- 
])ealed.  Remember  it  is  not  intended  that  any  man 
should  be  put  out  of  business.  I  purpose  going  to 
Toi'onto  in  the  interests  of  the  Act  this  week,  and 
it  is  very  important  that  1  should  have  an  expres- 
sion of  opinion  from  the  Undertakers  in  different 
parts  of  the  Province  to  show  the  Government  that 
we  want  the  Board  appointed  and  the  Act  given 
a  ti'ial.  Please  write  or  wire  me  your  views  care  of 
the  Walker  House,  Toronto,  so  as  to  reach  me 
Wednesday  morning  of  this  week.  Your  co-opera- 
tion at  this  time  will  help  very  much." 
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Eventually  you  will  use  the 

BOMGARDNER 

Why  Not  Now  ? 

Bomg'ardner  goods  are  built  for  business.  Made  as 
light  and  compact  as  is  consistent  with  strength  and 
general   reliability  for    the    service    they    are    to  render. 

YOUR  JOBBER  IS  AN  AUTHORIZED  AGENT  FOR  BOMGARDNER  GOODS 


Bomgardner  Church  Truck. 


Beauty  is  in 
Simplicity 

Write  For  Prices  on  the 

BOMGARDNER 

Lowering  Device,  Church 

Truck,  Pedestal, 
Floral  Rack,  Etc.,  Etc. 

"We  Guarantee  it." 


Bomgardner  K.  D.  Lowering  Device  in  Largest  and  SmaUest  Adjustments. 


THE  BOMGARDNER  MANUFACTURING  CO.,    CLEVELAND,  OHIO 


Are  You  Usin^ 

CONCENTRATED  ALCOFORM  ? 
GOLD  SEAL  ALCOFORM? 

CROWN  ALCOFORM?  (Without  strong  Formaldehyde) 

More  Undertakers  in  the  United  States,  Great  Britain  and  Canada  are  using 
these  fluids  than  all  others  combined. 

Why? 

Because  these  are  made  from  the  Original  Patented  Formula  and  all  the 

imitations  are  nothing  but  imitations. 

All  lack  the  Superior  Qualities  of  Alcoform. 

Compounded  By 

EGYPTIAN  CHEMICAL  CO. 


Sold  by  all  Jobbers. 


BOSTON,  U.S.A. 
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In  the  Toronto  Telegram  of  Jan.  18,  the  Provincial 
Secretary  is  reported  to  have  said:  "there  is  a  strong 
movement  to  repeal  the  measure  and  most  of  it  is  com- 
ing from  the  country  members.  The  situation  is 
becoming  a  troublesome  one."  Whether  he  referred  to 
"country  members"  of  Parliament  or  "country  mem- 
bers" of  the  Association,  the  Provincial  Secretary  does 
not  say  and  the  "situation  becoming  a  troublesome 
one"  may  be  the  reason  of  the  delay  in  appointing 
the  Board  of  Examiners  and  a  Secretary.  Incidentally 
it  is  woi'th  noting  that  according  to  the  Act  the  Sec- 
retary need  not  be  a  practical  embalmer. 

When  seen  in  TorcrtT  bv  The  Undertaker,  Llr. 
Simpson  stated  that  as  far  as  he  was  concerned  he  had 
no  objection  to  the  appointment  of  a  doctor  which  the 
Toronto  undertakers  opposed,  though  he  would  rather 
see  an  undertaker  in  the  office.  He  believed  also  that 
he  voiced  the  opinion  of  most  of  the  country  under- 
takers. As  to  the  appointment  of  the  Board  he  ex- 
pressed a  willingness  to  be  content  with  the  Govern- 
ment's choice.  His  own  name  has  been  recommended 
to  the  Government  with  his  consent,  though  Mr.  Simp- 
son states  only  with  the  idea  of  helping  to  get  the 
needed  legislation  into  effect,  and  because  of  no 
personal  desire  as  the  necessity  of  coming  to  Toronto 
to  attend  examinations  would  be  a  too  great  personal 
inconvenience  and  cost.  "But  let  us  get  the  Act  work- 
ing," said  he,  "then  if  it  proves  unsatisfactory  repeal 
it." 

In  the  meantime  there  is  considerable  speculation  as 
to  the  names  of  the  persons  the  Government  will  choose 
to  form  the  Board  of  Examiners,  and  one  well  posted 
claims  that  only  one  of  these  will  be  selected  from 
Toronto. 


THE  PUBLIC  VIEWPOINT. 

The  attention  which  undertakers  as  a  whole  are 
giving  to  ((uestions  of  sanitation  and  disinfection 
if.  doing  more  than  anything  else  to  impress  upon 
the  general  public;  the  importance  of  the  pro- 
fession," remarked  a  layman  to  the  editor  of  The 
Undertaker."  This  remark  touched  upon  a  point  well 
worthy  of  emphasis  and  deserving  of  reiteration  from 
time  to  time.  From  the  outsider's  standpoint  the 
various  embalmers'  associations  are  expected  for  their 
own  benefit  to  endeavor  to  cultivate  a  more  friendly 
spirit;  to  incul(;ate  tlie  principles  of  temperate  habits; 
to  bring  to  a  higher  state  of  perfection  the  art  of 
embalming;  and  to  exchange  ideas  and  methods  of 
fixing  prices.  But  when  the  members  of  the  profession 
show  a  disposition  to  become  actively  interested  in 
sanitation,  better  methods  of  earing  for  bodies  dead 
from  contagious  diseases,  how  to  eliminate  from  the 
premises  the  possibility  of  infection,  and  generally 
guarding  against  the  spread  of  disease  among  the 
living,  the  public  have  reason  to  be  appreciative  and  to 
place  the  proper  value  on  the  undertaker's  work.  To 
the  careful  o])sei-ver  or  even  to  one  who  only  casually 
attempts  to  read  the  signs  of  the  times  it  is  apparent 
that  the  subject  of  disinfection  methods  as  also  sani- 
tation problems  is  more  widely  read  and  studied  by 
the  undertakers  of  Canada  to-day  than  ever  before. 


TREATING  PNEUMONIA  CASES. 

By  Howard  S.  Eckels,  Ph.G.,  Dean  of  Eckel's  College  of 
Em'balming. 

PNETTMONIA   is  both   infectious   aud   contagious.       It  is 
caused  by  the  diploeoecus  of  pneumonia  and  is  the 
cause   of  more  deaths  than  any  other  communicable 
disease.    Statistics  show  that  during  the  past  two  years  more 
than  two  hundred  thousand  deaths  ha^•e  been  caused  by  this 
disease  alone  in  the  United  States. 

Death  usually  results  on  the  fifth  or  sixth  day  after  the 
dseate  has  become  recognizable.  The  blood  is  nearly  normal 
in  quantity  and  the  bodies  resemble,  in  this  respect,  sudden 
death  cases,  since  so  great  an  abundance  of  blood  is  in  the 
arteries  and  veins  as  well  as  in  the  capillaries. 

SuggilU;tion  of  the  blood  in  the  dependent  parts  produces 
discoloration  not  only  in  the  back  of  the  neck,  but  also  in  the 
face,  neck  and  ears. 

Ihe  congestion  of  the  lungs  does  not  admit  of  the  draining 
of  the  blood  from  the  veins  into  the  natural  reservoir.  The  re- 
sult is  that  we  find  in  these  cases  engorgement  of  the  blood  in 
the  veins  and  the  backward  pressure  of  this  blood  upon  that 
which  remains  in  the  capillaries  naturally  prevents  the  usual 
fjuantity  of  blood  being  forced  from  the  arteries  by  the  eon- 
traction  of  the  muscles  usual  in  Rigor  Mortis.  The  embalmer 
will  always  find  it  greatly  to  his  advantage  to  drain  the  blood 
from  the  arteries,  before  injecting  fluid  into  them,  and  to  in- 
sure the  best  circulation  of  the  fluid  through  the  arteries  and 
through  the  capillaries  the  following  plan  is  suggested: 

Use  both  the  axillary  artery  and  vein  to  drain  blood  from; 
introduce  the  long  flexible  artery  tube  into  the  artery  and  the 
axillary  vein  tube  into  the  vein;  attach  a  rubber  hose  to  each, 
thus  allowing  the  flow  of  the  blood  to  occur  in  a  clean  and 
convenient  manner. 

After  the  blood  ceases  to  flow  freely  from  the  artery  with 
the  body  in  its  usual  position,  with  the  head  and  shoulders  ele- 
vated, the  shoulders  and  head  should  be  lowered  and  the  foot 
of  the  embalming  board  elevated.  With  the  body  in  this  posi- 
tion, the  flow  of  blood  from  the  artery  will  be  greatly  increased, 
frequently  as  much  as  two  or  three  quarts  being  drained  from 
the  body  in  this  manner  before  any  fluid  is  injected.  With  this 
thick  blood  removed,  very  much  better  circulation  of  the  fluid 
will  occur,  better  embalming  will  be  the  result,  better  cosmetic 
effects  in  the  face  will  be  produced,  with  no  danger  of  regurgi- 
tation or  reflushing  of  the  face  and  the  greatest  freedom  fronr. 
putty  color,  which  is  too  frequently  produced  by  the  mixture 
of  the  blood  and  fluid  which  otherwise  remains  in  capillaries. 
Ths  is  particularly  true  in  pneumonia  cases. 

With  this  method  of  injecting  fluid  into  the  axillary  artery 
it  is  very  seldom  that  more  than  one  injection  is  necessary,  be- 
cause with  perfect  circulation  of  the  fluid,  directed  into  the 
aorta  with  a  long,  flexible  artery  tube,  which  is  provided  in 
this  method  of  embalming,  the  pure,  clean,  fresh  fluid  is  de- 
livered into  the  arch  of  the  aorta.  As  the  carotid  arteries 
originate  at  this  point,  the  embalmer  has  the  advantage  oJ: 
clearing  up  the  face  from  discolorations,  while  the  even  circula- 
tion of  embalming  fluid  through  this  facial  tissues  insures  per- 
fect i)reservation  as  well  as  uniform  color  and  good  appearance. 

By  the  proper  manipulation  with  a  sponge  during  the  arter- 
ial injection,  all  of  the  dependent  parts  of  the  body  may  bo 
drained  of  congested  blood,  which  will  be  found  better  to  aspir- 
ate from  tiie  body  by  the  use  of  the  vein  tube. 

Where  reflushing  occurs  through  the  injection  of  the  artery, 
should  it  be  difficult  to  remove  by  draining  blood  from  tho 
body,  further  injection  into  the  brachial  artery  may  be  neces- 
sary, and  on  a  rare  case  you  may  have  to  raise  both  of  the 
carotid  arteries  a)\d  inject  fluid  into  them  towards  the  face, 
using  no  more  than  six  to  eight  ounces,  injecting  slowly  and 
manipulating  the  face  tissue  all  the  time,  either  wth  the  hands 
or  soft  sponge.    If  the  body  is  embalmed  wthin  four  to  six 


38 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


Several 
Reasons 

might  be  given  why  it  is 
a  good  investment  to  buy  a 

Mitchell  Hearse 

Here  Are  Some  of  Them 

First,  above  all  you  get  quality. 
Then  there  is  the  correct  design 
and  a  creditable  appearance. 
Being  built  under  most  favorable  conditions  you  receive  full  value  for  every  dollar  spent. 
You  do  not  have  to  "take  a  chance"  because  you  have  the  experience  of  many  undertakers  to  assure  you 
that  our  guarantee  counts  for  something. 

Write  Us  About  Your  Requirements 


MITCHELL  &  CO. 


Ingersoll,  Ontario 


Manufacturers  of  Hearses,  Single  and  Double  Deck  Casket  Wagons, 
Ambulances,  First  Gall  Buggies,  Pall  Bearers'  Coaches  and  Landaus. 


Some  Day  DIOXIN  will  be  Used  by  Practically 

Every  Good  Undertaker! 

Dioxin  Contains  More  Peroxide  Than  Any  Other  Fluid  Made ! 


It  is  interesting  and  impressive  to  talk  with  the  funeral 
director  who  has  adopted  DIOXIN,  the  Peroxide  of 
Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the  world 
and  he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majority  of  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  its  deserts ;  and 
we  are  confident  that  its  application  will  benefit  DIOXIN 
Embalming  Fluid. 


We  believe  in  the  professional  world — whether  it  be  cas- 
kets, or  hardware  or  linings  or  embalming  fluids — a  sifting 
process  goes  on  continuously  which  sends  the  unfit  to  the 
bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  which  unerringly  will  hunt 
out  DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out 
the  best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day ;  that  the  sifting  process  is 
under  way ;  that  the  professional  sentiment  is  rapidly 
turning  in  its  favor;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral  director 
who  demands  the  best. 


These  are  Some  of  the  Reasons  Why  WE  Recommend  DIOXIN 

and  Why  YOU  Should  Use  It! 

H.  S.  ECKELS  &  CO.,  1922  Arch  St.,  Philadelphia,  Pa.,  U.S.A. 
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hours  after  death  a  quart  of  fluid  to  every  fifty  pounds  of  tissue 
should  be  found  to  be  sufficient  to  preserve  the  body  for  a 
reasonable  length  of  time.  For  permanent  preservation,  how- 
ever, as  much  more  than  this  quantity  should  be  used. 

The  bronchial  tubes  throughout  the  lungs  are  also  filled  with 
mucous  and  foreign  matter  which  has  accumulated  during  the 
last  few  hours  preceding  death.  Therefore,  fluid  should  be  in- 
jected either  into  the  mouth  or  nostrils  by  the  nasal  tube  and 
manipulation  of  the  esophagus  at  this  time  will  allow  a  con- 
Kideiable  quantity  of  fluid  to  be  injected  into  the  bronchial  tubes 
in  this  manner,  disinfecting  all  of  this  mucous  material,  insur- 
ing preservation  and  thorough  disinfection. 

Pneumonia  cases  very  frequently  develop  a  considerable 
quantity  of  gas  in  the  abdominal  cavity.  This  is  due  to  the 
fact  that  the  disease  has  no  eft'ect  on  the  appetite,  and  as  the 
diet  is  not  restricted  in  this  disease  as  in  typhoid  fever  and 
many  others  where  milk  and  gru€l  is  the  only  food  administer- 
ed, food  is  therefore  apt  to  be  present  in  considerable  quantity 
in  the  stomach  and  intestines.  Naturally  it  ferments  and  de- 
composes, causing  gases  which  must  be  aspirated,  and  a  thor- 
ough and  complete  cavity  injection  should  be  given  to  distri- 
bute fluid  intimately  throughout  this  vegetable  substance.  This 
can  be  disinfected  only  by  cavity  injection. 


Toronto,  February  9th,  1912. 
Editor  Furniture  World  and  The  Undertaker, 

Toronto. 

Dear  Sir, — 

As  my  name  seems  to  have  been  attached  to  a  report  that 
circulars  have  been  sent  out  by  a  Toronto  undertaker  asking 
outsiders  to  protect  against  the  Embalmers'  Act,  I  desire  that 
you  permit  me  space  to  express  myself  in  this  matter.  As  I 
have  already  stated  to  your  reporter  T  sent  no  letters  or  cir- 
culars, nor  have  1  heard  of  any,  but  I  am  openly  opposed  to 
the  Act  as  it  stands  and  have  never  made  any  secret  of  my 
ojiposition. 

In  tlie  first  i)lace,  I  contend  that  the  Act  as  passed  is  not 
what  it  was  designed  and  expected  to  be  as  decided  upoo  at 
the  Annual  Convention  of  the  Canadian  Embalmers  Association 
in  1910.  The  draft  passed  by  the  undertakers  expressly  said, 
as  per  clause  No.  6:  "Every  embalmer  who  at  the  time  of  the 
passing  of  this  Act,  holds  a  certificate  of  qualification  from  any 
association  of  embalmers  in  the  Dominion  of  Canada,  or  who 
shall  be  engaged  in  the  business  of  embalming  in  his  own  em- 
balming establishment  in  the  Province  of  Ontario,  or  who  has 
had  at  least  two  years '  experience  in  the  practical  embalming 
■business  and  who  applies  to  the  Board,  shall,  upon  furnishing 
such  evidence  of  having  had  such  experience  as  is  set  forth 
above  and  upon  payment  of  the  prescribed  fee,  be  entitled  to 
receive  a  license  and  certificate  of  qualification  from  the 
Board." 

Now,  in  clause  8  of  the  Act,  there  is  no  guarantee  that 
undertakers  and  embalmers,  thoroughly  practical  but  who  may 
not  be  able  to  pass  a  technical  examination  as  "the  Board 
may  require"  can  continue  to  advertise  themselves  as  "em- 
balmers." Verbal  assurances  that  it  is  not  the  intention  of 
the  Government  to  interfere  with  persons  established  in  busi- 
ness are  not  enough.  1  maintain  that  it  was  the  intention  to 
l)rotect  the  vested  rights  of  the  men  in  business  as  the  Act  as 
passed  does  not  do.  The  "close  corporation"  that  so  much 
study  has  been  made  to  keep  out  is  what  could  result,  if  for 
example,  any  one  member  of  the  Board  had  reason  for  not 
wanting  a  certain  person  who  might  be  a  young  man  about  to 
.■omincncc  business,  and  be  a  competitor  of  his,  from  securing 
the  certificate. 

T  have  always  opposed  the  Government  appointing  the  Board 
and  1  contend  that  the  undertakers  themselves,  when  they 
liavc  to  pay  a  yearly  license  fee  should  have  a  right  to  a  vote 
in  the  election  of  members  for  the  Boar.l.    I  still  maintain  that 


a  better  plan  would  be  what  I  have  advocated  at  the  Associa- 
tion conventions,  viz.,  electing  a  council  of  nine,  to  be  under 
the  sujiervision  of  the  Government,  and  the  Examining  Board 
consist  of  three  persons,  one  appointed  by  the  Government,  one 
by  the  Provincial  Board  of  Health  and  one  by  the  council  of 
undertakers.  This  would  prevent  any  possible  complaint  of  a 
close  corporation. 

It  is  rather  ridiculous  that  so  much  anxiety  should  be  shown 
by  undertakers  to  oppose  the  appointment  of  a  medical  doctor 
as  secretary  when  the  very  Act  they  are  endorsing  provides 
that  the  Secretary  may  be  one  of  the  members  of  the  Board 
or  some  other  person. 

I  make  no  secret  that  I  am  unalterably  opposed  to  the  i^res- 
ent  Act,  which  is  not  as  was  expected  or  intended  by  those  of 
us  who  attended  the  annual  convention  of  the  Canadian  Em- 
balmers Association  of  1910. 

Mr.  J.  C.  VanCamp 's  letter  in  answer  to  Mr.  Hector  Suther- 
land's  letter,  as  printed  in  the  Funeral  Director  and  Embalmer, 
will  show  how  a  great  number  of  undertakers  will  be  placed  if 
the  present  Act  goes  into  force.  As  you  will  see,  as  J.  C.  Van- 
Camp  says,  you  will  get  a  permit  to  go  on  with  your  business 
as  you  have  been  doing.  But  he  did  not  tell  you  that  once  the 
law  goes  into  force,  you  cannot  advertise  yourself  as  an  em- 
balmer except  you  have  a  license,  under  a  penalty  of  $25.00. 
Why  should  a  few  undertakers  make  an  Act  to  suit  a  few  men 
who  want  every  other  undertaker  to  come  up  to  their  standard 
as  an  embalmer?  I  say  fair  play  to  every  undertaker  that  is  in 
the  business.  If  the  undertaker  is  not  up  in  the  art  of  arterial 
embalming  give  him  a  chance  to  come  to  a  school  and  teach 
him  in  a  practical  way  and  give  him  his  license,  and  place 
every  undertaker  who  is  in  business  on  the  level  to  begin  with 
the  Act. 

I  don't  think  that  it  is  the  intention  of  the  Government  to 
take  away  the  vested  rights  of  men  who  have  been  in  business 
for  a  great  number  of  years,  but  you  can  see  that  clause  No.  8 
of  the  Act  puts  it  in  the  power  of  the  Board  to  make  a  stand- 
ard and  that  makes  it  very  uncertain  what  we  shall  have  to  do. 
Yx)urs  truly, 

E.  J.  HUMPHREY, 

359  Yonge  St. 

CODE  OF  ETHICS. 

To  the  Western  Canadian  Funeral  Directors'  and  Embalm- 
ers' Association  is  due  the  credit  of  formulating  the  following 
extensive  code  of  ethics,  copies  of  which  were  distributed  among 
the  members  of  that  organization. 

1.  As  a  funeral  director  on  entering  the  business  becomes 
entitled  to  the  privileges,  he  incurs  an  obligation  to  exert  his 
best  abilities  to  extend  its  usefulness  and  exalt  its  standing. 

2.  There  is  no  class  of  men  from  the  members  of  which 
greater  purity  of  character,  a  higher  standard  of  morality  or  a 
more  strict  code  of  honor  is  required  than  the  funeral  director; 
and  to  obtain  these  is  a  duty  every  director  owes  to  the  public, 
his  colleagues  and  himself. 

3.  Funeral  directors  should  be  temperate  in  all  things.  Thu 
nature  of  our  calling  requires  clear  heads  as  well  as  clean  hearts 
ami  no  man  is  fit  to  control  others  who  cannot  control  himself. 

4.  Secrecy  and  delicacy,  when  required  by  peculiar  cir- 
cumstances, shonld  be  strictly  observed.  The  obligation  of 
secrecy  extends  beyond  the  period  of  our  professional  services. 
None  of  the  privacies  of  the  personal  and  domestic  life  should 
ever  be  divulged. 

5.  It  is  derogatory  to  the  dignity  of  our  profession  to  re- 
sort to  public  advertisements,  private  cards  or  hand  bills,  in- 
viting the  attention  of  the  public  to  any  wares  connected  with 
our  business.  We  would  take  strong  grounds  against  adver- 
tising in  the  daily  prints. 

().  A  funeral  director  should  rely  \\\)ou  professional  abili- 
ties ami  ac(|uircnionts,  and  it  ought  to  be  the  only  acknow- 
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The  Semmens  &  Evel  Casket  Co.,  Ltd. 


Hamilton,  Out. 


Winnipeg,  Man. 


OUR  STANDARD 
The  Standard  of  Perfection 


IN 


HigK  Grade  Caskets,  Coffins  and  Funeral  FvirnisKings.  Superior 
Covered  Caskets.    Fine  Piano  Polished  Oak  and  Mahogany  Caskets 


No.  418  S.  Shrine 


The   Goods  We  Manufacture 

are  not  imitations  of  something  better. 
They  are  the  goods  imitated  by  others. 

Are  in  a  Class  by  Themselves 


Head  Office  :     Hamilton,  Ont. 
Telephones  517-3319 


Night  and  J      Phone  517 

Sunday  Calls       [      3319,  1160  or  3353 


Experienced  Salesmen  in  our  factory 
and  offices  Night  and  Day  capable  of 
taking  and  executing  all  orders 
promptly  at  any  hour. 

"  We  Never  Miss  A  Train  " 
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ledged  right  of  an  individual  to  the  exercise  and  honor  of  the 
profession. 

7.  When  two  funeral  directors  are  called  at  the  same  time 
to  uttend  the  same  case,  both  should  show  a  willingness  to 
withdraw,  leaving  the  choice  to  the  family. 

8.  A  funeral  director  should  never  shrink  from  the  faith- 
ful discharge  of  his  duties  in  case  of  epidemic  and  contagious 
diseases. 

!).  When  a  funeral  director  is  called  in  case  of  sudden 
death  or  accident,  because  the  family  funeral  director  is  not 
at  hand,  he  ought  to  resign  his  case  to  the  latter,  if  so  desired 
by  the  family. 

10.  When  a  funeral  director  accompanies  the  remains  and 
funeral  party  to  a  distant  place,  his  professional  duties  should 
cease  when  they  reach  their  destination  and  the  remains  are 
placed  in  the  care  of  a  funeral  director.  Anything  he  may  do 
after  that,  should  be  as  a  friend  of  the  family  or  assistant  to 
the  funeral  director  in  charge  of  final  arrangements. 

31.  When  a  funeral  director  orders  fi^om  a  distant  place  a 
corpse  prepared  and  shijjpeil  to  his  care,  all  proper  expenses 
should  be  charged  to  the  funeral  director  giving  the  order,  and 
it  should  be  considered  a  professional  obligation  and  paymeub 
made  at  ouce. 


GRAFTING  UNDERTAKERS. 

In  scare  head  type  a  Toronto  daily  paper  recently 
announced,  "Einbalmers  get  money  from  two  sides," 
and  elaborated  with  an  explanation  that  the  City  Re- 
lief officer  has  had  considerable  trouble  of  late  with  un- 
dertakers who  collect  what  they  say  is  a  portion  of  the 
burial  expenses  from  the  friends  of  the  dead,  and  then, 
it  is  alleged,  send  them  over  to  tlie  city's  relief  depart- 
ment to  obtain  a  su])pleinentaiy  order  of  burial,  by 
which  means  the  undertakers  obtain  an  additional  ^5. 
Tliis  metliod  has  tlie  effect  of  practically  holding  up 
both  parties. 

Tlie  rest  of  the  ai-ticlc  in  (juestion  says: — 
"Some  very  unfortunate  cases  which  reflect  upon 
ciirtain  undertakers  have  been  brought  to  the  notice  of 
the  department  lately.  One  is  known  where  a  father 
lost  a  child,  and  was  unable  to  pay  the  burial  expenses 
at  the  time.  He  then  took  sick,  and  during  his  illness 
another  of  his  children  died,  and  the  same  undertaker 
who  attended  to  the  previous  burial  was  called  in.  This 
undertaker  got  the  body  ready  for  burial,  but  refused 
to  have  it  interred  until  he  had  been  paid  for  the  former 
bui-ial.  This  occurred  last  IMonday,  and  all  week  the 
baby  has  lain  in  the  home.  Finally,  through  the  efforts 
of  the  Salvation  Army  and  city  relief  department,  the 
burial  has  been  arranged  to  take  place  to-day.  To 
guard  against  the  undertakers  obtaining  exorbitant  fees 
from  people,  Mr.  Coyell  (Relief  Officer)  has  a  notice 
liung  up  in  the  office  to  the  effect  that  no  burial  orders 
will  be  issued  for  any  cases  where  arrangements  have 
been  made  with  the  undertakers  by  the  friends  or  rela- 
tives of  the  dead  previous  to  application  being  made  to 
the  relief  department." 

Tn  view  of  the  methods  adopted  by  a  few  under- 
takers in  Toronto  to  secure  business,  the  conditions  out- 
lined above  are  no  surprise.  Unfortunately,  however, 
the  undertakers,  as  a  body,  are  included  in  the  com- 
|)hnnt.  which  can  only  have  the  effect  of  further  adding 
to  tlie  lack  of  confidence  many  people  have  in  the  mem- 
bers of  this  particular  business  by  reason  of  injudicious 
newspaper  statements,  as  well  as  by    reason    of  in- 


.judiciousness  on  the  part  of  some  of  the  undei'takers 
themselves. 

The  complaint  quoted  above  only  serves  to  empha- 
size the  necessity  of  the  undertakers  in  Toronto  or  any 
other  city,  taking  active  measures  to  put  the  lid  on 
those  few  who  are  bringing  into  disrepute  all  their  con- 
freres by  miserable  systems  of  "graft." 

That  a  system  of  graft  is  practiced  by  certain  under- 
takers in  Toronto  is  no  secret,  and  if  certain  hospital 
nurses  and  some  doctors  told  all  they  knew,  they  would 
reveal  some  interesting  tales  of  how  some  undertakers 
secure  business.  It  is  hard  to  believe,  but  the  system 
that  requires  "extras"  is  said  to  have  even  invaded  the 
ministry,  and  almost  any  Toronto  undertaker  would 
know  who  was  referred  to  if  a  certain  clergyman  were 
credited  with  frequently  having  said,  "How  much  is 
there  in  it  for  me?" 

The  tactics  of  these  grafters  have  developed  to  a 
serious  degree.  For  example,  the  family  of  a  person 
deceased  in  an  hospital  asked  one  of  the  attendants  to 
telephone  a  certain  undertaker.  The  attendant  made  a 
feint  of  hunting  for  the  number  and  then  calmly  an- 
nounced that  he  had  no  telephone  and  suggested  Mr. 
Somebody-else.  The  family,  however,  knew  better,  and 
went  to  the  undertaker,  one  of  the  most  prominent  in 
Toronto,  and  told  him  of  the  incident.  This  is  not  an 
isolated  incident  by  any  means,  but  just  serves  to  il- 
lustrate the  development  of  the  methods  of  a  certain 
undertaker,  who  was  always  noted  for  his  generosity 
in  presenting  hospital  nurses  with  gloves,  bon-bons  and 
liouquets. 

On  another  occasion  an  undertaker  was  called  to  a 
home  where  there  was  a  death  and  the  nurse  in  attend- 
ance followed  him  into  the  room  and  suggested,  "This 

should  be  worth  $5.00  to  me  anyway,  Mr.  ."  She 

did  not  get  the  five  dollars,  and  the  undertaker  in  ques- 
tion has  lieen  frequently  mentioned  among  his  confreres 
as  one  that  does  business  straight,  and  whose  business 
is  free  from  any  taint  of  "graft." 

It  is  not  to  be  concluded,  however,  that  this  graft 
system  is  practised  by  all  or  nearly  all.  There  are  only 
a  few  unscrupulous  enough  to  go  after  business  in  this 
manner,  and  it  is  to  do  something  with  these  few  that 
steps  have  been  taken,  which  it  is  hoped  will  be  suc- 
cessful. 

Tn  his  complaint  referred  to  above,  the  Toronto  City 
Relief  Officer  did  not  say  that  this  corporation  allows 
the  munificent  sum  of  $6.00  for  the  burial  of  an  adult 
whose  relatives  are  unable  to  pay  the  burial  charges, 
while  the  allowance  for  interring  the  body  of  a  child  is 
$5.00.  For  this  sum  the  undertaker  is  to  provide  coffin, 
jiurchase  the  grave,  which  costs  $2.00  for  an  adult  body, 
and  $1.00  for  an  infant,  look  after  permit,  registration, 
etc.,  and  convey  the  body  to  the  cemetery,  which  may 
take  from  three  to  five  hours  for  man,  horse  and  rig. 
These  prices  have  been  in  vogue  for  the  past  30  or  35 
years,  and  [irobably  one  of  the  reasons  that  no  agitation 
has  b(;en  made  to  increase  them  is  the  very  system  the 
R(>lief  Officer  complains  of.  Tt  is  no  unusual  occurrence 
for  those  undertakers  handling  such  cases  to  have  the 
auioiiiit  supplemented  by  relatives  of  the  deceased,  who 
may  be  able  to  add  a  little  to  the  city's  allowance  and 
ensure  better  attention  than  would  be  possible  with  the 
city's  allowance. 
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Such  a  couditioii  would  suggest  that  concerted  action 
on  the  part  of  the  Toronto  undertakers  would  result  in 
the  city's  allowance  being  advanced  to  a  figure  making 
unnecessary  the  custom  complained  of. 


THE  EMBALMERS'  ACT. 

In  view  of  the  interest  now  being  centred  in  the  Embalm- 
ej's '  Aft  of  Ontario,  it  is  here  published  in  full  for  the  benefit 
of  those  readers  of  Furniture  World  and  the  Undertaker  who 
are  interested. 

BILL. 

An  Act  Respecting  Embalmers. 

His  Majesty,  l)y  and  with  the  advice  and  consent  of  the 
Legislative  Assembly  of  the  Province  of  Ontario,  enacts  as 
follows: — 

1.  This  Act  ma_y  be  cited  as  ''The  Embalmers'  Act." 

2.  In  this  Act. 

(a)  "The  Board"  shall  mean  the  Board  of  Examiners 
ajij)ointed  und'er  this  Act. 

(b)  "Embalming"  shall  mean  the  disinfection  or  pre- 
servation of  the  dead  human  body,  entire  or  in  part,  by  the 
use  of  chemical  substances,  fluids  or  gases,  ordinarily  used,  pre- 
jiared  or  intended  for  such  }>urpose,  either  by  outward  applica- 
tion of  such  chemical  substances,  fluids  or  gases  on  the  body, 
or  by  the  introduction  of  the  same  into  the  body  by  vascular 
or  hy])odermic  injection,  or  by  direct  application  into  the  organs 
or  cavities. 

(c)  "Minister"  shall  mean  the  member  of  the  Executive 
Council  for  the  time  being  charged  by  the  Lieutenant-Gover- 
nor in  Council  with  the  administration  of  this  Act. 

(d)  "Regulations"  shall  mean  regulations  made  under  the 
authority  of  this  Act. 

3.  The  '  Lieutenant-Governor  m  Council  may  ai)poiut  a 
Board  of  Examiners  consisting  of  nve  persons  practically  con- 
versant with  the  business  of  embalming  who  shall,  subject  to 
the  regulations, 

(a)  Prescribe  the  subjects  in  which  candidates  for  cer- 

tificates of  qualification  as  embalmers  shall  be 
granted. 

(b)  Conduct  examinations  of  candidates!  or  provide  for 

and  supervise  the  examinations  of  candidates  for 
such  certificates  and  rei)ort  thereon  to  the  Min- 
ister. 

(c)  Issue  licenses  and  certificates  of  qualification  to  aji- 

]>llcants  therefor,  who  have  passed  such  examina- 
tions or  are  otherwise  entitled  thereto. 

i.    Any  three  members  of  the  Board  shall  form  a  quorum. 

5.  The  Lieutenant-Governor  in  Council  may  appoint  one  of 
the  members  of  the  Board  or  some  other  person  to  be  the 
.Secretary  of  the  Board. 

8.  The  Secretary  of  the  Board  shall  keep  a  register  in 
which  shall  be  entered  the  name  of  every  jjerson  to  whom  a 
certificate  of  qualification  is  granted  under  this  Act,  and  the 
date  at  which  the  same  is  granted. 

7.  The  Lieutenant-Governor  in  Council  may  from  time  to 
time  make  regulations, 

(a)  For  the  examination  of  candidates  for  licenses  and 

certificates  of  qualification  and  permits,  the  grant- 
ing of  such  licenses,  certificates  and  permits,  and 
the  evidence  to  be  furnished  by  candidates  as  to 
sobriety  and  good  character  and  as  to  previous 
training  and  exj)erience. 

(b)  For  determining   the   time   of   continuance   of  such 

licenses  and  certificates  and  i)ermits  and  renewal 
of  same. 

((■)  For  fixing  the  fees  to  be  paid  by  such  candidates 
upon  any  such  examination,  or  for  any  license  or 
certificate  of  (jualification  or  permit  or  renewal 
thereof. 

Cd)  For  ])rescribing  the  causes  for  which  any  license  or 
certificates  or  i)ermits  may  be  revoked,  cancelled  or 
suspended. 

(e)  For  fixing  the  fees  or  other  remuneration  to  be  paid 

to  the  members  and  staff  of  the  Board. 


8.  Every  person  engaged  in  or  acrrying  on  the  business  -.it 
embalming  in  Ontario  at  the  time  of  the  jiassing  of  this  Act 
and  who  ajiplies  to  the  Board  for  a  certificate  of  qualification 
before  the  first  day  of  January,  1912,  shall,  upon  furnisiiing 
such  evidence  of  sobrietj^,  good  character  and  exjjerience  as  the 
Board  may  require,  and  upon  payment  of  the  prescribed  fee, 
be  entitled  to  receive  a  certificate  of  qualification  from  the 
Board. 

9.  Any  jierson  who  feels  himself  aggrieved  by  the  decis- 
ions of  the  Board  may  appeal  therefrom  to  the  Minister  njion 
giving  such  notice  as  the  Minister  may  i)reseribe,  and  the 
decision  of  the  Minister  shall  be  final. 

10.  The  Board  shall  make  a  re])ort  to  the  Minister  on  or 
before  the  31st  day  of  December  in  evei'y  year,  shewing, 

(a)  The  number  of  certificates  granted  by  them  during 

the  j)receding  year,  and  the  persons  to  whom 
granted ; 

(b)  The  number  of  aj)plications  for  certificates  refused 

during  the  preceding  year  and  the  causes  for  re- 
fusing the  same; 

(c)  The  number  of  certificates  revoked,  cancelled  or  sus- 

])ended  during  the  preceding  year; 

(d)  The  amount  of  fees  received  by  them  from  candi- 

dates or  owners  of  certificates  during  the  preced- 
ing year; 

(e)  The  travelling  and  other  exj)enses  of  the  Board  and 

the  Secretary,  and  the  fees,  salary  or  other  re- 
muneration received  by  the  Board  and  the  Secre- 
tary; and 

(f)  Such  other  matters  as  may  be  directed  by  the  Min- 

ister or  the  Lieutenant-Governor  in  Council. 

11.  The  receipts  and  expenditure  of  the  Board  shall  be 
audited  by  a  Chartered  Accountant,  not  a  member  of  the 
Board,  and  the  fees,  salary  or  other  remuneration  jiaid  to  the 
Board  shall  be  paid  out  of  the  fees  received  from  candidates 
or  others  and  shall  in  all  cases  be  subject  to  the  ai)proval  of 
the  Minister. 

12.  A  certificate  held  by  any  i)erson  under  this  Act  shall 
at  all  times  be  exposed  to  view  in  the  place  of  business  carried 
on  by  such  person  or  in  the  place  in  which  he  is  employed,  and 
failure  to  keep  such  certificate  so  exposed  shall  be  i)rima  facie 
evidence  of  the  lack  of  qualification  under  this  Act. 

13.  After  the  1st  day  of  January,  1912,  every  jjorson  who, 
not  being  the  holder  of  a  certificate  of  qualification  issued  by 
the  Board  or  of  a  renewal  thereof,  holds  himself  out  as  an 
enibalnier,  or  uses  any  sign  or  letters,  or  vrords  or  abbreviations, 
imj)orting  that  he  is  an  embalmer,  shall  incur  a  i)eualty  not 
exceeding  iti2.5. 

14.  (1)  No  person  shall  after  the  1st  day  of  January, 
1912,  carry  on  business  as  an  undertaker  in  Ontario  without  a 
license  from  the  Provincial  Board  of  Health  which  shall  be 
issued  ui)on  such  terms  and  subject  to  such  conditions  and 
regulations  and  upon  payment  of  such  fee  and  subject  to  can- 
cellation or  susjiension  for  such  cause  as  the  Provincial  Board 
of  Health  with  the  ai)i)roval  of  the  Lieutenant-Governor  in 
Council  may  prescribe. 

(2)  Every  person  carrying  on  business  as  an  undertaker 
after  the  1st  day  of  January,  1912,  without  such  notice,  shall 
incur  a  penalty  of  $25. 

15.  Every  person  who  as  an  undertaker  conducts  or  di- 
rects the  burial  of  any  human  body  shall  forthwith  notify  the 
Secretary  of  the  Provincial  Board  of  Health  of  such  burial  upon 
the  form  })rescribed  by  the  regulations  of  the  Provincial  Board 
of  Health,  and  any  person  neglecting  or  refusing  to  carry  out 
the  provisions  of  this  section  shall  incur  a  penalty  of  $2o,  and 
upon  conviction  his  license  may  be  suspended  or  cancelled  by 
the  Board. 

16.  The  Ontario  Summary  Convictions  Act  shall  ajiply  to 
every  prosecution  under  this  Act. 


FIRE  IN  BEDDING  FACTORY. 

Fire  on  the  15th  inst.  caused  -$500  damage  at  the  factory 
of  the  Canadian  Feather  &  Mattress  Co.,  Toronto.  The  origin 
of  the  fire,  which  was  confined  to  the  basement,  is  unknown. 
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AMONG  THE  UNDERTAKERS. 

New  undertaking  rooms  have  been  opened  by  Mr. 
George  LeDrew  at  New  Waterford,  N.S. 

The  returns  from  the  Toronto  cemeteries  show  that 
520  bodies  were  interred  during  the  month  of  January. 

Mr.  D.  McKillop  of  Portage  La  Prairie  and  Mr.  S. 
Fairbairn,  Minnedosa,  Man.,  funeral  directors,  are  on  a 
three  months'  holiday  trip  to  California. 

Messrs.  Andrews  Bros.,  of  Edmonton,  Alta.,  are 
erecting,  at  a  cost  of  $16,000,  one  of  the  most  up-to- 
date  undertaking  establishments  in  the  West. 

iMessrs.  W.  T.  Gilmour  &  Son,  Prince  Albert,  Sask., 
recently  suffered  a  severe  loss  by  fire,  when  their  entire 
undertaking  eqiiipment,  and  part  of  their  stock  was 
destroyed. 

To  make  cheap  caskets  and  those  of  the  type  used  by 
tile  Finns  is  said  to  be  the  intention  of  IMessrs.  Wilber  & 
Neel,  of  Port  Arthur,  whose  premises  are  located  at  83 
Pine  St.    This  is  a  new  industry  for  Port  Arthur. 

In  addition  to  embalming  and  the  other  duties  of 
an  undertaker,  Mr.  David  Lariviere  of  Three  Rivers, 
Que.,  is  an  authority  on  hockey.  "David's"  enthus- 
iasm over  this  winter  sport  is  known  beyond  the  limits 
of  Three  Rivers  and  even  outside  of  his  own  province. 

Mr.  D.  Clark,  of  Orillia,  Ont.,  who  formerly  devoted 
his  store  to  both  furniture  and  undertaking  has  given 
lip  the  former  and  will  in  future  give  all  his  time  to 
undertaking.  Mr.  Clai-k  has  also  moved  into  new 
premises,  which  have  been  fitted  up  making  his  estab- 
lishment modern  and  convenient  in  every  respect. 


THEY  MUST  HAVE  QUARRELLED. 

The  Ontario  Embalmers'  Association  objects  to  the 
appointment  of  a  physician  as  secretary.  Thus  it  seems 
that  relations  between  the  doctors  and  the  undertakers 
are  less  friendly  than  supposed. — London  Free  Press. 


WESTERN  UNDERTAKER  DECEASED. 

In  the  death  of  Mr.  John  Kerron  Buscombe,  of  the 
undertaking  firm  of  Graham  and  Biiscombe,  Calgary, 
there  passed  away  one  of  the  best  known  young  men 
oF  the  city.  The  deceased  went  to  Calgary  from 
Hamilton  some  ten  years  ago.  In  1904  Mr.  Buscombe 
was  a  member  of  the  Calgary  baseball  team  when  they 
won  the  championship  of  the  West.  He  is  survived 
by  a  widow  and  one  child,  a  little  girl  of  four. 


CASKET  TRAVELLER  ILL. 

Mr.  Newman  Eckardt,  of  tlie  National  (basket  Co., 
Toronto,  and  son  of  the  head  of  that  firm,  has  just  been 
brouglit  home  IVojii  the  Roosevelt  Hospital  in  New  York, 
wlicrc  he  has  been  seriously  ill  for  tlie  past  five  or  si.\ 
weeks.  On  completing  his  western  trip  for  the  firm  he 
visited  New  York,  and  was  taken  ill  with  typhoid  fever, 
necessitating  his  removal  to  the  hospital,  where  he  has 
l)een  ever  since.  His  mother,  who  was  summoned  to 
N(!w  York,  arranged  to  have  him  hrouglit  home,  securing 
the  state  room  of  the  parlor  cai-  for  his  accommodation, 
and  to  and  from  which  he  was  conveyed  by  airilmlance. 
Wliile  still  very  we((k,  Mr.  Eckhardt  is  convalescing  very 
satisfactoi-ily,  and  expects  in  a  few  weeks  to  be  as  fit  as 
ever. 


EXTRACT  FROM  WINNIPEG  LETTER. 

In  a  letter  to  Canadian  Furniture  World  and  The 
Undertaker,  Mr.  G.  S.  Thompson,  manager  of  Semmens 
&  Evel  Casket  Go's  Winnipeg  Branch  says  in  part: 
"This  western  country  has  had  a  very  cold  spell  for 
about  a  month,  the  thermometer  registering  anywhere 
from  30  to  45  below.  Prospects  here  are  good  if  only 
we  could  get  some  cars  and  engines  to  take  the  grain 
out  of  the  country  and  get  the  cash  back.  Anything 
to  get  the  grain  to  market  is  what  this  great  West 
wants. ' ' 


PROMINENT  UNDERTAKER  PASSES  AWAY. 

By  the  death  of  George  Gardiner,  head  of  the  under- 
taking firm  of  Gardiner  and  Company,  Winnipeg  loses 
one  of  its  earliest  business  men.  Mr.  Gardiner  suc- 
cumbed at  his  residence,  89  Scotia  street,  on  January 
23rd,  to  a  brief  illness  of  pneumonia.  He  was  60  years 
of  age,  and  had  been  over  thirty  years  in  Winnipeg. 

Coming  to  Canada  at  the  age  of  20  from  the  County 
Monaghan,  Ireland,  where  he  was  born,  Mr.  Gardiner 
began  business  in  Winnipeg  30  years  ago  as  a  con- 
tractor, and  then  began  a  retail  furniture  business, 
Gardiner  and  McDonald,  which  for  several  years  he 
conducted  successfully,  finally  opening  his  last  venture 
as  an  undertaker,  in  partnership  with  William  Con- 
nolly, the  firm  name  being  for  about  15  years  Gardiner 
and  Connolly.  About  ten  years  ago  he  dissolved  part- 
nership and  later  took  his  son,  A  Bertram  Gardiner, 
into  the  firm.  His  business  being  such  as  to  bring  him 
in  contact  with  the  bereaved,  the  late  Mr.  Gardiner 
proved  a  most  sympathetic  friend,  and  had  endeared 
himself  to  countless  families  in  the  city  and  surround- 
ing district,  M^here  he  was  widely  known  as  a  fraternity 
man.  In  speaking  of  the  deceased  a  man  prominently 
identified  with  the  undertaking  profession  in  the  West 
said:  "Mr.  Gardiner  was  an  ideal  undertaker.  His 
object  in  life  seemed  to  do  good  to  others."  The  very 
large  attendance  at  his  funeral  and  the  beautiful  floral 
tributes  were  both  silent  testimonies  to  the  quiet,  help- 
ful Ife  he  had  lived. 


As  a  result  of  the  Harriston  Casket  Company 
having  decided  to  go  into  the  manufacture  of  oak 
goods  a  new  department  employing  a  number  of  addi- 
tional workmen  will  be  added. 


Mr.  T.  Legge,  lately  with  the  1).  W.  Thompson  Co.. 
Ltd.,  has  joined  the  staff  of  the  National  Casket  Co.. 
as  city  traveller.  I\Ir.  Legge  has  been  connected  with  the 
casket  busin(>ss  since  boyhood  and  is  tlioroughly  familiar 
with  the  business  fi-om  the  gi'ound  up.  He  is  held  in 
liigh  esteem  by  all  of  the  Toronto  undertakers  with  whom 
he  has  come  in  contact  and  who  will  wish  him  success. 


Mitchell  &  Co.,  hearse  builders  of  Ingcrsoll,  Out., 
report  the  sale  of  a  fine  new  eight  column  iiearse  to  Mr. 
N.  J.  Barwick,  of  Merritt,  B.C.  They  have  also  just  re- 
('(^ntly  sliipi)ed  to  Downey  &  IMoyle,  of  Sudbuiw,  Out.,  a 
luuidsome  funeral  car.  In  December  last  Dowiiey  & 
Movie  purchased  one  of  Mitchell  &  Co.'s  casket  waggons, 
giving  them,  witii  tiie  hearse,  a  particularly  good  equip- 
ment. 
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NO  CLOSE  CORPORATION. 

Thoie  have  been  dragged  into  the  discussions  of  the  Ontario 
Einbahners'  Act  allegations  of  a  close  corporation''  existing 
among  the  undertakers  of  Toronto.  It  aiipears  that  Hon.  W.  .1. 
Hanna  has  been  informed  that  an  undertaker  outside  of  Toronto, 
for  example,  who  might  be  called  to  this  city  by  relatives  of  a 
deceased  cannot  go  direct  to  the  local  manufacturers,  buj^  a  cas- 
ket and  himself  do  the  embalming,  conveying  the  body  to  the 
depot  with  an  express  waggon,  or  by  arranging  with  the  local 
undertaker  for  the  use  of  his  hearse  or  casket  waggon. 

This  publication  has  interviewed  Toronto  undertakers,  who 
state  that  there  is  no  means  whereby  outside  undertakers  can 
be  prevented  from  themselves  doing  all  the  work  of  looking 
after  a  deceased  body.  Professional  etiquette,  however,  would 
suggest  that  an  undertaker  called  in  from  an  outside  point  should 
consult  a  local  man,  buying  the  casket  himself  if  he  desires, 
but  co-o[ierating  with  the  local  man,  and  paying  him  for  his 
work. 

A  Toronto  undertaker  called  to  Hamilton  or  London,  for 
example,  could  buy  his  casket  in  either  place  and  work  inde- 
jiendently  of  the  local  undertaker.  Those  of  the  Toronto  men 
seen  by  "The  Undertaker,''  however,  state  that  while  they  are 
free  to  do  this,  they  do  not  do  it,  })refering  to  co-operate  with 
the  local  man,  paying  him  for  the  service  of  himself  or  his 
equipment,  in  liaving  the  remains  decently  cared  for. 

Asked  ill  connection  with  tliis  matter,  Mr.  A.  ,1.  H.  Eckardt, 
jiroprietor  of  the  National  Casket  Co.,  who  has  supported  every 
movement  for  legislation,  denied  absolutely  that  there  was 
anything  in  it.  On  this  very  subject  he  had  just  recently 
written  Mr.  T.  E.  Simpson,  of  Sault  Ste  Marie,  the  Immediate 
Past  President  of  the  Canadian  Embalmers'  Association,  ex- 
jilaining  an  alleged  complaint  of  Mr.  Carscallen,  of  the  un- 
dertaking firm  of  Carscallen  Bros,  of  Napanee.  Mr.  Eckardt 
commenced  his  letter  by  saying,  "We  never  refused  a  funeral 


director,  or  undertaker,  in  any  part  of  Canada  or  the  States, 
any  goods  to  be  used  in  Toronto,  or  any  other  place,  if  they  are 
able  to  i)ay  for  them." 

The  explanation  given  of  the  Carscallen  case  was  that  his 
niece,  a  child,  died  in  Toronto  on  July  15,  1911,  and  he  came 
to  look  after  the  remains,  securing  the  casket  at  the  factory 
and  trimming  it  himself,  taking  it  to  the  home  of  his  Toronto 
relati\es.  "This  was  the  last  we  heard  about  the  matter," 
said  Mr.  Eckardt,  who  says,  "We  continualh'  sujjply  outside 
funeral  directors  with  goods  when  they  are  called  here  by 
relatives  of  the  deceased  to  look  after  the  remains,  do  the 
embalming,  etc."  He  explained  that  a  local  undertaker  is 
frequently  engaged  to  deliver  the  casket  to  the  home  or  the 
station,  and  if  the  interment  is  to  be  in  Toronto,  they  arrange 
with  a  local  man  for  his  hearse.  Mr.  Eckardt  further  stated 
in  his  letter  that  he  had  never  heard  of  a  complaint  from 
any  Toronto  undertaker. 

A  Toronto  undertaker  interviewed,  emphasized  the  un- 
truth of  any  statement  of  a  "close  corporation,"  and  ridiculed 
such  a  i)Ossibility.  He  pointed  out  the  absolute  im])Ossibility 
of  holding  the  Toronto  men  together,  even  if  such  a  course  were 
r.esired.  "  Conijietition  is  too  keen,  there  is  too  much  rivalrv 
and  sus]iicion  of  each  other  to  make  such  a  pro^)ositio^  feasible, 
even  if  t'le  manufacturers  agreed  to  co-operate,  which  is  not 


Canadian  School  of  Embalming 

Instruction  in  Pra-.tical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 
Brockville— 

(^)uirenbacli,    Ceo.    K.,  162 
King  St. 

Smith,  G.  G.  &  Co. 
Campbellford — 

Irwin,  .Tames. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff- 
Boy  d,  w.  c. 
Dutton — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William 

(Janieron   &    Co.,    711  \'ic- 
toria  Ave. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 


Hamilton — • 

Crei'ii  Bros.,  124  King  St.  B. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaughej-,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

('oil)Ptt,  S.  S. 
Lakefield — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

:*[illard,  J.  11. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

.Johnson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Street. 


Petrolia — 

Steadman  Bros. 
Port  Arthur 

Collin  Wood,  236  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Marys — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Son,  .519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 
Toronto — 

Huniplirev,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (fornierlv  H. 
Stone  &  Son),  82  Bloor 
St.  W. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Woodstock — 

Meadows,  T.  &  Sons. 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  ic  Co.,  912  St.  Cather- 
ine St.  West. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

Van  Wart,  Jacob. 


NOVA  SCOTLA. 

Halifax — 

Snow  <L  Co.,  90  Argyle  St. 
Verrona— 

Fraser,  D.  &  Co. 

MANITOBA. 

Brandon 

Vincen'^    &  McPherson 
Swan  River  — 

Paull,  Geo. 
Winnipeg — 

Thompson,  .J.  Co.,  oOl  Main 
Street. 

Clark-Leatherdale  Co.,  Ltd.. 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred  A. 
Kamsack — 

Russell,  G.  E.  T. 
Rush  Lake,  Sask. — 

Friesen,  John  M. 
Regina — 

Speers,  George. 
Semans — 

Haj'garth,  Jas. 
Welwyn  (Sask)— 

Leavens,  Mefritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Alix— 

Darland,  G.  E. 
Calgary — 

(iraham    &    Buscoinb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 
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the  case."  This  man  further  declared  that  the  public  got  all 
the  advantages  of  a  lack  of  unanimity  among  the  Toronto 
undertakers. 

Incidentally  the  undertaker  referred  to  above  expressed 
his  regret  that  any  undertaker  should  offer  objections  to  the 
Embalmers'  Act.  "There  is  and  never  was  any  intention  to 
legislate  any  man  out  of  business,"  said  he,  "and  we  are 
exactly  as  the  druggists,  dentists  and  doctors  formerly  were, 
and  who  were  not  legislated  out  of  existence.  There  are  men 
in  the  business  who  should  never  be  allowed  to  touch  a  body, 
but  they  are  in  business  and  will  be  left  alone.  But  the  young 
man  going  into  business  after  the  Act  is  enforced  will  be  ex- 
l>eeted  to  qualify  in  arterial  embalming,  and  pass  a  prescribed 
examination  in  order  to  secure  his  diploma." 

The  appointment  of  Mr.  J.  C.  Van  Camp  for  the  position 
of  Secretary  of  the  Board  of  Examiners  to  be  appointed  under 
the  Aft,  is  advocated  by  Mr.  A.  J.  H.  Eckardt,  who  in  a  lengthy 
communication  to  Hon.  W.  J.  Hanna,  and  the  other  Ministers, 
including  the  Premier,  advances  arguments  on  Mr.  Van  Camp's 
behalf  from  personal,  political  and  professional  standpoints. 
He  emi)hasizes  the  advancement  that  undertakers  have  made 
by  means  of  education  and  that  they  have  to  do  much  more 
than  merely  embalm  the  bodies  of  the  dead.  Because  of  the 
information  that  the  Secretary  will  be  expected  to  give,  Mr. 
Eckardt  argues  that  a  skilled  embalnier  and  experienced 
funeral  director  would  be  the  most  desirable  appointee. 

The  Toronto  News  of  Jan.  20  quotes  Mr.  Eckardt  as  stat- 
ing that  "There  are  only  two  men  in  the  Province  and  they 
both  reside  in  Toronto,  who  are  offering  opposition  to  the  pro- 
posed Board  of  Examiners  asked  for  by  the  Embalmers'  Asso- 
ciation. As  a  manufacturer  I  would  hear  if  there  were  any 
others  opposed."    He  is  further  quoted  as  follows: — 

"I  have  yet  to  find  a  man  except  the  two  mentioned  who 
is  dissatisfied.  The  funeral  directors  have  spent  large  sums  of 
money  in  the  last  twenty-five  years  educating  themselves  to  the 
point  where,  as  surgical  embalmers  they  can  now  go  into  the 
homes  and  take  charge  as  soon  as  the  doctors  leave  it.  The 
Association  is  not  a  close  coriioration  and  has  nothing  to  do 
with  price,  which  can  be  regulated  by  the  Government.  It  is 
for  the  benefit  of  citizens  that  the  jirofession  be  put  upon  a 
higher  level  and  the  embalmers  compelled  to  take  an  examina- 
tion just  like  a  doctor.  We  lo  not  want  to  go  back  twenty- 
five  years.  My  travellers  find  the  Act  approved  all  over 
the  country  and  as  I  said  before,  with  the  exee])tion  of  the  two 
mentioned,  I  have  yet  to  meet  the  man  who  is  against  such 
legislation. ' ' 


QUESTIONS  AND  ANSWERS. 

In  addition  to  those  on  page  63  of  the  December  number 
of  Canadian  Furniture  World  and  the  Undertaker,  the  follow- 
ing qu<(stions  were  asked  by  embalmers,  and  the  answers  given 
by  Prof.  Dhonau,  president  of  the  Cincinnati  College  of  Em- 
balming, who  lectured  to  the  delegates  at  the  annual  convention 
of  the  Canadian  Embalmers'  Association: 

Question:  Do  you  think  the  cavity  should  be  drained  out 
if  you  want  to  keep  a  body  a  long  time?  A.  Yes,  it  should  be 
given  the  most  thorough  treatment  possible.  Why,  no  surgeon 
or  anatomist  would  think,  or  pretend  to  preserve  a  body,  unless 
each  and  every  part  of  it  was  thoroughly  treated.  But  for 
3,  4,  or  5  days '  ])resprvation  it  would  be  necessary. 

Question:  What  would  you  do  with  a  body  that  had  been 
in  the  water  5  days,  and  was  frozen  in  the  ice?  A.  Thaw  it 
out  first,  then  inject.  You  would  likely  find  the  blood  in 
liquid  form,  the  reason  for  this  being,  the  higher  the  specific 
gravity  the  lower  the  freezing  point,  just  as  astringent  quali- 
ties lower  the  penetration,  or  with  salt  raising  the  boiling 
point  of  water.  Blood  will  freeze,  but  it  takes  very  low  tem- 
|)erature  to  do  it — very  close  to  zero.  A  body  encased  in  ice 
is  just  a  little  under  freezing  point.  I  think  if  you  use  any  of 
the  drainage  systems  properly,  you  ought  to  have  fairly  good 
results. 

Question:  Suppose  it  is  bloated?  A.  It  would  not  likely 
bloat  in  the  ice. 

Question:  It  was.  A.  Bloating  comes  from  within,  from 
gases  in  the  intestines  and  blood  vessels,  or  usually  the  intes- 
tines themselves.  If  the  face  was  bloated  it  would  not  be 
frozen  then. 


Question:  It  was  frozen  when  we  got  it  out?  A.  The 
only  thing  that  will  decompose  faster  than  a  body  taken  from 
the  ice  is  a  "floater."  The  body  ought  to  be  thawed  out 
immediately  and  have  immediate  treatment,  just  as  soon  as  it 
is  possible  to  get  the  fluid  into  it. 

Question:  What  causes  the  loss  of  good  circulation?  A. 
Air  getting  into  the  blood  vessels. 

Question:  Would  not  a  slow  injection  of  the  body,  de- 
monstrated upon  here  have  given  better  results  than  forcing 
it  in  quickly?    A.  Slow  injection  gives  best  results. 

Question:  Would  you  consider  the  injection  here  yester- 
day of  the  half  strength  fluid  was  a  rapid  injection?  A.  Yes, 
rather  rapid. 

Question:  What  is  your  opinion  of  draining  the  blood 
from  the  arteries?  A.  Mighty  good.  If  you  open  the  artery 
and  find  blood  in  it,  insert  your  arterial  tube,  or  whatever 
method  you  have  for  allowing  the  blood  to  drain,  and  allow 
this  to  run  from  the  vein  until  it  stops,  then  use  pressure  from 
the  arms  right  over  the  heart  to  assist  that.  The  less  blood  in 
the  arteries  the  less  chance  for  blood  discoloration,  and  better 
will  be  the  ultimate  preservation  of  the  body. 


"And,"  said  the  old  party,  proposing  the  toast  of 
the  evening  at  a  silver  wedding,  "respecting  our  host 
I  can  say  this — and  I  speak  of  him  with  great  confi- 
dence— that  a  better  fellow  never  lived." 

Here  he  paused  for  effect.  Then  he  resumed : 
' '  I  was  present  at  his  christening.  I  was  present  at 
a  banquet  given  when  he  came  of  age.  I  was  present 
at  his  wedding.  I  am  present  to-night  to  celebrate  his 
silver  wedding.  And,  ladies  and  gentlemen,  in  con- 
clusion, I  can  only  hope  that  1  shall  be  present  at  his 
funeral. ' ' — Western  Undertaker. 


The  father  was  in  his  study  at  the  back  of  the  house 
looking  out  on  the  garden,  when  he  saw  his  angel  child 
in  his  little  nightshirt  come  secretly  down  the  steps  and 
steal  to  a  corner  of  the  garden  behind  some  shrubs. 
He  had  a  garden  fork  in  his  hand.  After  a  lapse  of 
some  minutes  he  came  out  again  and  stole  quietly  up- 
stairs. The  father's  investigations  revealed  some 
freshly  turned  earth.  Some  few  inches  down  was  a 
closed  envelope  which  the  child  had  buried.  On  open- 
ing it  he  found  a  lucifer  match  and  a  slip  of  paper, 
on  which  was  written  in  pencil,  in  a  sprawling  hand : 
"Dear  Devil — Please  take  away  Aunt  Julia." 


Walter  Damrosch,  at  a  dinner  in  Chicago,  praised 
the  music  of  Debussy. 

"I  see  with  gratification,"  he  said,  "that  Debussy 
has  had  a  great  success  in  the  score  for  "The  Martyr- 
dom of  St.  Sabastian,'  the  mystery  play  that  he  and 
Gabriele  d'Anunzio  liave  just  produced  together  in 
Paris. 

"I  am  glad  that  Debussy's  music  is  succeeding.  It 
is  such  beatitiful,  simple  music — music  a  cliild  can  un- 
derstand. It  isn't  like  most  of  our  modern  music, 
whicli  puzzles  people  to  death." 

Mr.  Damrosch  smiled. 

"A  lady  at  a  musicale  at  Long  Branch,"  be  said, 
"approaclied  a  celebrated  violinist  and  exclaimed  en- 
thusiastically : 

"  'I  so  admired  that  last  piece  you  played!  It  had 
a  kind  of  wild,  free  beauty — an  eerie  madness  that 
thrilled  me  to  the  heart.  Was  it,  may  I  ask,  your  own 
composition?' 

"  'Madam,'  the  other  answered,  coldly.  '1  was  i)ut- 
ting  a  new  E  string  on  my  violin.'  " 
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THE  STRATFORD  EXHIBITION. 

Reference  was  made  in  the  last  issue  of  Furniture  World 
to  the  exhibition  of  the  furniture  manufacturers  at  Stratford 
during  the  latter  three  weeks  of  January.  This  year's  exhibi- 
tion was  attended  by  more  retailers  than  were  attracted  by 
last  year 's  fair  and  the  firms  interested  were  well  satisfied  with 
the  results.  Incidentally  they  do  not  judge  the  success  of  the 
exhibition  from  the  orders  actually  booked,  but  from  the  trade 
during  the  ensuing  year  resulting  from  the  personal  visits  of 
retailers  during  .January. 

One  of  the  features  of  the  display  was  the  immense  show 
room  at  the  Geo.  McLagan  Furniture  Company's  factory.  This 
embraced  9,600  square  feet,  the  room  being  60  by  160  feet  and 
it  was  appropriately  decorated.  Among  the  goods  shown  were 
some  sixty  entirely  new  patterns  recently  added  to  the  Mc- 
Lagan line,  these  running  largely  into  dining  room  furniture, 
giving  this  firm  a  very  superior  line  of  dining  room  goods  in 
number,  quality  and  style.  The  McLagan  firm  repoit  a  larger 
number  of  buyers  than  for  the  previous  year  and  innumerable 
expressions  of  appreciation  from  retailers  for  the  opportunitj* 
afforded  of  seeing  the  finished  goods. 

Though  the  Globe-Wernicke  Company 's  agency  method  does 
not  make  the  line  available  for  every  retailer,  they  had  many 
new  callers  to  look  into  the  merits  of  elastic  book  cases,  which 
have  now  so  strong  a  hold  on  the  public.  Several  new  designs 
were  shown  in  the  various  finishes  in  which  these  goods  are 
made. 

Possibly,  one  of  the  most  unique  permanent  furniture  show 
roms  is  that  of  the  Imperial  Rattan  Company,  Limited.  Unique, 
because  of  its  distinctive  features.  The  show  room,  which  oc- 
cupies 3,600  square  feet,  is  on  the  first  floor  of  the  factory.  In 
connection  with  this  show  room  were  kitchen,  dining  room  and 
photograph  gallery.  Upon  the  walls  are  suspended  different 
samples  of  leather,  cretonnes,  tapestries,  etc.,  in  various  colors, 
thus  affording  an  opportunity  to  dealers  to  judge  of  the  quality 
of  material  used  in  the  manufacture  of  these  goods.  Among 
the  principal  lines  shown  were  a  davenport,  beautiful  in  ap- 
pearance and  simple  in  action;  upholstered  reed  and  genuine 
leather  goods;  white  enamel  reed  bedroom  furniture  and  reed 
living  room  suites,  never  before  shown.  It  is  the  intention  of 
the  management  of  this  company  to  confine  themselves  to  the 
manufacture  of  high-grade  goods  only. 

In  addition  to  the  above,  the  Stratford  Manufacturing  Com- 
pany was  accommodated  with  sufficient  space,  through  the 
courtesy  of  Mr.  Strudely,  to  show  a  full  line  of  their  Loods,  con- 
sisting of  camp  and  verandah  furniture,  Boyers  gliding  settees, 
park  and  garden  seats,  folding  chairs,  tables,  etc. 

The  Stratford  Chair  Company's  exhibit  occupied  two  rooms, 
.50  by  42  feet  and  90  by  20  feet,  on  the  third  floor  of  the  fac- 
tory. About  one  hundred  and  fifty  chairs  were  on  exhibition 
in  the  larger  room,  comprising  diners  of  various  styles,  kitchen 
chairs,  oflSce  chairs,  filters  and  stools,  den  and  children 's  chairs 
and  rockers,  bedroom  and  odd  chairs.  The  diners  are  of  quar- 
ter cut  oak,  in  golden  and  early  English  finishes;  also  in  special 
finish.  Rockers  were  shown  in  golden  oak  and  mahogany,  and 
the  den  chairs  in  golden  oak,  early  English  and  special  finishes. 
In  addition  to  this  regular  line  of  chairs,  an  attractive  line  of 
case  goods  was  exhibited,  consisting  of  sideboards,  buffets,  ex- 
tension tables,  china  cabinets,  dinner  wagons,  dressers  and 
stands,  book-cases  and  secretaries,  wardrobes,  chiffoniers  and 
bureaus,  also  a  line  of  small  tables  in  surface  oak.  Mr.  W.  .1. 
Anderson,  manager  of  the  company,  expressed  himself  as  being 
well  satisfied  with  the  sales,  the  dealers  having  bought  much 
jiiore  extensively  this  year  than  last. 


chairs,  rockers,  and  an  extensive  line  of  fine  novelties,  all  of 
which  will  interest  the  retailer.  In  their  advertisement  in  this 
issue  the  Dymond  Colonial  Co.,  Ltd.,  are  showing  a  Daven- 
jiort  that  has  already  shown  its  selling  al)ility. 


SEND  FOR  SUPPLEMENTARY  CATALOGUES. 

Retailers  are  in\  ited  by  the  Dymond-Colotiial  Co. 's,  Ltd.,  of 
Htrathroy,  to  write  for  suplementary  catalogues.  The  value 
of  the  catalogues  any  dealer  can  appreciate.  This  firm  are 
Itringing  out  a  \ariety  of  new  lines,  including  Ijedroom  suites, 


NECESSARY  APPLIANCES. 

In  view  of  the  demands  made  upon  him  by  the  public  and 
of  the  excellence  of  the  service  expected,  it  behoov€s  the  un- 
dertaker to  let  i)ass  no  opportunity  for  adding  to  his  reputa- 
tion. His  equipment  should  be  good,  and  will,  of  course,  in- 
clude a  church  truck  and  a  lowering  device.  Both  are  necessi- 
ties. The  lowering  device  and  the  truck,  made  by  the  B«m- 
gardner  Mfg.  Co.,  of  Cleveland,  Ohio,  are  both  well  known  in 
Canada  and  highly  spoken  of  by  users  of  them.  Undertakers 
should  turn  to  the  announcement  of  them  in  this  issue  and 
write  to  the  address  given  for  particulars. 


DESIGNED  THIRTY  YEARS  AGO. 

It  is  worthy  of  note  that  Mr.  Alva.  M.  Colt,  who  is  said 
to  have  designed  and  patented  the  "eccentric  clamp"  some 
thirty  years  ago,  is  still  active  in  the  management  of  the  Ba- 
tavia  Clamp  Company,  of  Batavia,  N.Y.,  performing  the  duties 
of  treasurer  and  manager.  Originally  designed  for  the  wood- 
worker using  glue  in  the  manufacture  of  cabinet  work,  the 
Colt  clamp  is  now  also  used  in  factories  working  nothing  but 
metals.    The  rapid  adjustment  by  means  of  the  sliding  foot 


or  jaw  and  quick  application  of  the  pressure  by  the  eccentric 
or  cam  or  a  short  turn  of  the  screw  show  their  utility  at  a 
glance.  In  addition  to  the  screw  and  eccentric  clamps  this 
company  specialize  in  the  making  of  wagon  and  automobile 
jacks. 

Active  in  furthering  the  firm's  interests  is  Mr.  Charles  W. 
Gardiner,  who  sees  in  Canada  a  field  for  their  products  over  the 
quality  and  efficiency  of  which  he  is  enthusiastic,  and  which 
are  featured  in  their  catalogue  No.  180. 


For  Sale 
Wanted 


TERMS  for  INSERTION 

4  Cents  per  Word  one  Insertion 
7  "  "  "  two  "  s 
10  ••  "  "  three  "  s 
MINIMUM.    50  CENTS 


WANTED. — Traveller  covering  wood  working  industries  in 
Ontario  and  Eastern  Canada,  to  carry  sideline;  honest  goods; 
liberal  terms;  correspondence  confidential.  Box  F.,  Canadian 
Furniture  World,  56-58  Agnes  St.,  Toronto. 

FOR  SALE — An  old  and  well  established  undertaking  busi- 
ness, everything  in  good  condition.  Owner  able  to  retire;  pre- 
mises for  rent  to  a  first  class  man;  prospectors  shown  through  or 
enquiries  answered.  Grand  opening  for  a  good  man,  or  two 
young  men  that  understand  the  business;  possession  any  time. 
Ira  Green,  Hamilton,  Ontario. 

WANTED — Undertaker  and  Embalmer,  a  strictly  first  class 
man,  cai)able  of  taking  first  position  with  the  leading  firm  of 
this  city.  Give  references,  state  experience  and  salary  required. 
Box  21  Canadian  Furniture  World,  56  Agnes  St.,  Toronto. 

WANTED — Two  salesmen,  one  for  Toronto,  and  one  for 
Ontario  to  carry  a  side  line  of  mattresses  and  bed  springs. 
Apply  Box  O,  Furniture  World,  56  Agnes  St.,  Toronto. 
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THE  IMPERIAL  LINE 

OF 

Reed  and  Upholstered 
Furniture 

has  a  place  in  the  store  of  every  retailer. 
There  is  an  all  the  year  demand  for  these 
goods  of  which  quality  is  always  the  under- 
lying idea. 

It  is  important  to  all  the  trade  and 
especially  to  Western  retailers  that  Stratford 
is  a  carload  centre  for  furniture  of  quality. 


IMFEWLAL  RATTAN  COMPANY 


STRATFORD, 


LIMITED 


CANADA 
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is  a  good  seller.  During  the 
Stratford  Furniture  Exhibition 
last  month  it  attracted  more 
buyers  than  ever  before,  because 
the  buyers  saw  the  actual  article. 

^  It  is  a  neat  design  of  approv- 
ed lines,  solidly  made  and  is  its 
own  best  salesman.  Let  your 
customers  see  the  actual  article  ; 
they  will  endorse  it. 

^  '1  his  is  only  one  of  a  great 
number  of  designs  in  the  Stratford 
Chair  Catalogue  that  is  making 
good  every  business  day. 


TEE  STIRATFOIRD  CEAIE  CO 

STRATFORD  .... 


□  g 


1561-5 


Lnmnded 

CANADA 


n 

D 

n 
n 

n 
n 
n 
n 
n 
n 
n 
n 
n 

D 

a 
n 
n 
n 

n 
n 
n 
n 
n 
n 
n 
n 
n 
□ 

□ 
n 

n 
n 
n 
n 
n 
□ 

D 

n 

n 
n 
n 
n 
n 
n 
n 

D 

□ 
n 
n 
n 
n 
n 
n 

D 
D 


nDnnDDnnnnnnDDnnnnnDnnnnnnnnDDnnnDnnoDnnnnnDDDnnDnnnnDnDDDnnnnnnnnnnDDnDnnnnnnnnnnnnnD 


Fullertpn  Publishing  Co.,  56-58  Agnes  Street,  Toronto,  Canada 


Furniture  World 


Vol.  1 

Toronto,  March,  1912 

No.  7 

THE 


I  'HE  above  illustration  shows  another  of  the  many 
Dining  Room  Suites  of  advanced  ideas  from  the 
M<'L.fi;;»iin    I^lne   of    Fine  Furniture 

and  which  give  prestige  and  profit  to  the  retail  store 
featuring  them. 


GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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LIVE  LINES  AT 

JOHN  C  MUNDELL  &  GO'S,  Elora 

Easy  Chairs,  Students  Chairs,  etc. 

^  We  are  the  makers  of  that  bright  new  line  of  Easy  Chairs  and  Fire- 
side and  Students'  Chairs  in  Green  Denim  Covering's  that  have  had 
Such  vogue  this  season.  Ever  since  their  introduction  we  have  been 
selling  them  almost  as  fast  as  we  could  turn  them  out,  and  the  demand 
is  steadily  increasing.  New  designs  will  be  added  from  time  to  time. 
The  dealer  may  rely  on  finding  this  line  thoroughly  up  to  date,  and 
without  a  slow  number  on  the  list. 

Rockers,  Morris  Chairs 

in  Black  Drill  covers.  If  you  want  a  line  to  stir  up  business,  and  have 
not  yet  put  in  a  number  of  these  Chairs  and  Rockers  in  Black  Drill, 
we  would  suggest  that  you  do  so.  These  numbers  sell  in  the  smallest 
towns  as  in  the  largest  cities — the  reasons  are,  BIG  VALUES  AND 
STRIKING,  ATTRACTIVE  GOODS.    Drop  us  a  card  of  enquiry. 


JOHN  C.  MUNDELL  &  CO. 


ELORA,  Ont. 


LEGGETiPLAU 


SPRING  BEDS 


IF  YOU  HAVE 
GOOD  SPRINGS 


LEGGET&PLATT 


SPRING  BEDS 


And  You  Know  You  Have,  You  Can  Sell  Them 

In  the  construction  of  the  Leggett  &  Piatt  spring- bed,  there  is  used  the  very 
best  grade  of  steel  and  spring  steel  wire.  Each  coil  is  held  securely  in  its 
place  by  means  of  a  patented  arrangement,  and  yet  the  weight  is  equalized 
through  this  arrangement  allowing  each  coil  to  act  independently.  Experi- 
enced mechanics  make  it  a  point  to  see  that  in  every  coil  is  a  perfectly 
uniform  strength. 

To  YOU  the  handling  of  Leggett  &  Piatt  springs  means  satisfaction — to 
both  your  customers  and  yourself — and  profits. 

Don't  take  someone's  word  for  it.    Try  out  the  line  on  your  own  floor. 
One  test  will  convince  you. 

LEGGETT  &  PLATT  SPRING  BED  CO.,  Limited 

WINDSOR  .......  ONTARIO 


CANADIAN  rUENITUEE  WORLD  AND  THE  UNDERTAKER. 


Church,  School      Opera  Furniture 


You  Should  Be  Interested 

in  the  furnishing  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  or  community.  If  you  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  style  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate. 

We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

Write  Us  To-day 

Church  Furniture— Ask  for  Catalogue  C 
School  Furniture— Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 
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theGLOBE  furniture 


CO. 


WATERLOO 


ONTARIO. 


THIS    LABEL  IS 


Of  aUALlTV 


SOMETHING 
NEW 


IN 


WRITE 

FOR  CATALOG  AND 
PRICE  LIST  TO 


HALL  RACKS  AND 
PARLOR  FURNITURE 

Have  You 
Seen  them 


THE  LIPPERT  FURNITURE  COMPANY 

LIMITED 

Manufacturers  of  Medium  and  High  Grade  Furniture 
BERLIN  -  -  -  ONTARIO 
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BAETZ  BROTHERS  &  CO. 

BERLIN,  ONTARIO 


"SPECIALIZING  IN  CHAIRS" 


OTHER   NEW  PARLOR   SUITES,    MISSION  CHAIRS  and   DINERS  ARE 
NOW  BEING  SHOWN  BY  OUR  REPRESENTATIVES. 

THEY'LL  BE  GLAD  TO  SHOW  YOU. 


Genuine  English  Morocco  Leather  Upholstered  Chairs 

In  Red  and  Green  Shades 


No.  515a 

THE 

H.  KRUG  FURNITURE  CO.,  limited        -        -        BERLIN,  Ontario 


CANADIAN  rUENITUEE  WOELD  AND  THE  UNDEETAKEE. 
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No.  6035 

Solid  Mahog-any  from  Waterloo 
and  am  guaranteed  by  my  makers. 
You've  tried  me  before  and  know 
that  I  am  a  success.  ^'Nothing 
succeeds  like  success.''  Come  across 
with  a  repeat  order  and  mark  it 
rush.    Send  it  to 

WATERLOO  FURNITURE  CO. 

LIMITED 

WATERLOO  ONTARIO  CANADA 
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CANADIAN  FURNITUEE  WOELD  AND  THE  UNDERTAKER. 


The  "Onward"  Sliding  Furniture  Shoe 

Will  not  scratch  floors  nor  tear  carpets,  try  them  and  be  convinced. 


Made  with  Glass 
Base,  and  M  o  1 1 
Metal  Base,  n  all 
sizes  and  styles 
suitable  for  all 
kinds  of  Furniture 
and  Metal  Beds. 


Get  a  stock  of  them 
and  see  how  fast 
they  sell. 


When  placing 
your  orders  for 
furniture  and  Metal 
Beds  with  the  man- 
ufacturer, specify 
the  Onward  Sliding 
Furniture  Shoe  in 
place  of  the  old 
fashioned  wheel 
castor. 


Get    our  Circulars 
and  discounts 


Onward  Mfg.  Co. 


Manufactured  only  by 


BERLIN  ONT. 

AND 

MENASHA,  WIS. 


■i 
eg 


rS 


LIMITED 


DEALERS  IN 


Moss,  Tow,  African  Fibre,  Etc. 


312  TO  320  ST.  HELENS  AVE., 


Branch  Office  and  Warehouse 


I      252  ST.  JAMES  STREET, 


MONTREAL 


TORONTO  I 


CANADIAN  FURNi  rUKE  WOHJ.D  AND  THE  UNDERTAKER. 
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NUMBER  777 

A  NEW  DRAWING  ROOM  SUITE 


BY 


THE  DYMOND- COLONIAL  GO'S, 


LIMITED 


This  suite  is  along  decidedly  new  lines  and 
looks  well  upholstered  in  silk,  heavy  fabric 
or  leather.  Its  simplicity  emphasizes  its 
durability  and  brings  out  the  grain  of  the 
wood  in  all  its  beauty. 


Get  us  to  send  you  full  particulars  of  No.  777. 
It  has  every  feature  that  the  most  critical 
buyer  could  ask  for,  and  will  appeal  to  the 
householder  who  wants  the  best,  regardless  of 
cost,  and  yet  is  not  beyond  the  "average 
purse." 


DID  YOU  WRITE  FOR  SUPPLEMENTARY  CATALOGS? 

The  DYMOND-COLONIAL  GO'S,  Limited 


STRATHROY 


ONTARIO 
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CANADIAN  FUENITURE  WORLD  AND  THE  UNDERTAKER. 


Selling  LEE-BURRELL  Xlaiiresses 
Will  ^elp  your  ^ousefurnishing  Sales 


THERE  IS  COMPLETE 
TION  not  only  to  the  fu 
but  to  the  customer  as 

LEE-BURRELL,  REX 
REGENT  and  INVICTUS 

Felt  Mattresses 

In  no  other  mattresses  of  the  same 
price  will  be  found  such  clean,  white 
cotton  felt,  such  high-grade  ticking  and 
superb  quality  of  these  mattresses  satisfies 
call  on  you  for  their  future  housefurnishing  needs. 
FOUR  GRADES  FOUR  PRICES 


PLACE  A  TRIAL  ORDER  TO-DAY 


THE  STANDARD  BEDDING  COMPANY 


27- 29  DA  VIES  AVE.,  TORONTO 


Sole  Manufacturers  and  Distributors 


ESTABLISHED   20  YEARS 


The  reputation  of  our 
Springs  is  unequalled. 
Our  Guaranteed  Tempered 
Upholstering  Spring  has 
been  pronounced  the 
Best  Yet. 


JAMES  STEELE.  LIMITED 

GUELPH  ONTARIO 


The  "TARBOX"  Pillow  Sham  Holders 


were  in  principle  new  —  20 
years  ago — because  they  do 
not  attach  to  the  posts  or 
finished  surface  of  beds,  do 
not  fold  or  crease  the  shams. 
Twenty  years  of  popularity, 
with  demands  from  every 
country  where  Shams  are 
used,  proves  them  to  be  the 
"  last  word"  in  Sham  Hold- 
ers. Made  in  two  g"radrs 
f>'r  Wood  and  Meial  Beds. 
If  you  do  not  know  about 
them,  write  us. 

Toronto 


It  Pays  to  Practice  What  You  Preach 

You  talk  "quality  "  to  your  customers  and  you  guarantee 
the  goods  you  sell  them  to  be  satisfactory.  Such  a  prac- 
tice makes  good  when  your  statements  are  backed  up  by 
goods  from  the  Gendron  line.  NOW  is  the  time  to  feature 
our  Baby  and  Doll  carriages,  reed 
chairs,  invalids'  wheel  chairs,  ex- 
press wagons,  and  also  for  some- 
thing new  try  out  our  children's 

sulkies.  137  DUCHESS  ST. 


Canadian  fueniture  world  and  the  undertaker. 
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No.  644.    Three  piece  Set 
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THE  GOLD  MEDAL  LINE 

Recent  improvements  in  tiie  interior  arrangement  of  our  factor)'  and  the  addition 
of  latest  machinery,  places  us  in  the  best  possible  position  to  supply  the  trade 

PROMPTLY  WITH 

UPHOLSTERED  FURNITURE 

of  Highest  Grade,  Construction  and  Finish 

PARLOR 
SUITES 

nnn 

COUCHES 

nnn 

FANCY  CHAIRS 

MISSION 
CHAIRS 

nnn 

"HERCULES" 
BED  SPRINGS 

nnn 

GOLDMEDAL 
MATTRESSES 

Gold  Medal  Furniture  Manufacturing  Co.,  Limited 


TORONTO 


MONTREAL 


WINNIPEG 
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FROM- 
TO 


A  Complete  Line 
In  Med  ium  and  Low 
Priced  Furniture 


Knechtel  Furniture 


embraces  lines  for  every  room  in  the  home  ;  goods 
that  are  produced  from  lumber  grown  on  our  own 
timber  limits  —  cut  at  our  own  mills  —  dried  in  our 
own  kilns  and  manufactured  in  our  different  fac- 
tories, each  of  which  is  specialized.  This  works 
out  the  Knechtel  policy  of  service  to  a  maximum 
of  efficiency  and  gets  the  goods  to  the  retailer 
with  a  minimum  of  production  cost. 

With  attractive  and  saleable  designs  and  honest 
quality,  large  and  small  buyers  get  unbeatable 
advantages  in  buying  from 


The  KNECHTEL  FURNITURE  CO. 

LIMITED 

Hanover       -       -  Ontario 


Vol.  I.  No.  7.  TORONTO  March  1912 


Published  monthly  ,by 

Fullerton  Publishing  Co. 

John  A.  Fullerton 
Harvey  A.  Jones,  N.  D.  Webster, 

Editorial  Manager  Business  Manager 

56-58  Agnes  Street 

Toronto,  -  -  Canada 

Annual  subscription  price 
$1.00  per  year  in  Canada;  $1.50  in  other  countries. 


The  Boom  in  Canada. 

yV  S  a  merchant  can  occasionally  get  a  better  perspec- 
tive of  his  business  methods  and  possibilities  from 
the  customer's  viewpoint,  so  can  Canadians  sometimes 
secure  a  l^etter  perspective  of  their  country  from  the 
viewpoint  of  the  neighboring  country.  For  this  reason 
the  following  editorial  from  a  recent  issue  of  the  Satur- 
day Evening  Post  is  liere  reproduced : — 

"Some  measure  of  the  boom  our  Canadian  neighbors 
are  enjoying  may  be  obtained  from  the  record  of  build- 
ing operations  in  the  Dominion.  Retiirns  from  thirty- 
five  Canadian  cities,  compared  with  like  returns  from 
two  hundred  and  six  cities  in  the  United  States,  show 
that,  two  years  ago,  Canada  invested  in  new  buildings 
only  seven  cents  to  our  dollar ;  whereas  last  year  she 
spent  fourteen  cents  to  our  dollar.  In  two  years  her 
building  operations  have  almost  doubled.  The  boom 
spirit  is  evidently  in  the  air  across  the  border.  Govern- 
mental or  government-aided  projects  are  under  way,  or 
under  discussion,  that  make  our  own  little  venture  at 
Panama  look  quite  modest.  Tlie  government  is  building 
eighteen  hundred  miles  of  railroad  from  Winnipeg  to 
New  Brunswick,  at  a  cost  likely  to  reach  a  hundred  and 
fifty  million  dollars,  and  is  aiding  by  guaranty  of  bonds 
another  line  from  Winnipeg  to  tlie  Pacific  Coast.  It  will 
also  probably  undertake  a  road  to  Hudson  Bay,  with 
steam.ships  to  Europe,  involving  fifty  million  dollars  or 
so.  Tt  is  proposed  to  dee})en  the  Welland  Canal  at  a 
cost  of  twenty  millions;  and  there  is  even  talk  of  a 
Georgian  Bay  Canal  that  will  take  a  hundred  millions. 
The  government  is  expected  also  to  aid  liberally  in  im- 
proving country  roads.  These;  tilings  help  to  make 
booms — whicli  sometiines  come  to  unhappy  ends.  We 
hope  Canada's  boom,  like  the  brook,  will  go  on  forever." 

Buying  in  Canada. 

^BRAIIAM  Lincoln,  tlu;  history  of  whose  life  is  al- 
most as  familiar  to  Canadians  as  to  the  people 
of  who.se  country  he  was  President,  once  said,  "1  do  not 
know  much  about  the  tariff,  but  I  do  know  this  much: 
when  we  buy  goods  abroad,  we  get  the  goods  and  the 
foreigner  gets  the  money;  when  we  buy  goods  made  at 


liome,  we  get  both  the  goods  and  the  money."  In  view 
of  the  enormous  value  of  imports  into  Canada  every 
year  one  cannot  but  wonder  wliether  all  is  being  done 
that  should  be  done  to  foster  consumption  of  domestic 
products.  There  are  commodities  that  might  be  more 
heavily  protected,  but  the  sentiment  of  the  age  does  not 
appear  to  be  towards  higher  tariffs,  and  it  is  questionable 
whether  more  protection  would  have  the  effect  of  in- 
creasing the  demand  for  the  made-in-Canada  article. 
As  a  matter  of  fact  Canadian  manufacturers  are  not 
suffering  from  the  need  of  a  demand,  their  greater 
problem  being  to  satisfactorily  meet  the  demand  that 
exists.  There  are  manufacturers  who  do  not  hesitate  to 
admit  that  they  have  not  had  sufficient  foresight  in  an- 
ticipating the  demand,  but  have  allowed  it  to  force  them 
rather  than  forcing  it.  The  familiarity  of  Canadians 
with  United  States  brands,  trade  marks  and  names  can 
be  traced  to  the  large  circulation  of  American  magazines 
and  periodicals,  the  advertising  pages  of  which  are 
irresistibly  attractive,  and  this  fact,  coupled  with  the 
tariff,  is  responsible  for  inducing  so  many  American 
enterprises  to  establish  branches  in  Canada.  Retailers, 
being  provided  with  an  article  that  represents  at  least 
equal  value  with  anything  imported,  have  'in  their  hands, 
to  a  very  large  extent,  the  development  of  the  con- 
sumption of  made-in-Canada  products.  The  fostering 
of  Canadian  industries  and  the  consumption  of  what 
they  produce,  is  not  merely  a  matter  of  patriotism,  but 
business  sense. 

Good  Roads  Movement. 

■^HE  agitation  for  improved  highways  that  is  stirring 
the  country  from  one  end  to  the  other  should  have 
the  sympathy  and  the  co-operation  of  everyone.  Those 
persons  who  have  frequent  or  infrequent  occasion  to 
use  the  highways  are  the  most  earnest  in  their  argu- 
ments that  this  country  needs  good  roads,  unless  the 
farmer  may  be  excepted,  and  his  reluctance  to  add  to 
his  taxes  in  support  of  a  rational  system  of  highways  is 
gradually  being  overcome.  To  the  automobile  can  be 
di  rectly  credited  the  movement  that  is  already  result- 
ing in  improved  roads  in  some  localities.  Through  the 
automobile,  men  who  had  not  hitherto  given  a  thought 
to  tlie  manner  in  which  country  roads  are  made  have 
l>eeome  earnest  advocates  of  roads  that  would  permit 
comfort  in  travelling.  The  retail  merchant  is  interested, 
whether  he  delivers  his  merchandise  to  farm  houses  or 
not,  or  even  if  he  never  travels  the  liighway,  but  all  pro- 
gressive retailers  make  it  a  point  to  get  out  through  the 
country  wlien  their  customers  are  located  in  the  country, 
if  even  for  no  other  purpose  than  to  be  able  to  talk  to 
them  about  their  own  section  of  the  community.  The 
majority  of  retailers,  however,  are  directly  interested 
in  the  country  roads,  because  the  products  of  the  farm 
cannot  be  marketed  in  any  other  way  but  over  them. 
The  head  of  the  largest  commercial  or  manufacturing 
institution  in  tlie  country,  who  may  never  have  occasion 
to  use  the  country  roads,  is  also  interested  for  the 
reason  that  his  customers  are.  In  slioi't  to  such  an  ex- 
tent do  the  interests  of  all  diff'ei-ent  enterprises  dove- 
tail into  each  other,  that  what  is  of  direct  benefit  or 
injury  to  one  community  or  industry,  effects  all.  The 
good  roads  movement  therefore,  should  receive  the  sup- 
port of  every  manufacturer  and  merchant. 
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Buying  With  a  Cigar. 

A  LARGE  retailer  in  a  Western  Ontario  city,  in  a 
conversation  witli  one  of  the  editors  of  tlie 
Furniture  World  took  occasion  to  refer  to  some  of  tlie 
travelling  salesmen  who  are  regularly  calling  on  him. 
If  these  travellers  could  have  heard  his  opinions  as  ex- 
pressed of  themselves,  they  would  doubtless  be  in- 
fluenced thereby.  His  remarks  were  suggested  by  a 
reference  to  the  report  in  this  publication  of  the  death 
of  the  late  Charles  E.  Twitchell,  of  whom  he  spoke  in  the 
very  highest  terms,  and  whose  demise  is  so  generally  re- 
gretted. "By  his  very  silence,"  said  he,  in  referring  to 
Mr.  Twitchell,  "he  conveyed  to  me  the  idea  that  I  knew 
enougli  about  my  business  to  know  what  goods  to  order. 
If  he  came  in  and  saw  that  1  was  l)usy  with  a  customer, 
he  went  out  and  came  back  later.  He  didn't  do  like  1 
have  seen  one  traveller  do  when  I  have  had  lady  cus- 
tomers, sit  down,  light  a  cigar  and  p\\t  his  feet  up 
somewhere  as  if  he  owned  the  establishment."  Other 
eulogistic  references  were  made  to  the  sterling  worth  of- 
the  man  and  to  his  manner  by  way  of  contrast  to  an- 
other traveller,  who  "blows  in,  he  doesn't  come  in, — he 
blows  in — takes  oft  his  overcoat,  straightens  up,  pulls 
out  a  cigar  for  me  which  I  always  refuse,  lights  it  for 
himself  and  settles  down  as  if  he  came  to  make  me  an 
extended  visit.  Now  this  man  means  well,  but  the  way 
he  takes  possession  of  my  store  'gets  my  goat.'  I  enjoy 
a  good  cigar,  but  I  don't  like  a  man  to  hand  it  to  me  as 
if  he  were  trying  to  liuy  me  with  it.  When  a  traveller 
has  my  order  in  his  pocket  and  our  business  is  finished, 
I  have  no  objections  to  smoking  one  of  his  cigars,  )mt  I 
think  none  the  less  of  him  if  he  does  not  offer  me  one, 
and  I  do  object  to  his  handing  it  out  in  advance  of  the 
order."  The  dealer  quoted  then  spoke  of  various  other 
travellers  by  name,  and  what  he  had  to  say  in  their 
favor  overshadowed  any  suggestion  of  an  objection  that 
he  had  to  any  of  them. 

Rural  Hotel  Conditions. 

J\  DEPUTATION  of  commenial  travellers  waited 
upon  the  Premier  of  Ontario  and  his  Ministry 
requesting  that  something  be  done  to  improve  the  con- 
dition of  rural  hotels,  particularly  those  where  local 
option  is  in  effect.  The  complaint  of  the  travellers  that 
conditions  are  not  as  they  should  be  is  readily  endorsed 
by  anyone  whose  business  takes  him  regularly  or  only 
occasionally  to  sleep  and  eat  away  from  home.  It  is 
claimed  that  there  are  in  Ontario  eight  thousand 
travellers  who  are  away  from  home  forty-five  weeks  in 
the  year,  and  spend  annually  upon  hotel  accommodation 
three  million  six  hundred  thousand  dollars.  ]\Ierchants 
and  manufacturers  in  towns  and  cities,  as  well  as  all 
other  citizens,  should  be  as  much  interested  in  the  hotel 
accommodation  of  their  respective  places  as  are  the 
travellers.  That  it  is  an  advantage  to  a  town  to  have 
travellers  coming  to  it  needs  no  argument,  and  it  is 
wonderful  how  (|uickly  the  word  can  be  passed  among 
travellers  that  a  certain  place  has  very  poor  hotel  ac- 
commodation. The  travellers  are  asking  the  Govern- 
mejit  to  inaugurate  a  license  system  for  hotels  in  local 
option  distri(^ts,  which  would  give  the  same  inspection 
as  where  hotels  are  licensed.  Unsanitary  conditions 
are  complained  of.  as  well  as  inefficient  heating,  poor 
((uality  of  bedding  and  inferior  cooking  and  poorly  served 


r— 

meals.  In  view  of  the  fact  that  the  Government  could 
ascertains  the  names  of  places  complained  of,  the  work  of 
inspectors  that  the  travellers  are  asking  to  be  appointed 
would  be  simplified.  It  is  a  question,  the  solution  of 
which  is  of  interest  to  all  merchants. 

Mail  Order  Houses. 

^^ODERICH  Board  of  Trade  has  stirred  up  much  in- 
terest in  its  proposal  that  municipalities  .secure 
legislation  empowering  them  to  tax  catalogue  mail 
order  houses.  The  seriousness  of  the  c  omj)etition  of  the 
mail  order  house  to  local  merchants  can  in  no  way  be 
minimized,  but  many  believe  that  legislation  to  mini- 
mize it  is  impossible.  About  twenty  years  ago  the  small 
merchants  of  Toronto  became  very  much  exendsed  over 
the  coinix'tition  of  the  department  stores.  Pu])lic  meot- 
ings  wei'e  iield  and  consideral)le  energy  expended  in 
other  ways  before  the  retailers  concerned  decided  that 
upon  their  individual  efforts  of  merchandizing  de- 
pended their  success  or  otherwise  in  competing  with 
the  departmental  store.  "How  can  we  meet  them.'" 
asked  an  Ontario  retailer  in  reply  to  a  traveller's  bold 
statement  that  "you  have  it  in  your  own  hands  to  beat 
them  out,"  referring,  of  course  to  the  mail  order  house. 
For  answer  the  traveller  picked  up  the  local  newspaper, 
which  happened  to  be  lying  near.  "Where's  your  ad- 
vertisement in  here?"  "I  haven't  one,"  was  the  re- 
ply.   "Neither  has   , "  referring  to  his  competitor. 

"We  agreed  not  to"  admitted  the  retailer.  The  tra- 
veller grunted  and  went  on  looking  through  the  paper, 
then  sat  thinking  for  a  few  minutes.  "If  I  were  a  re- 
tailer here  do  yoxi  know  what  I'd  do?"  "What  would 
you  do?"  qiiestioned  the  retailer.  "WMl,  first  I  would 
get  the  editor  or  manager  of  the  paper,  whatever  he 
is,  and  I'd  tell  him  all  about  the  state  of  affairs,  then 
1  'd  go  around  with  him  to  all  the  other  dealers  and  get 
them  to  advertise.  Get  them  to  advertise  big  and  tell 
the  people  what  they've  got,  and  the  prices  and  so  on. 
and  if  I  couldn't  write  good  ads  myself,  or  the  editor 
couldn't,  I'd  have  someone  else  to  do  it.  Now  you  see, 
if  the  merchants  backed  up  the  editor  he  would  back  us 
up,  or  we'd  get  a  new  one.  He  would  urge  his  readers 
to  come  to  this  town  to  buy  here.  AVe  would  supply 
him  with  the  arguments,  and  l:e  could  touch  them  up. 
telling  people  how  they  could  save  money  by  buying 
right  here  in  this  town  and  see  what  they  were  buying. 
Advertise  like  the  mail  order  houses  advertise.  It's 
their  advertising  that  gets  the  business  away  from  you, 
not  the  bargains  they  offer.  The  way  you  fellows  sit 
around  here  and  grumble  about  the  mail  order  house 
makes  me  weary.  Get  up  and  get  busy."  concluded  the 
traveller  as  he  picked  up  his  grip  to  go. 


The  Board  of  Trade  of  Hamilton  unanimously  ex- 
pi-essed  its  disapproval  of  the  effort  being  made  to  place 
a  special  tax  on  catalogue  and  mail  order  houses. 

The  proposed  extension  of  the  Berlin  and  Bridge- 
port electric  railway  to  Elora  will,  if  carried  out,  have 
an  important  bearing  upon  the  furniture  industry  in 
Ontario.  Elora  is  at  present  the  home  of  two  large 
furniture  factories,  and  facilities  to  visit  these  plants 
from  Berlin  as  conveniently  as  one  can  now  go  to  Hes- 
peler  or  Preston,  will  be  welcomed  by  many  retailers 
and  buyers. 
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THE  FURNITURE  TRAVELLER. 
Written  for  Canadian  Furniture  World  by  "Bax." 

THE  office  boy,  struggling  manfully  to  get  his  let- 
ters all  stamped  and  sealed  before  six  o'clock  p.m., 
the  travelling  salesman  is  a  sort  of  supernatural  being, 
a  man  to  be  classed  with  Captain  Cooke  and  Fearless 
Freddy,  and  other  independent,  happy-go-lucky  heroes 
found  in  the  pages  of  the  penny  dreadfuls  and  the 
shilling  shockers.  The  way  the  traveller  walks  in  on 
Saturday  mornings  about  ten  o'clock,  breezily  talking 
to  everyone  at  once,  and  all  the  while  wearing  his  hat  at 
an  angle  which  only  a  "drummer"  can  achieve.  The 
manner  in  which  he  chats  with  the  boss  and  laughs  out 
loud  or  swears  out  loud,  is  too  much  for  the  office  boy, 
who  becomes  so  enraptured  that  he  puts  Brown  and 
Company's  mail  into  Jones  and  Company's  envelope, 
without  so  much  as  turning  an  eyelash. 

And  the  traveller's  life  is  an  enviable  one — on 
Saturday  morning.  The  rest  of  the  week,  all  he  has  to 
do  is  to  eat  meat  that  is  too  tough  to  cut,  and  sleep  in 
beds  that  might  have  been  handed  down  from  the 
Spanish  Inquisition.  Incidentally  he  catches  a  few 
trains  at  six  o'clock  in  the  morning — occasionally  vary- 
ing the  monotony  by  making  connection  with  the  mid- 
night express,  which  he  finds  is  only  80  minutes  late. 
If  he  has  any  time  left  he  sells  fu,rniture  to  dealers  who 
appear  to  have  more  in  stock  than  they  will  sell  in  ten 
years. 

He  tells  jokes  to  cross-grained,  dyspeptic  customers, 
who  don't  know  the  difference  between  a  joke  and  a 
barrel  of  nails,  and  listens  to  stories  from  other  dealers, 
who  take  twenty  minutes  to  get  started  and  then  forget 
the  point.  He  listens  to  "our  oldest  girl"  play  the 
piano — he  listens  to  baby  recite.  He  tells  everybody 
that  the  rain  is  the  very  thing  for  the  country,  though 
he  sneezes  so  often  that  his  remarks  are  somewhat  in- 
coherent, and  when  it  is  fine  weather  he  rivals  the  sun 
in  shedding  brightness. 

Could  a  more  care-worn,  easy-going  life  be  imagined? 
Ask  anyone — that  is,  anyone  wlio  isn't  a  furniture 
traveller. 

However  it  isn't  all  beer  and  skittles.  Anticipating 
trade  in  any  line  of  goods,  isn't  easy,  and  furniture — 
well,  perhaps  I'm  prejudiced,  but  I  think  furniture  is 
one  of  the  hardest  nuts  of  all  to  crack.  But  ingenuity, 
cheerfulness  and  a  knowledge  of  human  nature  will 
overcome  most  obstacles,  and  though  he  has  to  face  many 
discouragements,  the  furniture  traveller  makes  many 
solid  friends  and  manages  to  enjoy  himself  pretty 
well. 

I  came  down  from  Orillia  once  with  a  furniture 
salesman  who  had  just  completed  a  record  week's  selling. 

"I  suppose  you're  pretty  well  pleased  with  your- 
self," said  I. 

"Pleased?"  he  cried,  "I  should  say  1  am.  Why 
I  wouldn't  call  the  King  my  uncle." 

A  half  an  hour  later  he  assured  me  that  he  wouldn't 
call  the  King  his  aunt,  and  a  little  after  that  he  wouldn't 
call  him  his  grandmother.  I  am  not  sure  liow  many 
relationships  he  denied  the  poor  King,  but  he  was 
really  delighted  with  himself,  the  world  and  everytiiing 
else,  which  serves  to  prove  that  even  a  furniture  sales- 
man can  enjoy  himself  occasionally. 


There  was  one  young  chap  who  travelled  for  a  well 
known  furniture  house,  who  used  to  amuse  me  very 
much.  He  was,  I  think,  the  most  resourceful  young 
beggar  that  I  ever  ran  across.  "Billy"  could  explain 
anything,  from  a  mechanical  toy  to  the  origin  of  the 
German  Alphabet.  Billy  used  to  fall  in  love  with  a 
different  girl  in  every  town  he  visited,  but  to  do  him 
credit,  I  think  he  was  really  very  much  "struck"  on 
every  one  of  them. 

A  young  lady  of  uncertain  age  once  accused  hiui  of 
being  fickle. 

' '  But  then, ' '  she  said,  "All  men  are  fickle. ' ' 

"iMadam,  you  wrong  us,"  said  Billy.  "To  misquote 
Oscar  Wilde,  'Man  is  the  most  single  hearted  creature 
in  the  world.  His  affection  never  changes.  The  only 
thing  that  changes  is  the  object  of  his  affections.'  " 

And  she  thought  he  was  "too  cute  for  anything." 

However,  Billy  was  just  as  resourceful  in  selling  fur- 
niture, and  if  he  hadn't  gone  on  the  stage  (where  he  is 
doing  very  well),  he  might  have  been  a  big  man  in  the 
furniture  world. 

One  trip  to  B  d,  he  sold  a  dealer  named  Bil- 


And  finds  that  the  Midnight  Express  is  80  minutes  late. 

lings  a  very  handsome,  expensive  gold  leaf  parlor  set. 
Billy  must  have  been  at  his  best  when  he  sold  that  set. 
for  I  couldn't  imagine  a  much  harder  thing  to  get  rid  of 
in  that  quiet,  conservative  town. 

Apparently  the  proprietor  of  the  store  felt  the  same 
way,  for  when  Billy  went  around  on  his  next  trip,  the 
parlor  set  still  adorned  the  store,  and  a  heavy  frown 
adorned  M-r.  Billings. 

"Hullo,"  said  Billy,  without  any  other  greeting, 
"dojyou  want  another  parlor  set?" 

This  was  too  much  for  the  proprietor,  who  exploded 
into 'most  forceful  and  abusive  language. 

"New  set?",  he  finally  spluttered,  "If  that  set  of 
furniture  isn't  here^when  my  great  grandchild's  eldest 
son  owns  the  store,  it'll  be  because  it  was  burnt  up." 

"Who,  the  son  or  the  set?"  asked  Billy  innocently — 
then,  half  to  himself,  "What  a  beautiful  chance  foi-  a 
pun — .son-set — just  tliink  of  it." 

Finally  Mr.  Billings  subsided,  and  almost  tearfully 
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You  Know  It 
To  Be  a  Fact 

That  if  a  dealer  can  give 
a  little  more  value  at  a 
little  less  price,  his  com- 
petitor is  going  to  lose 
trade  because  he  himself 
is  going  to  get  it. 

«: 

Why  not  be  that  dealer 
who  is  gradually  enlarg- 
ing the  circle  of  his  cus- 
tomers? 

You  can  be  if  you  put  in 
a  stock  of  "  Orillia  Furni- 
ture." 


The 


Orillia  Furniture 

Co.,  Ltd. 


ORILLIA 


ONT. 
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begged  Billy  to  use  his  influence  with  his  firm  to  take 
it  back. 

"You  say  it's  unsaleable?"  asked  Billy. 
"Absolutely." 

"Couldn't  sell  it,  even  at  a  slight  sacrifice?" 

"I  might  give  it  away — I'll  never  sell  it." 

"But  is  there  nobody  in  town  who  wants  something 
a  little  better  than  anybody  else?  Are  there  no  big 
hov^ses  going  up  ?  Wlio 's  the  wealthiest  man  in  the 
town?" 

IMr.  Billings  cogitated. 

"There's  Mr.  Jennings,"  he  said,  at  last,  "who  owns 
the  foundry.  He  has  built  a  magnificent  new  house, 
but  he'll  want  something  more  elaborate  and  costly." 

"More  elaborate  and  costly?"  This  time  it  was 
Billy  who  exploded.  "Do  you  realize  that  that  parlor 
set  is  the  finest  thing  of  its  kind  outside  of  Toronto. 
You  couldn't  get  anything  finer  for  love  or  money. 
That's  the  trouble  with  you  dealers.  You  think  that  be- 
cause it's  in  your  store  it  can't  be  really  first  class. 
That's  why  the  Toronto  stores  are  walking  all  over  you. 
and  getting  business  you  ought  to  have." 

(And  here,  Mr.  Dealer,  Billy  spoke  with  good, 
straight  common  sense). 

"Where  does  Jennings  live?"  he  continued. 

"Up  on  the  hill,  past  the  creek,"  answered  Bil- 
lings, "but  I  don't  think  there's  much  use  in  your  call- 
ing on  them.  Mrs.  Jennings  has  discovered  that  she  is 
distantly  related  to  a  second  cousin  of  the  nephew  of 
the  Duke  of  Sommersault  or  somebody,  and  that,  com- 
bined with  the  fact  that  old  Jennings  has  made  a  big 
pile  of  money,  makes  them  pretty  hard  to  bring  down 
to  earth." 

Billy's  eyes  were  shining.  This  appealed  to  his 
whole  "artistic"  nature. 

"I  tell  you  what  I'll  do,"  said  he.  "I'll  make  a 
bargain  with  you.  If  I  can  sell  that  set  at  a  good  retail 
figure,  will  you  let  me  send  you  another  one  from  the 
warehouse  ? ' ' 

The  dealer  willingly  agreed  and  Billy  went  back  to 
his  hotel. 

Immediately  after  supper  he  called  at  Jenning's 
house  and  was  ushered  into  the  drawing  room. 

When  Mr.  Jennings  entered,  accompanied  by  Lis 
favorite  })ull  dog,  who  rather  resembled  Mr.  J.  in  ap- 
pearance, Billy,  adopting  iiis  smoothest  manners,  offered 
his  card. 

"I  am  a  furniture  expert,  Mr.  Jennings,"  said  he, 
"and  hearing  of  this  magnificent  home  you  have  erected, 
I  thought  I  would  call  and  see  if  there  is  any  matter 
oil  whicli  my  advice  could  be  of  use." 

Mr.  Jennings  was  a  little  surprised,  but  it  was  flat- 
tering to  think  that  his  house  was  causing  so  much  com- 
ment, so,  nothing  loatli,  he  entered  into  an  animated 
conversation  as  to  his  plans,  which  was  interrupted, 
however,  by  the  entrance  of  Mrs.  Jennings  and  her  two 
daughters. 

\i\Uy  was  introduced,  and  the  ladies  were  quite 
('harmed  liy  his  easy,  gentlemanly  mann(>rs.  After  a 
lull  in  the  conversation  liilly  said : 

"I  understand,  Mrs.  Jennings,  tliat  you  are  closely 
connected  with  some  of  the  nobh;  families  of  Eng- 
land." 


Mrs.  Jennings  simpered  and  cast  a  delighted  look 
at  her  two  daughters. 

"Well,  yes,  we  are,"  she  admitted. 

"Ah,  blood  will  tell,"  said  Billy,  enthusiastically, 
"I  admire  it  so  much.  I  might  say,  INIrs.  Jennings,  that 
I,  too,  come  of  noble  origin." 

A  hum  of  admiration  rose  from  his  listeners,  and 
Mrs.  Jennings  began  to  wonder  which  of  her  daughters 
would  be  the  one  to  suit  Billy  as  a  wife. 

"Yes,"  went  on  the  young  scape-grace,  "for  two 
hundred  generations  my  ancestors  have  borne  arms — and 
before  that  they  bore  tails.  In  fact,"  he  rushed  on,  as 
the  astonished  look  on  his  listeners'  faces  grew  larger, 
"my  grandfather  who,  I  imagine,  was  the  black  sheep 
of  the  family,  was  asked,  when  he  was  dying,  who  his 
father  was,  and  with  his  last  breath  he  gasped  out, 
'The  Lord  Nozoo!'  " 


Billy  Adopted  His  Smoothest  Manner. 

Billy  was  a  fearful  plagiarist  and  was  just  as  liable 
to  attribute  the  words  of  Dickens  or  Shakespeare  to  his 
own  intellect,  as  he  was  to  attribute  his  own  epigrams 
and  saying  to  theirs. 

However,  he  was  established  fjuite  strongly  by  this 
time  in  Mrs.  Jennings'  affections,  so  he  adroitly  brought 
the  subject  around  to  the  parlor  set. 

"Well,  we  have  practically  settled  on  a  Louis  XV. 
mahogany  set,"  said  Mr.  Jennings,  "which  we  saw  in 
Toronto,  and  which,  though  very  expensive,  suits  me 
to  the  ground." 

"Really?"  said  Billy,  "1  must  tell  you  of  an  amus- 
ing incident.  Last  year,  when  I  was  in  town  I  called 
on  a  dealer  here,  named  Bill — Bill — Billings  I  think 
was  his  name." 

"That's  right,"  said  Jennings,  "Sam  Billings." 

(Mrs.  J.  gave  him  an  awful  look,  wliicli  fortunately 
he  did  not  see). 

(Continued  on  page  2'i). 
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Shipment  of  Spanish  Leather  to  Sydney,  Australia, 
from  the  Lackawanna  Leather  Co., 

Hackettstown.  N.  J.,  U.  S.  A. 


The  most  convenient  and  satisfactoryflat  finish  made. 

Gives  the  "rubbed"  effect  to  perfection, 
and     does    not    show    brvisK  marks. 

R.  C.  Jamieson  &  Co.,  Limited 

Established  1858 

Montreal 

OVER  FIFTY  YEARS  OF  EXPERIENCE  GUARANTEES  THE  HIGH  QUALITY  OF  OUR  PRODUCTS 
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Commercial  Law 

An  address  by  A.  C.  McMaster,  of  Macdonell,  McMaster  & 
Geary  before  the  Canadian  Credit  Men's  Assgcialion. 

MOT  so  many  years  ago  it  was  quite  customary  for 
wholesale  merchants  and  manufacturers  to  act  in 
a  manner  almost  hostile  towards  each  other,  and  the 
moment  a  retail  merchant  appeared  to  be  in  dij^i^ulty 
it  was  the  custom  for  an  individual  creditor  to  en- 
deavor to  get  security  or  persuade  the  debtor  to  sell  out 
and  pay  that  creditor  in  full,  or  otherwise  to  procure  in 
some  manner  an  advantage  over  the  other  creditors. 
To  this  end  lawyers  with  a  good  knowledge  of  the  As- 
signment Act  and  insolvency  law,  made  many  hurried 
trips  about  the  country  and  devised  many  curious  means 
of  getting  around  the  provisions  of  the  Statute  for  the 
prevention  of  preferences,  a  statute  which  the  creditors 
should  have  realized,  as  no  doubt  they  now  do  more  and 
more  realize,  that  they  as  merchants  ought  to  be  the 
last  to  endeavor  to  circumvent,  and  which  they  ought 
to  seek  to  make  more  and  more  effective  and  stringent. 
Common  Law  Assignment. 

]\[any  of  these  devices  were  ingenious  and  curious 
and  from  time  to  time  were  met  by  amendments  to  the 
Assignment  Act.  For  instance,  there  was  so  called 
Common  Law  Assignment, — A  favored  creditor  got 
speedy  judgment  and  execution  and  then  the  de1)tor 
would  be  induced  to  make  an  assignment,  leaving  out 
some  of  his  assets  so  as  to  be  an  assignment  under  old 
common  law,  and  so  as  not  to  come  under  the  Act  Re- 
specting a  General  Assignment  for  the  Benefit  of 
Creditors.  Thereupon  the  Assignee  would  proceed  to 
sell  the  assets,  only  to  find  that  he  must  pay  olf  tlie 
execution  creditor  before  he  could  make  title. 

This  worked  a  few  times  and  then  was  met  by  legisla- 
tion. T  worked  it  myself  a  few  times,  but  gentlemen,  1 
do  now  recant  and  repent,  and  besides  that  it  won't 
work  any  more. 

Chattel  Mortgage  Act. 

Anotlier  favorite  Act  to  be  evaded  M^as  the  "Chattel 
Mortgage  Act."  It  provides,  as  you  know,  that  all 
mortgages  of  (ihattels  where  immediate  delivery  of  pos- 
session is  not  made,  shall  be  registered.  The  Court  in 
a  desire  to  do  justice  in  a  particailar  case  wliere  every- 
thing was  lionest  and  above  board  and  where  the  en- 
forcement of  the  Act  no  doubt  seemed  a  hardship,  held 
that  a  man  who  had  bought  a  half  interest  in  a  horse 
did  not  refjuire  to  register  his  Rill  of  Sale  because  the 
court  said  that  since  under  tlie  Act  one  liad  tlie  al- 
ternative of  either  delivering  possession  or  rc^gistering 
a  Bill  of  Sale,  it  must  apply  only  to  cases  wliere  delivery 
of  possession  could  lie  made  and  you  could  not  very 
well  deliver  possession  of  lialf  an  animal. 

That  seemed  fair  enougli  in  the  particular  instance 


hut  the  decision  had  not  been  long  on  the  books  until 
a  gentlenum  of  the  Bar  was  asked  to  draw  for  a  whole- 
sale house  a  clmttel  mortgage  on  a  debtor's  stock,  and 
was  asked  to  avoid  the  publicity  of  registration.  He, 
therefore,  decided  not  to  take  a  mortgage  on  the  deb- 
tor's entire  interest  in  the  stock  but  to  take  it  on  nine- 
teen-twentieths,  or  something  of  that  sort,  and  claimed 
that  it  was  unnecessary  in  view  of  the  decision  above 
1  cfei'red  to,  to  register  the  mortgage. 

Innocent  Decision  May  Do  Injust'ce. 
You  will  see  from  these  two  cases  how  a  very  in- 
nocent decision,  intended  by  the  court  to  do  justice  in 
particular  instances,  may  end  by  doing  a  great  deal  of 
harm  and  in  spoiling  altogether  the  effect  of  preventive 
legislation.  It  is  this  tendency  of  human  nature  not  to 
enforce  a  statute  too  strictly  in  particular  instances 
where  it  seemed  a  hardship  to  do  so,  which  has  made  our 
Assignment  Act  in  so  far  as  it  attempts  to  put  a  stop 
to  preferences,  a  much  more  inefficient  and  useless 
statute  that  it  should  be.  It  has  led  to  the  ridiculous 
construction  which  holds  that  when  an  Act  of  Parlia- 
ment says  a  transaction  shall  be  void,  it  only  means 
voidable. 

Some  little  time  ago  I  brought  before  the  Board  of 
Trade  a  suggestion  that  we  should  obtain  the  passing  of 
the  Bulk  Sales  Act,  similar  to  that  in  force  in  Manitoba 
and  oth.er  provinces,  feeling  that  it  would  help  out  the 
Assignment  Act  materially.  Unfortunately  we  did  not 
succeed  in  convincing  the  Attorney  General  of  the  wis- 
dom of  this  Act,  although  we  took  up  a  very  strong  de- 
putation to  see  Mr.  Foy.  I  am  glad,  however,  to  see 
that  you  are  now  pressing  this  again  and  that  you  are 
likely  to  be  successful,  and  I  can  assure  you  that  it  will 
save  more  or  less  money  to  every  wholesale  and  manu- 
facturing concern  in  the  country  year  by  year. 

Assignee  Should  Give  Security. 

1  would  suggest  to  you  another  provision  by  which 
certain  losses  could  be  stopped,  that  is  that  every  as- 
signee under  the  Assignment  Act  should  give  security, 
and  that  the  assets  of  the  estate  should  not  vest  in  the 
assignee  or  at  all  events  that  he  should  not  be  able  to 
deal  with  them  or  make  title  to  them  until  he  gave  such 
security.  In  many  cases  people  act  as  Assignee  who 
have  no  financial  standing  at  all.  Some  cases  I  have 
come  across  where  the  assignee  was  as  poverty  stricken 
as  the  debtor  who  had  assigned  to  him.  In  several  of 
these  cases  the  assignee  has  totally  made  away  with  the 
assets  of  the  estate.  I  have  known  at  least  two  within 
the  last  tliree  or  four  years,  and  there  must  have  been 
many  more.  One  case  of  serious  loss  took  place  at  Fort 
Francis  that  I  do  know  of.  The  assignee  gets  allowed 
a  libera]  commission,  and  he  could  very  well  afford  to 
pay  a  surety  company  for  a  policy  of  guarantee  that 
would  make  the  creditors  perfectly  safe. 

Provisions  as  to  Preferences. 

Anotlici-  s])ot  for  improvement  would  he  the  j)ro- 
visions  as  to  preferences  under  the  Assignment  Act. 
There  has  been  a  great  deal  of  litigation  over  these  pro- 
visions and  a  good  deal  of  money  wasted  trying  to  upset 
fraudulent  securities.  Had  the  Act  been  construed 
strictly  by  the  courts  it  would  have  been  very  useful, 
but  owing  to  the  tendency  to  lielp  out  in  particular  in- 
stances that  I  have  mentioned,  or  owing  to  some  peculiar 
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frame  of  mind  wliieli  leads  the  judge  to  dislike  to  find 
a  transaction  fraudulent  where  it  is  not  morally  wrong 
but  only  forbidden  by  statutes,  the  Act  has  been  con- 
tinually cut  down  in  its  etfect.  I  need  not  go  into  de- 
tails, you  all  know  what  the  result  has  been  from  ex- 
perience. I  cannot  see  that  anything  but  advantage 
w'ould  be  gained  from  a  provision  al)solutely  voiding  all 
transactions  not  in  the  ordinary  course  of  business  and 
made  within,  say  thirty  days  of  the  assignment. 

Evidently  a  time  has  come  when  ^Mercantile  Creditors 
are  no  longer  seeking  preference  over  each  other,  and 
the  people  who  are  now  getting  or  attempting  to  get 
preference  are  principally  relatives  and  friends  of  the 
insolvent,  sometimes  on  claims  not  too  well  established 
and  not  too  honestly  made,  and  within  thirty  days  of 
an  assignment.  I  think  securities  for  such  claims  should 
be  cut  ot¥  absolutely  whether  they  are  honest  or  dishonest 
and  without  leaving  the  court  any  discretion.  I  empha- 
size the  necessity  of  taking  away  from  the  courts  all 
discretion  in  that  connection.  It  would  be  possible  to 
suggest  many  amendments  in  detail  tliat  would  be  of 
advantage  to  wliolesale  trade,  Imt  time  does  not  permit. 
A  Judge  for  Commercial  Cases. 

There  is  one  tiling,  however,  which  since  it  is  im- 
possible to  get  a  Bankruptcy  Act  and  a  Bankruptcy 
(,'ourt  would  assist  considerably  in  this  Province,  and 
that  would  be  a  Jiidge  sitting  continuously  to  try  com- 
mercial cases,  and  if  possible  a  commercial  court.  It  is 
said  some  new  Judges  are  about  to  be  appointed  and  if 
instead  of  a  politician  they  would  give  us  a  man  with 
some  knowledge  of  mercantile  business  to  deal  ex- 
clusively, quickly  and  expeditiously  with  mercantile 
cases,  it  would  l)e  worth  thousands  of  dollars.  This  is 
not  a  novel  idea,  they  have  it  elsewliere  and  we  have  it 
Iiere  for  the  advantage  of  particular  interests  of  various 
kinds.  Take  for  instance  the  mining  interest.  IMr. 
Price  has  been  appointed  IMining  Commissioner,  he  is 
really  a  Judge  with  very  wide  powers  who  tries  and 
disposes  of  things  in  a  very  simple  and  expeditious 
manner.  He  does  nothing  else  and  deals  with  nothing 
else  but  mining  cases.  The  consequence  is  that  he  has 
got  into  sucli  close  touch  with  tlie  views  of  mining  men 
and  others  interested  in  that  sort  of  business  that  his 
decisions  are  eminently  satisfactory,  and  there  are  few 
appeals.  Wliat  the  mining  men  think  is  important  he 
also  feels  and  realizes  tlie  importance  of  from  his  close 
touch  witli  tliem.  On  tlie  conti'ary  in  mercantile  affairs 
too  often  the  Judge  is  far  away,  he  wants  to  do  wliat 
is  best  l)ut  he  does  not  realize  the  relative  importance  of 
things.  It  is  a  question  say  of  date  of  delivery  of  a 
shii)ment  of  goods,  deliverv  is  sliglitly  overdue,  in  cer- 
tain cases  and  at  certain  times  of  the  year  that  may  be 
of  no  importance.  In  certain  other  cases  and  certain 
otiier  times  it  may  make  the  goods  absolutely  worth- 
less to  th(^  purcliaser,  but  how  hard  it  is  in  tlie  latter 
event  to  convince  some  judges  of  the  fact — only  those 
who  have  tried  know.  This  is  simply  because  the  Judge 
is  not  constantlv  in  touch  with  this  particular  class  of 
case  and  with  the  nrohlems  of  business.  Instead  of  that 
he  has  to  deal  with  a  vast  varietv  of  cases,  civil  and 
criminal,  and  cannot  be  expected  in  any  sense  to 
specialize.  In  such  a  court,  partnership  actions  could  be 
(|uickly  dealt  with,  and  applications  for  injunction  and 
receiverships,  and  the  Judge  siiould  be  prepared  to  sit 


and  deal  with  matters  both  as  Judge  and  Referee,  in- 
stead of  sitting  and  trying  the  case  and  then  referring 
everything  to  a  referee  to  go  into  the  details.  At  pre- 
sent in  many  cases  where  accounts  and  details  would 
have  to  be  gone  into  people  put  up  with  injustice  rather 
than  bear  the  loss  which  would  surely  arise  from  delay. 
Possibly  this  diverges  somewhat  from  your  special 
sjihere,  but  even  in  the  direction  of  credit  and  collec- 
tions a  court  of  the  kind  suggested  would  be  most 
useful. 

Prosecuting  Fraudulent  Del)tors. 

And  now  I  come  finally  to  a  matter  which  1  believe 
you  intend  to  take  up  with  vigor,  and  that  is,  following 
up  and  prosecuting  fraudulent  debtors.  Until  the  advent 
of  this  Association  the  first  difficulty  in  prosecuting  a 
fraudulent  debtor  arose  from  the  great  hesitation  that 
every  creditor  had  to  be  the  one  to  lend  his  name  to 
the  prosecution  and  to  lie  responsible  not  only  for  the 
expense,  excess  in  which  was  something  one  could  guage 
and  guard  against,  but  the  possibility  of  failure  followed 
by  an  action  for  damages,  which  possibly  could  not  be 
avoided.  , 

Now  you  are  to  have  an  Assoeiatidn  to  take  this  re- 
sponsibility and  no  doubt  when  it  is  proper  that  a  pro- 
secution should  be  had  there  will  no  longer  be  any  diffi- 
culty or  hesitation  about  getting  it  under  way. 

I  have  had  a  great  deal  of  experience  in  prosecuting 
fraudulent  debtors,  particularly  within  the  last  few 
years,  and  I  always  recommend  that  if  possible  some 
civil  proceeding  should  be  taken  first  before  launching 
the  criminal  proceedings,  particularly  a  civil  proceed- 
ing that  will  as  clearly  as  possible  enable  us  to  examine 
on  oath  as  many  people  as  possible.  ]\Ieanwhile  it  is 
not  policy  to  threaten  a  criminal  proceeding,  or  to  sug- 
gest the  possibility  of  such  a  thing.  In  this  direction 
I  was  very  successful  in  a  recent  case.  We  commenced 
suing  by  those  concerned  and  applied  for  an  injunction 
restraining  the  transfer  of  certain  assets  and  took  out 
appointments  to  examine  every  one  connected  with  the 
affair  as  witnesses  in  support  of  the  application  for  the 
injunction.  Some  of  them  and  their  friends  came  to 
see  me,  bnt  I  always  spoke  of  the  matter  as  an  ordinary 
law  suit,  and  suggested  nothing  to  them  as  to  any  ul- 
timate intention  to  prosecute.  The  consequence  was 
they  feared  nothing  of  that  sort  and  took  no  objection 
wlien  they  were  being  examined  to  answer  questions  that 
might  tend  to  incriminate  them.  It  may  look  like  an 
undue  expenditure  of  money  to  examine  a  whole  lot  of 
people  that  may  not  individually  have  any  great  amount 
of  information,  but  experience  shows  that  the  more  facts 
and  details  you  can  possibly  get  out  the  harder  it  is  for 
a  i)erson  who  is  engaged  in  any  fi-audulent  transaction 
to  make  the  stoi'v  hold  together  as  a  whole. 

Truth  Absolutely  Consistent. 
If  any  of  you  are  in  tiie  habit  of  reading  the 
Saturday  Evening  Post  you  will  have  noticed  some 
months  ago  a  series  of  articles  on  serious  legal  cases,  and 
one  of  tlie  things  that  the  author  i-emarked  which 
struck  me  as  being  true  was  that  the  truth  was  the  only 
tiling  that  in  every  case  was  absolutely  consistent  with 
;dl  the  collateral  facts  if  you  could  get  out  all  the  col- 
hiteral  facts.  On  the  other  hand  the  truth  always  was 
ahsolutch-  consistent  with  all  tlie  facts.  Therefore,  as 
a  general  rule  in  cases  oF  this  kind  the  more  detail  that 
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can  be  obtained  the  more  possibility  there  is  of  en- 
trapping the  persons  to  be  presecuted,  and  showing  on 
their  own  story  that  it  is  impossible  and  untrue.  This, 
course  also  has  the  further  advantage  that  it  discloses 
to  you  what  your  chances  are,  and  also  if  the  story  told 
is  suspicious,  the  fact  that  you  have  it  on  oath  is  a 
great  protection,  in  case  of  any  suit  afterwards  being 
brought  against  you  for  damages  if  you  fail  in  your 
prosecution. 

It  has  the  further  advantage  that  on  the  trial  if  the 
accused  goes  in  the  witness  box  he  must  be  prepared  to 
tell  it  all  over  again — a  very  difficult  thing  to  do  if  it 
be  false.  Jno.  D.  Rockfeller  knew  this.  It  is  said  a  man 
came  to  him  once  to  sell  a  concession  or  patent  or  some- 
thing of  that  sort,  Jno.  D.  heard  his  story  in  great  de- 
tail, expressed  himself  as  much  interested  and  asked  him 
to  come  back  in  a  week.  On  his  second  visit  J.  D.  said, 
"Now  you  might  just  go  over  that  again."  The 
visitor's  reply  was,  "At  my  mother's  knee  I  learned  to 
tell  the  trutli,  so  to  repeat  my  story  is  unnecessary." 
J.  D.  is  said  to  have  bought. 

Now  the  second  difficulty  in  making  these  prosecu- 
tions as  useful  as  they  shoiild  have  been  has  always  been 
the  tendency  of  the  creditors  to  settle  witl:  the  debtor 
for  a  money  consideration,  and  either  to  endeavor  to 
withdraw  the  proceedings  altogether  or  ask  tlie  Judge 
to  be  lenient.  No  doubt  there  is  always  a  certain 
temptation  when  a  man — as  in  a  well  known  ease  from 
Berlin  on  which  I  once  expended  a  great  deal  of  effort — 
comes  forward  and  pays  one  himdred  cents  on  the 
dollar  and  the  expenses,  to  accept  it  with  a  stipulation 
that  you  will  ask  the  judge  to  be  lenient,  but  in  the 
long  run  it  is  a  great  mistake.  In  that  particular  case 
the  Judge  was  so  lenient  that  he  let  the  man  out  on  sus- 
pended sentence  and  he  suffered  nothing  at  all.  In 
other  cases  I  have  had,  the  Judge  has  been  so  lenient  as 
merely  to  fine  the  wrong  doer.  The  consequence  of  this 
sort  of  thing  is  that  the  debtor,  if  he  considers  at  all 
before  he  goes  into  a  criminal  transaction,  has  good, 
reason  to  feel  that  if  he  succeeds  he  gets  away  with  a 
substantial  sum  of  money,  and  if  he  fails  all  he  has  to 
do  is  pay  the  money  back  to  the  creditors,  or  a  large 
part  of  it,  and  escape  with  a  little  punishment. 

The  policy  of  this  Association  ought  to  be  in  cases 
where  they  feel  at  all  strong,  where  they  feel  they  are 
likely  to  succeed,  to  press  hard  to  have  the  man  sent  to 
jail  if  they  can  persuade  the  Judge  to  do  so.  A  few 
cases  of  prison  sentences  given  notoriety  and  publica- 
tion will  liave  a  very  deterrent  effect  I  am  sure. 

Bulk  Sales  Act. 

I  have  just  been  looking  at  a  coj)y  of  tlie  proposed 
Bulk  Sales  Act,  and  I  notii.e  that  it  provides  in  case 
the  creditors  do  not  agree  to  the  debtor  distributing  tlie 
money  that  it  shall  be  handed  over  to  a  Trust  Company 
for  distribution.  This  limitation  would  be  unnecessary 
if  the  amendment  1  have  suggested  to  tlie  Assignment 
Act  is  to  f)e  made  whereby  every  assignee  will  be  (tailed 
upon  to  give  security  and,  it  would  be,  no  doubt,  much 
more  convenient  to  allow  the  moneys  to  be  handled  by 
any  one  of  business  experience  acting  as  trustee  who 
was  willing  to  give  proper  security. 


The  Metropolitan  Furniture  Company  of  Hamilton 
suffered  a  small  loss  by  fire. 


RETURNED  FROM  ENGLAND. 

Mr.  Wm.  Ward,  the  genial  salesmanager  of  Geo. 
Gale  &  Sons,  the  well  known  metal  bed  manufacturers 
of  Waterville,  Que.,  was  in  Toronto  recently,  having 
just  returned  from  England.  Mr.  Ward,  who  had  his 
Christmas  dinner  on  the  ocean,  was  on  his  annual  visit 
to  England,  of  which  country,  by  the  way,  he  is  a  na- 
tive, having  come  to  Canada  when  a  youth,  and  grow- 
ing up  with  Gale  beds. 

Referring  to  industrial  conditions,  Mr.  Ward  stated 
to  a  representative  of  the  Furniture  World  that  he 
noticed  a  very  great  improvement  in  England  since  his 
former  visit.  So  great  has  been  the  improvement  that 
it  is  estimated  that  only  one  per  cent,  of  available  labor 
is  unemployed,  instead  of  seven  or  eight  per  cent,  as 
formerly. 

As  to  trade  in  Canada  he  had  only  optimistic  opin- 
ions to  express.  At  their  own  factory  business  was  com- 
ing in  most  satisfactory.  For  spring  trade  Geo.  Gale  & 
Sons  are  introducing  several  new  designs,  which  will  be 
shown  the  trade  in  the  near  future. 

Mr.  Gale,  head  of  this  firm,  w;  s  also  a  recent  visitor 
to  Toronto,  being  a  guest  at  the  King  Edward  Hotel. 


NOT  SELLING  OUT. 

An  item  in  the  last  issue  of  the  Furniture  World 
seems  to  have  created  the  impression  that  IMessrs.  Thomas 
&  Boon,  furniture  retailers  and  undertakers  at  Deloraine 
and  Waskada,  were  relinquishing  their  Waskada  busi- 
ness. This  is  not  the  esse,  however,  that  firm  having 
informed  the  World  that  the  sale  they  held  was  only  a 
business  stimulator  at  a  quiet  time  of  t'le  year.  "We 
look  forward  to  much  better  business,"  state  this  firm, 
"than  for  any  previous  year,  as  soon  as  the  railway 
is  able  to  move  some  of  the  grain,  and  returns  are  re- 
ceived for  cars  already  shipped."  The  difficulty  in  get- 
ting the  grain  moved  is  the  only  complaint  this  firm  has 
to  make. 


A  LEAP  YEAR  PROPOSAL. 

An  eligible  young  bachelor,  well  known  to  the 
wholesale  furniture  salesman,  and  who  is  pi-ominently 
connected  with  a  house  in  or  near  Toronto  that  buys 
furniture  extensively,  has  not  quite  decided  whether  he 
is  the  victim  of  a  hoax,  or  whether  she  actually  means 
it.  Slie  is  truly  in  love  with  George,  according  to  her 
letter,  but  up  to  the  present  we  understood  she  has 
ne  ither  received  a  dress  nor  a  favoral)le  reply.  The  object 
of  lie)'  affections,  it  seems,  lii:s  l)egged  for  the  balance 
of  the  year  to  think  it  over.  George  finds  tliat  it  takes 
less  nerve  to  tui-n  down  a  furniture  salesman  than  to 
refuse  a  leap  yeai-  proposal,  or  for  that  matter,  accept 
it. 

My  Dearest  George: — 

The  delightful  iiours  I  have  passed  in  your  society 
have  left  an  iiiipicssion  on  my  mind  that  is  altogether 
indelible,  and  cannot  ])e  effaced  even  by  time  itself. 

The  fre(}uent  oppoi-tunities  I  have  ])ossessed  of  ob- 
serving the  thousand  acts  of  amiability  and  kindness 
which  mark  the  daily  tenor  of  yoni-  life,  have  ripened 
my  feelings  of  aft'e-tionate  regard  into  a  passion  at  once 
ardent  and  sincere,  until  I  have  at  length  associated  my 
hopes  of  future  liappiness  with  the  idea  of  you  as  a  life 
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partner  in  them,  l^elieve  ine  Dearest  that  this  is  no 
jiuerile  fancy,  but  the  matured  results  of  a  long  and 
warmly  cherished  admiration  of  your  many  charms  of 
person  and  mind.  It  is  LOVE,  pure,  devoted  love,  and 
1  feel  confident  that  your  knowledge  of  my  character 
will  lead  you  to  ascribe  my  motives  to  their  true  source. 

^lay  I  then  implore  you  to  consult  your  own  heart, 
and  should  this  avowal  of  my  fervent  and  honorable 
jiassion  for  you  be  crowned  with  your  acceptance  and 
api^roval,  to  grant  me  permission  to  refer  the  matter  to 
your  parents. 

Anxiously  awaiting  your  reply, 

Your  sincere  and  faithful  Admirer. 


GALE  DAMAGED  FACTORY. 

The  terrific  gale  which  swept  over  a  considerable 
portion  of  Western  Ontario  on  February  26th,  is  re- 
sponsible for  a  great  deal  of  damage  and  inconvenience 
at  the  plant  of  the  Goderich  Wheel  Rigs,  Ltd.,  in 
Goderich.  The  factory  was  a  large  two  storey  one  and 
evidently  the  windows  along  the  east  end  were  crushed 


A  new  design,  No.  404.    By  Baetz  Bros.  &  Co  ,  Berlin 

before  the  wind,  and  the  resultant  pressure  of  the  gale 
lifted  tlie  roof  from  its  l)earings,  hurling  several  large 
])ortions  into  neigli boring  yards.  As  a  conse(iuence  the 
sliafting  and  machinery  equipment  suffered  too.  A 
large  numl)er  of  hands  are  employed  in  the  works  and 
tliat  a  serious  fatality  was  not  recorded  is  considered 
nothing  short  of  miraculous.  As  it  was  many  narrow 
escapes  occurred,  while  one  unfortunate  workman, 
Thomas  Pritchard,  received  severe  injuries  and  was 
i-cndcred  unconscious  for  a  time. 

Tliis  interruption  came  at  a  most  inopportune  time, 
but  the  company's  manager,  Mr.  F.  C.  Brandt,  is  losing 
no  time  in  effecting  the  necessary  repairs,  with  a  view 
to  getting  things  huinining  again  as  they  were  before  the 
ac(;ident. 


IN  THE  TRADE. 

^fr.  Percy  Lanz,  of  ]\Ierlin,  Out.,  has  accepted  a 
I)o.sition  in  a  furniture  and  undertaking  establishment 
in  Wallaceburg. 

Mr.  J.  F.  T'aton  of  Vancouver,  is  reported  to  have 
{)urchased  the  entire  stock  of  the  Langridge  Furniture 
(V).  of  that  citv. 


^Ir.  N.  J.  Gauthier  lias  commenced  a  furniture  busi- 
ness at  Athabasca  Landing,  Alta. 

Mr.  Alf.  Keed,  of  Thomas  &  Boon's  Waskada,  Man., 
store,  has  taken  a  po.sition  with  the  same  firm  at  De- 
loraine. 

A  picture  and  picture  framing  business  has  been 
opened  up  in  Goderich  l)y  ^h:  Gregory  Oswald,  for- 
merly of  Elmira,  N.Y. 

C'anada's  fire  loss  during  February  is  estimated  at 
$1,640,153,  as  compared  with  $3,002,650  in  January, 
and  .$941,045  in  Fel)ruary  of  last  year. 

The  organization  is  reported  of  a  firm  to  operate  an 
upholstery  factory  in  London.  Toronto  and  London 
capital  is  said  to  be  interested. 

According  to  Dun's,  E.  R.  Baker  &  Co.,  upholsterers 
of  Montreal,  have  dissolved.  It  is  understood  that  Mr. 
S.  ]\L  R.  McCuaig  will  continue  the  business. 

IMr.  Will.  Little  of  Teeswater,  has  exchanged  pre- 
mises witli  a  local  shoe  dealer,  giving  each  a  more 
suitable  store  for  his  particular  requirements. 

Mr.  J.  A.  Campbell,  of  Campbell  Bros.,  Vernon,  B.C., 
and  ]\Ir.  R.  J.  Campbell,  of  Messrs.  Campbell  &  Camp- 
bell of  Brandon,  Man.,  are  away  on  a  pleasure  trip  to 
California. 

At  the  22nd  annual  meeting  of  the  Windsor  Furni- 
ture Comppaiy,  Ltd.,  of  Windsor,  N.S..  the  directors  re- 
ported a  satisfactory  year's  business.  Mr.  A.  P.  Shand 
was  re-elected  president  and  Mr.  F.  A.  Shand  re-elected 
secretary. 

Farnham,  Quebec,  has  established  a  Board  of  Trade. 
No  doubt  the  benefit  which  will  come  to  Farnliam 
tlirough  having  such  an  organization  will  be  shared  by 
^lessrs.  Glasson  and  Bro. ;  and  by  Mr.  E.  Brouillette  in 
the  furniture  line. 

While  the  head  of  the  house  and  his  family  were 
asleep,  thieves  drove  up  in  a  sleigh  to  a  Seaforth  Ave. 
residence  in  IMontreal  and  took  away  most  of  the  dining 
room  furniture.  A  policeman  on  the  beat  says  he 
thought  the  people  were  moving. 

An  Eastern  retailer  confided  to  the  Furniture 
World  that  he  had  been  worried  some  over  the  pre- 
paration of  his  advertisement  in  the  local  papers  for 
the  first  issiie  in  ]\Iarch.  Said  he,  "T  didn't  know 
whether  to  make  it  a  warble  or  a  war-whoop." 

An  important  agreement  for  the  regulation  of  pro 
duction  and  selling  prices  of  metal  beds  in  England  is 
enlarged  upon  in  a  Birmingham  newspaper.  The 
federation  is  said  to  comprise  fifty-two  manufacturing 
firms,  employing  in  tlie  neighborhood  of  10,000  opera- 
tives. 

:Mrs.  IMcKellar,  wife  of  .Mr.  H.  D.  McKellar,  presi- 
dent of  the  Berlin  Bedding  Co.,  wlio  has  for  some  time 
been  very  seriously  ill.  is  now  reported  to  lie  on  the  road 
to  recovery.  Mr.  and  ^Irs.  ^IcKellar,  wlio  have  many 
friends  and  acqupintances  in  the  trade,  will  hope  for 
her  continued  improvement. 

To  manufacture  all  kinds  of  furniture,  with  side- 
boards for  a  speciplty,  is  the  object  of  a  new  firm.  Hall- 
wards,  Ltd.,  of  Victoria,  B.C.  They  are  planning  a 
new  two-storey  factory  to  be  situated  on  Garlially  Road, 
on  a  lot  135  x  30  ft.  It  is  said  that  the  new  organiza- 
tion will  take  over  the  business  formerly  conducted  by 
Hallward,  I\lichael  &  Co. 
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THE  CENTRE  OF 
ATTRACTION 

during  the  coming  months  will 
be  verandah  furniture.  People 
will  soon  be  ready  to  buy  rattan 
chairs,  that  is  if  they  see  some- 
thing on  your  floor  that  attracts 
and  if  the  price  does  not  make 
too  big  a  hole  in  their  week's 
wages  or  month's  salary. 

Why  let  the  other  fellow  get 
this  business  ?  You  can  get  it 
by  featuring  "Canadian  Rattan 
Chairs"    made    in  Victoriaville. 


The  quality  is  there.  The  price 
is  right.  Our  shipping  facilities 
are  such  that  for  mixed  car  lots 
buying  in  Victoriaville  means 
actual    dollars    in    your  pocket. 


THE  CANADIAN 
RATTAN  CHAIR  CO. 

LIMITED 

Victoriaville,       -      -  Quebec 


DON'T  EXPERIMENT 

It  costs  money  —  and  you  get 
nothing  in  return  except  ex- 
perience. When  you  buy 
from  us  you  get  saleable 
chairs.  You  can  make  a  good 
profit  and  yet  charge  your 
customer  a  very  moderate 
price.  The  quality  brings  new 
trade  in  addition  to  keeping 
old.  Moreover  you  can  obtain 
your  goods  in  a  reasonable 
time.  Did  }  ou  ever  sit  down 
and  figure  out  the  advantage 
of  ordering  your  requirements 
in  Victoriaville — the  carload 
centre  ? 


Victoriav^ille 
Chair  Manufacturing 
Company 

VICTORIAVILLE  -  -  QITKUKC 
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There  Isn't  A  Dealer  in  any  Town,  Village 
or  City  in  any  one  of  the  Nine  Provinces 

who  could  not  profitably  handle  "Victoriaville  furniture." 
Into  the  furniture  itself  we  put  substantial  materials  and 
skilled  labor,  with  the  result  that  the  completed  products 
are  made  to  last,  pleasingly  finished  and  worthy  of  a 
reliable  firm's  guarantee. 

Our  policy  of  specialization  and  giving  every  customer 
the  same  attention  makes  it  possible  for  the  retailer  whose 
requirements  are  not  large  to  buy  to  advantage  from  us. 

Furthermore  those  in  the  West  and  the  extreme  East, 
to  whom  freight  rates  and  shipping  facilities  count  for  a 
good  deal,  will  readily  appreciate  the  merits  of  Victoriaville 
as  a  furniture  carload  point. 

VICTORIAVILLE  FURNITURE  CO.,  ltd. 

VICTORIAVILLE  -  ,  .  .  .  QUEBEC 
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IN  THE  TRADE. 

Among  the  companies  who  have  recently  been  re- 
gistered at  St.  John's,  Quebec,  is  listed  Messrs.  F.  R. 
Labonte  &  Co.,  furniture. 

Also  Messrs.  W.  H.  Martin  &  Co.,  upholsterers,  have 
been  registered  at  Quebec  city. 

Dun's  report  that  ]\Ir.  J.  IM.  Frieson  of  Rush  Lake, 
is  selling  out  to  Mr.  R.  J.  Storey. 

According  to  Dun's  sheet  Messrs.  Wright  Bros.,  of 
Regina,  have  sold  their  furniture  department. 

It  is  reported  that  plans  are  being  prepared  for  a 
furniture  factory  for  IMessrs.  R.  Traux  &  Son  at  Han- 
over. 

The  capital  stock  of  the  Malcolm  &  Souter  Furni- 
ture Co.,  Ltd.,  Hamilton,  has  been  increased  from  $75,- 
000  to  $150,000. 

Mr.  John  C.  Mundell,  prominent  in  the  furniture 
trade  as  head  of  the  firm  John  C.  Mundell  &  Co.,  Elora, 
was  a  recent  visitor  to  Dayton,  Ohio. 

As  soon  as  the  post  office  takes  up  its  new  quarters, 
Mr.  F.  W.  IMorton  of  Wilkie,  Sask.,  will  have  more  room 
for  his  furniture  show  rooms  and  undertaking  parlors. 

Mr.  E.  A.  Deem,  president  of  the  Miami  Lumber  & 
Veneer  Co.  of  Dayton,  Oliio,  visited  Ontario  recently. 
Mr.  Deem  has  been  known  to  a  number  of  the  furniture 
manufacturers  for  many  years. 

Mr.  J.  J.  Willyard,  of  the  Wiborg  &  Hanna  Co.,  Cin- 
cinnati, took  advantage  of  the  February  lilizzard  to 
spend  "some"  time  in  Canada.  Mr.  Willyard  is  en- 
thusiastic over  the  merits  of  gum  wood. 

Tiie  colored  electric  sign  of  the  Ontario  Furniture 
Company,  London,  is  the  means  of  attracting  con- 
siderable attention  after  night.  The  sign  is  a  very 
appropriate  one  and  stands  out  prominently. 

Mr.  Percy  Dietrich  of  Shurly-Dietrich  Co.,  Ltd., 
Gait,  expresses  satisfaction  with  the  present  activity  in 
the  iron  bed  business.  That  firm  is  also  widely  known 
to  the  manufacturers  as  makers  of  the  "]\Iaple  Leaf" 
brand  of  saws. 

Mr.  Frank  E.  Cooml,e,  of  the  F.  E.  Coombe  Fur- 
niture Co.,  Kincardine,  successors  to  j\lessrs.  Coombe 
&  Watson,  is  visiting  the  Western  trade.  Mr.  Coombe 
is  expected  to  return  early  in  April.  In  his  absence  the 
reins  are  in  the  hands  of  Mr.  H.  R.  Magwood,  who 
as  announced  in  last  issue  severed  his  connection  with 
the  Globe-Wernicke  Co.,  Ltd.,  to  become  identified  with 
the  new  company  at  Kincardine. 

Fire  at  Montague,  P.E.T.,  did  extensive  damage  to 
the  premises  of  the  Montague  Furnishing  Co.  The 
stock  of  furniture  and  personal  effects  of  Mr.  D.  L. 
McKinnon,  inanager  of  the  store,  were  almost  all  lost. 
The  loss  is  reported  at  $10,000. 

"The  commencing  of  a  new  era"  is  the  expression 
used  to  des<'ril)e  business  conditions  at  Meaford.  New 
industries  are  being  established  there  and  the  sentiment 
displayed  at  a  recent  banciuct,  attended  by  the  repre- 
sentative business  men,  showed  that  the  (titizens  are 
determined  to  have  the  town  take  its  place  among  the 
chief  industrial  centres  of  Canada.  Meaford  is  con- 
nected with  the  furniture  trade  through  l)eing  tlie  home 
oF  the  IMeaford  iManufacturing  Co.,  Ltd.,  wliose  affairs 
are  directed  by  Mr.  W.  C.  Wilson. 

One  of  the  show  windows  of  Messrs.  J.  Anderson  & 
Son,  Gait,  presented  a  somewhat  unusual  appearance  re- 


cently in  that  it  displayed  a  McLaughlin  automobile. 
One  visitor  to  the  town  snatched  a  minute  from  a 
hurried  trip  to  the  C.  P.  R.  station  and  risked  catching 
his  train  to  see  a  furniture  dealer  and  undertaker  ex- 
hibiting an  auto.  Closer  examination  revealed  the  fact 
that  the  car  was  a  prize  to  be  given  the  winner  of  the 
"Reformer  Contest,"  an  event  creating  much  local  in- 
terest. 

The  fine  addition  to  the  factory  of  the  Durham  Fur- 
niture Co.  is  almost  completed.  The  enlarged  plant  will 
now  permit  of  a  greatly  increased  output,  and  Mr.  A.  A. 
Catton,  manager  of  the  company,  states  that  they  are 
arranging  to  operate  the  machines  by  electric  power. 
The  new  extension  is  175  feet  long  by  60  feet  wide,  and 
three  storeys  high.  The  original  factory,  which  was  100 
feet  by  125,  had  another  storey  added,  making  it  also 
three  storeys  in  height.  The  total  floor  space  now  in  the 
actual  factory  building  is  69,000  square  feet,  the  amount 
added  being  44,000  square  feet. 

THE  FURNITURE  TRAVELLER. 

(Continued  from  page  13). 

"Oh,  yes,"  went  on  Billy,  "Billings  is  the  name. 
Well,  Mr.  Jennings,  this  man  Billings  tried  to  tell  me 
that  there  was  no  demand  for  high  class  furniture  in 
this  town,  so  I  said  to  him,  'Look  here,  Billings,  I'm 
going  to  send  you  a  parlor  set  of  the  finest  gold-leaf 
finish,  something  completely  out  of  the  ordinary — 
something  which  you  only  find  in  the  homes  of  mil- 
lionaires, and  if  it  doesn't  sell  itself  to  somebody  in 
tliis  town,  my  name  is  mud.'  Mr.  Jennings,  that  set  is 
something  superb,  and  so  decidedly  'pomme  de  terre, ' 
I\Irs.  Jennings.  Another  thing,  it  is  of  the  Louis  20th 
design,  which  is  five  more  Louis  than  you  can  buy  any- 
where else.  Mr.  Jennings,  that  parlor  set  looks  as  if  it 
were  made  for  this  house." 

His  enthusiasm  was  contagious,  and  Mr.  Jennings 
had  the  set  delivered  next  day.    If  you  ever  happen  to 

be  in  B  d,  call  on  Mrs.  Jennings  and  get  her  to 

show  you  her  magnificent  Louis  20th  parlor  set.  She'll 
be  delighted  to  do  it. 

Of  course  Billy's  methods  are  not  the  kind  that 
lead  to  a  steady  and  honorable  trade,  Inxt  he  had  one  ex- 
cellent fundamental  idea.  He  helped  his  customers  to 
sell  their  goods. 

I  do  not  advocate  a  traveller  rushing  around  a 
town  trying  to  close  deals  for  chairs,  or  a  bed  or  a  sofa, 
but  let  him  prime  himself  with  up-to-date  retail  me- 
thods, useful  suggestions  and  give  the  dealer  an  im- 
petus for  getting  rid  of  his  stock,  which,  after  all,  is  a 
prime  necessity  before  re-ordering. 

And  above  all,  don't  learn  a  "line  of  talk"  and  give 
it  to  every  dealer  in  the  same  way.  Some  dealers  buy 
with  very  little  persuasion — others  need  a  great  deal. 
Size  the  dealer  up  and  ascertain  the  conditions  under 
which  he  is  selling.  Try  to  serve  him  lionestly,  for  a 
pleased  dealer  is  a  valuable  asset  to  a  salesman  on  his 
route.  A])ropos  of  pleasing  the  dealer,  reminds  me  of 
a  story  that  Billy — 

The  Editor  refuses  to  let  me  tell  anything  more 
about  Billy,  so  here's  hoping  that  1912  will  be  the  record 
year  for  all  the  Knights  of  the  Road  in  every  line,  and 
especially  furniture. 
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Austrian 
Bentwood  Furniture 

Has  a  Reputation  the  world  over  for 

GRACEFULNESS,  DURA- 
BILITY, DAINTY  APPEAR- 
ANCE, COMFORT  AND 
RIGIDITY,  LIGHTNESS 
OF  WEIGHT. 

Austrian  Bentwood  Furniture 

Is  Suitable  For 

RECEPTION  HALLS,  BOU- 
DOIRS, DINING  ROOMS, 
CAFES,  BEDROOMS,  PAR- 
LORS, HOTELS,  HOSPIT- 
ALS, PUBLIC  LIBRARIES 

Manufactured  by 

Jacob  and  Josef  Kohn 

VIENNA,  AUSTRIA 

One  of  the  Largre't  Furniture  Manufacturing  Firms  in  the 
world— s  Factories — over  ii.ooo  employees. 

CANADIAN  BRANCH : 

215-219  Victoria  St.       -       -       Toronto,  Canada 

W.  J.  CRAIG 


GET  A  CATALOGUE 


The  "ELLIS"  Line 

For  Spring  1912 


LARGER  SALES 

Result  from  the  Excellent 
Quality  of  the  ELLIS 
Line  of  Upholstered  Furni- 
ture which  every  live 
Furniture  Dealer  should 
handle.     Why    not   you  ? 

The  ELLIS  Line  lends 
beauty,  dignity  and  charm 
to  the  Home  and  gives 
character  and  prestige  to 
your  Business,  with  the 
well  finished  and  artistic 
designs  covered  with  Art 
Silks  from  the  best  markets 
You  can  materially  in- 
crease your  sales  by  handl- 
ing the  ELLIS  Line  of 
Fine  Upholstered  Furni- 
ture. 


The 

Ellis  Furniture  Co., 

INGERSOLL.  ONT. 
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Furniture  Knowledge. 
"^HERE  is  a  more  or  less  generally  accepted  theory 
that  to  be  a  success  in  any  line  of  business  a  man 
must  have  been  brouglit  up  in  that  business  in  order  to 
know  it  thoroughly.  There  are  sufficient  examples  to 
show  that  good  business  men  can  take  hold  of  almost  any 
line  and  handle  it  successfully.  A  furniture  buyer  con- 
fessed to  the  Furniture  World  recently,  that  he  knew 
very  little  about  furniture,  "but,"  said  he,  "I  do  know 
what  will  sell  in  my  particular  community,  and  1  don't 
buy  just  what  suits  me.  I  am  continually  buying  and 
selling  designs  that  I  wouldn't  have  in  my  own  house 
at  any  price,  and  yet  they  are  good  sellers.  I  believe,  a 
great  many  retailers  make  the  mistake  of  l)eing  too  fur- 
niture wise  when  doing  their  buying.  I  have  seen  speci- 
fic examples  bei-ause  I  have  looked  for  them.  I  have 
made  several  buying  trips  with  a  friend  of  mine  in  an- 
other town,  and  I  have  noticed  that  he  turns  down  what 
I  consider  saleable  lines,  because  he  finds  fault  with  some 
point  of  construction  or  finish.  I  maintain  that  the 
buyer  must  be  more  of  a  salesman  than  a  practical  fur- 
niture man.  IMind  you,  though  I  do  not  discount  the 
value  of  furniture  knowledge.  It's  a  good  thing,  but 
is  sometimes  overdone. 

The  Display  and  Sale. 

1^  PEAKING  of  high  grade  dining  room  suites,  a  re- 
tailer recently  said  to  the  writer:  "I  cannot  sell 
tliat  liere,  it  is  too  much  money;  they  can  ])riug  in  a 
suite  from  a  catalogue  house  tliat  weighs  as  much,  and  is 
as  large,  for  from  $10  to  $15  less."  "Have  you  never 
stocked  a  good  set  and  endeavored  to  educate  your  cus- 
tomers to  the  advisability  of  buying  an  article  of  quality 
rather  than  price?"  1  asked.  He  said  there  was  no  use, 
for  when  something  good  was  wanted,  they  simply 
studied  the  catalogue  and  ordered  by  m;:il  that  which 
they  thought  would  he  most  adaptable  to  tlu^ir  require- 
ments, at  least  as  far  as  price  was  concerned. 
Being  in  a  new  point  this  merchant  soon  had 
opposition,  the  new  man  endeavoring  to  create 
a  demand  for  a  better  class  of  goods  tlian  luid 
previously  been  handled  at  that  point.  The  result 
has  been  that  he  has  sold  seven  high  grade  suites 
in  a  few  months,  and  has  good  prospects  For  future 
sales.  It  is  always  more  conducive  to  good  business  Mud 
rtiore  satisfa(;tory  to  sell  a  high  grade  article  thr.n  an 
inferior  one,  for  three  reasons:  There  is  more  profit  in 
the  sale  of  a  good  article.  It  is  an  advertising  medium 
for  future  business,  there,  being  no  advertising  (juite  so 
good  as  the  wagging  tongue  of  a  satisfied  woman,  while 
there  is  nothing  so  detrimental  as  the  bu.sy  tongue  of  a 
dissatisfied  customer.  Tlie  stoi'c  is  self  advertised  as 
being  one  carrying  (|uality  goods. 

There  are  too  many  clerks  and  propi'ietors  vvlio,  wlicn 
a  customer  comes  in  regarding  a  purchase,  tell  them  tlie 


price  about  the  first  thing.  To  make  a  success  you  must 
be  able  to  talk  intelligently  on  the  goods  you  are  handl- 
ing. Know  your  goods.  Any  salesman  representing  a 
first-class  manufacturing  house  is  only  too  pleased  to  go 
back  in  the  evening  and  spend  an  hour  or  two  with  the 
sales  stafi',  giving  them  the  manufacturing  details  and  the 
selling  points  on  t'.ie  goods.  Size  up  your  customer,  as 
dif¥erent  people  mv.st  be  handled  differently.  Leave  the 
price  until  the  last.  It  is  verj^  important  to  know  when 
to  stop  talking  to  give  the  customer  a  chance  to  deeidq, 
for  too  much  talking  will  often  ruin  the  sale. 

Office  Outfitting. 
^J^HO  does  the  offi;e  furniture  business  in  your  town? 

Does  the  local  business  man  or  manufacturer  who 
wants  a  desk  come  to  you,  the  furniture  retailer,  for  it? 
If  he  does  not  is  it  his  fault  or  is  it  yours?  A  writer  in 
the  Bookseller  and  Stationer  opines  that  if  the  desk  busi- 
ness is  not  being  done  by  the  furniture  man,  it  is  not  a 
question  of  the  business  being  taken  from  him,  but  one 
of  service.  Because  of  the  interest  attached  to  what  the 
publication  above  mentioned  says  on  this  subject,  a  part 
of  it  is  reproduced  to  give  the  furniture  man  the  station- 
ery dealer's  viewpoint  of  the  question. 

"Doleful  articles  are  read  these  days  in  trade  papers 
devoted  to  the  furniture  industry,  with  editorial  warn- 
ings as  to  the  inroads  made  by  business  equipment  deal- 
ers in  the  office  furniture  business.  They  may  as  well 
realize,  however,  that  it  is  useless  to  preach  against  the 
development  of  an  industry — the  office  supply  business— 
already  one  of  large  proportions.  It  is  not  a  question 
of  taking  trade  away  from  the  furniture  dealer,  but  one 
of  better  service.  The  stationer  who  is  living  up  to  his 
opportunities  to-day  is  becoming  a  specialist  in  the  office 
supply  business  and  that  is  the  sort  of  dealer  the  manu- 
facturer is  most  anxious  to  have  selling  his  line.  The 
office  desk  in  the  modern  stationery  and  office  equipment 
store  is  part  of  a  system — not  simply  a  sideline  as  in  a 
furniture  store,  carried  as  part  of  a  general  line  of  house- 
hold furniture.  The  stationery  dealer  is  the  right  man 
to  handle  the  general  office  outfitting  business  and  it  is 
in  that  direction  that  his  business  is  witnessing  the  great- 
est development."  If  the  furniture  man  is  going  to  let 
someone  else  do  this  business,  which  grows  greater  every 
year,  that  is  his  lookoiit,  but  it  appears  that  he  was  here 
first  and  should  realize  that  by  going  after  this  class  of 
business  he  can  get  it. 

Church  and  Lodge  Furniture. 
I^OST  retailers  are  probably  church  members.  If  they 
are  not  tliey  probably  attend  cliur;  h  more  or  less 
regularly,  and  those  that  do  not  go  to  church  at  all  are 
at  least  acquainted  with  the  officials  of  some  or  all  of  the 
churches  in  their  town  or  community.  As  churches  re- 
quire new  furniture  and  seating  from  lime  to  time  it  is 
quite  legitimate  that  the  furniture  retailei-  should  go 
after  this  business,  as  some  of  them  are  doing  with  very 
satisfactory  results.  The  same  ajiplies  to  lodge  furniture 
trade.  The  majority  of  furnitui-e  men  are  membei's  of 
one  or  more  lodges,  and  by  reason  of  their  local  interests 
and  of  their  personal  standing,  are  in  a  position  to 
handle  much  of  the  lodge  and  church  furniture  that  now 
goes  dii-ect.  One  manufacturei-  stated  that  lie  would  ra- 
ther deal  through  the  retailer  wlio  can  secui-e  a  contract 
iriore  easily  tluin  the  stranger,  being  familiar,  as  he  is 
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Liold  Medai  rurmture 

Tfie  Toronto  Peatb&Dowo  Co, 

ivirg.  ^^o.  j_-iia. 

Van  Home  St.  and  Bartlett  Ave. 

TORONTO 

Limited 

35  Britain  Street,  Toronto 
Manufacturers  of 

Toronto. 

Manufacturers  of 

IS  A 

Pillows  Comfnrt'prt: 

ill  Ky  wo,      \^  \j  1111  \j  1  L  ^  i  O  y 

Cushions 

Upholstered      Furniture,  Parlor 

Frames,  "Hercules"  Bed  Springs 
and  Steel  Couches,  "  Gold  Medal  " 
Mattresses. 

Mixed 

Hopwood  &  Bryant 

Furniture  Coverings  and  Uphol- 

Carload 

59  St.  Peter  St.,  Montreal 

sterers'  Supplies. 

Agents  for  Montreal  and  Quebec 

4  (irades — 4  Prices 

Centre 

THE 

BuRRELL,  Rex,  Regent  and  Invictus 
Felt  Mattresses 

and    as    a    car  lot 

LIMITED. 

shipping  point  is  un- 

surpassed. 

Standard  Bedding  Co. 

87  freig'ht  trains 

Davenport  Beds 

Manufacturers 
beagrass  and  uotton  Mattresses 

leave  this  city  every 

24    hours    for  the 

27-29  Davies  Ave, 
Toronto,           -           -  Ontario 

North,     East  and 
West,  which  insure 

Chair  Beds 

quick  delivery. 

Otto.  T.  E.  Veit  &  Co. 

Furniture,  Bed- 

(Empire Building) 

steads,  Mattresses 

Imperial  Furniture  Co. 

58=64  Wellington  St.  W. 

and  Bedding  of  all 

aUli  Qiippn          Wpcf          .  Tnpnnfn 
000  ^UCCll   Ol.,    ViCat,  iUlUlHU 

1  uruiiiu 

kinds  from  the  high- 
est to  medium  grades 

Headquarters  for  Imported 

are  manufactured 

Manufacturers  of 

here. 

Turkish   Rockers,   Leather  Uphol- 

Seamless Axminster  Sauares 

stered  Couches,   High  Grade 

Write  us  for  prices  and  set  of 

Buying  mixed  car 

English    Chairs  and 

cuiurcdrub. 

lots     in  ioronto. 

means  money  saved 
in  freight,  as  well  as 

N 

i 

1 

prompt  delivery. 

THE 

Toronto  Furniture  Co. 

1 

There  leaves 

The  firms  whose 

T  TMITFT) 

announcements 

Dufferin  St.,  Toronto 

w^-  TORONTO-  i^E 

appear  on  this  page 

(Near  Ejthibition  Grounds) 

on  an  average 

have  agreed  to  co- 

87FreightTrains 

every  24  hours 

operate  in  shipping 

Manufacturers  of  the 

car  lots. 

"Better  make"  of  Can- 
adian Quality  Furni- 
ture. 
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with  local  conditions  and  people.  It  is  profitable  also, 
because  the  dealer  need  carry  no  stock  and  the  accounts 
are  invariably  good  accounts.  Retailers  in  Western 
Canada  have  been  more  alive  to  the  opportunities  in  this 
direction  than  have  those  in  older  parts  of  the  country. 

An  Experience. 

^  RETAILER  in  Ontario,  whose  figures  showed  him  to 
be  making  a  profit,  took  sick  one  year  just  before 
Christmas.  Exactly  six  months  later  he  died.  While  on 
his  deathbed  he  sold  out  at  a  good  rate  on  the  dollar,  with 
a  little  extra  for  good  will.  He  was  well  located  and 
highly  thought  of  as  a  merchant.  After  his  death  a  dis- 
pute necessitated  an  audit  of  his  books  for  the  three  years 
previous  to  his  death.  The  executors  of  the  merchant's 
will  made  the  startling  discovery  that  during  the  last 
business  year  a  supposed  profit  of  almost  $1,500  was 
actually  a  loss  of  $500.  The  fact  that  for  six  months  of 
the  time  the  merchant  was  absent  from  business  was  con- 
sidered the  explanation.  The  balance  sheet  of  the  year 
before,  however,  showed  the  merchant  that  he  made 
$1,800,  whereas  he  actually  made  only  $800,  and  for  the 
third  year  he  was  in  business  his  supposed  profit  of 
$1,300  was  actually  nil.  How  or  why  this  was,  the  audi- 
tor could  not  determine,  but  he  commented  on  the  fact 
that  the  retailer  sold  many  lines  at  lower  prices  than 
his  competitors  in  various  other  directions.  It  was 
found  also  that  he  determined  his  selling  price  by  ad- 
vancing the  cost  price  a  percentage  that  he  thought  suffi- 
cient, and  if  the  result  was  not  according  to  prevailing 
prices,  he  lowered  or  advanced  them  as  he  thought  ne- 
cessary. As  a  result  his  selling  prices  were  really  fixed 
by  rule  of  thumb,  resulting  in  losses  when  he  thought 
a  profit  was  being  made.  There  are  merchants  doing 
business  to-day  on  the  same  basis  and  think  that  be- 
cause their  stocks  do  not  grow  smaller  and  their  obli- 
gations do  not  grow  larger  they  are  getting  ahead.  It 
becomes  more  necessary  every  year  that  the  merchant's 
exact  financial  condition  be  known. 

The  Retailer's  Salary. 

JN  the  case  referred  to  above  the  retailer  included  a 
salary  for  himself.  This  he  drew  every  week  just 
as  he  paid  his  clerk.  This  was  the  right  and  proper 
thing  to  do.  Every  merchant  should  do  the  same,  and 
it  is  for  liim  to  determine  at  what  reasonable  amount 
this  should  be  placed.  It  will  vary  according  to  the 
locality.  In  a  Western  town  it  will  be  greater  than  in 
an  Ontario  town.  It  will  be  less  in  a  town  than  in  a 
city,  but  it  should  be  as  much  as  the  dealer  would  have 
to  pay  some  other  man  to  do  the  same  work.  The  deal- 
er's salary  tlien  becomes  a  part  of  the  selling  cost,  which 
it  legitimately  is,  and  just  here  it  is  worth  noting  that 
many  retailers  cannot  bring  themselves  to  discriminate 
between  tlieir  costs  and  their  sales  in  figuring  selling 
prices.  During  the  year  the  merchant  may  sell  $30,000 
worth  of  merchandise,  which  his  invoices  sliow  him 
to  have  cost  .$20,000.  This  leaves  a  margin  of  $10,000 
to  cover  all  expenses  and  include  a  profit.  His  records 
may  show  that  liis  selling  expenses  were  $7,-500,  leaving 
a  profit  of  $2,500,  being  12V2  per  cent.,  on  his  invest- 
ment as  he  supposes.  Rut  his  investment  was  in  r(>a]ity 
$20,000  pins  $7,500,  so  tliat  lie  had  a  profit  on  his  in- 
vestment of  11  per  cent.,  or  on  tlie  sales  of  a  trifle  over 


8  per  cent.,  and  it  is  on  the  sales  that  modern  mer- 
chandising insists  that  prices  and  profits  shall  be 
figured. 

The  Traveller. 

^  OT  only  the  importance  but  the  absolute  necessity 
of  the  travelling  salesman  was  emphasized  by  a 
numl)er  of  speakers  at  the  banquet  given  by  the  Berlin 
and  Waterloo  manufacturers  at  their  first  annual  ex- 
position. One  of  the  speakers  said  the  ideal  salesman 
was  the  one  who  could  sell  the  dealer  whether  he  wanted 
the  goods  or  not.  While  this  theory  is  not  generally  ac- 
cepted, there  is  more  in  it  than  appears  on  the  surface, 
and  it  suggests  that  the  difference  between  what  are 
actually  sold  and  what  would  be  sold  if  the  retailer 
bought  only  what  he  wanted,  would  be  interesting 
figures.  The  traveller  frequently  knows  better  than  the 
retailer  does  liimself  what  the  latter  can  sell  of  a  cer- 
tain line,  and  therefore  has  no  hesitation  in  persuad- 
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ing  the  customer  to  buy  against  his  own  inclinations. 
There  are  other  elements  than  the  salesman's  persuasive- 
ness that  frequently  influences  the  retailer  to  buy  more 
tl:an  he  intended  and  more  often  than  not  when  he 
faces  the  proposition  of  having  to  get  rid  of  the  goods 
he  gets  rid  of  them.  There  are  of  course  buyers  who 
would  overbuy,  and  these  the  judicioixs  traveling  sales- 
man holds  in  check.  As  a  necessary,  wholesome  and 
educative  influence  the  traveller  is  of  incalculable  bene- 
fit, and  well  deserves  the  hearty  welcome  that  the  fur- 
nitni'e  man  invariably  gives  him. 


"Better  than  ever,"  was  the  terse  reply  of  Mr.  E.  0. 
Webei",  head  of  tiie  Waterloo  Furniture  Co.,  Ltd.,  in  re- 
sponse to  the  Furniture  World's  query  as  to  the  trade 
outlook  for  this  year.  The  demand  for  their  "Solid 
Maliogany  Three  Piece  Parlor  Suites,"  is  pleasing  to 
tlie  management,  as  well  as  to  "Solid  Mahogany''  Brown, 
wlio  is  so  well  known  in  Western  Ontario  in  connection 
with  these  and  the  various  other  lines  he  handles. 
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It  is  Time  Now  to  Think  of 

VERANDAH  and  LAWN  FURNITURE 

THE  STRATFORD  LAWN  SWING 

is  the  stronjjest  lawn  swings  on  the  market  ;  made  from  thoreugl'- 
ly  seasoned  and  well  selected  hardwood.  The  seats  and  back 
are  adjustable  and  the  floor  can  be  raised  to  a  convenient  height 
for  children  or  level  with  the  seats  to  form  a  bed  or  hammock. 
Ma.le  for  4  passeng-ers. 

No.  0  GARDEN  SEAT 

is  made  of  good  strong  beech  with  seat  and  back  slats  screwed 
firmly  to  the  supporting  frame,  which  is  painted  red  or  green 
with  the  balance  varnished  in  the  natural. 

We  Are  Specialists  in  the  manufacture  of 

BoYERs'  Gliding   Settees,  Suspended  Verandah  Seats, 
Folding  Chairs,  Folding  Tables, 

Camp  and  Verandah  Furniture 

The  Stratford  Manufcturin^  G  0«9  Limited 

Stratford,  ::  ::  ::  ::  ::  Canada 


Turn  Into  Money 

Your  slow  and  doubtful  book  accounts — 
Hand  them  to  the  Collection  Dept.  of 

The  Mercantile  Agency 

R.  G.  Dun  &  Company 

70  BAY  STREET 

The  Collection  Service,  which  has  been  pro\ed  most  satis- 
factory by  all  users  of  it  is 

Open  to  Reference  Book  Subscribers — 
Subscription  and  Collection  rates  on  application. 

OVER  SEVENTY  YEARS  RECORD  OF  EFFICIENCY. 


McLagan's  Table  No.  3423 


Iron  Bed  No.  853.     List  Price  $9.80 
See  catalog,  page  34  for 
description. 


HIGH  GRADE  VALUES  AT  LOW  GRADE  PRICES 

Careful  buyers  are  ever  on  the  lookout  for  Beds,  Springs  and 
Mattresses  that  will  insure  satisfied  patrons  of  their  store. 

THE    ONTARIO  LINE 

affords  a  wide  range  of  selection  at  moderate  prices.  Simply 
show  our  goods  to  your  customers.     They  will  do  the  rest. 

Ol;r  New  Catalog  is  Ready.    Write  For  It. 

THE  ONTARIO  SPRING  BED  &  MATTRESS  CO. 

The  Largest  Bedding  House  !n  Canada 


LONDON 


LIMITED 

ONTARIO 
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TRIMMING  A  BED  FOR  THE  WINDOW. 

From  Northern  Furniture. 

VOU  have  met  her  like  before— the  serious-faced 
young  woman  who  has  seen  a  "perfectly  beau- 
tiful" bed-room  suite  in  your  window  and  would 
like  to  examine  it  closer.  You  show  her  the 
pieces  designated,  and  mention  the  price.  An  expres- 
sion of  disappointment  and  surprise  sweeps  over  her 
face,  to  be  replaced  almost  instantly  by  a  well-bred 
impassiveness.  You  had  feared  it  would  seem  high; 
white  enamel  is  apt  to  look  inexpensive  to  the  lay- 
man. The  .suite  is  one  of  the  costliest  on  your  floor, 
and  justly  so,  as  you  explain,  because  of  the  magnifi- 
cent proportions  of  the  various  pieces ;  because  of  the 
intricacy  and  exquisite  workmanship  of  the  carvings, 
characteristic  of  the  type ;  and  because  of  the  many 
coats  of  the  finest  enamel  necessary  to  produce  the 
satin-like  surface.  Your  customer  listens  politely,  and 
is  just  about  to  go,  when  you  tell  her  that  you  have 
several  cheaper  suites,  quite  as  charming,  and  as  true 
to  the  period  as  the  style  she  had  selected.  Then,  in  the 
midst  of  your  sales  talk,  she  asks  you  a  question  that 
leaves  you  groping  around  for  an  answer.  You  had 
thought  that  you  could  answer  any  possible  quesiion 
in  regard  to  the  furniture  on  your  floor,  but  here  was 
a  poser:  "Would  a  valance  be  appropriate  on  this 
bed?"  What  on  earth  is  a  valance,  you  wonder.  You 
answer  diplomatically  that  it  is  a  matter  of  individual 
taste  which,  strangely  enough,  seems  to  satisfy  your 
customer.  When  she  is  gone,  you  ask  all  the  boys  on 
the  floor,  but  receive  no  light  on  the  subject.  AVhen 
you  reach  home  at  night,  you  ask  your  wife,  or  mother, 
or  sister  and,  like  as  not,  she  leads  you  to  your  own 
room  and  shows  you  the  drapery  that  encircles  three 
sides  of  your  bed,  falling  from  the  top  of  the  springs 
to  the  floor,  completely  covering  the  side  rails,  and 
falling  down  between  the  end  of  the  springs  and  the 
footboard  of  the  bed.  Then  you  remember  that  you 
put  them  on  the  beds  in  your  window  displays,  only 
you  never  knew  just  what  to  call  them.  And  it  is  be- 
cause there  are  so  many  important  points  about  the 
furnishing  of  bedrooms,  besides  the  mere  furniture, 
that  many  young  housewives,  your  customers,  ex- 
pect you  to  know,  that  we  include  this  seemingly  ir- 
relevant matter  here. 

Nowadays,  when  the  utmost  care  is  taken  to  make 
the  home  surroundings  absolutely  sanitary,  no  part  of 
the  house  comes  in  for  more  attention  than  the  sleep- 
ing rooms.  Strict  hygienists  would  have  all  sleeping 
chambers  absolutely  bare,  but  for  the  necessary  fur- 
niture, claiming  that  hangings  and  all  tlie  dainty  little 
acessories  that  make  bed-rooms  so  chariying  afford 
hiding  places  for  dust  and  germs,  and  are  therefore 
unsanitary.  There  is  no  need  for  tliis  severity,  if  the 
furnishings  are  selected  with  a  view  to  their  cleaning 
possibilities. 

The  appointments  of  a  bed  should  always  be  of  ma- 
terials that  will  wash.  Silks,  satins,  Ijrocades,  laces, 
and  velvets  are  beautiful  and  luxurious  wlien  new, 
but,  unfortunately,  they  rank  with  tlie  dustiest  of  dust 
catchers,  and  are  therefore  hardly  in  accordance  with 
modern  ideas  of  sanitary  cleanliness.  A  valance  im- 
proves every  bed  but  the  French  Napoleon,  which  is 


too  low  for  this  treatment.  Many  people  fasten  the 
valance  right  on  to  the  edge  of  the  bedspread,  or 
counterpane,  removing  the  whole  thing  at  night.  The 
best  and  easiest  method  of  fastening  the  valance  to  a 
bed  is  to  take  a  piece  of  white  cotton  cloth,  an  old 
sheet  does  finely,  and  fit  it  over  the  spring,  letting  it 
hang  down  to  the  bottom  of  the  framework.  Gather  or 
plait  the  valance  or  flounce  on  to  this  sheet,  just  at  the 
edge  of  the  bed,  and  stitch  it  down.  Valances  made  in 
this  manner  not  only  keep  in  place  better,  but  can  be 
laundered  and  replaced  easier  than  any  other  type. 
The  sheet  with  the  flounce  stitched  on  the  edge  is 
placed  on  top  of  the  spring,  directly  underneath  the 
mattress,  so  that  the  spring,  whether  box  or  woven 
wire,  is  at  all  times  hidden  from  sight,  when  the  spread 
is  removed,  and  when  the  clothes  are  turned  down  at 
night.  The  blankets  are  tucked  in  between  the  sp  -ing 
and  the  mattress,  while  the  spread  hangs  loose,  co  er- 
ing  the  top  edge  of  the  valance.  Dimity,  heavier  than 
the  dress  material,  is  the  best  material  for  valances, 
as  it  is  crisp,  and  launders  easily  with  but  little  starch. 

The  best  bedspread  is  a  white  one,  or  dimity,  pique, 
embroidered  linen,  Marseilles,  or  crocheted  cotton.  To 
carry  out  a  color  scheine,  or  to  complete  a  floral  rom, 
a  spread  of  plain  white  material,  with  a  band  of  plain 
colored  or  flowered  cretonne  around  the  edge,  is  very 
pretty.  The  spread  should  be  long  enough  to  draw  up 
over  the  pillows,  if  the  same  are  to  be  used  day  and 
night,  or  shams,  to  match  the  spread,  should  be  used. 
Most  good  housewives,  nowadays,  have  a  pair  of  stiff 
hair  pillows,  with  ruffled  cases,  Avhich  they  use  during 
the  day. 

Bolster  rolls  are  considered  out  of  place  on  any  bub 
the  French  Napoleon  type  of  bed,  on  which  they  were 
used  originally.  These  French  beds,  which  were  for- 
merly decked  so  richly  and  so  elaborately,  are  naw 
covered  with  a  spread  of  some  dull  colored  linen  or 
printed  fabric,  in  preference  to  white.  This  spread 
should  be  made  long  enough  to  draw  up  and  cover  the 
bolster.  It  is  no  longer  necessary  to  drape  four-pos" 
beds  with  canopy  tops  all  around.  Only  the  tester,  or 
ruffle  around  the  top  is  required ;  the  top  cover  and 
side  curtains  can  be  omitted. 

It  is  preferable  to  have  all  the  window  curtains  and 
hangings  in  the  room  of  washable  materials,  such  as 
chintz,  cretonne,  scrims,  barred  muslins,  linens  or  nets, 
as  well  as  the  covers  for  dressing  table,  dresser,  and 
chiffonier. 


It  is  probable  tliat  the  Canada  Furniture  Manufac- 
turer's factory  at  Guelph  will  be  started  up  again.  Re- 
presentatives of  the  company  interviewed  members  of 
the  Guelph  City  Council  with  this  object  in  view.  The 
company  asks  for  a  switch  to  the  factory  from  the  street 
ruilway  and  a  fixed  assessment.  It  was  proposed  to  re- 
duce tile  assessment  to  !|^2r),0()()  from  .i<46,0(10  if  25  hands 
were  employed. 


Traveller  Wants  Sideline 

Wanted  by  a  hustler  an  Al  line  of  furniture  on  a 
commission  basis.  Apply 

Box  83,  Furniture  World 

56-58  Agnes  Street,  Toronto. 
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IN  THE  TRADE. 

The  dissolution  of  the  Britannia  Einporiuin,  Mont- 
real, is  reported. 

]Mr.  Angus  IMcDonald  has  started  a  furniture  busi- 
ness at  Birch  Hills,  Sask. 

Messrs.  Best  Bros,  of  Red  Deer,  Alta,  have  started 
work  on  enlarging  their  premises. 

I\Ir.  Thos.  Gibliard  of  Napanee,  who  is  dealing  largely 
in  real  estate  in  the  West,  left  for  there  again  this 
week. 

A  new  158  x  60  addition  to  cost  $35,000  is  announced 
for  the  Canada  Furniture  Manufacturers'  Ltd.  Berlin 
factory. 

Messrs.  Harron  Bros.,  of  Vancouver,  B.C.,  mourn  the 
loss  of  their  father,  who  passed  away  at  Vancouver  at 
the  age  of  65. 

The  District  Supply  Company  of  Drumhille,  Alta, 
are  opening  a  furniture  store  in  connection  with  which 
will  be  a  piano  and  organ  showroom. 

^Ir.  Jay  Loyst,  who  has  been  engaged  for  the  last 
four  or  five  years  with  P.  J.  Martyn,  North  Bay,  has 
engaged  with  Thompson  &  Co.,  Belleville. 

Work  has  begun  at  401,  3  and  5  Queen  St.  West  on 
the  new  premises  being  put  up  for  Mr.  S.  Levinter,  to 
which  reference  was  made  in  the  last  issue  of  this  pub- 
lication. 

i\Ir.  H.  L.  McBride,  Cobourg,  who  last  year  sold  out 
to  F.  J.  McArthur,  has  become  tired  of  living  a  life  of 
leisure,  and  has  secured  the  position  of  assistant  turn- 
key at  the  jail. 

Mr.  E.  J.  Patrick,  the  genial  manager  of  C.  H. 
Conery  Furniture  Co.  's  store,  Guelph,  has  no  comj)laints 
to  register  about  their  turnover  in  February.  Mr. 
Patrick  is  a  busy  man,  his  energies  being  so  directed  that 
satisfactory  results  are  what  one  would  expect. 

The  death  is  recorded  of  ]\Ir.  Elias  Wallace,  father 
of  Mr.  H.  R.  Wallace  of  Brinston,  Ont.  The  deceased, 
too,  was  for  some  thirty  years  engaged  in  the  furniture 
and  undertaking  business  in  Iroquois,  Brinston  and 
Beauharnois,  Que.  The  late  Mr.  Wallace  was  in  his 
56th  year. 

The  first  day  of  March  saw  some  strong  window  dis- 
plays in  Guelph.  In  the  window  of  Mr.  J.  M.  Struth- 
ers  was  noticed  a  sample  of  the  new  line  of  children's 
sulkies  now  on  the  market,  also  an  open  "divanette." 
Kitchen  cabinets  were  prominent  in  Grant  &  Arm- 
strong's window.  These  attracted  the  attention  of  many 
women  passers  by. 

3Ir.  O.  M.  Walter,  the  energetic  Western  Ontario  re- 
presentative of  the  Holland  Varnish  Co.,  Ltd.,  of 
]\Iontrea],  was  seen  in  the  vicinity  of  some  Huron  and 
liruce  towns  during  the  recent  cold  spell — evidently 
subjecting  the  "Dyke"  brands  to  the  "cold  and  wind" 
test.  For  recreation  Mr.  Walter  enjoys  suburban  life 
in  Oshawa. 

Work  has  been  begun  at  79  Peter  St.,  Toronto,  on 
the  new  four  storey  building  being  put  up  by  ]\Ir.  L. 
Yolles,  whose  splendid  furniture  store  is  at  363-5  Queen 
St.  West.  The  new  structure  will  be  only  a  short  dis- 
tance around  the  corner  from  the  main  building,  and 
the  building  in  course  of  erection  will,  it  is  understood, 
be  used  for  warerooms  and  factory. 


FURNITURE  IMPORTS. 

The  latest  available  figures  show  tliat  the  imports  of 
furniture  into  Canada  for  the  ten  months  ended  Janu- 
ary 31st,  1912,  amounted  to  $1,393,180.  This  is  an  aver- 
age monthly  importation  of  $139,318,  or  $1,671,816  for 
a  full  year. 

The  Government  Blue  Book  gives  the  imports  and 
exports  for  the  fiscal  year,,  ending  March  31,  1911,  and 
for  the  four  previous  years,  as  follows: — 

1911  1910  1909  1908  1907  (9  mos). 
Imports  .  .  $1,345,188  .$997,569  $681,290  $812,418  $570,283 
Exports    .  .         263,903      265,260      295,241      180,802  144,320 


FURNITURE  RETAILER  DECEASED. 

In  the  demise  of  Mr.  H.  H.  More,  furniture  dealer 
of  Clarksburg,  Ont.,  that  town  lost  a  good  citizen.  Mr. 
More  had  been  in  anything  but  robust  health  for  some 
time.  The  late  Henry  H.  More  came  from  Nottawasga 
Township,  Simeoe  County,  about  twenty-five  years  ago. 
and  after  a  few  years  spent  on  the  farm  he  had  pur- 
chased close  to  the  village,  went  into  the  manufacturing 
of  baskets  and  successfully  carried  on  that  business 
for  a  number  of  years.  About  seven  years  ago  he  sold 
the  basket  factory  and  purchased  the  furniture  business 
then  conducted  hy  Mr.  Thos.  Idle,  later  he  was  burned 
out,  then  purchased  the  property  on  main  street  where 
he  carried  on  the  furniture  business  up  to  his  death. 


PROPOSED  LAW  CONCERNING  MATTRESSES 

A  bill  has  been  introduced  in  the  New  York  legisla- 
ture inserting  in  the  labor  law  a  new  section  providing 
for  the  labeling  of  mattresses,  with  statements  as  to 
whether  they  are  made  of  new  or  second-hand  materials. 
The  manufacture,  sale,  ot¥er  for  sale  or  delivery  of  a 
mattress  not  so  labeled,  or  falsely  labeled,  is  made  a 
misdemeanor.  It  is  also  made  a  misdemeanor  to  use 
in  the  manufacture  of  mattresses  any  material  which 
has  formed  a  part  of  any  mattress  or  bedding  in  a  hos- 
pital, or  about  any  person  having  an  infectious  or  con- 
tagious disease.  Mattress  factories  and  places  contain- 
ing mattresses  intended  or  offered  for  sale,  or  the  ma- 
terials for  the  manufacture  of  mattresses,  are  made 
subject  to  inspection  by  the  commissioner  of  labor. 

If  the  commissioner  finds  in  any  such  place  any 
mattresses  or  materials  that  have  heretofore  been  used 
in  a  hospital  or  by  a  person  having  an  infectious  or  con- 
tagious disease  he  must  order  the  removal  and  destruc- 
tion of  such  mattresses  or  materials,  after  first  filing  as 
a  public  record  in  his  office  a  written  statement  of  the 
reasons  for  his  order.  On  the  inner  and  outer  doors  of 
such  a  factory  the  commissioner  must  place  signs  bear- 
ing the  word  "unclean."  No  one  but  the  commissioner 
of  labor  may  remove  such  a  sign,  and  he  may  refuse  to 
remove  it  until  the  place  has  been  properly  cleaned  and 
disinfected  for  the  week  previous. 


Stratford  will  have  its  "Old  Boys  Re-Union"  dur- 
ing the  week  of  Aug.  3  to  10.  Reduced  railway  rates 
are  being  arranged. 
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Other  Considerations. 

"^J^HEN  a  customer  sends  in  for  a  few  samples  of 
sometliing  new  in  wallpaper  that  we  would 
recommend  to  them  we  immediately  enquire  l)y  let- 
ter or  telephone  as  the  case  may  be,  what  kind  of 
furniture  and  carpet  they  have  in  that  room,"  writes 
a  subscriber.  "It  is  impossible  to  say  off  hand  here  is 
something  suitable  or  you  will  find  this  appropriate 
because  the  style  of  paper  selected  shoixld  be  governed 
by  the  furnishings  of  the  room.  Pictures  should  also 
find  a  place  in  one's  consideration.  Many  of  my  cus- 
tomers whose  tastes  are  worth  remembering  agree  that 
framed  pictures  on  the  wall  show  up  to  poor  advantage 
when  the  pattern  of  the  paper  is  at  all  pronoimced. 
There  are  certain  small  patterned  papers  and  also  some 
two-toned  ones,  which  permit  of  pictures  without  spoil- 
ing the  effect.  But  to  return  to  the  part  that  the  furniture 
and  floor  coverings  play  in  the  choice  of  paper,  the 
main  idea  seems  to  be  to  get  out  of  the  rut  of  recom- 
mending the  same  paper  for  a  dining  room  containing 
mahogany  furniture  that  you  would  for  a  bedroom  in 
which  you  knew  the  furniture  to  be  fumed  oak.  Of 
course  a  bedroom  paper  if  not  too  naturalistic  can 
often  l)e  used  with  a  good  effett  in  a  dining  room  be- 
cause the  majority  of  the  buying  public  are  united  in 
the  belief  that  pains  should  be  taken  to  make  both 
these  rooms  as  bright  and  cheerful  as  possible.  I  know 
some  people  are  down  on  figured  papers  which  they 
discard  entirely.  This  seems  an  extreme  view  but  1 
agree  with  the  statement  I  saw  in  print  a  short  time 
ago  tiiat  at  least  two  rooms  in  every  home  sliould  be 
decorated  with  plain  paper." 

Canadian  Goods  in  Engalnd. 

"XTIE  results  of  the  enquiries  made  by  ]\lr.  J.  M.  Mus- 
sen,  Trade  Commissioner  for  Leeds  and  Hull, 
England,  into  the  possibility  or  otherwise  of  introduc- 
ing Canadian  made  wall  papers  on  the  English  market, 
are  instructive  as  well  as  interesting  and  consequently 
worthy  of  note,  ('anadian  manufacturers  are  credited 
with  turning  out  tasteful  designs,  to  which  the  Englisli 
deal(!rs  show  a  readiness  to  give  consideration.  In  com- 
menting further  on  the  situation  the  above  mentioned 
coitimissioner  says: — 

"It  is  now  about  fourteen  years  ago  that  the  com- 
bine was  formed  which  comprises  the  leading  wall  paper 
manufacturers  in  the  United  Kingdom,  and  this  con- 
tinues to  hold  a  very  strong  position  in  the  trade.  There 
are  also  a  number  of  firms  not  included  in  this  combine 
which  have  tiiainly  been  established  in  recent  years.  Tn 
addition  to  the  manufacture  of  wall  paper  in  this  coun- 
try, certain  quantities  are  iinported  from  (lermany  and 
H(  Igium,  and  supplies  on  a  smaller  scale  are  also  received 
from  the  United  States.    Last  year,  for  example,  wall 


paper  to  the  value  of  $719,000  was  imported.  Of  this 
amount  German  manufacturers  were  credited  with  $430,- 
000  and  Belgium  with  $130,000.  In  the  cheap  kinds  of 
paper,  it  is  contended  that  no  opportunity  exists  for 
foreign  manufacturers  to  do  business  owing  to  the  high 
producing  capacities  of  English  mills,  which,  it  is  as- 
serted, can  out-distance  any  competition  in  the  cheaper 
varieties  of  paper.  In  the  better  grades  of  wall  paper, 
however,  commencing  at  a  price  Jo  the  wholesale  mer- 
chant of  say  7  or  8  cents  per  roll  and  upwards,  there 
might  be  an  opportunity  for  Canadian  mamifacturers 
to  compete.  It  may  be  mentioned  that  it  is  to  this 
branch  of  the  trade  that  German  and  other  firms  mainly 
direct  their  attention.  Wallpaper  having  a  width  of  IS 
inches,  which  is  known  here  as  'French'  width,  is  not 
favored  by  many  people,  as  in  view  of  the  decorator's 
charges  being  based  on  each  roll,  it  costs  more  to  paper 
a  room  with  these  narrow  widths." 

To  Overcome  the  Difficulty. 

To  the    Editor  of  Canadian  Furniture  World: — 

Permit  me  space  to  remark  briefly  on  the  complaint 
made  by  a  retailer  in  your  January  issue  le  competi- 
tion from  paperhangers.  In  referring  to  that  issue 
for  certain  information  in  another  line,  I  noticed  the 
paragraph  "A  Difficulty,"  about  which  I  intended 
writing  you  at  the  time,  but  it  slipped  my  mind. 

Your  informant,  who  handles  wallpapers  in  his  fur- 
niture store,  is  not  the  only  one  who  meets  with  un- 
desirable competition  from  a  paperhanger,  who  goes 
around  -offering  any  person  his  profit  off  as  an  induce- 
ment to  get  them  to  give  him  the  job  of  putting  on  the 
paper.  I  for  one  was  once  up  against  the  very  same 
sort  of  thing,  and  that  is  why,  although  I  do  not  carry 
wallpapers  now  for  reasons  entirely  dependent  upon 
local  conditicns,  I  have  every  sympathy  for  a  dealer 
in  that  fix.  In  the  first  place  may  I  say  that  I  believe 
it  is  only  the  jobbers  who  hand  out  sample  books  to 
every  Tom,  Dick  and  Harry,  thus  making  possible  such 
unfair  competition.  The  leading  Canadian  manufac- 
turers, as  far  as  I  know,  will  not  sell  to  anyone  who  does 
not  keep  a  stock  of  paper  on  hand,  and  my  experience 
has  been  that  such  men  are  after  a  reasonable  profit  on 
all  sales,  the  . same  as  the  furniture  man  who  carries  a 
wallpaper  department.  Secondly,  if  the  paperhang(^r  is 
selling  from  a  sample  book  and  then  turns  in  his  order 
to  a  jobber,  the  chances  are  he  is  tliere  to  stay.  Then  I 
would  say  talk  " quaUtij"  and  "service"  and  take  your 
customers  "into  your  confidence."  Show  them  tliat  with 
a  stock  on  hand  you  are  in  a  position  to  get  the  better 
trade  because  it  is  much  more  advantageous  choosing 
from  a  stock  than  from  a  satnple  book.  Also  be  frank 
and  explain  that  you  add  a  moderate  percentage  to  the 
cost  price  when  fixing  the  selling  pi'ice,  and  that  if  they 
are  looking  for  someone  to  handle  merchandise  without 
making  any  profit  at  all,  they  had  better  buy  from  the 
])aperhanger.  The  majority  of  people  are  reasonable 
and  will  not  tiiink  anything  more  of  your  opposition  be- 
cause he  cuts  the  price  to  the  actual  cost.  Lastly,  did 
this  retailer  evei'  talk  over  the  situation  candidly  with 
tlie  paperhangei-,  ex])laining  that  it  is  to  their  mutual 
advantage  to  maintain  fair  prices? 

Youi's  very  truly. 

ONE  INTERESTED. 
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MATTHEWS  BROS. 

LIMITED 

788  DUNDAS  ST.       -      -  TORONTO 

are  manufacturing  High  Grade  Mouldings 
and  Picture  Frames,  and  in  their  newest 
lines  you  will  find  the  best  that  "The 
"  Designer's  Art"  can  produce  in  America. 

Our  reputation  as  the  makers  of  the  best 
has  been  unchallenged  for  a  great  many 
years,  and  our  more  recent  productions 
have  been  without  doubt  the  most  success- 
ful in  our  history.  We  would  suggest 
that  you  do  not  miss  getting  some  of  these 
1912  lines  in  your  stock,  as,  although  our 
older  samples  have  proved  wonderfully 
successful,  you  will  find  these  new  designs 
take  even  better. 

Have   You    Received    Our   New   Window   Sign  ? 
** Artistic  Picture  Framing" 

If  not,  write,  and  we  will  send  you  one. 


"  We  pride  ourselves  on  our  service. 


OUR   No.  2557  SERVING  TRAY 

In  Mahogany,  Walnut  or  Ebony  finish  with 
glass  on  bottom  to  prevent  finish  being  marred. 


BY  NO  MEANS  A  STRANGER. 

Mr.  S.  Kneehtel,  originator  and  present  executive 
head  of  the  S.  Kneehtel  Wood-Turning  Company  of 
Southampton,  recently  celebrated  his  having  passed  the 
half  century  mark.  Mr.  Kneehtel  is  one  of  those  manu- 
facturers whose  broad  ideas,  and  progressive  policy 
have  played  their  part  in  winning  for  him  an  enviable 
reputation  in  the  trade  and  in  his  own  town.  Mr. 
Kneehtel  has  been  a  resident  in  Southampton  for  some 
sixteen  years,  and  previous  to  that  he  was  for  fourteen 
years  in  Hanover,  with  which  the  name  he  bears  is  so 
prominently  identified.  The  first  factory  which  Mr. 
Kneehtel  occupied  on  locating  in  Southampton,  is  now 
being  torn  down.  His  present  factory,  a  large  cement 
building,  i.s  n^nning  full  swing.  Neither  Mr.  Kneehtel 
nor  the  products  of  his  factory  need  any  introduction 
to  the  furniture  and  casket  manufacturers  of  this  coun- 
try, but  many  in  the  trade,  had  they  known  the  par- 
ticular date,  would  have  been  glad  to  say  to  him, 
"Many  happy  returns  of  the  Day." 


GOT  A  GOOD  CANING. 

As  mentioned  in  the  February  Furniture  World, 
]\rr.  Adam  Selling  of  Walkerton,  has  been  promoted  to 
the  superintendency  of  the  Hanover  factory  of  the 
Kneehtel  Furniture  Co.  The  promotion  was  made  the 
occasion  of  a  very  happy  event,  wlien  the  company's 
Walkerton  employees  presented  their  chief  with  a  gold 
h«!aded  cane  and  umbrella,  accompanied  by  a  suitable 
address.  Mr.  Selling's  departure  is  a  matter  of  sincere 
regret  to  the  people  of  Walkerton. 


Get  Youp  order  in  Early 

for  Veribrite  \^enoil,  or  we  will 
not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last 
season  shipments. 

t>jj^|  Why 

BECAUSE  the  public  demands 
the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either 
varnished  or  enamel  surface, 
brings  cut  the  grain  of  the  wood 
to  its  original  newness,  leaving  a  beautiful  finish 
that  will  surprise  you, 

VERIBRITE  cleans  and  renews  the  finish  on  wood- 
work,   furniture,    linoleum    and  hardwood  floors, 
lightens  labor,  purifies  the  home.  Put  VERIBRITE 
on  your  duster,  it  catches  all  the  dirt. 
Money  refunded,  if  not  delighted.  , 


Domestic  Specialty  Company 


Limited 


HAMILTON 


ONTARIO 
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MAKING  IT  PAY. 


0^0  many  and  varied  are  the  expressions  of  opinion  by 
retailers  as  to  the  merits  and  demerits  of  different 
lines  handled,  that  the  publication  of  them  would  be  in- 
teresting reading  if  it  were  possible  to  devote  space  to 
all  of  them.  The  Furniture  World  has  interviewed  a 
number  of  subscribers  regarding  the  handling  of  pic- 
tures and  mouldings  and  finds  a  wide  difference  rf 
opinion  as  in  the  various  other  departments  with,  how- 
ever, a  smaller  proportion  of  furniture  retailers  who  do 
carry  these  lines  than  some  other  lines. 

This  refers  more  particularly  to  places  where  ex- 
clusive picture  and  framing  establishments  would 
scarcely  be  .justified  by  the  possible  support  and  this  is 
outside  of  the  cities. 

The  picture  framing  miast  be  done  by  someone,  and 
in  some  places  the  photographers  or  the  hardware  man, 
or  even  the  general  merchant  has  recognized  the  possi- 
bilities of  it  before  the  furniture  man  realized  what 
such  a  department  might  mean  to  him.  On  the  other 
hand,  however,  the  furniture  man  is  invariably  the 
soiirce  of  local  supply  of  room  mouldings,  and  quite 
naturally  works  into  picture  framing.  The  nature  of 
his  business  more  readily  suggests  pictures  and  framing 
than  any  other,  and  the  furniture  nian  or  his  assistant 
can  devote  time  to  picture  framing  more  economically 
than  men  engaged  in  some  other  lines,  where  the  sales 
are  occurring  all  the  time.  Much  as  the  furniture  man 
would  like  to  make  sales  every  hour  of  the  business  day, 
the  very  class  of  goods  he  handles  makes  this  impossible, 
hence  the  time  at  his  disposal. 

Not  Complete  Without  Mouldings. 

A  fairly  general  opinion  is  expressed  by  one  retailer, 
who  says,  "I  would  not  consider  any  furniture  estab- 
lishment complete  without  a  line  of  mouldings  and 
frames.  I  think  any  man  ought  to  be  mechanical  enough 
to  frame  a  picture  with  the  aid  of  good  tools." 

A  dealer  in  an  Eastern  Ontario  town  of  two  thou- 
sand population  said  lie  formerly  handled  the  line  but 
gave  it  up,  considering  the  possibilities  in  a  town  of  the 
size  in  which  he  is  located  not  great  enough  to  warrant 
the  line. 

Another  dealer  in  a  Western  Ontario  town  discon- 
tinued the  line  some  years  ago  for  the  same  reason.  Now 
that  the  place  has  increased  in  population  to  over 
seventeen  thousand  population,  the  retailer  considers 
the  line  a  very  d('siral)le  one  for  the  furniture  business, 
providing  of  course  space  and  help  is  available  to  give 
it  tlie  proper  attention. 

Carry  Framed  Pictures. 

A  W^estern  retail  firm  after  three  years'  experience, 
discontinued  their  picture  framing  department,  but  still 
carry  pictures  and  purpose  going  back  into  the  framing 
and  art  business.   Their  experience  is  given  as  follows : — 


"The  picture  framing  business  we  find,  if  placed  in 
a  department  by  itself  and  put  strictly  on  its  own 
merits  in  connection  with  a  furniture  store,  does  not 
pay.  We  at  one  time  thought  it  was  a  good  drawing 
card,  but  after  some  three  years  ))y  putting  it  on  its 
own  footing,  charging  up  all  expenses,  such  as  rent, 
light,  etc.,  we  found  with  three  or  four  men  employed 
in  same  during  that  time,  it  was  not  a  success  and 
therefore  decided  to  discontinue  that  department,  which 
we  did  last  fall. 

"We  also  foimd  that  there  were  more  complaints 
and  dissatisfied  customers  caused  through  having  a  cheap 
picture  framed  than  from  any  other  source,  and  found 
what  trade  it  brought  us  in  one  way  we  were  losing  in 
another,  and  this  was  one  of  our  chief  reasons  for  dis- 
continuing it. 

"We,  however,  still  carry  framed  pictures,  wliich 
we  find  very  satisfactory.  We  do  not  intend  to  stock 
anything  to  sell  at  less  than  $2.50,  as  we  figure  it  takes 
too  much  of  our  salesman's  time  in  selling  cheap  goods. 
We  have  also  decided  that  when  we  acquire  sufficient 
room  we  will  immediately  go  back  into  the  picture  and 
art  business  in  a  fairly  extensive  line,  as  we  feel  if  it 
were  made  a  department  by  itself,  with  suitable  sur- 
roundings and  in  charge  of  cheaper  help  or  sales  ladies, 
in  place  of  gentlemen,  we  have  no  doubt  in  the  world  but 
that  it  could  be  made  one  of  the  best  paying  ends  of  the 
business. ' ' 


A  GOOD  PHOTO  PASTE. 

The  picture  framer  is  frequently  required  to  mount 
photos  or  other  pictures.  A  subscriber  who  inquired  for 
a  good  paste  was  recommended  to  make  a  paste  as  fol- 
lows, and  which  is  given  by  "The  Decorator"  of  Lon- 
don, although  if  very  little  work  of  this  kind  is  done,  it 
will  be  found  more  convenient  and  ?s  cheap  to  buy  a 
ready  made  paste,  such  as  is  supplied  in  tubes : — 

The  great  point  to  be  observed  in  preparing  a  photo 
mountant  is  to  see  that  the  paste  is  quite  free  from  any 
acid  or  alkaline  substance,  which  would  cause  the  print 
to  discolor  or  fade.  Pure  materials  of  good  quality 
should,  therefore,  be  used.  Although  a  little  more 
troublesome  to  prepare,  starch  paste  is  the  most  satis- 
factory for  this  reason.  The  method  of  preparation  is 
as  follows :  Use  the  best  starch  procurable,  reduce  it 
to  fine  powder,  and  stir  it  up  with  a  little  water  in  a 
basin,  or  preferably  witli  a  pestle  and  mortar,  thoroughly 
incorporating  the  two  and  gradually  adding  more  water 
until  the  whole  has  the  consistency  of  cream  and  is 
quite  free  from  lumps.  This  is  then  placed  in  a  large 
bowl  capable  of  holding  about  twenty  tinges  its  bulk,  and 
boiling  water  poured  on  to  it  in  a  fliix  stream.  Wliilst 
the  boiling  water  is  being  added,  the  paste  nuist  be  kept 
vigorously  stirred.  When  tliis  operation  has  been  con- 
tinued until  the  bowl  is  about  tlueo  parts  full,  it  will  be 
found  that  the  mass  suddenly  gelatines — a  little  moi'o 
boiling  water  is  then  stirred  in,  a  little  glycerine,  and, 
finally,  a  small  ((uantity  of  oil  of  cloves  to  act  as  a  pre- 
servative. As  a  guide  the  following  approximate  quan- 
tities may  be  stated:  Starch,  one  ounce;  Watei-  to  half- 
a-pint;  Pure  Glycerine,  half-ounce;  Oil  of  Cloves,  three 
drops.  Tliis  paste,  if  properly  made,  should  be  thin 
and  nearly  ti-ansparent,  and  will  keep  indefinitely  in 
bottles. 


34 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


There  are  Just  Two  Kinds  of  Ru^  Display  Racks 

The 

Moncrief 

AND  ALL  THE  REST 

Proof  S   ^'"^ng  recent   purcliasers  of  the 

—   IMoncrief  Rug-  Rack  are  : 

Alexander  Smith  &  Sons  Carpel  Co., 

San  Francisco  Office. 
H  irdwick  &  Magee  Co.,  Boston  Office. 
Bigelow  Carpet  Co.,  Boston  Office. 
S.  San  iford  &  Sons,  New  York  and  Boston 
Offices. 

Roxbury  Carpet  Co.,  San  Francisco  Offices. 
Gimmel  Bros.,  New  'S'ork,  Linoltum  Rack. 


WHY 


did  these  Great  Manufacturing 
Concerns  decide  to  use  the 
MONCRIEF  RACK? 


S.  SanJford  &  Sons'  loo-Arm  Moncrief  R  ick  ijistalled  in  their  salesroom.  i,^2  Fifth 
Avenue,  New  York.    This  Rark  is  t.-istened  to  the  steel  eye  heams,  and  the 
arms  are  spaced  3.'  inches  apart.    Notice  how  it  is  placed. 


It  is  your  duty,  Mr.  Buyer,  to  investigate  Why, 
and  send  for  our  New  Catalogue. 


MONCRIEF  MFG.  CO. 


CENTRAL  FALLS, 


R.  I.,  U.S.A. 


The  Moncrief 
Wall  Paper  Rack 

Is  today  the  leader. 

A  Time  and  Space  Saver  and  so  very  convenient. 

Here  are  two  cuts  of  our  Wall  Paper  Rack  of 
thirty  wing's.  It  stands  by  its  own  weight,  can  be 
moved  to  any  part  of  the  room,  as  it  is  not  fastened 
even  to  the  floor.  Can  be  made  in  an}'  style  or  shape 
to  conform  to  your  show  loom  conditions  and  with 
as  many  wing^s  as  your  room  will  allow.  Size  of  wings 
3  ft.  X  6  ft.     Paper  is  applied  the  same  as  on  the  wall. 


Side  Vie'W 


Front  View  Open 

You  cannot  realize  what  a  time  saving  it  is  to  be 
able  to  show  so  many  samples  in  so  short  a  time. 

We  are  installing  a  Rack  now  of  200  wings,  dis- 
playing 400  different  styles  of  Wall  Paper. 

Let  us  place  one  in  your  store  and  be  convinced. 
When  once  installed  you  would  have  no  other. 

Full  information  and  prices  will  be  gladly  furnished 
on  application. 

THE  MONCRIEF  MFG.  CO. 

7-9-11  Sheridan  St. 

Central  Falls,  R.  I.,  U.  S.  A. 
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Colors  and  Quality. 

QNE  who  follows  the  tendencies  in  carpets  and  rugs 
closely  is  responsible  for  the  assertion  that  the 
green  shades  are  in  the  lead,  with  the  lighter  shades  of 
brown  noticeably  gaining  favor.  Another  dealer  re- 
ports that  special  attention  is  shown  to  goods  in  any- 
thing from  a  light  l)uff  shade  to  a  tan.  The  latter  also 
affirms  that  various  shades  of  blue  are  predominating 
in  his  sales  at  present.  Combining  the  opinion  of  these 
authorities  one  would  infer  that  goods  of  one  shade 
only  are  the  most  popular.  While  it  is  noticeable  that 
this  idea  exists  to  a  large  extent,  yet  it  is  not  by  any 
means  held  to  the  exclusion  of  the  many  attractive  car- 
pets and  rugs  offered  in  more  than  one  color.  A  manu- 
facturer in  discussing  with  the  Furniture  World  the 
qualities  in  vogue,  said  that  there  was  a  ir.arked  ten- 
dency on  the  part  of  the  general  public  for  the  better 
grades  of  Canadian  made  carpets.  This  was  confirmed 
by  the  assertion  that  orders  for  special  lines  of  an  extra 
fine  (luality  were  not  infrequent,  and  that  these  were 
coming  in  this  year  so  far  to  a  greater  extent  than  ever 
before.  This  view  of  tlie  (juestion  seems  anything  but 
what  would  be  expected.  Tlu^  demand  for  the  lietter 
quality  of  furniture  is  increasing.  Better  pictures  sell 
iruicli  more  readily  than  they  would  have  done  a  few 
years  ago.  As  one  dealer  briefly  put  it,  "It  pays  to 
talk  quality  these  days.  Such  being  the  case,  why  not 
the  same  tendency  in  carpets  and  rugs'? 

Salesman  Expresses  His  Views. 

*''^IIE  main  consideration  in  selling  your  customer  a 
carpet  or  rug,"  advised  a  well  informed  sales- 
man, who  seemed  quite  interested  in  explaining  to  the 
Furniture  World  his  ideas  of  color  schemes,  "is  to 
keep  in  mind  that  the  floor  gets  a  stronger  light  than  the 
walls,  therefore  if  your  floor  covering  is  to  be  of  one 
color  only  or  in  which  one  color  predominates,  it  should 
be  a  darker  shade  of  the  color  used  on  the  walls,  or  a 
supplementary  color  of  dark  tone."  This  salesman 
also  feels  strongly  on  the  advisability  of  using  diplo- 
macy to  guide  customers  along  general  lines  in  the 
choosing  of  floor  coverings.  Not  that  he  believes  in  an 
attempt  to  convince  a  woman  who  expresses  a  preference 
for  a  red  carpet  that  she  sliould  favor  a  green  one,  but 
to  work  in  helpful  suggestions,  so  that  once  the  fur- 
nishings are  installed,  the  customer  will  express  her 
delight  and  appreciation,  and  will  always  remember  the 
store  and  its  salesmen  for  its  artistic  work. 

One  reason  given  for  the  need  of  such  methods  is 
that  while  many  home  furnishers  are  lacking  in  good 
taste,  M^omen  generally  are  more  than  ever  before  study- 
ing the  (|uestion  of  color  schemes,  with  a  view  to  getting 
the  furnishings  of  a  room  harmonious  in  every  detail. 


Using  a  Rug  Rack  to  Advantage. 

0^0  obvious  are  the  advantages  of  a  rug  rack  to  one  who 
is  acquainted  with  the  modern  rack,  that  as  a 
means  of  saving  space,  time  and  work — and  therefore 
money — they  are  considered  by  many  a  necessary  fix- 
ture in  the  store.  The  displaying  of  rugs  in  this  way  is 
so  easy  that  the  salesman  using  one  should  not  hurry 
the  customer  from  one  design  to  another,  lest  the  one 
to  whom  he  intends  to  sell  becomes  confused  with  the 
multiplicity  of  patterns  brought  to  his  or  her  attention 
in  too  rapid  succession.  On  the  other  hand  the  clever 
salesman  who  shows  each  rug  slowly  has  time  to  impress 
upon  the  buyers  the  merits  and  price  of  each  piece  and 
to  read  their  minds  sufficiently  to  know  in  what  direc- 
tion their  tastes  lie. 


CARPET  NOTES. 

Mr.  IMcMaster,  sales  manager  of  the  Guelph  Carpet 
]\lills,  Ltd.,  of  Guelph,  was  a  recent  trade  visitor  to 
]\Iontreal. 

The  auction  sale  of  Oriental  rugs  from  the  stock  of 
iMessrs.  Courian,  Babayan  &  Co.,  the  old  established  firm 
of  rug  importers,  40-44  King  St.  East,  Toronto,  has  at- 
tracted considerable  attention.  The  entire  stock  is  to 
be  disposed  of.  owing  to  the  dissolution  of  that  firm,  as 
announced  in  the  daily  papers.  Among  the  sales  made 
is  recorded  a  famous  all  silk  rug,  once  in  the  throne  room 
of  the  late  Shah  of  Persia,  to  Mr.  Sinclair,  for  $3,150. 

Messrs.  Otto  T.  E.  Veit  &  Co.,  whose  stock  and  show 
rooms  are  in  the  Empire  Building,  64  Wellington  St. 
West,  Toronto,  and  are  showing  an  attractive  line  of 
seamless  Axminster  squares  which  are  worthy  of  con- 
sideration ly  those  in  the  trade.  This  firm  of  importers 
are  in  close  touch  with  the  European  markets,  having 
an  office  in  Paris,  France. 

An  American  firm  in  their  efl:orts  to  obtain  a 
suitable  name  for  a  new  grade  of  Wilton  rug  they  are 
bringing  out,  have  invited  the  trade  to  make  suggestions. 
Would  it  not  create  interest  among  the  buyers  and  re- 
tailers if  a  Canadian  mill  took  such  means  to  secure  a 
name  when  one  was  needed? 

A  suit  quite  out  of  the  ordinary  was  tried  in  the 
State  of  Washington,  in  which  a  firm  of  furniture  deal- 
ers were  the  defendants.  The  plaintiff,  it  seems,  slipped 
on  a  highly  polished  hardwood  floor  where  rugs  were 
being  displayed.  A  small  rug  pushed  along  under  his 
feet  and  down  he  came.  Being  hurt  the  injured  person 
sued  for  damages,  claiming  negligence  on  the  part  of  the 
rug  dealer  in  showing  goods  on  a  floor  of  this  kind,  the 
contention  being  that  the  dealer  should  have  removed 
the  rug  after  it  had  been  inspected,  and  that  it  consti- 
tuted a  dangerous  spot  on  which  to  walk.  The  Court 
held  to  the  contrary,  such  was  considered  a  sensible  rul- 
ing, as  a  large  percentage  of  iiu'i'cliants  display  on 
polished  floors  and  take  ])rid(>  in  their  appearance. 


MIGHT  HAVE  BEEN  WORSE. 

What  might  have  been  a  nuich  more  disastrous  fii-e 
occurred  at  the  factory  of  the  Eastern  Townships  Fur- 
niture Co.,  Arthabasca,  Que.,  when  the  engine  room  was 
completelv  destroyed.  Through  the  effoi-ts  of  the  em- 
ployees, a  number  of  citizens,  and  the  fii'(>  brigade  from 
Victoriaville,  the  main  building  was  saved.  The  loss  is 
estimated  at  .$.500. 
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SPECIAL  DRAPE  ROCKFORD  COUCH 

From  the  D.  W.  THOMPSON  CO.  LINE 

There  is  not  a  defective  piece  of  material  or  workmanship  in  this  case.  In  design  il  is  rich  and  impressive,  and  the  covering 
material  is  of  a  quality  and  texture  in  keeping'.    This  is  aparticularly  desirable  example  for  all  funeral  directors  to  carry  in  stock. 

Write  for  full  particulars. 


THE  D.  W.  THOMPSON  COMPANY,  Limited 

Teraulay,  Buchanan  and  Hayter  Streets 
Head  Office,    54  HAYTER  STREET 

TORONTO,  CANADA 


F.  L.  COLES,  Manager. 


The  Globe  Casket  Co. 

London,         -         ■  Canada 

"THE  SATISFACTORY  FUNERAL 

SUPPLY  HOUSE"  I 


§1 


Our  ambition  is  to  handle  every  order  with  promptness  and  to  the 
entire  satisfaction  of  our  customers. 

Having  this  purpose  in  view  we  endeavor  to  make  every  departnrent 
of  our  business  work  together  for  this  end. 

We  can  supply  funeral  furnishings  to  suit  all  requirements  from  the 
cheapest  to  the  very  best. 

Our  stock  is  always  large  and  rush  orders  can  be  filled  without  delay. 

Our  Casket  Hardware  is  beautiful  and  strong. 


lb 


^0 


^0 


SO 


Undertakers'  Department 


Attacking  the  Undertaker. 

inexplaiuable  reasons  the  newspapers  of  some 
cities  are  always  ready  to  make  use  of  the  slightest 
provocation  to  hold  undertakers  up  to  the  contempt  of 
the  public.  Because  of  isolated  misdemeanors  every 
member  of  the  profession  is  included  in  the  ridicule 
poured  out  from  time  to  time.  The  general  public  has 
little  conception  of  the  demands  made  upon  the  vinder- 
taker,  and  what  is  required  of  him.  His  work  is  not 
exploited  and  heralded  abroad  as  is  the  work  of  many 
other  professions,  consequently  what  appears  in  the 
public  press  is  invariably  of  a  derogatory  tenor,  as 
only  misdemeanors  or  alleged  misdemeanors  are  pub- 
lished as  news  of  interest  to  the  public.  Consequently 
it  is  not  surprising  that  the  public's  opinion  of  the 
undertaker  is  not  all  that  those  in  the  business  have 
a  right  to  expect  that  it  should  be.  This  paragraph 
is  not  intended  as  a  brief  to  excuse  those  who  bring 
discredit  upon  themselves  and  all  other  undertakers. 
Tliere  are  men  in  the  business  who  are  neither  morally 
nor  practically  fit  to  touch  a  body,  but  the  improved 
standard  and  legislation  will  eventually  result  in  the 
almost  complete  elimination  of  these.  The  various  pro- 
vinces of  the  country  have  enacted  or  are  discussing 
the  enactment  of  legislation  requiring  those  desiring 
to  enter  the  undertaking  liusiness  to  grade  ivp  to  a  cer- 
tain standard,  and  this  will  result  in  the  public  and 
the  press  developing  a  broader  and  more  intelligent 
view  of  the  work  of  the  undertaker,  which  is  as  much 
the  protection  of  the  living  as  the  burial  of  the  dead. 

Grafting  Undertakers. 
^NDER  the  above  caption  a])peared  an  article  in  the 
February  issue  of  tliis  publication,  referring  to 
complaints  made  in  connection  with  the  burial  of  indi- 
gents in  Toronto.  To  sucli  an  extent  did  this  appeal  to 
readers  of  the  Furniture  World  and  the  Undert.aker, 
that  several  took  the  trouble  to  telephone  this  office  or 
call  in  to  endorse  the  views  expressed.  Since  then  the 
Sunday  edition  of  a  loc;d  daily  gave  prominence  to  an 
article  headed  "City  Relief  Officer  Will  Get  After  Un- 
dertakers Who  Prey  Upon  the  Poor."  In  this  article 
were  cited  what  purported  to  be  the  facts  in  connection 
with  tlie  death  of  a  child  of  a  man  unable  to  pay  the 
funei'al  charges.  According  to  the  account  the  under- 
taker-, who  was  presented  by  the  ber(>aved  fathei-  with 
an  order  for  five  dollars,  issued  by  the  City  Relief 
Officer,  ran  the  account  up  to  $22.50.  Said  the  news- 
paper, "One  man  who  had  an  order  for  Imrial  of  his 


son  charged  $17.50  for  piece  of  glass  in  coffin  to  permit 
his  wife  to  see  the  face  of  her  boy,  who  died  in  the  isola- 
tion hospital."  Plarrowing  details  of  the  sufi^erings  of 
the  bereaved  father  were  published,  tending  to  give 
readers  of  the  paper  the  impression  that  the  under- 
taker in  question,  but  whose  name  did  not  appear,  was 
a  human  ghoul,  and  consequently  that  all  other  under- 
takers were  of  the  same  calibre.  By  reason  of  the  name 
and  address  of  the  much  affhcted  father  being  published, 
it  was  a  simple  matter  to  ascertain  the  name  of  the 
undertaker  concerned.  The  latter  not  only  gave  an 
absolute  denial  to  the  statements  published  by  the  news- 
paper, but  had  also  received  from  the  bereaved  father 
an  admission  that  he  understood  the  extras  he  was  get- 
ting were  to  be  paid  him.  The  article  referred  to  is  re- 
produced elsewhere  in  this  issue,  as  well  as  the  under- 
taker's reply. 

The  Need  of  Legislation. 
"Y^HERE  may  be  some  difference  of  opinion  as  to  the 
minor  details  of  legislation  for  embalmers,  but 
there  can  be  no  difference  of  opinion  as  to  the  need  of 
legislation  both  for  the  protection  of  the  undertaker  and 
the  public.  The  fact  that  a  corporation  expects  an  un- 
dertaker to  provide  a  coffin,  buy  a  grave  and  convey  the 
body  of  an  adult  to  a  cemetery  for  the  sum  of  $6.00, 
surely  shows  the  need  of  organization  and  legislation. 
Legislation  would  make  it  illegal  for  other  than  an  un- 
dertaker to  handle  the  remains  of  deceased  persons,  and 
organization  would  make  decent  prices  possible.  "Why 
don't  you  refuse  to  handle  cases  for  the  city  at  such 
prices?"  asked  this  publication  of  one  undertaker. 
"For  the  reason  that  if  the  undertaker  does  not,  men 
who  are  not  undertakers  will,  just  as  men  can  be  found 
who  would  fill  the  office  of  City  Relief  Officer  for  this 
city  for  half  the  money  now  being  paid  the  man  in  that 
office.  Furthermore,"  add(Hl  the  undertaker,  "there 
are  people  who  secure  assistance  from  the  city  who  can 
add  a  little  to  the  amount  of  that  assistance  to  give 
tlie  burial  of  a  loved  one  a  suggestion  of  decency." 
This  therefore  seems  to  be^the  hinge  on  which  swings 
the  gate  that  admits  the  "rapacity"  of  some  und(M-- 
takers  complained  of.  Rather  than  have  moi-e  men  in 
the  field  the  undertakei-  bui-ies  at  the  city's  pi'ice,  tak- 
ing his  cliance  on  th(>  ahility  of  the  interested  persons 
to  add  to  the  amount.  In  the  meantime  concerted  effort 
ought  to  have  tiie  effect  of  influencing  this  city,  oi-  any 
other  city,  to  pay  a  reasonable  charge  for  the  interment 
of  its  poor.    The  amount  thus  expeiuled  woidd  be  no 
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burden  to  tlie  taxpayer,  and  might  well  be  saved  out  of 
junketing  trips  and  fool  expenditures  that  so  frequently 
characterize  the  handling  of  municipal  monies.  If  an 
indigent  required  medical  attendance,  for  example,  a 
layman  could  not  collect  the  fee  that  would  be  allowed, 
and  there  is  no  more  reason  why  the  layman  should 
supersede  the  practising  undertaker  in  looking  after  the 
bodies  of  deceased  indigents.  Neither  can  it  be  said  that 
the  legislation,  which  requires  medical  men  to  pass  an 
examination  before  being  allowed  to  practice,  makes 
"combines"  of  medical  men  possible,  but  they  are  in 
the  position  of  being  able  to  refuse  to  do  work  at  an  un- 
profitable figure  if  tliey  so  desire. 

"Getting  After"  the  Undertaker. 

j^LSEWHERE  reference  is  made  to  the  screed  that 
appeared  in  the  Sunday  edition  of  a  Toronto 
newspaper,  tending  to  show  up  tlie  "rapacity  of  some  of 
the  undertakers  employed  to  bury  the  friends  and  re- 
latives of  the  poor."  Though  this  and  other  similar  at- 
tacks may  lie  exaggerated  and  unfair,  the  fact  remains 
that  tlie  undertaker's  sign  can  hang  over  the  door  of 
human  ghouls,  who  would  not  scruple  to  take  advantage 
of  the  grief  and  prol)able  illiteracy  and  inexperience  of 
the  poor.  Every  legitimate  precaution  should  be  taken 
to  prevent  the  slightest  excuse  for  a  recountment  such 
as  below  quoted,  and  to  wliich  the  reply  is  also  repro- 
duced. 

City  Relief  Ofiacer's  Complaint, 

"The  rapacity  of  some  of  the  undertakers  employed 
to  bury  the  friends  and  relatives  of  the  poor  has  driven 
the  City  Relief  Offi(;er  to  take  drastic  steps  to  prevent 
such  preying  upon  a  class  so  little  able  to  bear  the 
strain.  Relief  Officer  Coyle  and  the  mayor's  office  are 
indignant  at  certain  eases  wliich  have  lately  come  to 
their  notice  and  are  determined  to  do  their  utmost  to 
prevent  repetitions  of  such  conduct. 

"When  the  three-year-old  son  of  Charles  Jones,  an 
English  laborer  Imt  a  short  time  in  the  country,  died  in 
the  Isolation  Hospital  of  diphtheria  and  scarlet  fever 
in  April,  1910,  he  applied  to  the  city  relief  office  for  aid. 
He  had  broken  three  of  his  ribs  while  driving  a  coal 
wagon  and  his  wife  w'as  about  to  be  confined.  He  was 
given  an  order  by  Relief  Officer  Taylor,  who  tlien  held 
the  position,  and  was  told  to  take  it  to  an  undertaker 
in  the  east  end.  He  was  tnld  to  tell  them  that  the  order 
covered  the  liuri;:!,  the  ground  and  the  coffin. 

Glass  in  Coffin. 

"H(>  went  to  the  store  of  the  firm  and  saw  a  .young 
man  who  asked  iiiiu  what  kind  of  a  coffin  he  would  like. 
Nothing  was  said  about  additional  cost.  He  said  that 
he  did  not  care  much  what  sort  of  a  coffin  he  got  save 
that  he  would  like  to  liave  a  glass  in  tlie  front  so  tliat 
'the  Missus  could  see  the  kid  before  it  was  lowered  into 
the  grave.'  He  was  told  that  this  would  be  'alright.' 
Ask(id  from  what  place  the  funeral  was  to  l)e  held,  lie 
said,  'The  Missus  is  too  sick  to  go  to  the  liospital.'  He 
was  once  more  told  that  this  would  he  'all  right.'  No 
mention  was  made  of  any  additional  cost  and  the  city 
order  was  accepte^l,  it  being  the  usual  practice  to  have 
this  order  cover  all  expenses  of  the  burial. 

"The  funeral  took  place.  .Jones  and  his  wife  fol- 
lowed the  remains  of  their  little  son  to  the  grave;  at 


Norway  Cemetery  and  returned  to  their  home,  where 
another  child  was  born. 

"On  May  2,  he  received  a  bill  from  the  undertaking 
firm  for  $17.50.  The  itenis  were :  To  coffin,  $10 ;  to 
conveyance,  $4;  to  one  carriage,  $3;  and  to  grave  $5.50. 
The  total  was  $22.50,  against  which  was  a  credit  of  $5 
for  the  city  order,  which  has  always  covered  the  entire 
expenses  for  a  child's  funeral  paid  by  the  city. 

Starts  New  Home. 
"The  father  thought  it  was  a  mistake  and  went 
on  working  when  he  could  get  work  to  do,  setting  up  a 
new  home  for  his  new  child  and  sustaining  his  wife  and 
his  father.  He  had  leased  a  plot  of  land  off  Pape  Ave- 
nue north  of  the  Danforth  Road,  and  there  he  built  a 
pretty  little  cottage,  .  No.  5  Gertrude  Place.  Work  was 
sometimes  scarce  and  sometimes  they  were  hungry  and 
the  last  shovelful  of  coal  was  often  very  close  to  the 
new  load  coming  in,  hnt  he  went  on,  hoping  for  better 
times. 

"A  tew  days  ago  the  bill  of  which  he  had  heard 
nothing  in  the  meantime  came  round  again.  This  time  a 
footnote  was  added:  "Please  attend  to  this  account  at 
once. ' '  That  bill  was  like  the  spirit  of  tragedy  entering 
into  the  little  home  of  cheerful  struggle.  He  could  not 
meet  it  and  did  not  know  what  to  do.  He  went  to  see 
Relief  Officer  Coyle,  who  communicated  with  the  under- 
taking firm.  It  was  explained  to  him  that  there  had 
been  a  glass  in  the  coffin  and  hence  the  additional  ex- 
pense, but  to  send  Jones  along  and  everything  would 
be  'fixed  up.' 

"Jones  went  to  the  store  of  the  firm  and  met  the 
second  partner.  He  explained  that  he  had  been  told  by 
Relief  Officer  Taylor  at  the  time  that  the  city  had  covered 
everything,  that  he  had  explained  to  the  clerk  when 
speaking  of  the  coffin  that  he  had  not  understood  funerals 
very  well,  he  had  never  had  to  do  with  one  before,  and 
that  he  did  not  know  that  the  little  bit  of  glass  for  the 
mother  to  have  a  last  look  at  the  face  of  her  little  child 
as  it  was  lowered  into  its  grave  and  the  carriage  were 
to  add  a  weight  of  $17.50  to  his  burden  of  need  and 
grief.  He  explained  further  that  Relief  Officer  Taylor 
now  said  that  the  order  had  covered  everything. 

A  New  Proposition. 

"The  undertaker  considered  the  matter  and  then 
made  this  proposition:  'If  you  pay  $10  before  March, 
we  will  rebate  the  other  $7.50.'  Jones  could  not  do  it 
and  said  so,  and,  at  last,  the  undertaker  endorsed  this 
on  the  foot  of  the  bill:  'Rebate  of  $7.50  if  paid  on  or 
l)efore  May  24,  1912.' 

"That  was  all  there  was  to  it.  Jones  thought  that 
that  was  an  arrangement  with  the  relief  office  and  $10 
was  better  than  $17.50,  so  he  went  away  to  his  little  home 
witli  this  burden  still  on  his  shouldei-s  and  on  his  heart. 

"The  matter  came  to  be  known,  however,  and  one 
man,  who  heard  it,  said  to  The  Sunday  World  : 

"If  tiu'  undertaker  will  take  that  bill  into  court  1 
will  have  a  lawyer  to  fight  it  out.  I  do  not  think  he  can 
collect  it,  but  if  that  firm  would  like  to  fight  it  in  the 
court,  I  ask  nothing  better  than  to  fight  the  other  side  of 
it.  People  will  then  know  who  it  was  that  chose  this 
way  to  try  and  wrest  a  few  paltry  dollars  from  a  man, 
poor  and  already  bowed  with  grief. ' 
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"Jones  has  been  heartened  by  this  friendly  counsel 
and  will  let  his  friend  fight  it  out  for  him. 

"The  piece  of  glass  which  let  this  mother  look  a  last 
time  upon  the  face  of  her  dead  first-born  might  easily 
have  been  supplied  for  fifty  cents. ' ' 

RELATIVES  MUST  PAY  ALL. 

A  S  a  result  of  the  foregoing  a  subsequent  issue  of  the 
paper  referred  to,  the  Sunday  World,  published 
the  following : — 

"The  question  of  the  burial  of  the  city's  pauper  dead 
has  given  rise  to  a  wide  discussion  siuce  the  announce- 
ment last  week  of  the  intention  of  the  city  relief  office 
to  no  longer  allow  the  expenses  of  such  funerals  to  be 
borne  partly  by  the  relatives  or  friends  and  partly  by 
the  city.  It  is  now  declared  that  the  relatives  if  they 
assume  any  part  of  the  expense  must  be  prepared  to 
bear  it  all,  and  the  undertaker  must  look  either  to  the 
city  or  to  the  relatives  or  friends  for  the  whole  cost. 

"Mr.  0.  P.  Johnstone,  of  the  firm  of  Washington  & 
Johnston,  has  voiced  what  he  believes  to  be  the  general 
sentiment  of  the  undertakers  of  the  city  with  regard  to 
such  burial.    He  says : 

City  Should  Pay  All. 

"The  city  should  either  bury  its  pauper  dead  itself 
or  should  pay  a  price  such  as  will  cover  a  decent  burial 
in  a  marked  grave,  witli  one  carriage  to  allow  the  nearest 
relatives  or  friends  to  accompany  the  body  to  the  grave. 

"The  present  city  allowance  is  $5  for  a  child  and  $6 
for  an  adult.  The  present  'poor  grave'  which  is  not 
marked  in  any  way  for  the  relatives  or  friends,  cost  $1 
for  a  child  and  $2.50  for  an  adult.  The  coffin  for  a  child 
which  is  just  a  pine  box,  costs  $1.95  at  wholesale.  This 
is  for  the  smallest  child.  A  box  in  which  even  a  still 
born  child  can  be  buried  will  cost  the  undertaker  75 
cents.  The  box  of  a  like  kind  for  an  adult  costs  $3.25. 
The  cheapest  coffin  for  a  child  costs  $3.95  and  for  an 
adult  $6.20.  The  conveyance  to  the  grave  in  the  case  of 
a  child,  wliich  has  not  died  of  a  contagious  disease,  will 
require  only  the  carriage  in  which  the  friends  may  ride. 
In  the  case  of  an  adult  funeral  or  that  of  a  child  which 
has  died  of  a  contagious  disease  the  casket  waggon  or  a 
hearse  must  be  used,  and  this  requires  the  presence  of 
two  men,  and  adds  without  profit  to  the  undertaker,  $4.00 
to  the  burial  expense.  In  these  eases  there  should  be  a 
carriage  for  the  relatives  or  friends  and  this  would  add 
$3  to  the  cost. 

Cost  of  Grave. 

"This  brings  the  cost  of  the  burial  of  a  still  born 
chikl  to  $4-.75.  The  cost  of  the  burial  of  tlie  siiiall(>st 
child  to  $5.95,  and  of  an  adult  to  $12.85. 

"If,  as  should  be  done,  a  recognizable  grave  be  al- 
lowed, the  expense  will  go  up  from  $5.50  in  tlie  case  of  a 
grave  under  four  feet;  $8  for  a  six  foot  grave  to  $12 
for  a  full  sized  grave.  A  coffin  of  the  cheapest  tvpe  will 
add  $3.55  to  the  cost  in  the  case  of  a  youir  old  child  and 
from  there  up  to  $6.25;  so  that  a  decent  burial  of  the 
cheapest  kind  would  be  from  $8.50  in  the  ctnse  of  a  still 
born  child  to  $12.50  in  the  case  of  a  year  old  child,  and 
then  on  up,  according  to  the  si/e  of  the  body,  to  $25.25. 
Upon  these  coffins,  it  will  he  understood,  thei-c  are  no 
trimmings  or  lining  of  any  kind. 

"All  this  is  without  considering  any  profit  to  the 


undertaker,  and  it  would  hardly  be  a  fair  thing  to  ask 
him  to  perform  this  service  without  charge. 

Allowance  for  Undertaker. 

"Let  an  allowance  of  20  per  cent,  be  made  for  the. 
undertaker.  It  should  be  the  charge  of  the  city  to  bury 
the  body  of  the  dead  pauper  just  as  it  is  to  feed  his  living 
body  and  just  as  the  people  would  demand  that  he  be 
fed  wholesome  food  while  alive,  they  should  see  to  it 
that  he  be  decently  buried  when  dead.  No  undertaker 
is  eager  to  handle  city  orders  as  they  are  to-day,  but 
should  he  refuse  to  do  so  an  outcry  of  indignation  would 
doubtless  arise.  Those  who  would  be  prepared  to  raise 
this  protest  should  not  be  the  ones  to  ask  that  the  loss 
come  out  of  his  individual  pocket,  but  should  share  it 
with  him  as  fellow  citizens  with  a  common  responsibility. 
The  Jones  Case. 

"With  respect  to  the  case  of  Charles  Jones,  whose 
story  appeared  in  last  week's  Sunday  World,  and  in 
which  he  declared  that,  after  he  had  presented  a  city 
order  for  the  burial  of  his  child,  a  firm  of  undertakers 
in  the  east  end  had,  through  their  clerk,  induced  him  to 
take  a  coffin,  the  service  of  a  carriage  and  a  grave,  for 
w^hich  he  received  a  deed,  bringing  the  total  cost  to 
$17.50  over  the  $5.00  covered  by  the  city  order,  the  firm 
declares  that  Mr.  Jones'  statement  of  the  transaction  is 
incorrect,  and  that  he  has  since  admitted  to  them  that 
the  additional  cost  was  added  at  his  own  request,  and 
that  he  fully  understood  that  he  was  receiving  additions 
to  the  funeral  for  which  he  would  be  called  upon  to  pay 
out  of  his  own  pocket,  and  that,  so  far  from  desiring  to 
extort  money  from  a  poor  man,  they  were  really  ex- 
tending credit  on  what  must  be  a  long  term,  to  allow  a 
father  and  mother  to  give  their  child  a  burial,  which  they 
could  not  have  hoped  to  secure  without  such  considera- 
tion. 

"The  matter  has  brought  about  a  change  in  the 
policy  of  the  city  relief  officer,  for  which  this  firm,  to- 
gether with  other  undertakers,  are  much  pleased  for, 
now,  upon  all  city  orders  appears  the  condition  that 
nothing,  not  covered  by  the  city's  order,  can  be  sup- 
plied by  the  undertaker,  who  accepts  such  order.  This, 
they  say,  will  prevent  the  poor,  who  are  forced  to  take 
this  means  of  burying  their  dead,  from  pleading  for 
credit,  which  it  is  hard  to  refuse,  but  which  it  is  poor 
business  to  grant. 

' '  They  say  that  these  orders  have  been  used  as  a  help 
to  lessen  the  expense  of  funerals,  whereas  it  is  intended 
that  they  shall  be  issued  only  in  eases  where  the  family 
are  unable  to  bear  any  expense  at  all." 


RELATIVES  DISPUTE  OVER  BODY. 

The  body  of  a  man  killed  in  the  Union  Station  yards, 
Toronto,  was  the  subject  of  a  dispute  by  relatives  and 
contrary  funeral  notices.  Upon  Mr.  B.  1).  Humphrey, 
who  had  charge  of  the  funeral,  at  the  request  of  de- 
ceased's relatives,  a  demand  was  made  by  the  Mddow 
who  had  lived  apart  from  lici-  husband,  for  the  body. 
An  injunction  was  asked  for-,  hut  the  judge  refused  to 
interfere  with  arrangements  ah'eady  made,  and  tlie 
funeral  as  originally  acrangcd  was  proceeded  with. 


Mr.  O.  W.  Towner,  manager  of  the  Winnipeg  Casket 
Co.  is  on  a  business  trip  to  the  Pacific  Coast  cities. 
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Before 
You  Buy  a 
Hearse 
Consult  Us 


Our  aim  is  to  build  hearses 
that  undertakers  will  be  proud 

of.  The  quality  of  the  material  used,  the  details  of  finish,  the  design  itself  and  the  skilled  labor  employed 
all  enter  into  the  construction  of  every  Mitchell  Hearse. 

Just  ask  some  one  in  the  trade  who  has  one  of  our  make.  Satisfied  owners  everywhere  are  recommend- 
ing them. 


MITCHELL  &  CO. 


Ingersoll,  Ontario 


Manufacturers  of  Hearses,  Single  and  Double  Deck  Gasket  Wagons, 
Ambulances,  First  Gall  Buggies,  Pall  Bearers'  Goaches  and  Landaus. 


Some  Day  DIOXIN  will  be  Used  by  Practically 

Every  Good  Undertaker ! 

Dioxin  Contains  More  Peroxide  Than  Any  Other  Fluid  Made ! 


li  is  interesting  and  impressive  to  talk  with  the  funeral 
director  who  has  adopted  DIOXIN,  the  Peroxide  of 
Hydrogen  fluid. 

He  entertains  no  misgivings,  no  doubts,  no  uncertainties. 

He  KNOWS  that  he  has  the  Best  Fluid  in  the  world 
and  he  will  tell  you  why. 

And  we  firmly  believe  that  the  weight  of  his  experience 
soon  will  result  in  the  majority  of  other  funeral  directors 
using  DIOXIN. 

We  have  implicit  faith  in  the  working  of  that  business  law 
which  rewards  a  product  in  proportion  to  its  deserts ;  and 
we  are  confidant  that  its  application  will  benefit  DIOXIN 
Embalming  Fluid. 


We  believe  in  the  professional  world — whether  it  be  cas- 
kets, or  hardware  or  linings  or  embalmmg  fluids — a  sifting 
process  goes  on  continuously  which  sends  the  unfit  to  the 
bottom  and  the  fittest  to  the  top. 

We  believe  that  an  inexorable  law  is  set  in  motion  by  an 
exacting  professional  demand  which  unerringly  will  hunt 
out  DIOXIN  as  the  best  fluid  just  as  it  has  hunted  out 
the  best  caskets  and  the  best  funeral  supplies. 

And  it  is  our  quiet  conviction  that  DIOXIN  IS  the  best 
fluid  made  in  America  to-day ;  that  the  sifting  process  is 
under  way ;  that  the  professional  sentiment  is  rapidly 
turning  in  its  favor ;  and  that  it  is  only  a  question  of  time 
before  DIOXIN  will  be  used  by  every  funeral  director 
who  demands  the  best. 


These  are  Some  of  the  Reasons  Why  WE  Recommend  DIOXIN 

and  Why  YOU  Should  Use  It! 

H.  S.  ECKELS  &  CO.,  1922  Arch  St.,  Philadelphia,  Pa.,  U.S.A. 


CANADIAN  i^UJBNlTtJRE  WORLD  AND  THE  UNDEETAKER. 


IN  THE  TRADE. 

Mr.  N.  J.  Barwick,  of  ^lerritt,  B.C.,  expects  to  com- 
mence the  construction  of  up-to-date  imdertaking  par- 
lors shortly. 

]Mr.  Joseph  A.  IMunro  has  opened  an  undertaking 
establishment  in  Glencoe.  Mr.  Munro's  manager  is  IMr. 
Leroy  Weston. 

In  the  committees  whicli  have  been  named  for  the 
Western  Fair,  London,  the  manufacturers'  section  in- 
cludes the  names  of  Mr.  F.  W.  Coles  and  Mr.  A.  B. 
Greer. 

Messrs.  Harrison  &  Foster's  undertaking  establish- 
ment has  moved  its  quarters  from  the  corner  of  Seventh 
Avenue  and  First  Street  west,  Calgary,  to  320  Twelfth 
Avenue  west,  opposite  the  Carnegie  library. 

The  Woodstock  Press  affirms  that  Mr.  A.  C.  Day  has 
sold  his  interest  in  the  undertaking  business  of  the  A. 
Henderson  Furniture  Co.,  Ltd.,  Woodstock,  N.B.,  to 
Mr.  Frank  Pluramer.    Mr.  Day  intends  going  West. 

A  Glasgow  despatch  announces  that  owing  to  the 
high  cost  of  living  the  grave  diggers  in  three  of  the 
principal  cemeteries  in  Glasgow  have  gone  on  strike. 
Their  demand  is  for  an  increase  in  pay  and  shorter 
hours. 

Among  the  regular  attendants  at  the  convention  of 
the  Canadian  Embalmers'  Association  each  year  is  Mr. 
C.  E.  Addison,  of  Otterville,  Ont.  With  Mr.  Addison 
is  associated  liis  son,  who  also  is  a  practical  under- 
taker. 

E.  J.  Humphrey  Burial  Co.,  of  Toronto,  have  pur- 
chased from  A.  B.  Greer  of  London,  a  handsome  pall 
bearer's  carriage.  This  is,  of  course,  equipped  with 
riibber  tires,  and  has  seating  accommodation  for  eight 
people.  A  feature  of  this  coach  is  that  it  is  convertible 
to  an  atribulance. 

A  certain  casket  traveller  in  Ontario  was  seen  read- 
ing a  New  York  despatch,  which  told  of  the  spectacular 
stunts  Frank  T.  Coffyn  had  performed  in  his  hydro- 
aeroplane. The  said  traveller  was  overheard  to  remark 
that  Coffyn  might  have  attempted  to  ascend  in  a  ma- 
hogany casket  and  then  he  would  get  his  name  up. 

By  the  death  of  Mr.  John  Read,  superintendent  of 
the  Avondale  cemetery,  Stratford  loses  a  well  known 
citizen.  Mr.  Read's  public  services  included  thirteen 
years  in  the  council,  during  which  he  was  deputy  reeve 
for  two  years,  and  reeve  for  two  years.  The  deceased 
was  also  proiriinent  on  the  school  boards  for  a  long 
time. 

Messrs.  Smith,  Son  &  Clarke,  of  London,  had  a 
hurry-up  call  on  February  21st,  when  three  persons,  a 
man,  woman  and  child,  were  instantly  killed  at  the 
Rectory  street  crossing  by  a  G.  T.  R.  train.  The  bodies, 
particularly  tlie  child's,  were  badly  mangled.  The 
inquest  was  held  in  Messrs.  Smith,  Son  &  (Harke's  un- 
dertfikiiig  rooms. 

The  Hamilton  controllers  have  refused  to  endorse 
the  action  of  the  cemetery  board  in  prohi])iting  tomb- 
stone makers  frojn  putting  firm  names  on  monuments  in 
the  ceinetery,  ])ecaus(^  they  feared  it  would  create  a 
trust,  as  ix'oplc  would  not  know  where  to  go  outside  of 
Hamilton  for  monuments. 

A  somewhat  unusual  happening  is  related  in  a 
Duluth  despatch  to  the  effect  that  while  the  body  of  a 
three-year-old  girl  was  about  to  be  lowered  into  the 


grave,  moisture  from  breatliing  was  noticed  on  the  glass 
of  the  coffin,  and  on  investigation  it  was  found  she  was 
alive.  She  was  easily  resuscitated  with  stimulants.  The 
child  fell  in  a  bucket  of  water  three  days  ago  and  was 
thought  drowned. 

The  undertaking  business  of  G.  W.  Hamilton,  Sas- 
katoon, has  been  sold  to  Messrs.  W.  A.  Edwards  Co., 
formerly  of  Calgary,  and  the  new  proprietors  of  the 
business  will  occupy  the  same  premises  next  to  the  Do- 
minion Bank.  Previous  to  being  in  Calgary,  Mr.  Ed- 
wards lived  in  Toronto.  It  is  understood  that  Mr. 
Plamilton  considers  Saskatoon  good  enough  for  him  and 
that  he  will  continue  to  reside  there. 

The  accompanying  picture  of  Mr.  J.  W.  Young, 
whose  undertaking  parlors  are  at  368  Talbot  St.,  St. 
Thomas,  Ont.,  will  be  readily  recognized  by  his  many 
friends  in  the  profession. 

Mr.  Young  has  been  located  in  St.  Thomas  for 
several  years,  where  he  has  won  for  himself  a  high  re- 
putation for  his  careful  handling  of  the  dead.  Both  he 
and  his  lady  assistant  have  had  an  extensive  experience 


Si 


Mr.  J.  W.  Young- 


in  embalming.  In  connuenting  upon  his  work  in  St. 
Thomas,  one  of  tlie  local  papers  says:  "He  is  a  gentle- 
man who  lias  done  many  thoughtful  and  courteous 
things  in  an  effort  to  lighten  the  sorrows  of  those  with 
whom  his  occupation  has  brought  him  in  contact." 

The  unusually  severe  and  stormy  weather  which  was 
so  general  the  latter  part  of  last  month,  came  at  an 
inconvenient  titne  for  some  undertakers.  While  the 
funeral  of  a  Harrietsville,  Ont.,  resident  was  proceeding 
to  the  cemetery,  the  cortege  had  to  be  abandoned  while 
the  mourners  took  refuge  in  a  farm  house.  The  remains 
were  transferred  from  the  hearse  arul  taken  to  the  ceme- 
tery on  a  sleigh. 

Mr.  Morrison,  of  i\Ioi'i-ison  and  IMcPhail,  Kincardine, 
was  more  fortunate.  On  the  last  Monday  in  Febi-uary 
he  iiad  a  funeral  which  necessitated  a  twenty-eight  mile 
drive.  The  fierce  gale  which  swept  over  Goderich  on  that 
day  seems  to  have  missed  Kincardine  until  the  Tuesday. 
When  seen  by  the  Furniture  World  and  the  Under- 
taker, Mr.  Morrison  claimed  to  be  of  the  same  opinion  as 
Shakespeare  that  "All's  well  that  ends  well." 
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ONTARIO. 

Aurora- 
Dunham,  Charles. 
Barrie — 

Smitli,  G.  G.  ,&  Co. 
Brockville — 

(^uirenbach,    Geo.    R.,  1(52 
Kmg  St. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albicjn. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff — 

Boyd,  W.  C. 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyniau,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Arrhstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William 

Cameron  &    Co.,    711  Vic- 
toria Ave. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Hamilton — 

Green  Bros.,  124  King  St.  B. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hepworth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McOaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylon 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

llendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket— 

Millard.  .'.  II. 
North  Augusta — 

Wilson,  J.  K. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

.Johnson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  fico.   H.,   128  Bank 
Street. 
Petrolia — 

Steadman  Bros. 
Port  Arthur 

Collin  Wood,  2.'{(i  Arthur  St. 

Morris,  A. 


Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Marys — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Son,  .519 

Talbot  St. 
Scotland — 

A'aughan,  Jos.  H.  M. 
Sudhury — 

Henry,  J.  G. 
Toronto — 

Cobbledic-k,  N.  B. 
2068  Queen  St.    East,  and 
1508  Danforth  Ave. 
Humphrey,  E.  J.,  Burial  Co. 

Head  Office,    359  Yonge 

St.;  Branch,  407  Queen  St. 

W.    Private  ambulance. 
Stone,  Daniel  (formerly  H. 

Stone  &  Son),    82  Bloor 

St.  "W. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Woodstock- 
Meadows,  T.  &  Sons. 

QUEBEC. 

Buckingham — 
Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &•  Co.,  912  St.  Cather- 
ine St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary 
St.  Laurent — 

Gougeon,  'Jos. 

NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 
Woodstock — 

\'an  Wart,  .Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Fraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,    A.  J.  &  Son,  374- 
384  George  St. 

MANITOBA. 

Brandon 

\'incen'-    &  McPherson 

Swan  River  — 
Paull,  Geo. 

Winnipeg- 
Thompson,  J.  Co.,  501  Mam 
Street. 

Clark-Iveatherdale  Co.,  Ltd.,  . 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred  A. 
Kamsack — 

Russell,  G.  E.  I. 


Lanigan — 

Rcibcrtsoii,  Wm. 
Rush  Lake,  Sask. — 

Friesen,  John  M. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn  (Sask) — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 


ALBERTA. 

Alix— 

Darland,  G.  E. 
Calgary — 

Graham    &    Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 

EN  rER  AT   ANY  TIME 

R.  U.  STONE  32  Carlton  Street 


Principal 


Toronto 


Toronto  School  of  Embalming 

Will  give  you  a  thoroughly  practical  knowledge  of 
Arterial  E.vibalming  and  Funeral  Directing 
ALSO  Preparation  for  Examin.\tions 
Apply  at  any  time. 

E.  J.  HUMPHREY,  Embalmer, 
359  Yonge  St.,  Toronto 


CASKET  IMPORTS. 

The  Government  Blue  Book  sliows  that  during  the 
fiscal  year  ended  March  31st,  1911,  Canada  imported 
caskets,  coffins  and  metal  parts  thereof  to  the  value  of 
$24,822,  as  against  $32,719  for  the  previous  year. 


HEARSE  HORSES  RAN  AWAY. 

On  returning  from  a  funeral  at  Mount  Pleasant 
cemetery,  Toronto,  on  5th  inst.,  a  team  of  horses  attached 
to  one  of  Mr.  J.  C.  VanCamp's  hearses  undertook  to 
furnish  some  excitement  by  running  away.  They  dashed 
down  Yonge  St.,  across  the  C.  P.  R.  tracks  and  on  until 
Bloor  St.  was  reached,  where  they  were  stopped.  The 
driver  escaped  uninjured.  Mr.  VanCamp  states  that  he 
had  two  funerals  on  the  same  day  and  that  the  horses 
were  not  his,  nor  was  the  driver  one  of  his  own  assis- 
tants. Damages  to  the  outfit  included  the  breaking  of 
the  plate  glass  on  one  side  of  the  hearse. 


WILL  BE  ANNOUNCED. 

In  view  of  the  publicity  that  has  been  given  to  the 
methods  attributed  to  certain  undertakers,  and  as  it  is 
no  secret  that  steps  are  being  taken  to  deal  with  the 
question,  the  Furniture  World  and  the  Undertaker 
is  informed  that  an  official  detailed  announcement  will 
be  made  in  due  course.  Some  interesting  developments 
are  expected  by  way  of  an  organization  for  the  purpose 
of  carrying  out  an  educational  campaign  with  a  view  to 
showing  the  public  that  undertakers  as  a  class  are 
worthy  of  their  confidence. 


The  funeral  directors  and  clergymen  of  Alton,  111., 
met  to  discuss  means  by  which  the  discomforts  of 
conducting  funerals  in  cold  weather  might 
minimized. 
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A  PIONEER  CASKET  MAN. 

Mr.  Fred  W.  Coles,  a  native  of  Gloucestershire, 
England,  where  he  was  born  in  1848,  came  to  Canada 
when  twenty-two  years  of  age.  The  year  following, 
which  was  some  two  years  before  the  late  Mr.  Twitchell 
started  on  the  road,  Mr.  Coles  started  calling  on  the 
trade  in  the  interests  of  the  Bowmanville  Furniture 
Co.,  and  the  late  Mr.  R.  Philip.  When  the  latter 's 
plant  was  moved  to  Toronto  in  1873,  Mr.  Coles,  with 
Messrs.  Watson,  Hawkey  and  Eckardt,  were  admitted 
into  partnership,  the  style  of  the  new  firm  being 
R.  Philip  &  Co.    In  1891  the  subject  of  this  sketch  sold 


Mr.  F.  VV.  Coles 

out  his  interest  in  the  firm  of  Philip  &  Co.,  and  the 
next  year  became  associated  with  the  late  Robert  AVat- 
son  and  Mr.  John  Ferguson,  establishing  the  Globe 
Casket  Co.  in  London,  taking  over  the  business  of  the 
Ontario  Casket  Co.,  of  Ridgetown. 

In  London,  his  home  city,  Mr.  Coles  is  highly  re- 
garded as  one  of  tlieir  sulistantial  manufacturers.  He 
is  actively  connected  witli  the  Board  of  Trade,  as  witli 
other  plans  for  the  good  of  the  city.  To  the  trade,  from 
one  coast  to  the  other,  Fred  W.  (Joles  is  very  well  known, 
both  through  once  having  been  on  the  road,  and  through 
his  connection  with  the  Globe  ('asket  Co.  Only  last 
fall  he  returned  from  a  six  weeks'  trip  through  Western 
Canada,  wliich  fact  goes  to  show  his  interest  in  keeping 
close] V  in  touch  with  Canada's  advancement. 


WESTERN  PROGRESS. 

In  a  letter  froin  Mr.  A.  W.  Robinson,  of  the  8em- 
iiiens  &  Evel  Casket  Co.,  Ltd.,  Winnipeg,  J\lan.,  branch, 
who  is  in  close  touch  with  tlic  undertrking  business  in 
the  West,  we  learn  that  at  the  present  time  there  is  a 
very  progressive  spirit  of  dcivelopment  and  improve- 
ment among  the  funeral  directors  of  the  Western 
Provinces,  particularly  in  Alherta  and  British  ('olumbia. 
In  the  larger  cities  of  these  provinces,  there  are  build- 
ings erec^ted,  or  in  course  of  erection  for  the  undertaking 
l/usiness  tliat  surpass  anything  to  be  seen  in  Eastern 
Canada,  and  will  compare  favorably  with  many  to  be 
seen  in  some  of  the  larger  cities  of  the  United  States, 
and  are  a  source  of  interest  to  visiting  undertakers  from 
the  East. 


REMOVABLE  AMBULANCE  LININGS. 

The  superintendent  of  a  hospital  in  Buffalo  ^has 
had  five  linings  made  which  may  be  fitted  into  any  of 
the  hospital  ambulances,  according  to  Scientific  Ameri- 
can. One  of  these  is  used  for  scarlet  fever  cases  only ; 
another  for  diphtheria ;  another  for  measles ;  another 
for  smallpox,  and  the  fifth  one  for  special  suspected 
cases,  or  for  other  diseases  not  mentioned.  These 
linings  are  stored  in  separate  metal  air-tight  compart- 
ments built  on  a  semi-circular  platform  at  the  edge  of 
the  garage  turntable.  The  linings  can  either  be  disin- 
fected in  the  ambulance,  as  all  openings  are  made  to 
shut  tight,  or  they  can  be  removed  from  the  vehicle. 
They  may  also  be  fumigated  while  in  their  storage 
compartments  within  the  garage.  Two  men  can  ex- 
change an  infected  lining  for  a  clean  one  in  five 
minutes.  While  this  invention  was  originally  designed 
for  use  by  hospitals  handling  contagious  diseases,  it 
would  no  doubt  be  a  benefit  to  the  general  hospital  as 
well,  because  the  latter  is  often  called  upon  to  trans- 
port patients  supposed  to  be  suffering  with  some  simple 
malady,  who,  upon  examination,  prove  victims  of  some 
dangerous  and  infectious  disease.  The  advantages  of 
using  separate  linings  have  been  increased  by  the 
adoption  of  motor  ambulances,  wlreh  has  rendered 
fumigation  difficult,  and  washing  almost  impossible,  be- 
cause of  wetting  the  electrical  connections. 


BEING  CONSTRUCTED. 

The  B.  C.  Funeral  Furnishing  Co.,  having  outgrown 
their  present  quarters  at  1016  Government  St.,  Vancou- 
ver, are  erecting  new  premises  at  the  corner  of  Brough- 
ton  and  Wilcox  Streets.  These  commodious  fireproof 
quarters  will  be  fitted  up  with  all  modern  accessories, 
including  fireproof  receptacles,  large,  well  ventilated 
chapel  with  organ  and  lighted  l)y  indirect  illuminators. 


The  gi'ound  flooi'  i)i-ovi(les  for  waiting  and  rec('i)tion 
rooms,  and  business  offices,  while  the  2nd  floor  will  be 
arranged  for  show  rooms,  and  the  necessary  accommo- 
dation for  the  night  staff'.  The  building,  costing  al)out 
if!80,000,  will  he  devoted  exclusively  to  the  Company's 
uses.  The  accompanying  illustration  shows  the  front 
interior  view  of  the  mortuary  chapel. 
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CIRCULATION  OF  THE  BLOOD,  ALSO  QUESTIONS  AND 
ANSWERS. 

Lecture  by  Prof.  Chas.  Dhonau,  at  Convention  of  Canadian  Em- 
balmers'  Association,  with  his  replies  to  questions 
of  Undertakers. 

NOW  the  course  of  the  blood  is  naturally  into  the  right 
auricle.  The  law  of  gravity  says  that  everything  must 
go  down,  so  the  blood  runs  downward  from  the  right 
auricle  through  the  right  ventricle  and  tricuspid  valve,  the 
valve  called  such  because  it  has  three  seiiarate  valves  in  one. 
The  blood  is.  now  in  the  cavity  at  the  right  ventricle.  It  then 
])asse-i  on  its  way  towards  the  left  auricle  through  the  pul- 
monary artery,  which  will  divide  about  halfway  between  the 
lower  ed<!e  of  the  ventricle  and  the  top  of  the  heart,  into  right 
and  left  branches,  running  one  to  each  lung.  The  blood  then 
passes  out  of  the  vessels  of  the  1  ngs,  which  are  perhaps  the 
smaller  branches  off  of  these  pulmonary  arteries. 

In  this  condition  it  is  all  venous  blood.  This  naturally 
raises  the  question,  why  do  you  call  it  the  pulmonary  "arte.y" 
when  it  carries  venous  blood?  Simjily  because  it  takes  an 
artery  to  take  the  blood  away  from  the  heart,  as  there  is  a 
pressure  of  five  pounds  ])er  square  inch  on  all  blood  leaving 
the  heart,  and  a  A'EIN  cannot  stand  any  such  pressure  as 
that,  so  the  vessel  cavvying  the  blood  from  the  heart  is  called 
an  ARTERY- because  it  is  liuilt  like  an  artery  and  for  no  other 
reason. 

Riglit  down  where  the  blood  is  ])urificd  we  have  this  [u'o- 
jiosition: — Air  is  being  taken  in  and  out  of  the  lungs  all  the 
time  by  the  action  of  the  diaphra;>m.  Of  course,  the  air  is 
right  in  there  and  comes  downward  through  the  windpipe. 
When  the  blood  from  the  heart  enters  the  lungs  it  receives 
oxygen  from  the  air,  and  at  this  ])oint  all  the  venous  blond 
carried  by  the  arteries  is  fully  oxygenized  blood — now  it  is 
pure  blood,  whereas  the  carbonic  gas  is  taken  up  by  the  lungs 
and  is  breathed  out  of  the  system.  Here  we  have  oxygen  coil- 
ing in  and  carbon  going  out.  We  have  arterial  blood  beiug 
manufactured  out  of  imjiure  blood  right  in  the  lungs  all  uhe 
time. 

This  is  only  one  of  three  changes  necessary  to  make  the 
blood  pure  in  the  body.  There  are  three  changes  going  on  con- 
tinuously. The  other  two  have  been  lost  as  far  as  the  un- 
dertaker is  concerned.  The  liver  and  kidneys  exert  as  much 
action  on  the  blood  as  the  lungs  to  towards  the  purification  of 
the  blood.  Remember  these,  the  lungs,  liver  and  kidneys,  all 
three. 

Now  here  we  are  going  to  take  this  pure  blood  and  bring 
it  back  to  the  heart  again.  There  are  four  returning  trunk 
veins.  They  appear  behind  the  heart  and  not  in  front  of  it 
as  an  artery  does.  Here  is  a  distinction  between  an  artery  and 
a  vein:  ALL  ARTERIES  ARISE  FROM  THE  FRONT  PART, 
ALL  VEINS  TERMINATE  IN  THE  REAR  OR  BACKSIDE. 

The  blood  is  then  taken  via  the  four  pulmonary  veins-  into 
the  cavity  at  the  upper  left  side  of  the  heart  (the  left  auricle), 
and  then  ])asses  down  through  the  n  itral  valve  into  the  left 
ventricle,  from  which  it  is  sent  through  the  aorta,  the  large 
trunk  artery,  which  directly  supplies  blood  to  every  organ  and 
tissue  of  the  body,  even  to  tlie  heart  itself.  There  is  a  com- 
plete circulation  within  the  heart;  in  the  back  part  of  it,  there 
being  two  arteri(s  that  are  united  where  it  enters,  but  just 
as  soon  as  they  arrive  from  the  trunk  artery  they  lun  inde- 
jiendent  of  eacli  other.  That  is  the  reason  an  oiieration  cannot 
be  jierformed  on  the  heart,  because  there  is  no  such  thing  as 
collateral  circulation  under  the  walls  of  the  liaart,  because  the 
arteries  do  not  run  together. 

'I  he  portal  circulation,  in  the  abdominal  cavity,  is  the  (-ir- 
culation  by  which  a  certain  amount  of  food  ]>roduetion  is 
taken  from  the  intestines  and  stomach  and  carried  into  the 
liver  along  with  the  main  lilood  sup])ly.  It  is  really  not  of  any 
particular  value  to  the  einbalmer,  other  than  he  ou.ht  to  know 
all  about  it.  But  we  want  to  get  down  to  the  facts  and  learn 
it  all.  ff  those  few  things  which  are  only  vitally  necessary 
were  all  we  wanted  to  know,  there  would  be  no  use  in  having 
convention,  or  in  reading  trade  pajiers;  but  this  knowledge  will 
give  us  a  l)etter  idea  of  how  to  take  care  of  ourselves  if  we 
know  the  extent  of  the  various  circulations  in  the  body  and 
their  actions. 


The  stomach  appears  just  to  the  left  and  slightly  behind 
the  liver;  the  sjileen  to  the  left  of  and  slightly  behind  the 
stomach;  the  pancreas  below  the  stomach,  running  from  below 
the  spleen  to  the  first  section  of  the  small  inte-:tines  (duodenum). 
Now  these  are  all  organs  of  the  abdomen — the  rest  are  blood 
vessels.  Here  is  where  the  gastric  vein  takes  the  blood  from 
the  upper  part  of  the  stomach;  here  the  splenic  vein  takes 
the  blood  from  the  spleen  to  the  lower  end  of  the  stomach 
through  the  ])ancreas  and  tributaries;  here  is  the  vein  that 
carries  most  of  the  blood  from  the  intestines  and  takes  it  into 
the  liver,  the  mesenteric  superior,  and  tributary,  known  as  the 
mesenteric  inferior,  supplied  b}^  the  artery  of  the  same  name. 
These  three  vessels,  gastric,  splenic  and  mesenteric,  combine 
to  form  the  great  portal  vein.  This  trunk  is  only  about  three 
and  one-half  inches  long,  terminating  directly  into  the  liver. 
It  throws  off  many  short  branches  throughout  the  tissues  of  the 
liver,  which  exerts  a  sort  of  filtering  action  ui)on  it,  by  which 
the  imi)urities  are  removed  from  the  liver  along  with  the  bile, 
which  passes  into  the  intestines  again.  The  jiurified  blood,  as 
far  as  the  solid  imjjurities  are  concerned,  passes  out  of  the  liver 
through  the  hepatic  vein  and  its  tributaries. 

Now  then  you  can  see  that  this  is  entirely  a  venous  cir- 
culation— really  a  double  circulation.  It  begins  in  the  ca])illaries 
in  the  stomach  and  intestines  and  ends  in  the  capillaries  in  the 
liver. 

The  arterial  side  of  the  jiroposition  here  is  really  the  only 
thing  we  are  concerned  in,  bj'  which  the  embalming  fluid  is 
supplied  to  the  intestines  and  stomach.  You  will  find  a  little 
later  on  that  in  all  cases  of  inflammation  to  these  organs,  the 
circulation  through  these  arteries  will  be  retarded,  or  im- 
paired. 

Now,  as  I  took  up  the  caj)illary  circulation  along  with 
the  systemic,  we  will  deal  with  the  COLLATERAL  CIRCULA- 
TION, and  why  we  don't  get  the  fluid  to  diverse  places  through- 
out the  body. 

I  believe  in  taking  each  individual  artery  when  the  occa- 
sion requires.  Begin  with  the  axillary;  the  incision  is  made 
right  under  the  arm,  and  we  fail  to  get  the  embalming  fluid 
in  back  of  the  incision  by  a  collateral  circulation,  why?  Be- 
cause there  are  no  return  branches;  no  branches  here  to  give 
us  this  circulation,  consequently  tue  best  thing  you  can  do, 
and  that  which  I  find  to  be  the  best  in  that  case,  as  well  as  a 
great  many  others,  is  to  turn  your  tube  downward  and  inject 
a  few  ounces  of  fluid,  then  remove  it  and  go  ahead  with  your 
])rimary  injection.  Y^ou  will  find  this  to  work  very  nicely,  e\en 
when  the  shoulder  is  pretty  well  set  and  the  muscles  set  in  one 
Jiosition,  you  will  not  have  to  do  a  lot  of  stretching  to  get  the 
tube  down.  The  only  branches  we  have  here  anyway  concerned 
with  quick  circulation  is  the  acroniiothoracic  artery,  or,  the 
acromial  and  superior  thoracic  arteries  rather,  but  being  no 
connection  between  these  arteries  of  the  chest,  and  the  arm, 
this  is  the  reason  why  we  do  not  get  arterial  circulation  on  t'le 
other  side.  But  this  is  easily  gotten  over  by  just  inserting  the 
tube  downward  first — it  is  only  a  matter  of  a  few  seconds — 
inject  three  or  four  ounces  of  fluid  and  you  will  have  good 
success. 

Question:  "How  would  it  do  to  inject  downwards  after- 
wards?" Answer:  There  is  no  objection  to  it,  only  it  is 
handier  to  do  it  beforehand — easier.  I  believe  if  you  try — 
you  can  at  least  try.  It  is  pretty  hard  to  satisfy  everybody. 
If  you  don't  like  it  you  can  go  back  to  the  old  way. 

Now  then  this  will  show  us  how  we  will  get  collateral  cir- 
culation. 

Question:  "  Wliich  side  do  you  prefer?"  Answer:  Be- 
iug a  right-handed  man,  I  prefer  the  right  side.  Sometimes  I 
have  found  it  necessary  to  use  the  other  side.  The  left  is 
really  the  best  from  the  draining  standpoint.  Only  three 
months  ago  I  was  called  to  Dr.  Holmes'  Hospital  in  Cincinnati 
to  see  why  there  was  no  Auxiliary  Artery  under  the  arin-jdt — 
the  Undertaker  said  there  was  nothing  there.  When  I  arrived 
there  I  looked  ])retty  hard  and  finally'  saw  five  small  ones. 
Then  I  had  to  take  the  other  side.  Now  it  will  pay  you  to 
become  acquainted  with  both  sides  because  you  don 't  know 
when  you  are  going  to  run  into  five  small  ones. 

Part  of  the  fluid  goes  to  the  heart,  the  bulk  of  it,  and  will 
come  down  through  these  adjoining  branches — -we  call  them 
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aiiatamosing'  branches,  right  down  to  the  ends  of  the  fingers, 
the  blood  flowing  toward  the  heart. 

Now  there  is  an  artery  which  seems  to  be  very  poiniliu-  in 
Canada,  the  carotid.  Injection  is  made  towards  the  heart. 
Some  of  the  fluid  passes  through  under  the  arm,  but  the  bulk 
of  it  goes  to  the  arch  of  the  aorta,  and  from  there  circulates 
all  over  the  body  as  the  blood  would  in  life. 

The  problem  with  collateral  circulation  in  using  the  carotid 
artery  on  the  right  or  left  side,  is  that  either  one  is  a  little 
bit  deep.  In  the  first  place  just  on  a  level  with  "Adam's 
Apple"  we  find  this  artery  divided  into  two  branches,  the  ex- 
ternal and  internal  carotid,  the  internal  going  to  the  brain, 
and  forming  at  the  Circle  of  Willis  the  arterial  circulation  of 
the  brain.  I  will  not  do  anything  more  but  show  how  it  gets 
over  from  the  right  side  and  back  again  to  your  tube.  These 
short  vessels  which  I  have  cut  oft  are  a  continuation  of  the  two 
vertebra]  arteries  that  come  from  the  subclavian,  reaches  the 
\ertebrac,  combine  to  form  the  basila,  and  then  forms  two 
branches,  which  form  the  back^slide  of  the  "Circle  of  Willis." 
This  will  readily  explain  the  collateral  circulation  to  you.  Now 
here  we  are  back  to  the  incision. 

When  the  incision  is  made  in  the  femoral  artery,  '2y> 
inches  below  ponparts  ligament,  which  brings  it  below  the  deep 
femoral,  you  get  no  circulation  with  the  lower  limbs,  but  we 
get  it  by  using  the  external  femoral  circulation.  The  fluid  is 
injected  towards  the  heart  and  jiasses  the  deep  femoral  down 
through  its  many  branches,  uniting  witii  the  poi»liteal  artery 
coming  ujj  from  below. 

In  making  an  operation  for  exposing  the  illiacs,  we  are 
bothered  by  the  fact  that  there  is  only  a  very  slight  connection 
between  the  internal  iliac  or  femoral  or  deep  femoral.  Here 
is  the  circulation  in  a  roundabout  way.  If  we  get  any  fluid  at 
all  in  the  limb  below  the  incision,  we  will  get  very  little,  if 
any.  The  femoral  incision  is  made  here,  the  fluid  goes  toward 
the  heart,  but  some  goes  down  through  the  internal  iliac  and 
is  then  taken  by  way  of  these  small  branches,  which  united  with 
one  of  the  upward  branches  off  the  deep  femoral,  which  u.sually 
goes  to  the  obdominal  walls  and  nourishes  some  of  these  ab- 
dominal muscles — and  so  we  get  it  back  to  the  incision. 

We  won 't  take  up  any  time  with  some  of  the  minor  arter- 
ies. What  I  want  to  say  is  that  you  should  be  resourceful. 
If  you  have  been  using  one  artery  and  do  not  know  any  other, 
get  out  of  the  rut,  and  get  out  of  it  right  away.  You  can  get 
just  as  good  results  with  any  other  artery  as  the  one  you  are 
using,  providing  the  one  you  select  is  large  enough  to  carry 
the  tube  and  take  the  supply  of  embalming  fluid.  It  will  pay 
you  to  scrape  around  and  take  the  carotid  in  this  case,  the 
axillary  in  this  one  and  the  brachial  in  the  next,  and  so  on. 
The  time  may  come  when  you  will  run  into  five  axillaries,  or 
you  may  find  a  lime  formation  in  the  blood  vessel,  or  a  harden- 
ing of  the  artery,  or  one  a  little  better  than  the  other.  If 
you  only  know  one  artery,  better  extend  your  knowledge. 
What  would  a  ))iiysician  do  if  he  was  limited  to  only  one 
remedy?  The  jiopulation  of  the  graveyard  would  increase 
faster  than  it  is  doing  at  the  present  time. 

Question:  "  In  a  case  of  gangrene  would  the  fluid  injected 
into  the  arteries  reach  the  gangrene  affected  ])arts  sufliciently 
to  i)reserve  thcmT'  Answer:  I  would  say  off'-hand  it  would, 
and  it  would  not.  Now  take  for  instance  where  the  person 
has  died  from  cancer,  we  inject  the  fluid  and  the  fluid  leaks- 
showing  a  sort  of  hemorrhage,  actually  showing  that  where 
the  blood  went  in  life  the  fluid  will  go  in  death.  Now,  if 
gangrene  is  caused  by  insuflicient  circulation,  and  it  certainly 
is  not  enough  blood,  the  other,  the  blood  was  not  rich  enough. 
The  circulation  may  have  been  interfered  with — that  would 
have  something  to  do  with  the  blood  vessels,  not  with  the 
l)lood.  First  then,  in  the  blood  rich  enough?  Second,  have  these 
blood  vessels  been  ligated  through  some  form  or  other?  If 
gangrene  spots  have  been  caused  by  the  fact  that  the  blood 
has  not  been  of  sufficient  quantity  to  go  through,  then  the 
fluid  will  preserve  it  by  direct  injection.  If  the  circulation 
has  been  good,  and  there  has  been  ligation  such  as  somebody 
tying  something  there,  or  a  growth  of  some  kind,  then  the 
fluid  will  not  i)reserve  it,  and  it  is  necessary  to  give  it  in  all 
cases  an  outward  application,  putting  on  absorbent  cotton  and 
pouring  strong  fluid  over  it.  If  the  injection  keeps  it  alright, 
why,  alright,  never  take  another  course. 


Question:  "How  are  you  going  to  disguise  the  odor  of 
gangrene?"  Answer:  Keep  the  people  out  of  the  room,  and 
then  saturate  cotton  with  formaldehyde  and  apply  to  the  spot. 
It  will  only  take  a  few  hours  until  this  hardens  up,  and  by  that 
time  the  body  will  be  ready  for  the  casket.  I  ilo  not  intend 
that  this  formaldehyde  should  be  kept  on  until  the  body  goes 
to  the  cemetery — one  application  should  be  suflieient. 

Question:     "Ever  use  hardening  compound?"  Answer: 

Yes. 

Question:  "Which  do  you  prefer?"  Answer:  The  fluid 
is  best.  Embalming  fluid  is  better  than  hardening  compounds. 
If  you  simply  take  this  absorbent  cotton  and  saturate  it  with 
just  as  strong  fluid  as  you  can  get  that  will  go  farther  than 
hardening  compound.    It  will'  not  penetrate,  while  fluid  will. 

Now,  being  purely  non-commercial,  and  not  having  any- 
thing to  sell,  except,  as  one  of  the  students  said  last  week, 
"hot  air,"  I  might  say  there  is  quite  a  lot  of  difference  be- 
tween the  cost  of  hardening  compounds  and  the  selling  price 
of  it.  I  want  to  suggest  something  we  have  at  times  used,  not 
particularly  for  external,  but  for  internal  use,  which  j'ou  can 
buy  for  about  10c.  for  3  pounds,  as  against  l.^c.  a  pound — sul- 
phate of  magnesia,  epsom  salts  commonly  called.  You  will 
want  nothing  better  than  that  for  a  hardening  compound.  You 
can  use  that  or  pay  75c.  for  5  lbs.,  whichever  you  like. 

Question:  "I  use  a  strong  eml)alniing  fluid  just  as  a  wash 
before  I  bind  the  part  in  hardening  compound,  and  find  it  gives 
me  good  success."  Answer:  That  is  a  good  treatment,  but 
if  you  were  to  tell  that  to  some  people  here  they  would  tell 
you  that  the  foot  or  limb  would  be  too  bulky. 

Question:  "I  jiut  the  stocking  on  afterwards — usually 
dress   the   body   afterwards   and   experience     no  difficulty." 

Question:  "What  pro])Ortion  of  sulphate  of  magnesia  and 
epsom  salts  do  you  use?"  Answer:  It  is  one  and  the  same 
thing. 

Question:  "Do  you  make  a  solution?"  Answer:  No,  ^lut 
it  in  dry. 

Question:  "In  a  case  of  death  from  ai)oplexy,  in  using 
the  carotid  artery,  don't  you  think  it  best  to  inject  both 
ways?"  Answer:  Yes,  that  is  advisable.  It  is  advisable  to 
inject  upwards  as  well  as  downwards,  because  the  cerebral  ves- 
sels are  ruptured  in  ajioplexy,  and  the  circulation  is  impaired, 
consequently  you  have  to  force  the  circulation  to  a  certain 
extent. 

Question:  "In  a  case  of  peritonitis,  what  is  the  proper 
way,  or  the  best  way?  I  find  it  a  pretty  hard  disease  to 
handle."  Answer:  Yes,  it  is,  but  if  you  give  a  complete 
arterial  and  cavity  injection  it  ought  to  take  care  of  it. 

Question:  "When  you  find  a  lot  of  gas  and  fluids  in  the 
abdominal  cavities,  very  rank;  I  know  I  have  had  considerable 
trouble  in  getting  rid  of  it.  I  just  merely  ask  the  question  for 
information."    Answer:    Do  you  open  the  cavity  at  anj^  time? 

Question:  "Yes,  and  get  rid  of  as  much  of  the  fluid,  in 
fact,  get  rid  of  a  lot,  and  drain  in  a  couple  of  quarts  of  fluid 
when  I  ojien  the  cavity."  Answer:  I  cannot  suggest  anything 
better  than  that.  Place  the  trocar  down  there,  extract  as  much 
as  ])0ssible,  then  inject  your  fluid. 

Question:  "Woild  you  make  a  large  incision?"  Answer: 
Yes,  make  a  ''T"  shaped  incision. 

Question:  "You  believe  in  ojjcning  it  up  well?"  Answer: 
Yes,  and  when  you  take  hold  of  any  vessel  know  what  it  is, 
and  be  sure  you  know  what  it  is,  then  go  ahead  and  remove 
the  liquids  and  use  the  hardening  compound,  look  at  the 
stomach  and  see  if  you  are  not  sure  of  this  matter.  If  possible 
or  necessary,  open  and  fill  with  the  hardening  compound. 

Here  is  the  ])roposition : — Eemove  the.  cause  of  anything 
and  you  have  ])revented  the  effect,  because  you  will  have  re- 
moved the  cause,  and  purging  has  material  causing  it,  and 
that  material  should  be  removed  from  the  body.  Sometimes 
we  are  inclined  to  let  them  go  "any  old  way,"  and  think 
things  will  be  alright  in  the  morning,  but  when  we  come  around 
in  the  morning  we  find  they  are  not  alright,  or  we. are  called  at 
mid-night  and  told  we  had  better  come.  Do  it  right  in  the 
first  place,  that  is  the  best  way. 

Question:  "Is  it  better  to  do  it  that  way  than  arterial 
work,  or  would  arterial  work  be  better.'"  A.  E(dieve  the 
cavity  of  gas  if  it  is  strong  enough  to  distend  the  abdominal 
walls,  if  not,  you  will  not  have  to. 
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WILL  FIX  UP  THIS  SPRING. 

It  may  seem  to  be,  and  often  is  a  whole  Jot  of  trouble  to 
clean  and  repaint  or  paper  the  whole  interior  of  the  store  in  the 
spring,  but  it  is  generally  worth  while,  and  I'm  going  to  do 
it.  Thus  a  retailer  up  north  announced  his  intentions  and  set 
a  good  example. 


HI  ^ 

1 

'1 

No.  2282.    McLagan  Furniture 

VENEERS  FROM  FORT  WAYNE. 

To  Canadian  users  of  veneers  and  hardwood  lumber,  the 
firm  of  Hoffman  Brothers  Company,  Fort  Wayne,  Indiana,  <lo 
not  require  any  introduction.  They  are  widely  known  in  both 
Canada  and  the  United  States  as  manufacturers  of  veneers, 
sliced  and  sawed,  and  also  of  Hardwood  lumber.  Their  special- 
ties of  quartered  oak  and  mahogany  lines  are  being  used  in 
several  of  the  furniture  factories  in  this  country,  so  that  in 
view  of  the  expansion  taking  place  in  the  industry,  the  quanti- 
ties of  Hoffman  goods  imported  should  materially  increase.  The 
company  is  officered  by  Mr.  A.  E.  Hoffman,  President;  F.  E. 
Hoffman,  Vice-Pres.,  and  H.  B.  Sale,  Secretary-treasurer. 


TEMPERED  UPHOLSTERING  SPRINGS. 

Situated  within  a  stone 's  throw  of  the  C.  P.  R.  station, 
Guelph,  is  the  red  brick  factory  of  James  Steele,  Limited, 
known  to  the  trade  for  the  past  twenty  years  as  makers  of  a 
superior  grade  of  upholstering  springs.  The  plant  comprises 
two  storeys  and  basement,  which  furnish  sufficient  room  for 
turning  out  their  products  in  large  quantities.  With  both 
C.  P.  R.  and  G.  T.  R.  at  their  disposal  for  shipments,  this  firm 
is  in  a  ])Osition  to  fill  all  orders  in  a  reasonable  time,  and  that 
their  guarantee  is  behind  all  goods  sent  out  is  known  to  those 
■who  have  purchased  from  Messrs.  James  Steele,  Ltd. 


BEGAN  OVER  50  YEARS  AGO. 

"Experience  is  more  at  a  ])remium  to-day  than  ever  it 
was,"  remarked  a  ]irominent  speaker  not  long  ago  in  addressing 
a  gathering  of  business  men.  Whetiier  or  not  that  opinion  is 
generally  held,  it  is  true  that  experience  counts  for  a  great  deal 
in  every  line,  and  the  making  of  varnish  is  no  exception  to 
the  rule.  It  is  not  unexpected  therefore  that  the  firm  of  R.  C. 
Jamieson  &  Co.,  Ltd.,  of  Montreal,  whose  establishment  dates 
back  to  18.58,  have  built  up  a  reputation  for  themselves  to  be- 
come regarded  as  one  of  the  leading  firms  of  varnish  manu- 
facturers in  the  Dominion.  They  have,  at  264  St.  Patrick  St. 
a  well  equipped  ydant,  in  the  hands  of  efficient  men  producing 
varnishes,  stains  and  fillers,  of  a  grade  and  price  that  is  suited 
to  the  needs  of  furniture  and  casket  manufacturers.  Among 
the  products  of  the  Jamieson  firm  that  are  to  the  front  at  pre- 
sent, is  noticed  their  "77"  and  "50." 


SOMETHING  DOING. 

There  was  something  doing  around  the  station  at  Elora 
when  a  Furniture  World  man  stepped  off  the  train  at  that  point. 
The  activity  was  due  to  some  "Mundell"  Morris  chairs,  rock- 
ers and  couches  disembarking  for  Winnipeg.  Not  that  there 
was  anything  unusual  about  such  a  shipment,  but  it  gave  one 
the  impression  that  things  were  humming  around  town  before 
getting  to  the  factory,  of  John  C.  Mundell  &  Co.,  where  these 
lines  were  produced.  "Business  fine  and  prospects  the  very 
best,"  commented  Mr.  John  C.  Mundell,  head  of  the  firm,  in 
discussing  business  conditions.  While  this  firm  send  large 
quantities  of  their  lines  to  the  West,  they  have  an  extensive 
connection  in  Ontario,  as  is  evidenced  by  the  great  proportion 
of  retailers  who  are  quite  familiar  with  the  Mundell  lines. 


COMFORTERS  AND  PILLOWS. 

The  general  management  of  the  Toronto  Feather  &  Down 
Co.,  Ltd.,  since  the  death  of  the  late  Mr.  Buick  in  October  last 
has  devolved  ux)on  Mr.  Charles  G.  Keddie,  who  has  been  with 
the  firm  for  some  years,  and  is  well  known  to  their  customers 
in  Ontario  and  the  East,  and  who  are  pleased  to  learn  of  his 
promotion. 

The  company,  which  was  estaolished  in  1894,  specialize  in 
the  manufacture  of  comforters,  pillows  and  cushions,  and  for 
which  they  are  experiencing  a  growing  demand  among  the  fur- 
niture trade.  Mr.  D.  J.  Mcintosh  succeeds  Mr.  Keddie  on  the 
road,  and  it  is  the  firm's  intention  to  cater  more  aggressively 
than  ever  before  to  the  wants  of  the  Canadian  trade.  They 
have  an  excellent  plant  and  equipment  at  35  Britain  Street,  and 
readers  of  the  Furniture  World  who  send  for  their  catalogue, 
will  find  it  a  useful  text-book. 


Showing  front  of  the  new  store  of  the  Bedell  Furnishing  Co.,  Ltd.,  Yorge  St..  Toronto,  to 
which  reference  was  made  in  February  Furniture  World.    The  building  will  be  ready  April  ist. 
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View  of  the  Factory  of  the  Victoriaville  Furniture  Co. 


WHERE  VICTORIAVILLE  FURNITURE  IS  MADE. 

"Specialization"  is  the  aim  of  the  management  of  the' 
Victoriaville  Furniture  Co.,  who,  like  all  progressive  manu- 
facturers, realize  that  this  is  an  age  in  which  specialization  is 
necessary  in  order  to  withstand  competition.  "We  aim  at 
'  specialization '  in  the  manufacture  of  a  limited  number  of  pat- 
terns,"  said  Mr.  J.  E.  Alain,  manager  and  secretary  of  the 
above  named  firm,  to  the  Furniture  World,  "but  in  great 
quantities,  thus  beating  out  our  general  competitors. ' ' 

A  view  of  the  firm 's  plant  is  here  shown,  in  which  one 
hundred  and  thirty  hands  are  employed  manufacturing  two 
and  one-half  millions  of  feet  of  lumber  into  furniture  annually, 
the  lines  being  case  goods  of  medium  priced  surface  oak  finish, 
including  tables  and  cheffoniers.  The  factory  has  75,000  feet 
of  floor  space,  and  besides  this  factory  the  Victoriaville  Fur- 
niture Co.  have  also  extensive  lumber  mills  engaged  in  con- 
verting into  lumber  the  trees  grown  on  their  own  timber 
limits,  thus  putting  them  in  the  "from  tree  to  crate"  class. 

An  important  feature  of  this  firm 's  business  is  shipping 
arrangements  with  the  other  furniture  manufacturing  firms  of 


Victoriaville.  This  is  of  interest  to  buyers  of  mixed  carlots. 
There  is  the  Canadian  Rattan  Chair  Co.,  specialists  in  verandah 
furniture  and  other  lines  of  rattan  goods.  The  Victoriaville 
Chair  Mfg.  Co.  are  also  in  this  shipping  arrangement  and,  as 
their  firm  name  suggests,  they  are  manufacturers  of  chairs. 
The  Canada  Mattress  Mfg.  Co.,  who  make  upholstered  goods 
and  the  Standard  Bedstead  Co.,  complete  a  group  of  shippers 
whose  arrangement  is  appreciated  by  retailers  in  all  parts  of 
Canada. 


"IDEAL"  ADVERTISING. 

Altogether  apart  from  the  quality  of  the  goods  manufac- 
tured by  them  and  the  general  efficiency  of  their  service,  the 
Ideal  Bedding  Co.  offer  the  retailer  a  very  important  induce- 
ment in  the  advertising  to  the  consumer  that  they  are  doing. 
They  are  creating  a  demand  and  conducting  such  an  educative 
campaign  that  retailers  handling  "Ideal"  beds  are  retailing 
lines  that  the  public  know  about,  through  a  series  of  bright  and 
convincing  daily  and  weekly  newspaper  advertisements. 


The  Victoriaville  Furniture  Co.'s  Sawmill. 
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ONE  OF  LONDON'S  PROGRESSIVE  INDUSTRIES. 


The  comi)]c'tion  and  occupancy  of  the  two  new  three-story 
additions  erected  by  the  Ontario  Spring  Bed  &  Mattress  Co., 
Ltd.,  of  London,  Ontario,  mark  another  jieriod  in  the  rapid 
growth  of  this  concern,  making  as  it  does  the  third  addition 
they  have  built  within  the  last  tliree  years.  To  say  the  least  it 
speaks  well  for  the  quality  of  their  product.  These  buildings 
add  some  40,000  square  feet  of  floor  space  and  were  made  ne- 
cessary by  the  increased  demand  for  their  lines — particularly 
in  Western  Canada. 

As  it  stands  to-day  this  factory  is  one  of  the  largest,  most 
comj)lete  and  best  equipped  plants  in  Canada  for  the  manu- 
facture of  Brass  and  Iron  Beds,  Springs,  Mattresses  and 
Pillows. 

A  glance  at  the  accompanying  illustration  will  show  the 
layout  of  the  buildings,  which  are  of  semi-mill  construction, — 
firei)roof,  sanitary  and  modern  in  every  respect. 

The  equipment  of  each  department  has  not  only  been  main- 
tained to  the  usual  high  standard  of  efficiency,  but  many  new 


features  and  improvements  have  been  added,  sucli  as  automatic 
wire  weavers  and  spring  coilers,  carding  and  felting  machines, 
new  ovens  for  baking  and  machines  for  enamelling  bedsteads. 

The  general  and  private  offices,  which  have  been  moved  to 
the  front  of  the  new  building,  are  very  handsome  in  design, 
being  finished  in  golden  oak  and  glass,  with  tile  floors. 

Besides  shipjjing  a  large  number  of  carloads  to  Western 
dealers,  arrangements  have  again  been  made  to  send  enclosures 
with  the  McLagan  Combination  of  furniture  factories  at  Strat- 
ford for  the  convenience  of  those  -ustomers  who  cannot  always 
buy  in  large  quantities. 

The  officers  of  the  Company  are  Richard  C.  Williams,  presi- 
dent and  manager;  Jno.  Sussex,  vice-president;  Andrew  R. 
Simpson,  sec.-treas.,  and  Albert  R.  Williams,  asst.  secretary. 

Mr.  Jas.  E.  Sussex  is  the  company's  representative  in 
Western  Ontario,  Geo.  .).  White  in  Eastern  Ontario  and  Mari- 
time Provinces,  while  Western  Canada  is  covered  by  ^I.  H. 
Stewart,  Jno.  Truseott  and  J.  W.  Chowen. 


For  Sale; 
Wanted 


TERMS  for  INSERTION 


Cents  per  Word  one  Insertion 
7  "  "  "  two  "  s 
10  "  "  '*  three  "  s 
MINIMUM      50  CENTS 


WANTED. — Traveller  covering  wood  working  industries  in 
Ontario  and  Eastern  Canada,  to  carry  sideline;  honest  goods; 
liberal  terms;  correspondence  confidential.  Box  F.,  Canadian 
Furniture  World,  56-58  Agnes  St.,  Toronto. 

FOE  SALE — Furniture  and  Undertaking  business  in  lively 
village  in  Vork  Co.  Doing  large  business  in  both  departments. 
Apply  Box  69,  Canadian  Furniture  World  and  the  Undertaker, 
56-58  Agnes  St.,  Toronto.  * 

WANTED — Two  salesmen,  one  for  Toronto,  and  one  for 
Ontario  to  carry  a  side  line  of  mattresses  and  bed  springs. 
Apply  Box  O,  Furniture  World,  56  Agnes  St.,  Toronto. 


WANTED — Position  by  young  man,  thoroughly  exj)erienced 
in  embalming  open  for  engagement;  12  years'  experience,  part 
of  this  time  being  with  one  of  Canada 's  leading  undertakers. 
City  position  preferred.  Box  70,  Furniture  World  and  Under- 
taker, 56-58  Agnes  St.,  Toronto. 

WANTED — Position  as  assistant  to  undertaker,  by  a  man 
thoroughly  exjjerienced  in  embalming  and  funeral  directing — • 
can  furnish  A  1  references;  or  would  go  in  partnership  with  an 
elderly  man — willing  to  go  West  in  either  case.  Apply  Box  84, 
Furniture  World  and  the  Undertaker,  56-58  Agnes  St.,  Toronto. 

WANTED — An  undertaking,  or  furniture  and  undertaking 
business  in  Ontario  or  the  Northwest  by  ex])erienced  man.  Give 
details,  price,  location,  etc.  Box  84,  Furniture  World  and  the 
Undertaker,  56-58  Agnes  St.,  Toronto. 

FOE  SALE — An  old  and  well  established  undertaking  busi- 
ness, everything  in  good  condition.  Owner  able  to  retire;  pre- 
mises for  rent  to  a  first  class  man;  prospectors  shown  through  or 
enquiries  answered.  Grand  opening  for  a  good  man,  or  two 
young  men  that  understand  the  business;  possession  any  time. 
Ira  Green,  Hamilton,  Ontario. 
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The  Imperial  Line 

OF 

Reed  and  Upholstered 
Furniture 

has  a  place  in  the  store  of  every  retailer. 
There  is  an  all  the  year  demand  for  these 
goods  of  which  quality  is  always  the  under- 
lying idea. 

It  is  important  to  all  the  trade  and 
especially  to  Western  retailers  that  Stratford 
is  a  carload  centre  for  furniture  of  quality. 


Imiierial  Rattan  Company 

LIMITED 

STRATFORD,  -  -  CANADA 
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This 

MADE  IN 


Diner  Is  A  Good  Seller 


STRATFORD 


BY  CHAIR  EXPERTS 


."502-2 


It  is  no  experiment.  The  repeat  orders 
it  has  brought  are  the  best  evidence  of 
the  favorable  impression  it  has  made. 

To  Show  It  Is  To  Sell  It 

It  is  of  selected  oak,  seasoned  to 
perfection  and  there  is  not  a  single  item 
in  the  chair's  make-up  that  has  been 
neglected  from  mill  to  finishing  room. 
You  can  sell  it  at  an  appealing  price  and 
make  a  good  profit. 

We  load  with  the 
Stratford  Shipping  Combination 


The  Stratford  Chair  Co.,  Limited 

Stratford,         -         -  Canada 
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Fullerton  Publishing  Co.,  56-58  Agnes  Street,  Toronto,  Canada 


FurnitureWorld 


Vol.  1 

Toronto,  April,  1912 

No.  8 

HE  BEAUTY  OF  McLAGAN  PRODUCTIONS 
S  NEVER  BETTER  ILLUSTRATED  THAN 
IN  THIS  SUITE.  GROUP  No.  85.  SPECIALLY 
ADAPTED  FOR  SMALL  DINING  ROOMS 


THE 


GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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DINERS  UP-TO-DATE 

At  JOHN  C.  MUNDELL   &  CO.'S,  Elora 

^  And  an  endless  variety  of  patterns  there  seems  to  be.  Some  of  our  salesmen 
tell  us  the  line  is  two  large,  and  perhaps  it  is,  but  our  customers  reap  the  benefit  in 
having  so  wide  a  range  to  choose  from. 

^  Are  you  satisfied  with  your  trade  in  DINERS  for  the  year  just  closed  ?  There  is 
undoubtedly  no  class  of  furniture  that  demands  more  careful  attention  in  purchasing 
than  these,  for  the  sale  of  an  entire  set  is  frequently  lost  to  the  dealer  by  reason  of 
one  carelessly  finished  chair.  OUR  DINERS  reach  you  showing  all  the  evidences 
of  careful  workmanship  and  well  selected  material,  and  in  that  mellow  depth  of 
finish  that  marks  the  genuine  standard  tint  of  Golden  Oak.  Leather  the  finest  and 
best  the  market  afi"ords, — the  kind  that  wears, — upholstering  that  is  at  the  same 
time  luxurious  and  reliable. 

^  If  you  feel  interested  in  DINERS  of  the  class  we  have  described,  drop  us  a  line 
for  Blue  Prints  and  prices  of  our  DINERS.    You  will  hear  from  us  promptly  in  reply. 

JOHN  C.  MUNDELL  &  CO.     -     -      ELORA,  Ont. 


The  L.  &  P.  Patented  Spring  Beds 

are  being  handled  with  satisfaction  and  profit  by  many  dealers  in  America.  You,  Mr. 
Dealer,  have  their  experience  to  start  with  and  therefore  are  taking  no  chances  in  try- 
ing out  the  line  by  sending  for  a  trial  shipment. 

Prices  Right  ■  Prompt  Shipments. 


LEGGET&PLAIX 


SPRUNG  BEDS 


SANITARY 
NOISELESS 
DURABLE 
COMFORTABLE 

AND 

REASONABLE 


LEGGET&PLATI 


SPRING  BEDS 


The  "L  &  P"  patented  spring  beds  are  constructed  of  the  very  best  grade  of  steel  and  spring  steel 
wire  that  can  be  had.  The  patented  construction  holds  each  coil  securely  in  its  place  and  at  the  same 
time  allows  it  to  act  independently,  thus  equalizing  all  weights.  After  being  made  complete,  each 
spring  is  thoroughly  retempered,  giving  a  positive  uniform  strength  to  every  coil  in  it.  A  high  grade 
of  black  baking  japan  is  used  in  finishing  the  springs. 

Manufactured  by 

LEGGETT  &  PLATT  SPRING  BED  CO..  Limited 


WINDSOR 


ONTARIO 
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Genuine  English  Morocco  Leather  Upholstered  Chairs 

In  Red  and  Green  Shades 


No.  514a 


No.  515a 


THE 


H.  KRUG  FURNITURE  CO,  LIMITED 


BERLIN,  Ontario 


BAETZ  BROTHERS  &  CO, 

BERLIN,  ONARIO 
"SPECIALIZING  IN  CHAIRS" 


"401" 

A  Medium  Price 
Flanders  Suite 

(Settee  to  Match) 


Made  of  Selected 
Quartered  White  Oak 
in  Standard  Fumed  or 

Cathedral  Finishes 


Prices  and   Samples   Gladly  Sent  on  Request 
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Church,  School      Opera  Furniture 


You  Should  Be  Interested 

in  the  furnishing  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  or  community.  If  you  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  ^tyle  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate. 

We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

Write  Us  To-dav 

Church  Furniture — Ask  for  Catalogue  C 
School  Furniture — Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 


thfGLOBE  furniture  CO 


WATERLOO 


THIS    LABEL  (5 


ONTARIO. 


OF  aUALlTV 


Something  New  in 
Hall  Racks 

WRITE 

for  Catalogue  and  Price 
List  to 

THE  LIPPERT  FURNITURE  CO. 

LIMITED 

Manufacturers  of  Medium  and  High  Grade  Furniture 


BERLIN 


ONTARIO 


No.  190.    Quarter  Cut  Oak. 
Mirror  24  in.  X  30  in.  B.  B.P.  Stand  77  in.  x  43  in.  X20  in. 
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No.  4154 


No.  5154 


Here  You  Are 

NEW  AND  DIFFERENT 

Just  what  you  have  been  look- 
ing for 

FROM  WATERLOO  OF  COURSE 

and  an  easy  selling  pair. 
Notice  how  handsome  it  is 
with  either  spindle  or  up- 
holstered back,  but  of  course 
the  picture  can't  do  the  goods 
justice.  They're  in  both 
solid  mahogany  and  selected 
quartered  oak,  any  finish, 
golden,  fumed,  cathedral  or 
early  English.  Your  choice 
of  leather  or  silk  coverings. 
The  design  is  adapted  to 
both. 


TEAR  OFF  THE  CORNER 

OF  THIS  PAGE 
and  mail  it  before  you  forget  to 


No.  4153 


No.  5153 


WATERLOO  FURNITURE  CO. 

LIMITED 

Waterloo       -  Ontario 


When  we  say  a  piece  of  furniture  is  solid  mahogany, 
we  mean  just  that,   not   veneer    nor   finish  but 
genuine,  clear  cut  solid  mahogany  through  and  ^  -O^^ 

through.     Furthermore,  the  prices  we  quote  A/ 


4- 


.o- 


would  be  reasonable  for  birch,  but  that's 
because    we   are    solid  mahogany 
specialists    and    produce  the 
volume. 


4^ 
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Get 


ONWA^ 
Slid      Furniture  oe 

Instead  of  Carpet-Tearing,  Floor-Narking  Casters. 

Made  with  Glass  Base  and  Mott  Metal  Base  in 
all  sizes  and  styles,  suitable  for  all  kinds  of  Furniture 
and  Metal  Beds.  When  placing  your  orders  for  furni- 
ture and  metal  beds  with  the  manufacturer,  specify  the 
Onward  Sliding  Furniture  Shoe  in  place  of  the  old 
fashioned  wheel  caster. 

of  them,  display  them,  and  you  will  be  surprised  how  fast  they  sell. 

Write  for  our  new  illustrated  circular  and  discount. 


Manufactured  only  by 


Onward  Manufacturing  Co. 


FACTORIES  : 

BERLIN  ONT. 

AND 

MENASHA,  WIS. 


Chairs  for  the  Kiddies 


9^ 


Durability 
Comfort 
Lightness  of  'Weight 


Gracefulness 
Dainty  Appearance 
Moderate  Price 


These  features  are  all  prominent 

Austrian   Bentwood  Furniture 

makini^  it  specially  suited  tor  use  in  Reception  Halls,  Boudoirs,  Dining  Rooms,  Cafes,  Bedrooms, 
Parlors,  Hotels,  Hospitals  and  public  libraries. 

This  Austrian  Bentwood  furniture  is  made  by  one  of  the  largest  furniture  manufacturing 
firms  in  the  World,  operating  five  different  factories,  employing  over  ii,ooo  hands. 

Have  you  our  Catalogue  ?     If  not,  a  postal  card  will  get  you  one. 

Manufactured  by 


Jacob  and  Joseph  Kohn 

Vienna  ::  Austria 

CANADIAN  BRANCH 

215-219  Victoria  St. 

Toronto  ::  ::  ::  Canada 

W.  3.  CRAIG. 
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wim  LEE  BURRELL 


Speaking  of  profits  you  want  to  handle  a  line  of  well- 
made  mattresses,  in  which  Quality  comes  first.  But 
also  you  need  goods  for  which  the  price  to  you  is  low 

enough  to  leave  you  a   good  margin 
after  fixing  the  retail  price  at  an  attrac- 
tive figure. 


M  n    1     iLee-Burrell       Rex      i  yi  d  • 
4  (irades  \^  «    .  .    i  4-  r rices 

IKegent  InvictusJ 

One  sold,  sells  others. 


THE  STANDARD  BEDDING  COMPANY 


Sole  Manufacturers  and  Distributors 


27-29  DA  VIES  AVENUE 


TORONTO,  CANADA 


CATALOGUE'C 

.,^111     write:  for  it, 
FOR^POMESOR  HOSPITALS 

^OR  CARRYING  RATI  ENTS  UP  OR  DOWN  STAIRS, 
CAN  ALSO  BE  USED  ON  THE  LEVEL 
BY  DETACHING  CARRYING  BARS, 
MAKES  A  FIRST  CLASS 

LIBRARY  VERANDAH 
ORSMOKINGROOMCHAIR. 

DRON 
G.CO. 

IMITED 


.da. 


The  "TARBOX"  Pillow  Sham  Holders 


TARBOX  BROS. 


were  in  principle  new — 20 
years  ago — because  they  do 
not  attach  to  the  post'*  or 
finished  surface  ot  beds,  do 
not  fold  or  crease  the  shams. 

Tvventy  years  of  popularity-, 
with  demands  from  every 
country  where  Shams  are 
uved.  proves  them  to  be  the 
"  last  word"  in  Sham  Hold- 
ers. Made  in  two  grades 
for  Wood  and  Metal  Beds. 
If  you  do  not  know  about 
them,  write  us. 

Toronto 


ESTABLISHED   20  YEARS 

The  reputation  of  our 
Springs  is  unequalled. 
Our  Guaranteed  Tempered 
Upholstering  Spring  has 
been  pronounced  the 
Best  Yet 


JAMES  STEELE,  LIMITED 

GUELPH  ONTARIO 
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Smith  Solid  Comfort  Chair 


(PATENTED) 

A  Perfectly  safe 
Rocking  Chair 
that  cannot  be 
upset  by  rocking 
backwards  to  any 
angle. 


No.  655  No.  655% 

There  have  been  many  attempts  in  recent  years  among  designers  of  furniture,  to  devise  and  construct  chairs 
that  will  give  the  maximum  of  comfort,  and  at  the  same  time  combine  an  artistic  appearance  which  is  always 
desirable  in  home  furnishings.  The  most  remarkable  rocking  chair  in  this  respect  is  the  Smith  Solid  Com- 
fort Chair  which  at  first  sight  appears  to  be  an  ordinary  rocking  chair  of  artistic  proportions  and  comfortable 
upholstering,  but  which  in  fact  is  capable  of  being  adjusted  to  any  position  by  a  person  while  sitting  in  the 
chair,  by  means  of  a  small  hand  wheel  on  the  lower  right  hand  side  of  the  seat,  which,  being  connected  to  a 
rod  running  through  to  the  opposite  side,  and  acting  upon  two  small  spirally  constructed  castings,  one  may 
almost  imperceptibly  change  the  poise  of  the  upper  part  of  the  chair  and  peimit  the  occupant  to  rock  to  and 
fro  to  any  desired  angle,  until  by  turning  the  wheel  to  the  rear,  an  absolutely  reclining  position  can  be 
reached  without  effort.  By  a  single  turn  of  the  small  wheel,  the  centre  of  gravity  can  be  so  finely  adjusted 
as  to  permit  a  person  to  get  any  desired  position,  and  the  cushions  are  so  constructed  and  placed  on  strap 
runners,  that  any  small  child  or  grown  person  of  any  size  can  get  absolute  comfort  and  rest.  One 
great  feature  of  this  Rocker  is  that  no  matter  how  you  adjust  the  seat  it  cannot  be  upset  by  the  occupant 
in  rocking  backwards  to  a  reclining  position,  and  the  position  can  be 
changed  at   will   without  getting  out  of  the  chair. 

Made  also  in  Slat 
Back  Design  without 
back  cushions. 

Finishes:  GoldenOak, 
Early  English,  o  r 
Birch  Mahogany. 

Sample  this  chair  now 

Copies  of  this  circular 
supplied  free  to  our 
customers. 


This  cut  shows  reclining'  position  which  can  be  reached 
by  adjusting'  the  hand  wheel  at  side  of  seal. 


This  cut  shows  the  chair  adjusted  to 
position  of  any  ordinary  rocking  chair 


MANUFACTURED  FOR  THE  TRADE  ONLY  BY 


The  Gold  Medal  Furniture  Manufacturing  Co.,  Ltd. 


TORONTO 


MONTREAL 


WINNIPEG 
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Knechtel  Customers 


Participate  in  all  the  advantages 
that  result  from  operating  on  a  large 
scale,  whereby  the  logs  of  our  own 
timber  limits  are  cut  in  our  own 
mills,  ensuring  an  adequate  supply 
always  of  thoroughly  seasoned  and 
kiln-dried  lumber. 


Our  Different  Factories 
Are  Specialized 

So  that  every  shipment  of 
Knechtel  Furniture  is  the  product 
of  specialization  in  that  particular 
line  and  Knechtel  Furniture  includes 
goods  for  every  room  in  the  house — 
the  complete  stock  for  a  store — and 
whether  a  carload  order  or  a  single 
piece  the  crating  and  packing  is 
done  with  the  same  care  that  charac- 
terizes every  operation  from  the 
forest  to  you. 


CATALOG  FOR  1912  GOES  OUT 
THIS  MONTH. 


The  KNECHTEL  FURNITURE  CO. 

LIMITED 

Hanover       -       -  Ontario 


Vol.  I.  No.  8. 


TORONTO 


April  1912 


Published  monthly  by 

Fullerton  Publishing  Co. 

John  A.  Fullerton 
Harvey  A.  Jones,  N.  D.  Webster, 

Editorial  Manager  Business  Manager 

56-58  Agnes  Street 

Toronto,  -  -  Canada 

Annual  subscription  price 
$1.00  per  year  in  Canada;  $1.50  in  other  countries. 


Bringing  Wealth  to  Canada. 

Canadians  it  is  a  source  of  satisfaction  that  tlu' 
Western  Provinces  are  attracting  the  best  kind  of 
settlers  from  Europe  and  the  United  States.  Rather 
startling  to  the  people  of  the  latter  country,  however,  is 
the  information  given  out  at  Washington  that  during 
the  decade  from  1900  to  1910  this  country  attracted  125,- 
000  settlers  from  the  United  States,  the  aggregate  of 
wliose  wealth  is  estimated  at  ^125,000,000.  The  history 
of  Western  immigration  is  that  the  American  settler  is 
of  a  highly  desirable  type.  He  is  attracted  by  the  liberal 
inducements  held  out  by  this  Government  of  farms  to  be 
had  practically  for  the  asking,  and  he  comes  with  capital. 
In  consequence  of  his  coming  over  in  great  numbers  the 
U.  S.  Government  proposes  to  enact  some  kind  of 
legislation  that  will  have  the  effect  of  keeping  him  at 
home.  A  bill  to  this  effect,  introduced  at  Washington, 
has  been  patterned  after  the  land  laws  of  Canada.  It 
is  not  probable  that  any  kind  of  legislation  can  stem 
the  tide  of  traffic  toward  Canada's  West,  which  will  con- 
tinue as  long  as  there  are  fertile  acres  to  be  had.  As 
the  Western  population  increases,  so  must  the  popula- 
tion of  the  manufacturing  centres  of  the  east.  The 
West  has  become  a  great  market  for  the  manufacturer, 
and  even  if  its  stability  has  at  times  caused  him  un- 
easiness, he  knows  that  a  judicious  giving  of  credits  en- 
sures him  a  safe,  as  well  as  a  large  outlet.  Tlie  em- 
ployment of  more  artisans  means  a  greater  market  for 
the  Eastern  farmer,  who  even  now  does  not  produce 
sufficient  for  l)is  market,  and  in  turn  the  farmer  and 
artisan  are  good  buyers  of  all  tlie  productions  of  ('ana 
dian  factoi-ies,  so  that  witliin  th(>  country  there  is  no 
element  to  justify  other  tlian  tlic  most  optimistic  out- 
look. 

Northern  Ontario. 

I'lTE  Toronto  Hoard  of  Trade  is  justified  in  taking  to 
itself  a  generous  portion  of  the  credit  resulting 
from  the  Provincial  Government's  decision  to  spend  fiv(> 
millions  of  dollars  in  the  develoj)ment  of  Northei-n 
Ontario.  Under  the  Presidency  of  Mr.  R.  S.  (Jourlay, 
last  year,  the  Toronto  Board,  by  touring  Northern 
Ontario  in  a  hody,  by  giving  publicity  to  the  resources 


and  possibilities,  and  by  its  great  activity  in  relieving 
distress  and  privation  resulting  from  the  disastrous  bush 
fires  that  destroyed  so  much  property  and  so  many  lives, 
attracted  to  the  clay  belt  of  Northern  Ontario  the  atten- 
tion of  these  who  had  hitherto  regarded  the  Cobalt  min- 
ing camps  as  the  sum  total  of  New  Ontario's  wealth. 
The  associated  Boards  of  Trade  of  Ontario  urge  the  Pro- 
vincial Government  to  take  action  in  New  Ontario,  not 
only  upon  business  and  economic  grounds,  but  because 
of  strong  national  grounds  for  the  rapid  population  of 
this  vast  countrj'  with  an  English  speaking  community. 
Some  of  the  features  that  will  be  included  in  the  pro- 
paganda of  development  in  Northern  Ontario  will  be 
construction  of  roads,  preparation  of  ready-made  farms, 
Government  loans  to  settlers,  agricultural  farms,  ad- 
vertising of  New  Ontario  and  securing  a  ready  market 
for  pulpwood  for  the  settlers.  The  development  of 
Northern  Ontario  is  not  the  least  important  of  the  big 
moves  on  foot  in  Canada. 

The  Eastern  Townships. 

""pHAT  part  of  the  Province  of  Quebec  known  as  "The 
Eastern  Townships"  has  generally  been  considered 
by  the  inhabitants  of  the  other  provinces  to  be  the  most 
desirable  section  of  Quebec  east  of  IMontreal,  from  a  com- 
mercial standpoint.  In  any  event  it  is  of  interest  that 
merchants  and  others  do  not  propose  to  let  other  parts 
of  the  country  overshadow  them  in  activity.  A  federa- 
tion of  the  Boards  of  Trade  was  formed  in  March,  to  be 
known  as  "The  Eastern  Townships  Associated  Boards  of 
Trade,"  the  objects  of  which  are  "the  promotion  of  the 
commercial,  financial,  farming,  industrial,  raining  and 
correlated  interests  of  the  Eastern  Townships,  the  settle- 
ment of  questions  bearing  on  the  Townships  as  a  whole, 
leaving  each  associated  board  free  within  wide  limits 
to  govern  and  act  for  itself."  The  federation  embraces 
the  Boards  of  Trade  of  the  cities,  towns  and  villages  of 
the  Eastern  Townships.  The  first  president  of  this 
federation  is  E.  W.  P'arewell,  of  Sherbrooke,  Que.;  vice- 
president,  Jas.  Roy,  Lake  Megantic,  and  R.  C.  Wilkins, 
of  Parnham.  The  secretary  is  C.  R.  Bradford,  of  Sher- 
brooke. 

Eastern  Canada. 

^  WRITER  of  an  article  on  "The  Industrial  Awaken- 
ing of  the  Ea.st, "  says,  "the  secret  of  this  awaken- 
ing is  that  capitalists  have  suddenly  discovered  the  in- 
dustrial resources  of  these  provinces."  The  real  secret 
is  perhaps  the  discovery  of  the  Eastern  people  them- 
selves, or  rather  their  awakening  to  the  immense  natural 
resources  and  advantages.  Their  awakening  has  resulted 
in  attracting  capital  and  enterprise  to  an  extent  that 
gives  the  east  pi-omise  of  attracting  just  as  nuich  atten- 
tion as  the  West  has  been  doing.  For  a  generation  the 
West  has  drained  the  Maritime  Provinces  of  men,  but 
now  the  tide  is  turning.  "Forward  New  Brunswick"  is 
the  slogan  that  has  been  adopted  by  the  Daily  Telegraph 
of  St.  John,  and  the  Board  of  Trade  of  that  city  is  show- 
ing activity  rather  surprising  to  the  inhabitants  of  more 
Western  parts  of  the  country.  In  a  recent  connuunica^ 
tion  to  tiiis  publication,  secretary  W.  E.  Anderson  of 
tli;)t  oi-ganization,  among  other  tilings  says: — 

"The  contract  between  the  Federal  Government  and 
Messr's.  Norton  Griffiths,  foi-  the  development  of  St. 
John  Harbour,  Fast,  totals  -1^11, 500,000.    This  will  in- 
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elude  the  construction  of  twenty-three  berths,  break- 
water, a  dry-dock,  and  a  ship-repairing  plant. 

"In  addition  to  this,  the  Grand  Trunk  Pacific  has 
purchased  some  70  acres  at  the  head  of  St.  John  Harbour, 
east,  for  its  terminal.  The  terminal  will  also  be  used 
by  the  Valley  Railway  and  Canadian  Northern. 

"The  further  contract  with  the  Federal  Government 
for  considerable  development  in  St.  John  Harbour  West, 
amounts  to  about  $3,000,000,  and  will  include  the  con- 
struction of  wharves,  retaining  wall,  etc. 

"The  C.  P.  R.  is  spending  an  additional  million  and 
a  half  of  dollars  for  the  construction  of  yards,  ware- 
houses, etc.,  on  the  west  side  of  St.  John. 

' '  Industrially,  we  have  very  large  developments  other 
ways.  For  instance,  the  T.  S.  Sims  brush  and  broom 
factory  is  putting  up  an  immeiase  plant.  The  T.  Mc- 
Avity  &  Sons  are  doubling  their  present  plant.  The  Ed- 
ward Partingdom  Pulp  and  Paper  Co.  are  putting  up  a 
large  news  print  paper  mill.  INIessrs.  Ganong  Brothers, 
of  St.  Stephen,  are  opening  a  large  branch  of  their  busi- 
ness in  St.  John.  A  new  automobile  factory  is  being 
established  here,  with  a  capacity  the  first  year  of  one 
hundred  cars.  An  English  syndicate  and  capital  has 
purchased  sometliing  over  twelve  hundred  acres  of  ce- 
ment property  here,  and  are  about  to  commence  the  con- 
struction of  cement  works.  The  capacity  of  this  plant, 
I  understand,  is  twelve  hundred  barrels  a  day. 

"The  Provincial  Government  entered  into  a  contract 
for  the  construction  of  the  Valley  Railway  to  run  two 
hundred  miles  down  the  valley  of  the  St.  John  River, 
the  expenditure  of  which  amounts  to  nine  millions  of 
dollars.  This  railway  will  terminate  at  St.  John  Har 
hour.  East. 

'The  construction  of  this  railway  will  be  of  interest 
to  the  readers  of  the  Furniture  "World  from  the  fact 
that  it  penetrates  an  immense  birch  forest,  heretofoi"e 
inaccessible  to  the  lumbermen. 

"Surveyors  tell  iis  that  the  birch  of£  this  property 
is  of  a  fine  old  growth,  large  and  clear,  and  would  be  ex- 
cellent timber  for  the  manufacture  of  furniture. 

"As  soon  as  this  forest  is  opened  up  with  the  rail- 
way, we  will  endeavor  to  interest  furniture  manufactur- 
ers in  the  advantages  of  locating  a  plant  in  St.  John  for 
the  manufacture  of  all  lines  of  furniture,  as  we  are  im- 
porting now,  practically  everything  in  that  line." 

The  Commercial  Talking  Machine. 

^EJECTIONS  made  to  the  typewriter  in  the  early 
stages  of  its  career  are  now  just  as  ludicrous  as,  in 
anotlier  decade,  will  be  the  objections  now  being  made  to 
the  business  talking  machine.  This  came  as  a  logical 
adjun(;t  to  the  typewriter  and  to  further  enlarge  the 
business  man's  activities  by  saving  his  time.  Peculiarly 
enough  it  was  toward  the  commercial  machine  that  the 
early  inventions  were  directed,  but  an  entertainer  re- 
sulted, and  so  great  was  the  demand  along  this  line  that 
the  commercial  machine  became  sidetracked.  There  are 
hundreds  of  commercial  phonographs  in  daily  use  in 
offices  where  the  business  man  five  years  ago  would  have 
laughed  at  the  absurdity  of  its  use,  or  considered  it  a 
luxury.  To  such  a  standard,  however,  has  its  efficiency 
reached,  that  it  is  an  economic  proposition,  and  well 
worthy  of  the  serious  consideration  of  the  man  who  has 
much  dictation  of  either  letters  or  instructions.  The 
advantages  of  the  nmehine  are  that  it  is  available  for 


use  early  in  the  morning  or  late  at  night,  and  is  on  duty 
on  holidays  as  well  as  other  days.  It  will  receive  dicta 
tions  as  fast  as  the  man  can  talk,  or  about  twice  as  fast  as 
the  average  stenographer  can  write  sliortliand.  While 
the  stenographer  is  writing  letters  from  one  machine, 
the  dictator  can  use  another.  Only  one  person's  time  is 
required  in  dictating  letters,  instead  of  the  time  of  two 
in  the  ordinary  method.  It  has  also  been  proven  that  a 
stenographer  experienced  with  the  phonograph  will 
transcribe  more  accurately  and  rapidly  than  from  notes, 
and  she  can  regulate  the  speed  of  the  machine  to  suit  her 
own  speed  ability.  The  dictator  is  not  subject  to  the 
annoyance  of  having  the  stenographer  get  about  three 
sentences  behind,  and  then  jerk  him  up  with.  "What  did 

you  say  about  ?"    In  short  the  commercial  talking 

machine  facilitates  both  dictation  and  transcription,  and 
it  is  noticed  that  a  growing  number  of  business  com- 
munications have  printed  across  the  bottom,  "This  letter 
w^as  dictated  to  the  Edison  Business  Phonograpli,"  or  to 
"The  Dictaphone." 


QUEEN  ALEXANDRA'S  FAVORITE  ROOM. 

The  revival  of  interest  in  her  London  home  is  shown 
by  the  announcement  that  Queen  Alexandra  has  given 
orders  for  the  redecoration  of  her  favorite  room  at 
IMarlborough  House.  The  general  effect  of  the  room  is 
described  as  a  neutral  one,  the  wallpaper,  curtains  and 
carpet  being  an  extremely  pretty  and  delicate  shade  of 
grey.  Here  and  there  in  a  soft  cushion,  a  vase,  or  some 
of  the  draperies,  there  will  be  touches  of  silver,  white 
and  a  little  black,  to  prevent  it  being  monotonous.  Al- 
together it  will  be  a  charming,  restful  room,  and  besides, 
will  make  the  best  possible  background  for  her  majesty's 
valuable  collections  of  old  silver  and  cut-glass,  and  the 
masses  of  violets  which  are  always  found  in  her  apart- 
ments. It  is  said  that  these  neutral  tinted  rooms  are  to 
])e  extremely  popular  this  season. 


IN  BUSINESS  FOR  HIMSELF. 

Mr.  J.  Niquet  of  Montreal,  who  was  for  nine  years 
with  N.  G.  Valiquette,  Ltd.,  has  purchased  a  business 
at  1561  Notre  Dame  St.  West,  from  ^Ir.  Edmoud  Gaud- 
ron.  For  the  past  ten  years  this  store  has  been  used 
for  the  furniture  business,  and  is  regarded  as  a  good 
location.  Mr.  Niquet  is  enlarging  the  floor  space,  in- 
stalling a  new  hot  water  heating  system,  and  redecorat- 
ing the  interior,  making  his  new  premises  convenient  and 
attractive. 


PAYS  THIS  DEALER. 

Messrs.  Bonthron  and  Drysdale  of  Hensall.  Ont.,  who 
handle  also  hardware,  and  are  undertakers  as  well  as 
furniture  retailers,  find  that  their  picture  and  moulding 
department  pays.  In  this  connection  they  said  to  the 
Furniture  World: — ^"We  do  not  make  any  special  ef- 
forts to  push  the  line,  more  than  displaying  them  all  the 
year  round,  and  making  a  window  display  Spi'ing  and 
Cliristmas  time.  We  are  the  only  people  handling  the 
line  in  town,  and  probably  that  is  one  reason  whj'"  the 
line  pays  us.  Re  dead  stock,  we  get  a  good  profit  on  the 
line  as  a  whole,  and  if  there  are  any  pictures  that  do 
not  sell  we  cut  the  price  and  make  them  move. ' ' 
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Starting  in  the  Retail  Business. 

"Y^ITH  the  rapid  progress  being  made  in  Canada  to- 
day, throughout  our  great  Western  country,  re- 
tail businesses  are  being  opened  every  day.  Yet  such  a 
state  of  affairs  is  not  confined  to  the  West  alone.  In  the 
IMaritinie  Provinces,  as  in  the  older  settled  parts  of 
Ontario  and  Quebec,  it  is  a  very  common  occurrence  for 
a  young  man  to  start  up  for  himself.  Existing  condi- 
tions, therefore,  furnish  a  good  reason  for  letting  slip 
from  the  mind  for  the  time  being  all  thouglit  of  business- 
boosting  suggestions  for  the  dealer  already  in  business, 
and  getting  down  to  something  practical  for  the  man 
starting  in  or  thinking  of  beginning  as  a  retailer. 

The  Opening  Day. 

In  a  contribution  to  IModern  Methods,  Mr.  A.  B.  Mc- 
Attammany  relates  how  in  the  opening  of  a  new  store  it 
often  happens  that  a  retailer  is  called  upon  to  bring 
into  play  all  the  ingenuity  there  is  in  him.  That  requires 
careful  forethoiight  lest  somebody  be  offended  by  the 
advertising ;  or  else  it  may  show  a  lack  of  taste  or  pro- 
priety. A  ])right  young  man  in  a  Western  town  found 
a  clever  expedient  for  advertising  his  new  store.  After 
signing  the  lease  he  pledged  the  person  from  whom  he 
leased  his  store  not  to  mention  to  a  single  person  the  use 
to  which  the  new  tenant  would  piit  the  store.  The  per- 
son agreed  and  tlie  young  man  whitened  the  windows 
that  no  one  from  the  outside  could  get  the  faintest  idea 
of  the  new  occupant's  ])usiness.  A  large  biilletin  was 
placed  in  the  window  as  follows : 

"This  store  will  soon  be  opened  with  a  carefully 
selected  stock.  Cash  prizes  will  be  awarded  for  the  first 
correct  answers  to  the  following  questions : 

1 —  What  kind  of  a  store  will  this  ])e?  $1  for  the 
first  correct  answer. 

2 —  Who  is  the  proprietor  ?  $1  for  the  first  correct 
answer. 

3 —  When  will  it  open?  Give  date,  hour  and  minute. 
$5  for  the  first  correct  answer. 

Write  your  answers  on  a  postal  card  and  address 
'The  New  Store,'  132  Main  Street." 

For  several  days  before  the  opening  of  the  store 
nearly  everybody  in  the  town  was  talking  al)out  the  new 
store  on  ]\Tain  street  and  the  prize  offers.  Over  500 
answers  to  the  questions  were  received  and  a  day  before 
the  time  set  by  the  retailer  for  the  opening  he  placed  a 
small  sign  in  his  window  announcing  tliat  the  names  of 
tlu'  winners  wo\ild  appear  in  the  window  the  following 
day,  Saturday.  The  sign  naming  the  lucky  ones  did 
appear,  and  within  a  few  minutes  after  the  opening  the 
stoi-e  was  crowded  M'ith  interested  buyers. 

The  Question  of  Unlimited  Capital. 
Many  iru-n,  young  and  old.  who  open  retail  stores, 
start  out  with  the  idea,  after  :i  few  years'  apprentice- 
.ship  in  tlic  business,  tliat  if  they  had  greater  capital, 
they  could  work  wonders  and  produce  astonishing  re- 
sults. There  is  no  truth  in  this  oft-exi)r('ss('d  belief. 
The  chances  for  attaining  success  in  these  days  ar-e  a 
great  deal  better  for  the  young  man  who  has  taken  tlu^ 
trouble  to  study  the  business  of  his  adoption,  than  were 
the  opportunities  of  the  young  man  of  a  score  of  years 
ago.  It  is  not  so  much  tiie  amount  of  capital  that  a  man 
can  invest  at  tlie  beginning  as  it  is  the  brains  and 
energy  that  he  displays  in  his  lunv  sj)here  of  activity. 


The  value  of  capital  should  not  be  underestimated,  but 
it  should  also  be  remembered  that  capital  without  brains 
and  energy  will  not  assure  success.  It  is  the  man  at  the 
head  who  guides  the  destiny  of  a  business,  and  if  the 
executive  head  is  lacking  in  the  capacity  for  hard  and 
intelligent  work,  the  business  will  show  it.  It  is  a  good 
thing  for  a  man  about  to  start  in  business  to  go  in  with 
a  determination  to  succeed.  Business  is  not  a  bed  of 
roses  and  a  retailer  must  be  prepared  for  a  hard  knock 
now  and  then,  as  well  as  for  other  drawbacks  that  at  the 
beginning  never  come  singly.  Courage  is  a  great  asset 
to  have  on  tap  when  building  up  a  new  business  en- 
terprise and  many  men  lacking  that  attribute  have  often 
laid  their  future  to  hard  luck  and  an  ironical  fate. 

Choosing  the  Best  Location. 

When  starting  a  retail  store  the  importance  of  choos- 
ing the  best  location  possible  is  as  great  or  even  greater 
than  the  proper  stocking  and  displaying  of  the  goods  in 
the  store.  To  continually  try  to  make  a  store  pay  in  an 
out-of-the-way  location  is  only  tempting  the  inevitable 
from  fate.  It  is  folly  for  a  beginner  to  expect  to  be 
successful  regardless  of  the  location  of  his  store.  At 
whatever  place  a  retailer  decides  to  venture  into  business, 
he  should  not  go  about  things  with  the  idea  of  being  a 
law  unto  himself,  nor  should  he  try  to  be  a  path-blazing 
idealist.  It  is  test  for  him  to  conform  to  his  surround- 
ings in  a  certain  locality  and  to  do  as  the  Romans  did, 
for  if  he  makes  too  radical  departures  he  may  make 
himself  ridiculous.  It  surely  is  not  good  policy  to  create 
displays  that  are  not  only  in  utter  contrast  to  other 
store  windows,  but  that  are  too  trashy  and  loud  for  the 
general  surroundings. 

The  Advantage  of  Appearing  Prosperous. 

The  philosophy  of  a  retail  merchant  should  be : 
"Look  prosperous  whether  you  are  or  not."  There  is 
nothing  which  wreaks  greater  injury  to  a  retailer's 
business  than  to  permit  the  impression  that  he  is  not 
thriving.  Frequently  such  an  impression  gains  circula- 
tion from  unwise  attempts  to  l)e  economical  that  are 
carried  to  extremes.  It  is  not  an  easy  matter  to  offset 
such  opinions  and  when  a  retailer's  patrons  are  so 
opinionated  that  they  set  the  retailer  down  as  a  mer- 
chant who  is  a  back-number  in  his  business  it  may  mean 
disaster.  At  the  beginning,  at  least,  the.  retailer  should 
not  get  the  mistaken  notion  that  by  using  cheap  sta- 
tionery he  is  economizing.  The  fact  should  not  be  lost 
sight  of  that  letter  paper,  bill-heads  and  announcing 
circulars  are  a  vital  part  of  a  store's  advertising  matter 
and  they  all  make  their  most  certain  impressions.  A 
few  additional  cents  spent  in  making  such  printed  mat- 
ter attractive  and  refined  in  appearance  will  go  a  long 
way  toward  conveying  to  a  customer  the  idea  that  the 
storekeeper  is  not  only  a  live  merchant,  but  that  he  is 
a  man  of  exacting  and  discriminating  taste. 

The  Value  of  Distinctive  Trade-marks. 

The  value  of  an  exclusive  trade-mark  for  a  store  is 
self-evident  because  it  has  the  nu'i-it  of  discriminating 
one's  goods  from  the  stocks  of  others.  Tlie  dealer  who 
is  building  u])  a  successful  business  will  Kiid  an  es- 
pecially cliosen  name  for  his  store,  a  distinctive  device 
which  becomes  a  greater  asset  as  the  years  pass  by.  The 
trade-mark  name  of  the  store  is  a  more  valuable  asset 
if  the  name  is  one  that  has  long  stood  t'oi-  quality,  hoiu'st 
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dealing  and  up-to-date  methods.  It  is  not  good  policy, 
when  selecting  an  appropriate  name  for  a  store,  to  give 
it  a  title  different  from  its  surroundings,  nor  one  that 
is  strange  or  offensive  to  the  ear  when  applied  to  the 
particular  business.  The  simple  name  with  an  appro- 
priate tinge  is  the  better.  When  the  managing  of  the 
store  is  as  it  should  be,  in  after  years  an  aptly  chosen 
name  will  prove  of  greater  vahie. 

Knowledge  of  Buying. 

The  duties  of  a  retailer  in  merely  caring  for  his  store 
are  not  all  that  devolve  upon  him.  To  know  values  is 
only  one  of  the  contributing  elements  to  his  success,  for 
he  must  know  when  to  add  to  the  volume  and  variety  of 
his  stock  and  when  to  stop  branching  out  in  such  direc- 
tions. The  wise  buyer  will  not  invest  too  much  in  stock 
when  there  is  no  special  call  for  such  goods,  nor  will  he 
overpay  the  market  prices  for  goods  at  the  time  of  pur- 
chasing. He  should  familiarize  himself  with  the  mar- 
ket's quotations,  as  even  more  knowledge  is  required  in 
the  buying  than  in  the  selling.  He  should  know  about 
how  much  he  can  sell  and  keep  on  the  safe  side  in  every 
line  of  business  transacted  in  his  store  and  should  ac- 
quaint himself  with  the  demands  on  the  different  stocks. 
In  that  way  a  buyer  may  learn  to  buy  about  enough  to 
cover  the  actual  needs  from  time  to  time. 

Folly  of  Knocking  and  Price-cutting. 

Many  young  retailers  making  their  initial  bow  seem 
to  believe  that  by  attacking  competitors  through  the  me- 
dium of  window  bulletins  or  by  word  of  mouth,  they  are 
rendering  a  service  to  prespeetive  customers  and  that 
they  will  profit  thereby.  Such  young  retailers  seem  to 
feel  that  they  are  giving  the  public  a  clearer  insight  into 
the  shortcomings  of  competitors.  These  young  bloods 
thus  believe  themselves  to  be  public  benefactors.  But 
the  public  is  never  in  sympathy  with  the  "knocker," 
and  the  retailer  who  adopts  such  methods  is  surely 
bound  to  be  the  loser.  The  public  usually  makes  a 
preference  by  patronizing  the  dealer  who  is  thus  assailed. 
IMany  methods  have  been  devised  by  scheming  retailers 
to  hurt  the  feelings  of  competitors.  A  favorite  method 
at  one  time  practiced  was  price-cutting  on  certain  com- 
modities where  the  cutter  figured  that  he  could  embarrass 
a  competitor.  A  retailer  who  gets  the  idea  that  by  price- 
cutting  he  is  going  to  make  a  great  sviccess  in  a  new  busi- 
ness venture,  will  learn  in  little  time  that  he  is  but  en- 
couraging the  thirsting  bargain-hunter.  The  dealer  who 
builds  up  his  business  on  quality  is  nearly  always  able 
to  convince  his  customers  that  the  goods  in  stock  are 
reliable,  and  a  retailer  adhering  to  such  a  principle  will 
attract  a  class  of  customers  that  will  stick  to  him  regard- 
less of  what  may  be  offered  for  bait  at  other  stores. 
Price-cutting  usually  arouses  a  suspicion  of  the  quality 
of  an  article  and  such  a  practice  does  not  represent  a 
sound  foundation  for  building  up  business. 

Prime  Kequisites. 
It  is  a  short-sighted  policy  for  a  dealer  to  sell  a  cus- 
tomer anything  that  the  merchant  is  not  sure  is  good 
value  for  the  purchase  price.  The  paramount  aim  should 
b(;  to  give  every  customer  satisfaction.  At  the  same  time 
it  is  even  more  foolish  for  a  retailer  to  push  a  line  of 
goods  that  does  not  insure  to  him  a  fair  margin  of  profit. 
While  speaking  of  quality  it  is  well  to  mention  the  fact 
that  the  retailer  should  keep  shop-worn  goods  entirely 


out  of  the  customer's  sight.  To  get  the  best  possible  re- 
sults from  his  business  a  retailer  must  try  to  excell  in 
some  particular  line,  for  now  is  the  day  of  the  specialist 
in  all  things.  A  retailer  should  gain  a  reputation  for 
the  handling  of  his  business  in  some  exclusive  way.  To 
be  conspicuous  for  neatness  in  store  arrangement,  or  for 
courtesy  in  treating  customers  is  most  valuable.  To 
succeed  a  retailer  must  contrive  to  get  his  store  talked 
about,  for  in  that  lies  the  popularity  and  future  su'^-cess 
of  his  business.  Honesty  in  representing  goods  and 
values  as  well  as  sound  business  principles  will  help  a 
beginner  in  the  retail  field  and  he  will  find  that  he  is 
making  patrons  and  friends  alike  in  pursuing  such  a 
policy.  If  a  retailer  were  hacked  with  two  or  three 
times  the  moderate  amount  of  capital  he  may  have, 
without  this  knowledge  of  what  is  required  in  the  eon- 
duct  of  a  retail  business  he  could  accomplish  but  little 
more  and  likely  not  as  much. 


HOW  TO  EFFECT  INSURANCE. 

VARIATIONS  TO  THE  ONTARIO  STATUTORY  CONDITIONS 
By  W.  G.  Wright,  of  Ross  &  Wright,  Assurance 
Adjustors,  Toronto. 

|N  THE  various  articles  appearing  in  this  publication 
on  the  subject  of  fire  insurance  the  writer  has  fre- 
quently^ called  attention  to  these  variations  and  the 
undesirability  of  a  policy  containing  them.  This  article 
will,  I  trust,  make  this  subject  clear  and  enable  the  fur- 
niture dealer  to  secure  iuvsurance  without  this  form  of 
"red-tape-bound-loop-holes  through  which  to  dodge 
paying  indemnity. ' ' 

To  begin  with  these  variations,  with  very  few  ex- 
ceptions, could  not  be  successfully  pleaded  by  a  com- 
pany in  a  court  of  law.  In  fact  so  few  have  been  suc- 
cessfully or  unsuccessfully  contested  that  no  one  knows 
which  would  stand  the  test  to  which  all  must  be  finally 
submitted  in  court,  that  in  the  particular  circumstances 
of  the  particular  case  "they  shall  be  held  to  be  just  and 
reasonable  to  be  exacted  by  the  company."  But  the 
trouble  is  that  you  do  not  want  to  go  to  court  to  prove 
them  unjust  and  unreasonable.  You  want  your  loss 
settled,  and  settled  promptly,  and  at  one  hundred  cents 
on  the  dollar  cash.  Now  that  is  just  what  the  com- 
pany that  persists  in  red  ink  variations  does  not  intend 
that  you  shall  be  able  to  enforce.  This  is  proved  by  the 
fact  that  some  of  them  still  attach  twenty  or  thirty  of 
these  clauses  which  mean — well,  I  have  tried  for  ten 
years  to  find  out  wiiat — while  already  over  twenty  com- 
panies, including  some  of  the  best  in  the  land  will  give 
you  a  policy  without  its  being  smeared  from  the  little 
pot  of  red  paint.  Many  others,  in  fact,  most  others,  will 
remove  them  from  their  policies  if  your  agent  is  up-to- 
date  enough  to  see  that  it  is  done,  or  if  you  are  suffi- 
ciently awake  to  your  own  interests  to  insist.  Still  with 
twenty  or  more  companies  which  will  issue  a  policy 
clear,  no  retail  furniture  man  should  let  his  insurance 
run  beyond  expiry  without  insisting  tliat  liis  policy  is 
without  the  war  paint. 

Those  companies  which  have  shown  the  broad,  fair 
spirit  by  removing  the  variations  from  their  policies 
have  evidenced  a  disposition  that  is  desirable  to  find 
when  you  come  to  settle  up  a  fire  loss  and  naturally 
should  receive  a  preference.    Only  remember  that  some 
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who  liave  removed  the  variations  are  not  any  too  safe 
to  insure  with.  On  that  point  hear  in  mind  that  a  casli 
surplus  to  policyholders,  as  shown  hy  the  Government 
reports  (not  company  statements)  eqvial  to  one-half  the 
income  of  the  previous  year,  is  very  near  the  minimum 
of  safety. 

With  this  caution  we  publish  the  list  of  companies 
who  now  issue  a  clean  policy  and  also  of  those  who 
have  made  public  their  intention  to  do  so  when  their 
next  issue  is  printed. 

Without  red  ink  variations :  Alberta  Canadian,  Aca- 
dia, British  Crown,  Canadian,  Crown,  Central  Canada 
]\Ianufacturers,  Hudson  Bay,  Nova  Scotia,  Occidental 
Fire,  City  of  Hamilton,  Wellington  Mutual,  Union  As- 
surance, Hartford,  Norwich  Union,  ]Manitoba,  Lumber, 
Liverpool  and  London  and  Clobe,  I\lerehants,  National 
Union  Fire,  Saskatchewan  Fire  Insurance  Co. 

Then  1  suppose  that  you  have  some  companies  in- 
suring your  property  with  which  you  are  perfectly 
satisfied,  and  whom  you  wish  to  retain  provided  they 
will  turn  over  a  new  leaf  so  far  as  you  are  concerned. 
I  presuppose  that  you  have  read  the  previous  articles 
and  have  gone  thoroughly  into  your  insurance  and 
have  had  a  schedule  prepared  in  which  is  set  forth  a 
proper  description  of  the  property  insured,  its  loca- 
tion, the  title  and  interests  to  be  protected  and  the  ne- 
cessary permits  for  special  privileges,  such  as  storage 
of  gasoline,  over  five  gallons  of  coal  oil,  vacancy,  etc. 
If  so,  have  incorporated  in  your  policy  the  following 
endorsement : — 

"This  policy  shall  be  subject  to  the  Ontario  Statu- 
tory conditions,  and  only  such  variations  and  agree- 
ments, additions,  representations  and  warranties  as 
are  contained  in  or  agreed  to  by  the  scliedule  of  insur- 
ance attached  thereto." 

By  this,  at  one  sweep,  away  goes  red  ink  variations 
(except  the  co-insurance  clause  when  agreed  to),  and 
also  all  trick  applications  signed  by  you  are  made  of 
no  effect. 


IN  THE  TRADE. 

It  is  reported  tliat  Mr.  W.  H.  Krouse  has  opened  a 
furniture  store  in  Courtenay,  B.C. 

Mr.  A.  J.  Walsh  of  Lindsay,  has  accepted  a  position 
with  Mr.  J.  T.  Saint,  of  Wallaceburg. 

essrs.  Davis  &  Loucks  have,  according  to  a  Win- 
nipeg paper,  succeeded  Mr.  J.  G.  Betts,  at  Yorkton, 
Sask. 

Mr.  Louis  Couillard,  formerly  of  the  Vietoriaville 
Chair  Mfg.  Co.,  has  retired  to  live  on  his  farm  at  Coati- 
cook.  Que. 

jMr.  Ant.  Beaudet,  manager  of  the  Canada  Mattress 
Mfg.  Co.,  Vietoriaville,  was  a  recent  trade  visitor  to 
Montreal. 

Dun's  report  that  Mr.  B.  J.  Elderkin,  mattress 
manufacturer  of  St.  John,  N.B.,  lias  sold  out  to  ^li-. 
John.  Hannah. 

Messrs.  Gordon  &  Son,  furniture  and  hardware, 
Ehume,  B.C.,  are  moving  into  their  new  premises  in  the 
Gordon  block. 

Dun's  sheet  announces  the  dissolution  of  the  fur- 
niture and  undertaking  firm  of  Torrance  and  McMane, 
Milverton,  Ont. 

Messrs.  Goodwin's,  Ltd.,  Montreal,   have  declared 


their  regular  quarterly  dividend  of  l%'/c ,  being  at  the 
rate  of  7%  per  annum. 

It  is  understood  that  Mr.  John  ]\IcCallum  of  Van- 
kleek  Hill,  is  retiring  from  business,  and  will  take  up  his 
residence  in  Ottawa. 

That  Mr.  A.  D.  Cornett  has  opened  his  furniture 
store  in  the  Harper  block,  Eburne,  B.C.,  is  a  trade  re- 
port sent  from  Vancouver. 

According  to  a  Calgary  despatch,  i\lr.  S.  Gunker,  of 
the  20th  Century  Furniture  Company,  has  admitted 
Mr.  H.  L.  Einstein  into  partnership. 

A  green  tag  sale  was  conducted  in  the  R.  D.  Smyth 
store,  St.  Catherine  St.  West,  Montreal,  in  I\Iarch.  Ap- 
propriate for  that  month,  wasn't  it? 

Mr.  Blake  Durant  has  moved  from  Winchester  to 
Chesterville,  where  he  will  manage  the  furniture  and 
undertaking  business  of  IMr.  R.  McCormick. 

IMr.  A.  Chevalier  is  in  charge  of  the  combined  wall- 
paper and  drapery  departments  recently  opened  by 
Messrs.  G.  A.  Holland  &  Son  Co.,  IMontreal. 

A  mercantile  agency  report  says  that  IMessrs.  Bark- 
man  and  Gossen,  furniture  and  hardware,  Steinback, 
Man.,  are  being  succeeded  by  the  Barkman  Penner  Co. 

Messrs.  R.  C.  Jamieson  &  Co.,  Ltd.,  the  well  known 
varnish  company  of  Alontreal,  have  opened  a  branch  in 
Vancouver,  B.C.,  with  Mr.  Thomas  Pearson  in  charge. 

The  dissolution  of  the  firm  of  Desrosiers  &  Bousquet, 
Montreal,  announced  by  Dun's,  is  followed  by  the  state- 
ment that  JMr.  J.  A.  Desrosiers  is  continuing  the  busi- 
ness. 

A  British  Columbia  dealer  writes  to  the  Furniture 
World,  "We  remember  what  we  smile  over.  That's 
why  I  put  a  smile  in  my  local  advertisement  fre- 
quently. ' ' 

Word  has  been  received  from  Newcastle,  N.B.,  that 
Hon.  Donald  Morrison  has  disposed  of  his  furniture  and 
dry  goods  business  to  Messrs.  Russell  &  Morrison,  the 
latter  being  a  son  of  the  former  owner  of  the  business. 

Messrs.  Henry  Morgan  &  Co.,  Ltd.,  of  ]\Iontreal,  who 
announce  themselves  as  sole  Montreal  agents  for  the 
Thurston  billiard  tables,  receive  orders  for  combination 
dining  room  and  billiard  tables  in  all  sizes  and  finishes. 

The  Abbotsford,  B.C.,  Post  announces  that  Messrs. 
Peekham,  Hutton,  JMcKenzie  and  Brooks  have  pur- 
chased the  business  of  the  A^ithier  Bros.,  and  are  starting 
a  hardware  and  furniture  store.  Mr.  J.  Elliot  will  be 
the  manager. 

A  deputation  from  several  firms  manufacturing 
vacuum  cleaners  waited  upon  a  sub-committee  of  the 
Toronto  Board  of  Education  recently  and  advanced 
several  arguments  why  the  cleaning  of  the  city  schools 
should  be  done  with  vacuum  cleaners. 

The  Central  Furniture  Co.,  122  St.  Lawrence  Boule- 
vard, Montreal,  had  an  attractive  catch  heading  to  their 
advertisement  in  one  of  the  evening  papers  recently. 
It  showed  two  l)irds  and  a  nest  in  the  branches  of  a 
tree,  together  with  this  suitable  line,  which  showed  up 
prominently,  "Let  the  Central  Furniture  Co.  feather 
your  nest — we  trust  .you." 

Application  has  been  made  in  the  surrogate  court 
for  the  probating  oi'  the  will  ol'  tlie  late  Ernest  1). 
Restall  of  Whitworth  &  Restall,  the  Toronto  bedding 
and  mattress  mainil'acturers,  an  account  of  whose  death 
was  given  in  February  Fitrniturk  Woriw).     His  estate. 
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You  Know  It 
To  Be  a  Fact 

«: 

That  if  a  dealer  can  give 
a  little  more  value  at  a 
little  less  price,  his  com- 
petitor is  going  to  lose 
trade  because  he  himself 
is  going  to  get  it. 

Why  not  be  that  dealer 
who  is  gradually  enlarg- 
ing the  circle  of  his  cus- 
tomers ? 

You  can  be  if  you  put  in 
a  stock  of  "  Orillia  Furni- 
ture." 

The 

Orillia  Furniture 

Co.,  Ltd. 


ORILLIA 


ONT. 
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as  announced  in  a  Toronto  daily  amounts  to  $22,292, 
made  up  of  life  insurance,  real  estate,  securities  and 
personal  property.  The  family  residence  is  at  161 
Birch  Ave. 

With  reference  to  the  action  being  brought  against 
the  Standard  Bedstead  Co.,  Ltd.,  of  Victoriaville,  Que., 
for  $1,600,  by  a  former  employee,  Mr.  W.  H.  Corneil, 
manager  of  the  company,  states  that  it  is  simply  a  boy, 
who  used  to  be  employed  in  the  factory,  who  claims  to 
have  received  a  piece  of  iron  in  his  eye  about  a  year 
ago  and  is  now  taking  legal  action  to  recover  the  amount 
mentioned  for  damages.  It  is  understood  that  the  mat- 
ter really  rests  with  the  accident  insurance  company, 
and  tliat  this  case  is  being  defended  purely  as  a  matter 
of  principle.    The  case  is  to  be  reopened  on  April  13th. 

The  town  of  Beauharnois,  P.Q.,  has  passed  a  resolu- 
tion to  borrow  $50,000  to  pay  for  macadamizing  its 
roads.  With  the  sum  to  be  contributed  by  the  Provincial 
Government,  a  fund  of  $100,000  will  be  available  for 
this  purpose.  This  will  be  a  step  forward  for  Beauhar- 
nois, the  home  of  J.  W.  Kilgour  and  Bro.'s  large  furni- 
ture factory.  Mr.  Kilgour  states  that  business  con- 
tinues up  to  the  mark,  and  he,  therefore,  is  quite  satis- 
fied with  existing  trade  conditions  in  their  lines.  Mr. 
J.  Lawrin,  an  Eastern  Canada  salesman  for  the  Kilgour 
goods,  considers  tliat  things  generally  point  to  a  big 
year's  business. 

Ranking  among  the  leading  business  houses  of  Sher- 
brooke,  Que.,  is  that  of  the  McCaw-Bissell  Furniture 
Company,  which  was  established  two  years  ago.  The 
progress  it  has  made  and  the  place  it  now  fills  in  the 
city  are  tributes  to  the  able  management  of  i\Ir.  W.  B. 
McCaw.  With  the  class  of  stock  carried  there  is  no 
necessity  for  the  customers  of  that  store  going  else- 
where for  high  grade  furniture.  Owing  to  the  exten- 
sive territory  surrounding  Sherbrooke,  from  which  the 
people's  furniture  needs  are  supplied  from  the  city 
itself,  it  necessitates  the  carrying  of  a  large  stock,  and 
it  is  due  to  this  fact  that  Mr.  McCaw  finds  himself  need- 
ing more  floor  space. 

Located  in  the  electric  city  of  Eastern  Canada,  which 
now  has  a  population  of  17,000  is  the  old  established 
business  of  the  Edwards  Furniture  Company,  the  pre- 
sent firm  liaving  conducted  it  for  the  past  fifteen  years. 
Besides  carrying  a  large  stock  of  furniture,  floor  cover- 
ings and  draperies,  they  are  also  prepared  to  provide  the 
citizens  of  Sherbrooke  and  surrounding  territory  with 
stov(!s  and  pianos.  The  furniture  stock  is  particularly 
well  assorted.  With  the  efforts  being  made  to  boom  the 
Eastern  Townships  the  outlook  for  the  retail  furniture 
Imsiness  in  Sh(>rbrook  is  bright  enough  to  warrant  one 
in  expecting  the  good  progress  made  during  the  past 
few  years  to  continue. 

This  year  Messrs.  Dupuis  Freres,  Ltd.,  of  Montreal, 
are  ce]el)rating  their  44tli  anniversary,  having  been  es- 
tablislicd  in  1868.  Their  first  store  was  situated  on  St. 
('atlierine  St.,  near  Montcalm,  and  two  years  later,  ow- 
ing to  increased  business,  they  secured  larger  quarters 
near  Amherst  St.  From  that  time,  the  firm  has  made 
rapid  progress,  as  indicated  l)y  tlie  lai'ge  store  now 
occupied  at  447  St.  Catherine  St.  East.  It  is  understood 
that  IMessrs.  Dupuis  Freres  are  organizing  a  mutual  aid 
association  for  their  employees,  and  a  reserve  fund  for 
the  si(;k  on  their  staff.    Mr.  Dupuis  states  tluit  con- 


siderable extensions  to  the  store,  including  the  re- 
modelling of  the  entire  first  floor  will  l)e  made  next 
July.  Also  new  elevators  and  a  moving  stairs  are  to  be 
put  in.  This  firm's  furniture  and  bedding  department 
is  managed  by  Mr.  J.  0.  Legendre,  and  the  carpets  and 
linoleums  in  charge  of  Mr.  J.  H.  Lapointe. 

A  deal  has  been  perfected  by  J.  C.  McNabb  &  Co., 
furniture  dealers  and  undertakers.  Cobalt,  for  taking 
over  the  old  Tremont  hotel  building,  on  which  they  in- 
tend to  make  improvements  for  their  occupancy  that 
will  be  a  decided  improvement  to  the  appearance  of  Sil- 
ver street  below  Prospect  Avenue,  so  says  the  "Nuggett" 
of  that  place.  Mr.  J.  C.  McNabb,  who  closed  the  deal, 
stated  that  he  intended  to  spend  a  large  amount  of  money 
in  improving  the  three  story  building  and  in  fitting  up 
a  morgue  and  undertaking  establishment  which  will  be 
a  credit  to  the  town.  The  three  stories  of  the  building 
will  be  occupied  by  the  furniture  store  and  the  under- 
taking establishment.  A  new  front  will  be  added  to  the 
building,  containing  plate  glass  show  windows  in  both 
the  first  and  second  floors.  The  morgue  will  be  equipped 
with  the  latest  sanitary  equipment,  including  an  inquest 
room  and  room  where  funeral  services  may  be  held. 


For  Sale 
Wanted 


TERMS  for  INSERTION 

4  Cents  per  Word  one  Insertion 
7  "  "  "  two  "  s 
10  "  "  "  three  "  s 
MINIMUM      50  CENTS 


WANTED. — Traveller  covering  wood  working  industries  in 
Ontario  and  Eastern  Canada,  to  carry  sideline;  honest  goods; 
liberal  terms;  correspondence  confidential.  Box  F.,  Canadian 
Furniture  World,  56-58  Agnes  St.,  Toronto. 

FOR  SALE — Furniture  and  Undertaking  business  in  lively 
village  in  York  Co.  Doing  large  business  in  both  departments. 
Apply  Box  69,  Canadian  Furniture  World  and  the  Undertaker, 
56-58  Agnes  St.,  Toronto. 

WANTED — Position  by  young  man,  thoroughly  experienced 
in  embalming  open  for  engagement;  12  years'  experience,  part 
of  this  time  being  with  one  of  Canada 's  leading  undertakers. 
City  position  preferred.  Box  70,  Furniture  World  and  Under- 
taker, 56-58  Agnes  St.,  Toronto. 

WANTED — Position  as  assistant  to  undertaker,  by  a  man 
thoroughly  exjierienced  in  embalming  and  funeral  directing — 
can  furnish  A  1  references;  or  would  go  in  partnership  with  an 
elderly  man — willing  to  go  West  in  either  ease.  Apply  Box  84, 
Furniture  World  and  the  Undertaker,  56-58  Agnes  St.,  Toronto. 

WANTED — An  undertaking,  or  furniture  and  undertaking 
business  in  Ontario  or  the  Northwest  by  experienced  man.  Give 
details,  price,  location,  etc.  Box  84,  Furniture  World  and  the 
TTndertalcer,  56-58  Agnes  St.,  Toronto. 

WANTED — Position  by  thoroughly  experienced  undertaker 
and  enibaliuer,  ca]iable  of  taking  full  charge;  also  experienced 
in  furniture.  Strictly  temperate.  Eeferenees  furnished.  Apply 
Box  A,  Furniture  World  and  the  Undertaker,  56-58  Agnes  St., 
Toronto. 

WANTED — Situation  by  young  man,  practical  embalmer 
and  undertaker;  "A  1"  references;  city  and  country  experi- 
ence; no  objection  to  furniture.  Box  85  Furniture  World  and 
the  Undertaker,  56-58  Agnes  St.,  Toronto.  

FOR  SALE — Pair  blaclv  horses  well  matched,  well  broken, 
rising  7  and  5  years.  TTeight  15-3;  weight  1125  lbs.  They  are 
a  fancy  pair  of  liearse  horses,  good  travellers;  sound  in  every 
way;  price  right.    Ap))ly  M.  F.  Armstrong,  Fergus,  Ont. 

WANTED^^TravelUM^^  line  of 

mattresses  and  springs — first-class  proposition  to  the  right  man. 
Ai)i)ly  Box  86,  Furniture  World,  56-58  Agnes  St.,  Toronto. 

FOR  SALE — Antique  Furniture.  An  old-established  English 
firm  of  antique  furniture  dealers  are  open  to  correspond  with 
Canadian  ]>urchascrs.  Apply,  giving  reference  number  313,  In- 
Quiries  Branch  Department  of  Trade  &  Commerce,  Ottawa. 
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WILCOX  &  KNAPP 

Conneautville,  Pa.,  U.S.A. 

Hardwood  Lumber 

PLAIN   OAK  A  SPECIALTY 

MILLS  IN: 

WEST  VIRGINIA    AND  KENTUCKY 


Turn  Into  Money 

Your  slow  and  doubtful  book  accounts — 
Hand  them  to  the  Collection  Dept.  of 

The  Mercantile  Agency 

R.  G.  Dun  &  Company 

70  BAY  STREET 

The  Collection  Service,  which  has  been  proved  most  satis- 
factory by  all  users  of  it  is 

Open  to  Reference  Book  Subscribers — 
Subscription  and  Collection  rales  on  application. 

OVER  SEVENTY  YEARS  RECORD  OF  EFFICIENCY. 


JAMIESON'S 
TURPENTINE  STAINS 

In  all  shades  of  Oak,  Mahogany  and  Walnut 

They  do  not  raise  the  ^rain  of  the  wood,  thus  doing  away  with  sanding, 
and  they  produce  a  finish  that  for  beauty  and  durabiHty  cannot  be  equalled. 

R.  C.  Jamieson  &  Co.,  Limited 

EstabHshed  1858 

MONTREAL  and  VANCOUVER 

OVER  FIFTY  YEARS  OF  EXPERIENCE  GUARANTEES  THE  QUALITY  OF  OUR  PRODUCTS 


OIL  FINISHED 

SPANISH  LEATHER 

(LARGE  STEER  HIDES) 

The 
LACKAWANA 

LEATHER  CO. 

Tanners  and  MM      1    aa  a  ¥ 

Manufactwers  HaCKettstOWn,  N.J. 

10  Grades 

10  Grain  Effects 

20  Colors 

TO  SELECT  FROM 

WHOLESALE  ONLY 

Samples  and  Prices  on  application 
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Checking  Freight  Bills. 

"pREIGHT  delays,  breakages,  and  charges  these  days 
are  enough  to  drive  a  fellow  crazy.  No  wonder 
the  government  reports  on  insanity  show  a  rapid  in- 
crease." Thus  a  manufacturer  expressed  himself  to 
Furniture  World.  The  question  raised  by  such  an  ex- 
pression assumes  large  proportions,  but  this  paragraph 
is  directed  to  a  phase  of  the  subject  of  freight  charges. 
Without  a  doubt  a  large  proportion  of  business  men 
have  their  freight  account  well  in  hand  and  give  it  the 
attention  it  requires.  But  the  instance  cited  by  an 
accountant  implies  tliat  there  are  men  buying  and  sell- 
ing merchandise  wlio  could  lessen  their  annual  freight 
charges  by  having  the  accounts  properly  checked.  This 
accountant  says  in  part: — "Several  years  ago  I  was 
urging  the  head  of  a  manufacturing  plant  to  permit  me 
to  clieck  ny)  liis  freight  expenditures,  and  asked  if  he 
knew  how  nuich  freight  he  paid  in  the  course  of  a  year. 
He  did  not  know,  but  estimated  it  at  about  three  thou- 
sand dollars.  His  bookkeeper,  upon  further  inquiry,  ad- 
vised the  total  freight  paid  during  the  previous  year  to 
))e  over  $6,700.  Not  one  cent  of  that  expenditure  had 
been  audited,  and  within  the  next  few  months  sufficient 
overcharges  had  been  recovered  to  pay  for  my  services. 
I  found  that  in  the  receiving  room  of  that  establishment 
no  effort  was  made  to  check  the  packages  delivered  by 
tlie  drayman  against  the  freight  expense  bills  rendered 
by  the  railroads ;  reports  of  shortages  and  damage,  when 
made  by  the  receiving  clerks,  were  never  followed  up 
and  soon  lost  sight  of;  the  descriptions  of  the  goods  upon 
the  railroad  billing  were  never  checked  against  the  in- 
voices and  no  one  in  that  establisliment  could  possibly 
determine  whether  or  not  the  goods  paid  for  were  re- 
ceived, nor  could  the  cost  of  transportation  be  properly 
distributed  in  establishing  the  selling  price.  That  es- 
tablishment was  not  at  that  time  a  remarkable  exception 
to  the  general  rule  and  to-day  concerns  pay  out  large 
sums  each  year  under  similar  conditions." 

It  seems  apparent  that  in  the  case  quoted  there  was 
lack  of  an  efficient  system  in  that  office.  It  is  as  equally 
apparent,  however,  that  by  allowing  freight  bills  to  go 
witliout  l)('ing  checked  in  detail,  a  little  error  here  and 
a  stiudl  one  there  will  soon  run  away  with  a  surprisingly 
large  amount  of  money  in  twelve  months. 

Taking  Care  of  the  Factory  Visitor. 

**  ^INE  out  of  ten  factories  lack  all  system  for  rightly 
taking  care  of  the  visitor,"  asserts  the  tnanager 
of  a  large  manufacturing  plant  to  a  representative  of 
"Business,"  "I  came  to  the  managerial  end  from  off 
the  sales  end  of  the  business.  One  of  tlie  things  tliat 
was  early  impressed  upon  me  when  I  went  out  to  sell 
goods  had  been  that  there  is  a  right  and  a  wrong  way 
to  make  a  sale.   The  nearer  a  salesman  can  keep  to  the 


ideal  selling  talk  the  more  chance  there  is  of  his  making 
the  sale.  I  simply  applied  this  idea  to  taking  care  of 
the  visitor  who  was  interested  enough  to  come  to  our 
factory.  So  I  went  to  work  to  lay  the  basis  for  a 
standardized  talk  to  visitors.  To  get  this  talk  I  had  the 
sales  manager  take  a  salesman,  who  lately  had  come  from 
a  rival  company  to  work  for  us,  through  the  factory. 
My  secretary  walked  with  us  and  took  exact  notes  of  the 
instructions  that  the  sales  manager  gave  at  this  time. 
Next  I  had  our  advertising  man  take  a  correspondent  for 
a  trade  paper  through  the  plant,  and  again  my  secre- 
tary accompanied  tliem  and  took  notes.  Lastly  our  fore- 
man had  long  promised  his  brother,  a  farmer  interested, 
as  most  farmers  are,  in  machinery,  a  trip  through  the 
works.  I  saw  to  it  that  when  this  trip  was  pulled  off 
that  we  had  the  notes  on  this  as  well.  This  gave  us  three 
sets  of  notes,  all  different  in  the  point  of  appeal.  These 
sets  of  notes  were  transcribed  and  carefully  read  and 
compared.  To  our  surprise  we  found  that  we  had  se- 
cured material  not  only  for  a  standard  talk  on  the  re- 
sources and  strong  jjoints  of  the  plant  but  we  had  gotten 
many  talking  points  and  advertising  points  for  the  line 
as  well." 

Ideas  Worth  Dollars. 

"^HE  head  of  a  furniture  factory  remarked  to  Fur- 
niture World  that  when  he  was  in  his  office  he 
would  see  any  traveller  or  representative  of  any  legiti- 
mate enterprise.  In  fact  he  had  the  routine  of  office 
work  so  arranged  that  he  could  devote  a  proportion  of 
every  day  to  conversing  with  salesmen  and  listening  to 
new  propositions.  In  giving  a  reason  this  shrewd  busi- 
ness man  said,  "I  do  it  for  the  cost  and  labor  saving 
ideas  I  get.  and  incidentally  frequently  find  out  what 
my  competitors  are  up  to. 

"Business  men  are  finding  out  that  it  pays  to  pick 
up  ideas  that  would  make  wiiat  may  seem  at  first  to  be 
small  economies."  To  illustrate  the  point  he  cited  a 
case  where  not  long  ago  a  manufacturer  w?s  negotiating 
for  the  purchase  of  a  30  horse-power  electric  motor  to 
operate  new  machinery  which  his  plant  had  found  it 
necessary  to  install.  The  engine  running  the  remainder 
of  the  machinery  was  already  worked  to  its  greatest 
capacity,  or  at  least  so  those  in  charge  believed.  At  this 
juncture  a  traveller  who  was  an  expert  came.  On  his 
suggestion,  by  simply  changing  the  lubricants,  he  got 
more  than  fifty  horse-power  over  the  former  limit  from 
the  original  engine.  Not  only  did  he  save  the  purchase 
of  the  new  motor,  but  actually  reduced  the  yearly  cost 
of  lubricants  by  15  per  cent. 

That  interview  paid  for  tlie  time  spent  with  the 
traveller.  This  same  manufacturer  is  responsible  for  the 
statement  that  it  is  surprising  how  much  of  a  saving 
in  actual  doUai's  he  has  been  able  to  effect  by  using  his 
conversation  with  those  calling  on  him  to  get  a  line  on 
what  methods  others  are  adoi)ting. 

How  Red  Gum  is  Regarded, 

^  I\IANrTFACTURER  of  high  grade  furniture,  on  be- 
ing asked  in  an  interview  his  views  on  red  gum. 
stated  :  *"Gum  is  now  the  clu^apest  lumber  we  have,  ow- 
ing to  the  abundance  of  this  variety.  However,  it  is 
but  a  (|uestion  of  a  short  time  until  it  will  follow  other 
woods  as  regards  price.    The  beauty  of  this  wood  as  a 
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Hoffman  Brothers  Co, 

Fort  Wayne,  Indiana 

Manufacturers  of 

VENEERS 

(Sliced  and  sawed) 
and 

Hardwood  Lumber 


SPECIALTIES: 

Quartered  Oak 

AND 

Mahogany  Veneers 


Perrin  Veneer  Press 


in  a  furniture  man- 
ufacturing plant 
adds  materially  to 
the  equipment. 

Our  presses  are  in 
use  by  the  largest 
Furniture  and 
Piano  manufac- 
turers in  Canada. 

Estimates  for 
either  screw  or 
hydraulic  presses 
promptly  furnish- 
ed. 


Built  any  size  desired.    Furnished  with  or  with- 
out pumps. 

William  R.  Perrin  ^  Company,  Limited 

TORONTO,  CANADA 


ADAMS  &  RAYMOND 
VENEER  CO. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 


Plain  woods — All  kinds 
Domestic  Figured  Woods — All  kinds 
Circassian  Walnut  and  Mahogany 
Quartered  White  Oak,  Red   Oak,  Sycamore 
Figured  Gum 
■ 

QUALITY  AND  PROMPT  SHIPMENT 
Place  your  orders  with  us  and 
get  Satisfaction  and  Service. 

WE  WANT  YOUR  ORDERS 
YOU  WANT  OUR  YENEERS 

■ 

Same  Attention  To  Small  Orders  As  Large 
WRITE  US 

INDIANAPOLIS,  IND.,  U.S.A. 


SHORT  REACH  CLAMP 
For  Drawer  and  Table  Tops 


Colt's  Quick  Acting  Clamps 


Ask  for  Catalogue  No.  i8o 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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furniture  wood  has  not  been  appreciated,  owing,  no 
doubt,  to  its  cheapness,  and  also  because  very  few  manu- 
facturers know  how  to  handle  and  finish  it  successfully. 
There  is  no  wood  more  beautiful  than  red  gum  when 
quartered  and  cut  into  veneers.  Unfortunately,  it  cannot 
be  stained  a  darker  color.  If  some  of  the  large  chair 
houses  would  put  in  a  line  of  red  gum  bed-room  goods, 
they  would  vmdoubtedly  find  ready  sale  for  them.  One 
of  the  chief  objections  to  the  use  of  red  gum  up  to  a 
recent  time  has  been  its  tendency  to  warp  and  twist,  but 
it  has  been  demonstrated  by  those  who  are  now  using 
it  successfully,  that  this  can  be  entirely  overcome  by 
proper  handling."  A  second  interested  party  in  the 
trade  says :  "Another  thing  that  has  been  done  by  some 
high-class  furniture  manufacturers  to  guard  against  the 


WILL  NOT  INTERFERE  WITH  SHIPMENTS. 

In  the  daily  paper  accounts  of  the  recent  Toronto 
fire  in  which  the  King  St.  East  ear  barns  of  the  Toronto 
Street  Railway  were  destroyed,  mention  was  made  of  the 
Gendron  Co.'s  loss.  This  company  states  that  it  was 
merely  a  warehouse  in  that  district  containing  some  of 
their  surplus  stock  was  burned,  and  that  their  ship- 
ments will  not  be  interfered  with  in  any  way. 


SHIPPING  FROM  INDIANAPOLIS. 

On  another  page  will  ])e  seen  the  regular  announce- 
ment of  Messrs.  Adams  and  Raymond,  Veneer  Co.,  of 
Indianapolis.  This  firm  are  successors  to  Adams  & 
Raymond,  so  that  the  business  has  been  carried  on  for 


AN  ATTRACTIVE  DINING  ROOM 


possibility  of  warping  is  to  design  the  article  in  such  a 
manner  that  wide  pieces  may  be  reinforced.  Instances 
are  known  where  desk  tops,  thirty-six  inches  wide,  have 
been  glued  together  and  held  in  place  as  well  as  any  other 
wood,  and  given  good  satisfaction.  The  beauty  of  red 
gum  appeals  strongly  to  all,  and  it  is  susceptible  to  a 
very  fine  finish.  A  significant  fact  is  that  many  cabinet 
makers  are  now  devoting  to  red  gum  the  highest  order  of 
design  and  workmanship  and  a  degree  of  pride  and  de- 
votion formerly  lavished  only  on  mahogany  or  Circas- 
sian." It  has  been  said  that  in  order  to  get  the  grain 
effects,  it  should  be  finished  in  its  natural  color.  Being 
a  soft  wood,  it  does  not  hold  the  finish  as  do  the  harder 
woods,  but  if  it  is  well  sealed  with  a  good,  hard  drying 
surfacer,  a  finish  can  be  produced  that  will  be  lasting. 


many  years,  the  latter  firm  having  been  established  in 
1869.  They  call  attention  to  their  facilities  for  making 
mixed  car  shipments  in  rotary,  sliced,  and  sawed 
veneers  in  any  wood.  Their  lines  include,  Circassian 
walnut,  mahogany,  quartered  white  oak,  red  oak,  syca- 
more, figured  gum,  plain  and  domestic  figured  woods. 

Mr.  T.  E.  Simpson,  of  Sault  Ste.  Marie  was  a  recent 
trade  visitor  to  Toronto. 

Mr.  E.  0.  Weber,  head  of  the  Waterloo  Furniture  Co., 
Ltd.,  is  calling  on  the  trade  in  the  West,  while  on  a  trip 
through  to  the  coast. 

Messrs  0.  H.  Hellickson  &  (  'O.,  furniture  and  hard- 
ware, of  TTalbrite,  Sask.,  have  been  succeeded,  according 
to  Dun's,  by  Nordquist  Bros.  &  Anderson. 
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BOYER'S  GLIDING  SETTEE 


THE  STANDARD  STYLE 

In  hardwood,  natural  finish,  footboard  and  base  red,  all  covered  with  waterproof 
varnish.    Supplied  with  or  without  awningf. 


Retailers 

Should  consider  this  line  now. 
It  was  one  of  last  year's  best 
sellers  and  will  be  in  greater 
demand  than  ever  this  season. 

Its  name  suggests  regular- 
ity of  graceful  motion — ease, 
comfort  and  enjoyment.  No 
springs,  no  vibration,  just 
an  easy  gliding  motion,  safe 
for  children  and  enjoyed  by 
adults. 

Get  Particulars 


The  Stratford  Manufacturing  Co.  Limited 

STRATFORD  -----  ONTARIO 


Iron  Bed  No.  852.     List  Price  $8.20 
See  catalog,  page  17  for  full 
description. 


The  Ontario  Line  comprises  all  that  the 
Up-to-date  Buyer  is  looking  for 

We  have  added  an  unu'-ually  large  number  of  strictly  new  desijfn  Iron 
Beds  to  our  line — also  several  new  springs  that  are  winners,  and  should  be 
on  every  dealer's  floor  in  readiness  for  the  spring  rush. 

If  you  have  never  handled  our  line  now  is  the  time  to  send  in  a  sample 
order. 

Shall  we  mail  1912  catalog? 

THE  ONTARIO  SPRING  BED  &  MATTRESS  CO. 


The  Largest  Bedding  House  in  Canada 


LONDON 


LIMITED 
ONTARIO 


Get  Your  Order  In  Early  1"^,  ::f,riN:rh'a,X 

Three  times  the  quantity  sold  over  last  season  shipments. 

WHY 

BECAUSE  the  public  demands  the  best.  Veribrite  Venoil  eats  the  dirt  from  all  wood- 
work, either  varnished  or  enamel  surface,  brings  cut  the  grain  of  the  wood  to  its  original 
newness,  leaving  a  beautiful  finish  that  will  surprise  )ou. 

VERIBRITE  cleans  and  renews  the  finish  on  woodwork,  furniture,  linoleum  and  hardwood 
floors,  lightens  labor,  purifies  the  home.  Put  VERIBRITE  on  your  duster,  it  catches  all 
the  dirt.     Money  refunded,  if  not  delighted. 

DOMESTIC  SPECIALTY  COMPANY,  Limited,  Hamilton,  Ontario 
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Flat  VS.  Roll-Top. 

CITY  dpfiler  is  responsihlc  for  the  statenient 
Ili;it  till'  roll-top  desk  is  now  about  to  bid 
adieu  to  the  publit-.  at  least  in  America,  and  tiiat 
coneurrently  with  its  passing-,  the  flat  top  desk  will 
have  the  undivided  attention  of  all  buyers.  This 
assertion  seems  to  l)e  rather  a  sweeping  one.  It  is 
true  many  offiee  men  prefer  the  flat  top  desk,  but  it 
is  equally  true  that  the  roll-top  has  a  host  of  admirers. 
A  retailer  who  is  doing  a  large  business  in  o*lice  ard 
house  furniture,  when  asked  about  the  situation  by 
Canadian  Furniture  AVorld,  said,  "I  would  not  like 
to  state  definitely  that  either  style  of  desk  will  in  the 
near  future  have  a  very  decided  advantage  over  the 
other.  If  a  man  at  the  present  time  is  prepared  to  say, 
his  ])OAvers  of  observation  and  his  daily  experiences  are 
very  difl'erent  to  mine.  Keep  a  complete  stock  of  both 
kinds  on  hand,  and  feature  both  flat  and  roll-top  desks 
— that  is  my  advice  to  anyone." 

Furnished  Rooms. 

exchange  describes  the  furnishing  of  a  model 
flat  in  a  Boston  store,  as  follows: — "The  re- 
ception hall,  as  one  enters  the  suite,  is  pat- 
terned after  the  early  English  style.  The  furniture  is 
of  mahogany,  with  draperies,  wall  papers  and  rugs  to 
match.  The  dining  room,  of  French  colonial  style,  is 
fui-nishcd  in  maiiogany,  with  mulberry  draperies  and 
rugs  to  Huitch.  The  family  chamber  contains  prima 
vera  and  uuihogany  furniture,  cliamber  paper  with  cre- 
tonne border.  The  draperies  and  seat  cushions  har- 
monize with  the  other  furnishings,  as  do  also  the  laces 
of  the  chambre.  Tiu'  m'sses'  room  is  treated  in  ivory 
furniture,  with  Persian  rugs  and  draperies  to  match, 
the  walls  being  covered  with  cream  colored  paper  with 
rose  triuuiiings.  The  laces  in  the  misses'  room  are  ex- 
ceedingly elaborate  and  match  the  other  furnishings. 
The  moi-ning  i-oom  is  furnished  in  mahogany  and  the 
uiiholstery  is  ol"  Fjuglish  linen.  Ila'f  curtains  in  this 
room  cover  the  French  windows.  The  man's  cliambci- 
contains  hvin  beds,  both  being  of  four-post  mahogany 
kind.  Tlie  walls  are  covered  with  white  paper  with  a 
chiutz  ligui-e.  The  libraiy  furniture  is  entirely  ma- 
hogany. The  walls  are  covci-cd  with  an  imitation 
leather  |)aper  and  tlie  draj)eri('s  and  portieres  arc  of  a 
mahogany  color.  Tiie  style  of  the  furnishings  is  en- 
tirely colonial,  rugs  and  upholstery  as  well.  Several 
l)eautifully  designed  portable  desk  lights  rest  on  the 
reading  table  of  the  room." 

Figuring  Profits  on  Selling  Price. 

P^FPFATFI)  references  luvve  been  made  to  this  suli- 
ject  in  the  Furniture  World,  ami  in  the  Septem- 
lier  issue  was  i)ublislied  a  valuable  table  showing  what 


percentage  to  add  to  the  cost,  in  order  to  give  any  re- 
quired percentage  of  profit  and  allowing  for  the  selling 
cost.  The  importance  of  the  subject  is  emphasized  by 
the  numerous  discussions  it  has  aroused  and  the  conse- 
quent frequency  to  which  it  is  referred  in  tr-ade  papers 
of  all  kinds.  The  Office  Outfitter  has  published  ac- 
counts of  several  experiences,  not  the  least  useful  of 
which  is  of  a  dealer  who  said: — 

"1  started  the  year  with  >|;1,100  in  the  bank  and  a 
stock  inventory  of  !ji3,450.  Doing  a  cash  business,  I  had 
no  outstanding  accounts,  and  my  accounts  payable 
amounted  to  only  .$5.50.  Assets  $4,550.  Lial)ilities, 
.$550.  iSly  business  for  the  year  aggregated  $-10,600. 
^ly  stock  inventory  at  the  end  of  the  year  is  $3,250.  My 
bank  balance  is  $600.  Accounts  payable,  against  me, 
aggregate  $975.  I  have  drawn  nothing  from  the  1)usi- 
ness,  except  my  salary  of  $100  a  month.  Assets  $8,850. 
Lial)ilities,  $975.  I  found  that  my  cost  of  doing  business 
was  22  per  cent.,  including  my  salary.  I  figured  that 
I  should  make  a  profit  of  10  per  cent,  and  marked  all  my 
goods  for  that  profit.  I  made  my  purchases  carefully 
so  that  my  stock  did  not  pile.   1  handled  only  such  goods 


No.  ,Ti5<).    Rorker  by  the  Waterloo  Furniture  Co..  Ltd. 

as  I  was  able  to  move  and  coidd  nuike  the  10  per  cent, 
profit  on.  P>ut  1  find  my  inventory  snudler,  my  bank 
balance  smaller,  and  my  debts  bigger  at  the  end  of  the 
year.  I  expected  a  profit  above  expenses  of  $2,500.  1 
thought  1  had  that  profit,  but  my  year-end  statement 
shows  that  1  have  lost  $1,125.  Can  you  tell  me  the 
answer  to  this  puzzle?" 

Ilis  mistake  was  this:  lie  took  his  cost  of  doing 
business  and  his  profit  from  the  cost  price,  lie  should 
have  taken  both  from  the  selling  ])rice.  lie  has  less 
money  in  the  bank.  He  owes  moi-(>.  lie  has  less  stock, 
lie  has  not  iiuule  10  per  cent. — tiiat  is  ])lain.  Instead, 
he  has  lost  the  amount  of  the  decrease  in  stock  and  cash 
and  the  amount  of  the  increase  in  debts.  Why?  The 
service  department  of  the  manufacturer  to  whom  he 
wrote,  figured  out  the  problem  foi-  him.  He  thought  he, 
was  adding  10  per  cent,  for  ]n-ofit,  but  in  i-eali1y  he  did 
not  add  anything  for  profit.  Suppose  an  article  cost 
him  $2.25.  Suppose  his  cost  of  doing  business  was  22 
|)ci-  cent,  and  it  was  desired  to  fix  a  pi'ice  that  would 
allow  10  i)er  cent,  profit,  lie  added  .32  per  cent,  to  the 
cost  price  of  $2.25,  and  thought  he  was  adding  10  per 
cent,  for  profit!    He  had  estinuited  his  cost  of  doing 
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TORONTO 


Toronto,  The  Mixed  Carload 
Centre,  Offers  Special  Advantages 

To  Retailers 
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Gold  Medal  Furniture 
Mfg.  Co.  Ltd. 

Van  Horne  St.  and  Bartlett  Ave. 
Toronto. 

Manufacturers  of 

Upholstered  Furniture,  Parlor 
Frames,  "  Hercules  "  Bed  Springs 
and  Steel  Couches,  "  Gold  Medal  " 
Mattresses. 

Furniture  Coverings  and  Uphol- 
sterers' Supplies. 


4  Grades — 4  Prices 

Lee  -  BuRRELL,  Rex,  Regent  and 
Invictus  Felt  Mattresses 


Standard  Bedding  Co. 

Manufacturers 
Seagrass  and  Cotton  Mattresses 
27-29  Davies  Ave. 
Toronto,  -  -  Ontario 


Otto.  T.  E.  Veit  &  Co. 

(Empire  Building) 

58=64  WeUington  St.  W. 
Toronto 


Headquarters  for  Imported 

Seamless  Axminster  Squares 

Write  us  for  prices  and  set  of 
colorcards. 


In  placing  your  orders  for 
furniture,  beds  and  bedding 
with 

TORONTO 

firms  you  derive  all  the  bene- 
fit that  can  come  from  buying 
in  a  mixed  car  lot  centre. 

First  there  is  PROMPT 
DELIVERY  insured.  On  an 
average  there  are  87  freight 
trains  leaving  this  city  every 
24  hours  carrying  goods  to 
towns  in  every  direction.  Then 
it  is  possible  to  get  most  sat- 
isfactory goods  in  such  a  var- 
iety of  lines  in  the  one  place. 
Many  retailers  are  frequently 
in  Toronto.  When  you  are  in 
town  come  out  to  our  factories 
— they  are  handy.  See  the 
goods  being  made. 

We  have  arranged  to  co- 
operate in  shipments,  making 
up  car  lots. 

Money  Saved 
Time  Saved 
Worry  Saved 
by  buying  in  Toronto. 


TfieTofOfito  Featb&Down  Co 


35  Britain  Street, 

Manufacturers  of 

Pillows,  Comforters, 
Cushions 


I 

Limited 
Toronto 


Hopwood  &.  Bryant 

59  St.  Peter  St.,  Montreal 
Agents  for  Montreal  .and  Quebec 


THE 


Kindel  Bed  Co. 


LIMITED. 


Davenport  Beds 
Divanettes 
Chair  Beds 


THE 


Toronto  Furniture  Co. 

LIMITED 
Dufferin  St.,  Toronto 
(Near  Exhibition  Grounds) 


Manufacturers  of  the 
"Better  make"  of  Can- 
adian Quality  Furni- 
ture. 


Imperial  Furniture  Co. 
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585  Queen  St.,  West, 


Toronto 


Manufacturers  of 

Turkish  Rockers,  Leather  Uphol- 
stered Couches,   High  Grade 
English    Chairs  and 
Chesterfields 


T  OR  ONTO 


I 
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business,  of  course,  as  22  per  cent,  on  his  gross  business, 
or  on  the  selling  price  of  the  article.  Instead  of  allow- 
ing 22  per  cent,  on  the  selling  price  for  cost  of  doing 
business,  he  added  49.5  cents  to  the  cost  price.  Instead 
of  allowing  10  per  cent,  on  the  selling  price  for  profit, 
he  added  22.5  cents  to  the  cost  price.  It  really  cost  him 
almost  73  cents  to  sell  the  article,  one  cent  more  than 
both  the  amounts  he  added. 

Here  is  the  difference:  The  article  was  sold  for 
$2.97,  or  probably  $3,  when  it  had  to  be  sold  at  $3.31 
to  get  10  per  cent,  profit.  He  needed  a  gross  business 
of  over  $50,000  on  the  same  wholesale  cost  to  make  his 
10  per  cent,  profit. 

Prove  the  figures :  Twenty-two  per  cent,  on  $3.31  is 
nearly  73  cents.  Ten  per  cent,  on  $3.31  is  a  little  over 
33  cents.  Adding  73  and  33  give  $1.06.  Adding  this 
to  $2.25  gives  us  $3.31. 

Washing  Machines. 
*^^HAT  is  known  as  woodenM^are  in  the  hardware 
store,  and  which  embraces  wash-day  materials,  is 
probably  less  essentially  a  furniture  retailer's  line. 
Some  furniture  men,  however,  are  securing  good  re- 
sults from  the  sale  of  washing  machines.  These  are 
a  commodity,  no  longer  considered  a  luxury,  and  with 
the  washers  of  course,  go  wringers.  They  do  not  seem 
to  be  cut  of  place  in  the  furniture  store,  but  of  course 
their  p'ace  of  display  is  not  as  a  foreground  for  buffets 
or  bedroom  furniture.  "With  the  kitchen  furniture  is 
the  reasonable  place  to  expect  them,  for  the  average 
furniture  retailer  has  not  sufficient  trade  in  them  to 
Avarrant  a  separate  room.  Washing  machines,  how- 
ever, will  prove  disappointing  to  men  who  take  them 
on  expecting  to  sell  without  canvassing,  and  it  is  the 
personal  repugnance  of  many  men  to  what  they  call 
"peddling"  that  causes  other  people  to  get  business 
that  they  might  get. 

Stoves  and  Lighting  Fixtures. 

^  EITHER  of  these  can  be  considered  legitimate  side 
lines  for  the  furniture  retailer,  though  many  fur- 
niture retailers  handle  both.  This  is  more  particularly 
noticeable  in  the  larger  cities,  however,  where  instal- 
ment business  is  strongly  featured  by  houses  catering 
for  the  entire  home  furnishing,  and  where  also  the 
relations  of  retailers  in  different  lines  has  less  of  the 
personal  friendship  element.  "I  have  just  been  in  my 
place  ten  years,"  said  one  retailer,  and  confine  myself 
solely  to  furniture  and  undertaking.  I  have  no  other 
side  lines,  not  even  window  shades.  Merchants  in  other 
lines,  who  were  there  before  I  was  do  the  window  shade 
and  floor  covering  business,  and  it  would  not  be  right 
for  me  to  interfere  with  them."  This  is  one  of  the 
explanations  of  more  furniture  retailers  not  handling 
various  side  lines  that  they  otherwise  might.  Light- 
ing fixtures  are  considered  by  the  majority  of  furni- 
ture retailers  to  be  foreign  to  their  line,  and  are  sel- 
dom found  in  the  furniture  store  outside  of  the  larger 
centres. 

Sewing  Machines. 

"^^11  AT  side  lines  do  I  specialize  in?"  repeated  one 
subscriber  interviewed  in  this  connection.  ' '  Well, 
I  guess  you  could  put  me  down  for  sewing  machines, 
and,  in  fact,  they  are  the  reason  that  I'm  in  the  furni- 
ture business.    Furniture  is  really  my  side  line."  He 


quickly  interpreted  the  incredulous  look  on  the  scribe's 
face.  "It's  like  this,"  he  continued,  as  he  led  the  way 
to  the  office,  "I  used  to  sell  only  organs  and  sewing 
machines.  Was  out  after  business  all  the  time.  This 
brought  me  in  touch  with  a  lot  of  homes,  and  I  soon 
saw  openings  for  lines  other  than  my  own,  and  as 
soon  as  I  got  enough  money  together,  I  bought  a 
little  stock  of  furniture  and  here  I  am."  This  retailer 
has  an  excellent  trade,  and,  as  he  explained,  sells  many 
sewing  machines  each  year.  "I  can't  get  out  after  the 
business  as  I  used  to  do,"  he  said,  "but  I  still  find  them 
a  good  line,  for  every  home  needs  a  sewing  machine." 
"Do  your  side  lines  interfere  with  regular  furniture 
business?"  he  was  asked.  "No,  not  the  ones  I  carry. 
I  don't  believe  in  dabbling  in  what  I  have  no  business 
Avith,  but  there  are  so  many  lines  that  doA^etail  in  Avith 
furniture  and  really  form  branches  of  the  .  business, 
that  I  don't  think  I  can  be  accused  of  scattering  my 
energies,  because  I  have  a  number  of  them  here.  My 
experience  is  that  other  conditions  being  favorable. 


From  Suite  No.  777  by  Dymond-Colonial  Co's,  Ltd. 


certain  lines  help  other  lines,  and  some  certain  lines  are 
the  influences  that  bring  customers  who  Avould  perhaps 
otherAvise  never  have  come  near  us. 


PROSECUTION  OF  FRAUDULENT  DEBTORS. 

The  Canadian  Credit  ]\Ien's  Association,  Limited,  has 
been  successful  in  another  ease  in  punishing  fraud,  viz., 
in  the  case  of  Olaf  Wallin  of  Menisino,  Man.  This 
man  approached  the  wholesalers  and  obtained  goods  to 
a  large  amount  on  a  statement  that  he  submitted,  show- 
ing a  considerable  surplus  in  a  business  conducted  by 
his  brother,  of  which  he  was  manager.  After  these 
goods  had  been  supplied,  the  debtor  (the  brother)  James 
Wallin,  made  an  assignment  for  the  benefit  of  his  credit- 
ors. The  del)tor  was  examined  under  the  Assignments 
Act  and  admitted  that  the  statement  he  had  prepared 
and  submitted  Avas  false.  The  matter  was  submitted  to 
the  Canadian  Credit  Men's  Association,  Limited,  and 
at  their  instigation  Olaf  Wallin,  who  made  the  state- 
ment, was  arrested.  He  elected  to  be  tried  by  jury, 
who  brouglit  in  a  verdict  of  guilty,  and  Wallin  Avas  last 
week  sentenced  to  three  months  ini])risoninent,  the  judge 
remarking  that  it  was  necessary  that  the  wholesalers 
and  the  general  public  should  be  protected  against  fraud. 
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Just  what  you  want  for  summer  comfort 
on  lawn,  porch  or  in  camp,  the 


li 


IDEAL"  Hammo-Couch 


Everywhere  replacing  the  old-fashioned,  saggy,  shift  "half-moon" 
hammocks.  Used  as  a  seat  or  lounge  or  as  a  couch  for  outdoor  sleeping  it 
gives  real  comfort  and  years  of  service. 

But  be  sure  you  get  the  genuine  "IDEAL"  Hammo-Couch — the 
kind  with  steel  frame  supporting  the  springs.  Others  have  insecure 
wooden  frames,  with  uncomfortable  hard  edge.  No  others  have  the  back 
support,  all-round  windshield,  adjustable  canopy  sun-shade  and  other 
"IDEAL"  features. 

Complete  description  and  nearest  dealer's  name  promptly 

sent  free  if  you  ask  for  Booklet  HOO.  35 


cv^HDEAL  BEDDING  Ce, 


10  Jefferson  Avenue,  Toronto 


Sold  with  steel 
frame  support  for 
lawn  use,  or  with- 
out  if  to  be  hung 
from   porch  roof. 


TRADEMARK 


^if^       i^i  T  E  E  p )  1  j 


Be  sure  the  Hammo- 
Couch  you  buy 
bears  this  trade  mark 
—  and  get  greatest 
comfort  and  service. 


Here's  one  of  the  Ads  that  Will 
Sell  Hammo-Couches  for  You 


You  should  send  your  orders  NOW  to  insure  getting  the  num- 
ber you  want.  1  he  demand  seems  sure  to  exceed  the  supply. 
Write  for  our  big  new  "Hammo-Couch"  Folder  with  full  particulars 
about  this  easy-selling  summer  specialty. 


IDEAL  BEDDING  C°u 


MITED 


10  JEFFERSON  AVENUE,  TORONTO 
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Uniform  framing  Prices. 

"Y^nj^TIIEK  or  not  the  framing-  of  pictures  is  to  be 
made  a  jiroiitable  line  of  work  is  determined  to 
some  extent  by  the  prices  charged.  The  object  of  this 
paragraph  is  not  to  suggest  a  particular  basis  upon  which 
a  satisfactory  list  of  rates  may  be  founded,  but  rather 
to  urge  the  advisability  of  liaving  some  definite  way  of 
fixing  tlie  charge  for  each  job  done.  In  other  words, 
keep  prices  uniform.  I21  a  communication  from  a  dealer, 
in  a  town  of  some  1,500  people,  whose  ideas  along  many 
lines  were  based  upon  actual  experiences,  he  admitted 
to  Furniture  World  the  cause  of  his  once  ahnost  dis- 
continuing the  framing  of  pictures.  To  use  his  own 
words  as  nearly  as  possible,  he  said,  "One  day  Mrs.  So- 
and-So  came  in  with  some  work  she  wanted  done.  I 
knew  she  was  hard  to  please  and  would  jew  me  down  to 
the  last  cent.  In  doing  the  work  there  was  a  certain 
amount  of  waste  in  material  that  couldn't  be  helped,  and 
it  took  more  of  my  time  than  I  felt  I  could  charge  up 
again.st  the  job.  During  the  sunuuer  and  fall  I  did  a  lot 
of  framing  for  this  same  customer — in  fact  too  nmcli, 
because  when  I  got  down  to  reckoning  up  how  I  stood  in 
tliis  department  of  my  business,  I  found  it  was  not  pay- 
ing, owing  to  so  many  things,  each  small  in  themselves, 
that  had  not  been  allowed  for  when  fixing  prices.  Then 
I  decided  to  get  square  and  when  others,  who  were  not 
so  unreasonal)le  brouglit  in  work  I  "tucked  on"  enough 
to  make  up  for  wliat  1  lost  on  these  other  transactions. 
Those  who  liad  liad  the  benefit  of  low  prices  apparently 
would  not  stand  for  any  increase,  and  it  came  to  my  ears 
how  some  of  the  other  class  felt  they  were  being 
"soaked."  in  the  meantime  my  trade  was  falling  off. 
IMy  competitor's  sales  were  increasing.  Fortunately, 
1)efore  it  was  too  late,  I  discovered  exactly  where  my 
methods  were  faulty.  I  put  that  department  on  a  fair 
basis  hy  taking  into  consideration  everything  that  should 
affect  charges,  thereby  getting  at  a  selling  price  that 
would  allow  me  a  nuirgin  on  every  job.  Now  it  is  the 
one  price  to  all.  It  took  some  time  to  win  back  the 
ti-ade  I  had  lost  1)y  such  iinbusiness-like  methods,  but  it 
came  eventually.  At  present  the  department  is  paying — 
yes.  paying  well."  The  frank  admission  in  the  fore- 
going is  an  acceptable  contribution  to  these  columns,  as 
oni"  can  nlways  profit  by  knowing  where  others  failed. 

Extending  Trade  in  Pictures. 

**'^IIKSIO  arc  days  oi  keen  competition,  and  no  mer- 
chant can  afford  to  cease  reminding  the  buying 
public  of  his  al)ility  to  supply  their  wants.  You  can't 
wait  for  peopl(>  to  take;  the  notion  to  come  into  your 
store  and  buy  pictures.  You  have  to  get  after  them  and 
ci'cate  the  notion.  You  can't  do  it  alone.  You  can  with 
the  assistance  of  tlic  newspaper.  No  merchant 
who  is  nlive  to  his  opportunities  and  who  keeps  his  name 


effectively  before  the  people  of  his  district  need  fear  the 
large  city  stores  or  mail  order  houses.  This  is  particu- 
larly true  of  pictures.  In  the  first  place  people  want  to 
see  a  picture  before  buying  it.  Then  it  is  easier  to 
attract  people  with  a  picture  than  with  most  lines. 
Whether  a  person  is  thinking  of  buying  or  not,  he  or 
she  will  stop  in  front  of  a  store  window  to  look  at  pic- 
tures." In  the  foregoing  sentences  is  represented  the 
opinion  of  a  dealer,  who  expressed  these  view^s  in  reply 
to  Furniture  World's  query  as  to  how  his  "pictures" 
department  was  effected  by  tlie  competition  of  mail 
order  houses.  "We  country  merchants  need  to  keep 
our  customers'  requirements  in  stock,  and  then  give  pul)- 
licity  to  the  fact  that  we  have  the  goods.  Let  us  use 
some  of  the  ammunition  of  the  mail  order  houses  and 
note  the  result." 

Saskatchewan  Views. 

I^EVERAL  furniture  dealers,  doing  business  in  the 
above  province,  who  have  communicated  witli  the 
editor  of  this  publication  as  to  their  pictures  and  mould- 
ings department  agree  that  with  reasonable  attention 
these  lines  yield  the  retailer  a  satisfactory  profit.  One 
man  puts  it  thus:  "I  have  handled  them  for  the  past 
three  years  and  find  them  a  very  profitable  part  of  my 
business.  They  are  good  decorators  and  bring  people 
into  the  store  so  one  can  get  a  chance  to  get  acquainted. 
Tliere  are  also  several  other  points  in  their  favor. ' '  An- 
other man  of  experience  writes:  "Doubtless  framed  pic- 
tures pay  well  in  a  city,  but  in  a  small  town  I  am  not 
much  in  favor  of  carrying  them.  However,  even  in  a 
small  place  the  picture  mouldings  are  one  of  the  best 
paying  lines  I  carry."  A  third  correspondent,  who 
evidently  takes  more  than  ordinary  interest  in  this 
branch  of  liis  Inisiness,  relates  an  experience,  indicating 
a  high  type  of  salesmanship  on  his  part.  A  party  who 
had  not  been  a  customer  of  his  to  any  extent  dropped 
in  one  day  to  enquire  about  a  picture  he  had  seen  dis- 
played in  the  window.  While  looking  over  different 
pictures  the  two  got  into  a  lengthy  conversation,  in 
which  each  confided  to  the  other  his  ideas  on  furnishings 
and  decorations,  with  the  result  that  the  retailer  went 
to  his  customer's  home — the  first  time  he  had  ever  been 
there.  They  were  joined  by  the  customer's  wife  and 
all  three  discussed  the  subject.  The  dealer  expressed 
opinions  to  the  effect  tliat  tlie  room  needed  the  relief 
of  a  few  well-liung  ])i('tur('S.  The  ones  already  there 
were  small  pictni'es,  and  their  diminutive  size  was  greatly 
emphasized  on  the  vast  expanses  of  wall  space  beneath 
tliem  and  at  the  right  and  left.  There  is  rather  a  ten- 
dency to  hang  pictures  too  high,  anyway.  Placing  them 
on  range  witli  the  eyes  or  slightly  above  the  level  of  the 
eyes  is  a  good  rule  to  follow.  A  room  of  fair  size  may 
contain  many  pictures,  provided  they  ni'e  not  too  larg-e, 
but  the  finest  effect  is  obtained  by  simplicity,  which 
means  not  too  much  of  anything. 

"I  see  where  you  are  right,"  said  the  wonuvn,  "and 
we  will  overhaul  this  whole  room."  As  the  direct  out- 
come of  her  decision  the  dealer  quoted  sold  not  only  one 
picture  but  several,  and  in  addition  carpet  to  cover  tlu^ 
room,  two  rockers  and  a  couch.  Sucli  a  case,  whiU>  it 
shows  wliat  nuiy  be  done,  serves  to  veiMly  tiie  statement 
of  thc>  first  dealer  quoted  in  this  paragraj^h,  viz.,  tluif 
pictui-es  and  mouldings  bring  i)eople  into  your  store  so 
you  can  get  acquainted. 
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Gentlemen,  when  you  contemplate  installing  a  Rug  Rack,  look  for  the  one  that 
has  all  the  latest  and  most  complete  up-to-date  improvements. 

Send  for  our  catalog.    You  will  see  at  once  that 

The  Moncrief  Ru^  Rack 

is  the  one  that  stands  alone,  in  quality  and  durability.  It  is  made  of  steel,  stands 
braced  from  the  floor,  with  all  the  finest  qualities  that  make  it,  the  only  one  to  buy. 
It  has  a  guard  on  every  bar,  the  only  rack  that  has  it,  which  protects  every  rug,  keeps 
them  from  rubbing  and  does  not  allow  the  rugs  to  wear  or  discolor  each  other.  Our 
adjusting  bar  raises  and  lowers  the  arms.  Just  one  turn  of  the  brace  either  way  sends 
it  up  or  down  without  trouble.  The  pins  are  on  an  angle  which  makes  it  easy  to 
place  or  replace  the  rugs.     It  is  only  a  boy's  work  to  handle  our  RACK. 

Look  at  the  reputation  of  The  Moncrief  Rug  Rack.  Come  to  our  home.  All 
of  the  largest  houses  in  the  city  of  Providence  use  our  RACKS.    Here  are  the  names  : 


Moncrief  Rug  Racks  used  by  Anthony  ®.  Cowell  Co. 
Providence,  R.I. 

Steel  girder  building.    Height  of  ceiling  under  girders,  14'  5''. 

TWree  double  side  or  V  racks,  two  ot  80  arms,  40  on  a  side,  and  one  of  132 
anus.  66  on  a  side.  The  largest  V  rack  ever  built.  These  racks  are  fastened  by 
means  nteans  of  X  holts  dropped  from  flange  of  girders  fastening  top  beam  to  steel 
girders.  Bottom  beam  is  trussed  down  2'  2",  enabling  rugs  to  hang  from  3"  to  6" 
from  floor. 


Anthony  (Si  Cowell  Co. 
The  Boston  Store 
Outlet  Co. 

A.  G.  Scattergood  Co. 
Household  Furniture  Co. 
Burke  &  Curran 
R.  I.  Supply  Co. 
C.  H.  Robinson  Co. 
Chas.  J.  Proctor 
W.  Elovitz 


They  would  be  pleased  to  tell  you  what  they  think  of  our  RACK.  Any  one 
that  has  our  fixture  would  not  change  it  for  any  other.  It  has  replaced  many  other 
racks  and  continues  to  do  so.  When  you  buy  off  us,  our  RACK  goes  with  our  full 
guarantee  of  its  durability  and  quality. 

It  is  a  pleasure  to  send  catalogs.     Let  us  send  one  to  you. 


MONCRIEF  MANUFACTURING  CO. 

7-9-11  Sheridan  Street 
CENTRAL  FALLS,  -  -  -  R.  L,  U.S.A. 
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Office  Floor  Coverings. 

^^RE  dealers  getting  the  most  possible  out  of  furnish- 
ings for  olSces?  Such  a  question  is  frequently 
asked  in  the  trade,  but  it  usually  has  reference  to  the 
furniture  only.  There  is  a  lot  said  and  more  written 
urging  the  retailer  to  increase  his  sales  of  office  chairs, 
roll  and  flat  top  desks,  etc.,  but  much  less  attention  is 
given  to  office  floor  coverings.  Does  such  a  field  exist 
to  the  extent  that  it  becomes  worth  while?  This  ques- 
tion was  put  to  one  of  the  editors  of  Furniture  World. 
To  answer  rightly  it  is  necessary  to  realize  a  vast  dif- 
ference in  the  places  in  which  the  retailers  of  Canada 
are  doing  business.  Office  business  is  certainly  very 
limited  for  some.  But  for  many  it  offers  a  field  so  wide 
that  one  wonders  how  many  are  getting  their  share  of 
it.  To  ascertain  how  radical  a  change  has  come  about 
in  office  furnishings,  Fuhnitube  World  has  interviewed 
a  few  representative  business  men.  It  is  known  that 
some  years  ago  to  suggest  a  rug  for  the  floor  of  a  law- 
yer's office  would  have  made  tlie  originator  of  the  idea 
the  laughing  stock  of  his  town.  But  the  scene  has 
changed.  One  lawyer  replied  in  a  jovial  way,  "I  spend 
a  large  enough  proportion  of  my  time  in  my  office  to 
warrant  its  being  as  comfortable  as  my  sitting  room  at 
home."  A  wholesaler  acknowledged  that  when  he  went 
into  another  firm's  premises  he  sized  up  the  institution 
by  the  rug  in  the  manager's  office.  A  very  busy  business 
man  in  a  Western  city  says,  "A  good  rug  in  my  office 
makes  the  day's  roixtine  easy  on  my  nerves."  Still 
another  reason  volunteered  by  the  secretary  of  a  To- 
ronto corporation  was  given  in  the  form  of  a  question, 
"What  would  our  board  room  be  like  without  a  good 
rug  on  the  floor?"  Such  answers  as  have  been  quoted 
are  enough  to  convince  a  dealer  out  after  his  share  of 
trade  that  thousands  of  heads  of  offices  are  not  content 
to  spend  tlie  day  in  a  place  much  less  cosy  than  their 
own  hoines.  A  point  worth  remembering  too  is  that 
when  you  sell  a  rug  to  such  a  person  it  is  not  apt  to 
be  a  cheap  article.  The  object  of  this  paragraph  will 
have  b(!en  served  if  it  sets  readers  thinking  as  to  the  pos- 
sibility of  extending  tlie  sales  of  their  floor  coverings 
department  by  getting  after  the  office  business.  If  you 
are  making  a  list  of  the  offices  in  your  town  or  city  you 
will  of  course  go  beyond  the  business  offices  and  include 
that  of  the  principal  of  tlie  High  and  Public  Schools. 
"Sure,"  interjected  an  enthusiastic  retailer,  "don't  for- 
get the  schools.  Also  get  after  the  bank  managers,  den- 
tists, hotel  managers,  civic  officials,  and  the  various  pub- 
lic institutions." 

Boosting  the  Goods. 

"Y/^ARTOnS  influences  are  at  work  enducating  the  pul)- 
lic  by  furnishing  them  in  an  attractive  way  with 
useful    and    intei-esting    information    about  different 
chusses  of  articles.    For  example,  the  process  building 


at  the  Toronto  Exhibition  aims  at  furnishing  visitors 
with  an  opportunity  of  seeing  just  how  certain  goods  are 
made.  Such  methods  are  adopted  by  many  manufac- 
turers, and  is  it  not  a  good  method  of  advertising? 
Why  then  should  the  same  principle  not  be  used  to  work 
out  advantageously  for  the  retailer?  Of  late  Furni- 
ture World  has  heard  of  several  cases  where  dealers 
have  shown  commendable  enterprise  along  this  very 
line.  One  instance  is  that  of  where  the  live  head  of  a 
house  furnishings  store  made  up  a  linoleum  exhibit 
which  he  gave  to  the  High  School  in  his  town.  The  ex- 
hibit consisted  of  some  eight  different  grades  of  the 
material  fastened  alongside  one  another,  arranged  in 
order  from  the  cheapest  line  to  the  highest  priced.  To 
each  sample  was  attached  a  card  bearing  a  brief  de- 
scription of  the  particular  quality,  and  accompanying 
the  display  was  the  following  concise  account  of  the 
origin  and  manufacture  of  linoleum,  which  was  obtained 
from  a  firm  of  manufacturers: — "The  word  "Lino- 
leum" is  derived  from  the  Latin — linum,  flax,  and 
oleum,  oil.  It  is  a  trade  name  for  "linseed  oil  cloth," 
linseed  being  a  drying  oil  expressed  from  the  flax  seed. 
Linoleum  was  invented  in  1862  by  Frederick  Walton  of 
Isleworth,  England,  a  town  near  London.  It  was  first 
made  in  America  in  1873.  The  principal  constituent 
elements  of  linoleum  are  finely  ground  cork  and  linseed 
oil  oxidized  to  a  dense,  rubber-like  consistency.  In  ad- 
dition there  are  gums,  rosin,  coloring  pigments  and  bur- 
lap, which  is  used  as  a  backing.  The  linseed  oil  is  first 
boiled  for  several  hours  to  thicken  it.  When  cool,  it  is 
poured  over  suspended  cloth  sheets  and  by  thus  bring- 
ing a  large  surface  in  contact  with  the  air  the  oil  becomes 
oxidized  or  solidified.  These  "skins,"  as  they  are  called, 
are  ground  up  into  an  even  mass,  which  is  mixed  with 
the  cork,  the  rosin  (to  give  it  hardness),  the  gums  (to 
give  it  elasticity)  and  the  coloring  matter.  This  con- 
glomerate "cement,"  as  it  is  termed,  is  fed  into  the 
hopper  of  a  machine  which  distributes  it  evenly  over 
the  burlap.  It  later  passes  through  rollers  which  press 
the  linoleum  securely  upon  the  burlap.  This  is  plain 
linoleum.  In  making  printed  linoleum,  the  plain  lino- 
leum is  passed  over  paint  drums  which  print  the  various 
colors  of  a  pattern  all  in  the  one  operation." 

It  is  difficult  to  see  how  such  enterprise  could  help 
but  prove  benficial  to  this  merchant,  whose  well  directed 
plans  of  publicity  doubtless  include  similar  activities 
intended  to  push  his  carpets,  rugs  and  the  other  de- 
partments of  his  business. 

Should  Pay  a  Salary. 

OUR  floor  coverings  department  should  pay  some 
salary  to  somebody.  What  proportion  of  expense 
is  for  the  proprietor  to  determine.  One  dealer,  a  good 
proportion  of  whose  profits  is  derived  from  liandling  car- 
pets, rugs,  oilcloth  and  linoleum,  charges  his  own  salary 
up  to  the  furniture  department,  and  that  of  his  clerk 
to  floor  coverings.  Another  retailer  does  the  same,  giv- 
ing ns  liis  reason  that  were  it  not  for  having  carpets  he 
could  look  after  tlie  store  himself.  An  auditor,  being 
in  a  good  position  to  notice  the  methods  adopted  by 
vai'ious  merchants,  asserts  that  it  is  a  fact  that  many 
hard  working  retailers  are  conducting  a  successful  carpet 
department  that  does  not  pay.    It  is  quite  successful 

(Continued  on  page  30.) 
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Is  It  Worth  While  Suggesting? 

DISCOUEAGED  retailer  was  overheard  asking  this 
question :  "  Is  it  worth  while  suggesting  to  the 
customer  what  would  be  suitable  in  wallpapers?"  In 
other  words,  do  the  buying  public  appreciate  sugges- 
tions ?  The  latter  question,  put  by  Furniture  World  to 
a  successful  salesman  brought  forth  this  reply:  "Well, 
Ishould  think  tlicy  do.  Not  only  do  they  appreciate  it 
but  they  expt'et  it.  Why  some  of  our  decorators  have, 
(hiring  the  past  few  years,  made  a  specialty  of  decorat- 
ing houses  and  tlien  either  selling  or  renting  them  fur- 
nished to  people  who  do  not  want  to  be  bothered,  or 
who  are  mistrustful  of  their  own  taste.  When  you  can 
tactfully  do  so  give  someone's  opinion  of  what  would 
be  suitable  for  the  room  in  question,  and  in  the  majority 
of  cases  your  customer  to  whom  you  are  showing  the 


View  of  a  "  Moncrief  "  Rack  for  Displaying  Wallpapers. 

goods  will  agree, — that  is  if  it  is  a  sensible  opinion.  If 
not,  the  pei'son  will  contradict  you  by  giving  his  or  her 
own  views,  and  then  you  have  some  information  that 
should  go  a  long  way  in  helping  you  close  the  sale.  For 
iu.stance,  only  a  few  days  ago  I  was  trying  to  sell  some 
paper  to  a  woman.  After  I  found  what  room  it  was  for 
and  what  color  and  design  she  had  in  the  adjoining 
i-oom.  1  mentioned  that  the  living  room  should  l)e  the 
focal  j)oint  of  all  decoi-ati(m  to  which  the  treatment  of 
the  other  )"ooms  should  lead  up.  If  the  wallpaper  of  one 
rooMi  is  of  one  color,  the  paper  of  an  adjoining  room 
should  be  of  a  contrasting  tone.  She  immediately  took 
exception  to  the  idea  and  was  most  decidedly  in  favor  of 
something  for  the  adjoining  room  quite  similar  and  not 
in  contrast.  The  point  T  want  to  make  is  that  the  sug- 
gestion is  either  taken  up,  or  if  turned  down  it  puts 
you  right  al)ont  your  custouu'rs  likes  and  dislikes."  In 
so  many  cases,  .suggestions  ar(!  necessary  in  choosing 
wall  coverings,  so  that  due  care  will  be  taken  that  the 
colors  and  designs  go  well  with  the  rugs  and  other 


equipment,  especially  the  woods  of  the  furniture.  In 
point  of  fact  the  tasteful  person  will  study  every  part  of 
the  decoration  and  e(iuipiiient  for  any  room,  for  therein 
lies  the  secret  of  preserving  tiie  refined  appearance  of  a 
house  that  will  transform  the  mere  dwelling  into  the 
t;'.st(>ful  home. 

Minimum  of  Lost  Sales. 

get  a  little  deeper  into  the  subject  discussed  in  the 
preceding  paragraph,  the  lack  of  suggestions  and 
the  salesman's  inability  to  suggest  appropriately  are 
given  as  reasons  for  many  lost  sales.  This  very  thing  is 
assigned  as  the  cause  of  the  snuUl  number  of  sales  made 
in  the  wallpaper  department  of  a  certain  store  in  com- 
parison with  the  large  number  of  daily  visitors  to  that 
department,  a  reasonal)le  percentage  of  which  should  be 
possi})le  buyers.  The  proprietors  took  steps  to  ascer- 
tain the  number  of  interested  parties  who  looked  at 
wallpapers  during  a  given  week.  Then  they  looked  into 
the  number  of  sales  made  the  same  week.  The  large 
percentage  of  lost  sales  made  clear  by  this  search  were 
located  to  their  own  satisfaction  in  the  neglect  and  lack 
of  ability  on  the  part  of  their  clerks  to  suggest  pleasing 
patterns  and  suitable  color  schemes.  A  woman  does 
not  l)uy  wallpapers  every  day  as  she  does  groceries.  In 
very  few  cases  has  she  a  preconceived  idea  of  her  re- 
quirements. Her  mind  is  therefore  open  for  suggestions, 
and  just  there  is  where  the  salesman's  cleverness  is  put  to 
the  test.  One  live  clerk  who  has  a  minimum  of  lost  .sales 
to  his  credit  is  enthusiastic  over  the  wallpaper  depart- 
ment, his  reason  given  the  Furniture  World,  being  that 
wallpapers  enable  him  to  sell  mouldings;  mouldings 
bring  about  pictures,  and  the  three  together  give  him 
a  string  on  the  sale  of  rugs  or  carpets  at  house  cleaning 
or  moving  time. 

Color  Harmony  Necessary. 

ORE  and  more  house  furnishers  are  realizing  what  is 
necessary  to  have  a  well  appointed  room.  To  im- 
press the  buying  public  with  the  fact  that  wallpapers 
should  not  l)e  chosen  independently  of  the  other  furnish- 
ings, ]\lessrs.  G.  A.  Holland  &  Son  Co.,  of  ^Montreal,  took 
occasion  to  include  in  one  of  their  recent  announcements 
a  staternent  to  the  elfect  that  the  color  scheme  of  your 
room  should  be  considered  in  its  entirety — avoid  patchy 
and  piecemeal  assembling  of  paper,  curtains  and  furnish- 
ings. As  a  whole  such  a  room  can  never  be  satisfying 
nor  a  restful  living  place.  Correctly  chosen  color  tones, 
on  the  contrary,  create  a  sympathetic  atmosphere,  in- 
fluencing one,  yet  never  intrusive.  AVallpaper  and  dra- 
peries are  the  chief  factors  in  a  room's  character.  There- 
fore they  should  be  selected  together.  For  this  purpose 
the  above  mentioned  firm  have  opened  in  connection  with 
their  wallpai:)er  department  a  drapery  service  under  the 
supervision  of  an  experienced  salesman.  To  carry  this 
same  idea  one  step  farther  there  is  another  matter  to  be 
considered  very  seriously,  and  that  is  the  combination 
of  pictures  and  wallpaper.  If  you  have  a  number  of 
pictures  to  form  wall  decoration,  do  not  pick  out  a  paper 
tiuit  is  over-decorative  or  enough  in  itself  without  other 
aid  to  decoration.  The  pronounced  pattern  of  strong 
color  or  colors  is  not  advisal)le.  Pictures  that  are  beauti- 
ful in  themselves  or  with  the  proper  background  are  in- 
significant on  such  walls,  in  fact,  utterly  lost  as  far  as 
contributing  anything  in  beauty  goes. 
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They  Have  a  Right  to  Know. 

"Y^HEN  the  public  buys  something  it  has  a  perfect 
right  to  all  the  information  necessary  to  a  con- 
viction that  full  value  is  being  received  for  the  money 
expended.  There  are  salesmen  that  resent  the  ques- 
tions of  those  customers  who  show  what  appears  to  be 
an  unreasonable  interest  in  details,  but  what  is  merely 
an  honest  desire  to  be  assured  that  the  purchase  is  the 
best  that  could  be  made.  A  somewhat  crusty  old  man 
was  buying  a  hat.  This  particular  man  did  not  care 
whether  the  hat  was  tliree  dollars  or  seven,  but  when  he 
was  shown  two  hats,  one  at  three  and  a  half  and  the 
other  at  five  dollars  he  desired  to  be  shown  the  differ- 
ence. "Well,"  said  the  salesman,  picking  up  the  better 
grade,  "anyone  with  half  an  eye  can  see  that  this  is 
better  felt."  The  old  man  resented  the  tone  perhaps, 
more  than  the  words,  and  promptly  retorted  that  he 
would  have  to  go  and  look  somewhere  else  for  a  hat, 
where  he  would  not  be  expected  to  ])e  a  felt  expert,  and 
he  started  for  the  door.  He  was  intercepted  by  the  pi'O- 
pi'ietor,  however,  who  happened  along  just  in  time  to 
see  that  no  purchase  was  made  by  the  man,  whom  he 
recognized  as  an  old  friend  and  customer  of  the  store. 
After  some  friendly  remarks,  which  restored  the  old 
man's  good  humor,  he  drew  from  him  the  fact  that  he 
resented  the  salesman's  attitude.  The  proprietor  got 
the  hats  and  explained  the  difference  in  value,  and 
showed  tlu'  difference  in  texture  of  the  felt,  the  stitching, 
the  greater  permanence  of  the  color  of  the  ])etter  one, 
and  pointed  out  that  the  firm  making  the  better  one  had 
a  reputation  for  that  particiilar  quality,  etc.  The  nuTn 
was  genuinely  interested  and  was  readily  convinced  of 
the  ])etter  value  of  the  more  expensive  hat.  That  was 
what  he  wanted;  he  had  an  idea  in  his  own  mind  that 
the  higher  price  justified  him  in  expecting  it  to  be  a 
better  investitu'nt,  but  lie  wanted  to  be  shown.  Tliere 
an;  many  people  like  this  man  and  every  day  some  fool 
salesman  is  losing  for  himself  and  his  employer  the 
trade  of  such,  just  l)ecause  of  a  lofty  indifference  to  the 
public's  desire  and  right  to  be  told  something  about  the 
goods'  they  are  buying. 

The  Salesman's  Dignity. 

^XPRRTS  and  alleged  experts  in  advising  salesmen 
usually  manage  to  work  in  something  about  being 
dignified.  A  certain  personal  dignity  is  always  com- 
mendable, but  dignity  can  be  overrated  sometimes.  A 
piano  salesman  had  occasion  to  call  on  a  dealer  that  he 
had  not  before  visited.  The  youthful  appearance  of  this 
particular  dealer  considerably  belies  his  years,  so  that 
it  was  not  surprising  tluit  the  salesman  did  not  expect 
the  young  man  who  was  busy,  poiisiiing  the  inside  of  the 
I)late  glass  window  to  be  the  "boss."  lie  paced  up  and 
down  tlie  store  for  a  few  minutes  expecting  his  august 
presence  to  cause  the  young  iiuin  to  descend  from  the 


step  laddei-.  He  didn't  descend,  however,  but  asked 
what  was  wanted.  "I  want  to  see  the  boss"  said  the 
visitor.  "That's  uie,  w'.iat  liave  you  got?"  responded 
the  window  polisher.  Tlie  sales. nan  said,  "I  represent 
So-and-So,  and  J  want  to  talk  ab.out  f.n  agency  to  you." 
"Well,  go  ah.ead,"  he  was  instructed,  but  the  salesiuan 
couldn't  reconcile  himself  to  talking  pianos  under  such 
a  disadvantage  as  having  his  customer  at  the  top  of  a 
six  foot  step  ladder,  with  his  back  toward  him.  lie 
suggested  his  coming  down,  but  for  the  mere  amuse- 
ment it  afforded  him  to  tantalize  the  salesman  he  kept 
on  polishing  the  plate  glass  and  said  he  could  listen  just 
as  well  from  where' he  was.  This  was  too  nuich  for  the 
visitor;  he  picked  up  his  sample  case  and  fled,  greatly 
to  the  amusement  of  the  dealer  who  was  acquainted  with 
his  particular  views  on  the  personal  dignity  of  the  sales- 
man. The  question  is  what  would  another  man  have 
done  under  the  circumstances.  One  man  said  he  would 
have  sat  down  till  the  dealer  came  down,  or  if  there  was 
no  plac(^  to  sit  he  would  have  stood,  but  anyway  he 
would  liave  waited  and  got  his  attention  before  he  left 
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the  store.  ' '  There  are  times, ' '  said  one  traveller, ' '  when 
a  nuxn  is  justified  in  walking  away  from  a  dealer,  but 
there  are  other  times  when  your  personal  feeling  must 
be  forgotten." 

Deacon  Frisbee  Says: 

y|^]\10NG  the  great  needs  in  selling  is 
can  sell  goods  and  tell  the  truth. 
imi)ossiI)l(>  to  get  a  salesman  who,  to  sc 
would  distort  facts  maliciously  and  knowingly.  Th(> 
desire  to  sell  goods  is  like  many  another  desii'e,  it  some- 
times overshadows  reason  and  judgment.  Hut  experi- 
ence should  teach  the  salesman  that  this,  in  the  long 
run,  is  unprofitable.  Regai'dl(>ss  of  the  cause  or  ex- 
cuse all  those  who  are  successful  as  salesmen  know  that 
to  disregard  facts  is  fatal.  Salesmen  mu.st  conciiier;  how 
can  on(>  con(|iier  yiermaiiently  witii  so  fi-ail  and  unstai)le 
a  weapon  as  falsehood.  Many  salesmen  fail  I)ecause  they 
do  not  know  how  to  .size  up  a  customei-  correctly;  they 
do  not  know  how  to  judge  a  situation  correctly  :  when 
to  call  a  bluff  oi)poi-tiinely.    IT  thci-c  is  one  man  a  buyer 
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is  afraid  of,  it  is  a  man  of  judgment  and  resource.  If 
the  salesman  sliows  weakness  in  these  respects,  the 
shrewd  buyer  puts  it  all  over  him.  Salesmen  may  not 
know  it,  but  not  one  buyer  in  fifty  is  himself  when  he  is 
buying.  He  is  forced  many  times  to  play  a  part  and  he 
plays  it.  The  sober  truth  is  that  nearly  every  buyer 
wants  to  buy,  unless  he  happens  to  be  hard  up  or  over- 
bouglit.  If  it  wasn't  for  the  necessity  of  buying,  he 
would  be  out  of  an  occupation.  The  buyer  wants  to  buy 
arid  the  salesman  wants  to  sell.  What  is  to  prevent 
them  getting  together?  Nothing,  many  times — most  of 
the  time — but  artificial  walls  of  conventionality.  To 
realize  this  should  be  a  great  source  of  encouragement 
to  the  salesman. 

Knowing  the  Goods. 

^  WRITER  in  "Getting  Together,"  who  has  evi- 
dently been  making  observations  of  salesmen,  their 
sufficiencies  and  deficiencies,  among  other  things  offers 
the  following  thoughts  that  are  worth  reading : — ' '  There 
is  a  wonderful  field  in  retail  salesmanship  that  is  little 
developed  owing  to  the  lack  of  men — men  who  know. 
There  is  an  immense  gulf  between  knowing  and  only 
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thinking  you  know.  You  find  a  salesman  now  and  then 
who  is  big  with  a  plus.  He  is  the  man  for  whom  the 
customer  asks  when  she  comes  to  the  store  the  second 
time.  He  has  waited  on  her  before.  She  can  remember 
his  quiet,  convincing  manner. 

"She  has  an  idea  that  he  has  a  vast  and  thorough 
knowledge  of  the  goods  he  is  selling.  She  respects  him 
and  l)elieves  what  he  tells  her.  When  it  comes  time  to 
buy  she  says,  'Well  what  would  you  advise?'  She 
does  not  realize  what  a  knowledge  of  human  nature  he 
possesses.  She  knows  only  that  he  is  the  kind  of  a  sales- 
man who  can  win  her  confidence,  and  after  she  has  run 
the  gamut  of  stores  and  has  been  treated  in  all  kinds  of 
ways  and  has  been  tired  out  she  is  satisfied  to  leave  it  to 
this  salesman  who  knows. 

"The  way  for  a  salesman  to  get  the  confidence  of  his 
customers  is  for  him  to  know  his  line  thoroughly.  When 
he  gets  that  he  will  find  that  his  confidence  in  himself 
increases  and  that  with  this  quiet  self-confidence  comes 
self-control.  And  it  is  absolutely  necessary  for  a  sales- 
man to  have  his  wits  about  him  and  to  be  in  a  clear- 
headed condition  so  that  he  can  study  his  prespect.  One 
of  the  things  to  be  gained  is  that  position  where  your 
advice  will  be  asked,  "Now,  what  would  you  advise ?" 
your  sale  is  made.    Don't  ever  lose  a  sale  when  you 


have  brought  it  to  that  stage.  If  you  do  you  had  better 
find  a  job  sawing  wood. 

"Self-control  only  comes  to  a  man  with  knowledge 
and  experience.  A  young  man  ought  to  take  himself  off 
in  a  corner  and  talk  it  over  once  in  a  while.  He  ought  to 
be  sure  that  he  has  none  of  those  little  smart  traits  that 
make  his  friends  call  him  clever — if  not  fresh.  Don't 
be  clever.  A  clever  man  is  a  bore  and  a  clever  woman 
is  an  abomination.  Cleverness  will  never  win  you  a 
friend.  Even  while  you  applaud  a  clever  person  you 
sort  of  despise  him.  Be  sincere,  even  if  you  are  slow 
and  a  little  clumsy,  people  will  come  to  believe  and  trust 
you.  But  be  sincere  in  dead  earnest.  A  customer  dis- 
likes to  see  you  show  off.  You  can't  make  a  sale  by 
waving  your  flag.  Your  customer  is  going  to  part  with 
her  money.  If  you  get  it,  you  have  got  to  give  good 
sound  reasons  why  she  should  spend  it  in  your  store. 

"There  is  a  big  field.  Many  salesmen  could  double 
their  incomes  if  they  would  get  down  to  hard  pan.  There 
are  big  men,  men  who  are  respected  and  paid  according 
to  their  value  in  this  business  of  selling.  They  are  the 
men  who  know,  who  have  confidence  in  themselves,  and 
who  are  always  quiet  and  watchful  and  self-possessed 
in  the  presence  of  the  man  who  comes  to  buy. 


HE  IS  HOME. 

Mr.  Strudley,  manager  of  the  Imperial  Rattan  Co.. 
Ltd.,  Stratford,  has  returned  from  a  trip  abroad,  whither 
he  had  gone  on  a  pleasure  tour.  While  away  Mr. 
Strudley  visited  many  of  the  principal  places  of  interest 
in  England,  France,  Germany  and  Italy,  having  es- 
pecially enjoyed  the  splendid  weather  in  Southern 
France.  Although  the  trip  was  not  taken  for  business 
purposes,  it  is  safe  to  infer  that  the  genial  head  of  the 
Imperial  Rattan  Co.  has  absorbed  ideas  from  the  various 
countries  visited  that  will  work  out  to  the  advantage  of 
the  Imperial  line  of  reed  and  upholstered  furniture. 

FLOOR  COVERINGS. 

(Continued  from  page  27). 

from  the  point  of  patronage,  sales,  and  volume  of  busi- 
ness done,  but  it  is  not  a  paying  proposition  when  the 
capital,  time  and  energy  put  into  its  equipment  and 
management  are  considered.  The  department  may 
appear  a  success  from  the  outside,  but  it  is  not  a  suc- 
cess if  it  doesn't  pay  a  fair  amount  of  interest  on  the 
capital  involved,  for  no  business  is  run  purely  philan- 
thropic motives  alone.  If  a  branch  of  the  business  pays 
only  a  nominal  per  cent,  on  its  investment,  say  three  or 
four  per  cent.,  after  the  proprietor  has  deducted  a 
reasonable  amount  of  his  salary,  it  would  be  far  wiser 
for  the  merchant  to  sell  out  that  department,  put  his 
money  in  a  reliable  bank,  free  himself  from  the  details 
and  worriments  of  the  carpet  trade,  which  no  three  or 
four  per  cent,  can  ever  compensate.  He  could  then 
devote  his  time  to  better  paying  departments,  or  in  the 
many  cases  where  furniture  is  paying  a  good  per  cent., 
the  capital  might  be  used  to  advantage  in  extending  that 
business.  "The  point  is,  at  our  selling  prices  does  the 
carpet  department  actually  pay  a  proportion  of  ray 
salary,  and  in  addition  a  fair  per  cent,  on  the  invest- 
ment," is  the  way  an  Ontario  retailer  puts  it.  and  he 
added,  "If  it  does  not,  there's  something  wrong.  Some 
changes  need  to  be  made  so  it  will." 
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WHERE  PERIOD  FURNITURE  IS  MADE. 

Situated  on  Dufferin  St.,  within  a  .stone's  throw  of  the  Ex- 
hibition grounds,  at  South  Parkdale,  Toronto,  is  the  new  home 
of  the  Toronto  Furniture  Co.,  Ltd.  The  location  is  an  ideal  spot, 
and  the  factory  is  an  embodiment  of  idealism,  practicability 
and  comfort.  It  is  of  brick  construction,  three  stories  high  with 
a  basement,  having  a  railway  siding  running  to  the  shipping 
door  of  the  factory,  the  rear  part  of  which  is  appropriated  for 
manufacturing  purposes,  and  occupying  a  space  of  51,200  square 
feet.  The  front  part  of  the  building  having  a  space  of  60  x  160 
feet,  is  being  utilized  as  a  stock  room,  shipping  room,  show  room 
and  general  offices. 

The  factory  is  installed  with  equipment  of  the  most  modern 
and  useful  appliances  known  to  experts.  It  is  also  provided 
with  a  sprinkler  system  by  which  the  rate  of  insurance  is  re- 
duced, thus  lowering  the  cost  of  production,  and  incidentally 
lowering  the  cost  to  the  dealer. 

Having  in  mind  the  comfoit  of  his  employees,  Mr.  H.  D. 
Lanz,  the  vice-president  and  general  manager  of  the  company, 
ajipropriated  a  large  room  in  the  basement  for  their  use.  This 
room  is  equipped  with  a  sufficient  number  of  iron  lockers,  ne- 
cessary, for  each  employee  to  have  one,  in  which  to  keej)  his 


street  clothing  unsoiled;  it  is  also  provided  with  tables  and 
chairs,  wliere  they  can  sit  down,  smoke  and  partake  of  their 
lunch  in  comfort. 

The  large  jiermauent  showroom,  whieli  is  on  the  second 
floor,  contains  sami)les  of  the  various  productions  of  tlie  Toronto 
Furniture  Co.  The  general  offices  are  on  tiie  first  floor,  occupy- 
ing a  space  of  4,960  square  feet.  This  room  is  panelled  in 
figure  quartered  gum,  inlaid  with  White  Holly,  Ebony  and  Ver- 
milion to  the  height  of  8  ft.  from  the  floor,  thus  producing  a 
beautiful  efi'ect,  which  is  in  keeping  with  the  character  of 
the  goods  manufactured  by  this  company. 

It  is  believed  that  the  Toronto  Furniture  Co.,  Ltd.,  was 
one  of  the  first  to  utilize  quartered  gum  wood  in  the  construc- 
tion of  furniture  in  Canada.  Bedroom  suites  are  now  being  made 
of  this  wood  quite  extensively,  and  when  inlaid  has  a  vei-y 
beautiful  effect.  It  is  the  nearest  approach  to  the  product  of 
Circassian  walnut,  but  not  so  expensive. 

The  Toronto  Furniture  Co.,  Ltd.,  specialize  in  j)eriod  fur- 
niture, some  of  which  consists  of  Sheraton,  Chipj)endale,  Louis 
XVL  and  Colonial  styles,  made  in  mahogany  and  tiie  popular 
enamels. 

They  commenced  business  about  five  years  ago,  on  Yonge 
Street,  North  Toronto,  in  a  modest  way,  making  furniture  of 


the  "Better  Make."  This  line  gradually  increased  in  popu- 
larity until  the  demand  exceeded  the  capacity,  hence  the  new 
home  above  mentioned. 


NEW  ROCKER  FOR  CANADA. 

In  this  issue  the  Gold  Medal  Furniture  Mfg.  Co.  are  show- 
ing a  remarkable  rocking  chair,  for  which  they  have  secured 
the  manufacturing  and  selling  rights  for  Canada.  It  is  fully 
described  in  the  advertisement,  and  the  firm  are  supplying 
copies  of  the  ad.  to  the  furniture  dealers  to  aid  them  in  the 
sales.  Being  a  high  grade  chair  it  will  find  its  way  into  many 
of  the  best  homes  in  town  and  country.  This  progressive  firm 
is  now  manufacturing  both  the  Pullman  and  the  Unifold  Daven- 
ports, and  they  state  that  the  prices  are  so  reasonable  that 
these  high  grade  Davenports  are  now  sold  in  competition  with 
other  makes  that  do  not  possess  the  same  features  of  elegance 
and  simplicity. 

The  Gold  Medal  Co. 's  factory  is  a  ve:Ty  busy  one  just 
now,  having  added  a  number  of  new  lines  of  parlor  suites, 
couches,  chairs  and  Davenports  to  the  already  large  range  of 


goods.  The  manufacturing  jilant  has  lately  been  enlarged,  and 
much  more  s[)ace  given  to  the  frame  department.  Sales  in 
some  lines  of  this  firm's  products  have  increased  50  per  cent., 
and  the  added  facilities  which  they  now  jiossess  will  insur^e 
])iom[)t  shipments.  A  department  that  is  growing  rapidly  is 
the  steel  ccmcli  department.  The  sales  of  Hercules  steel  couches 
are  enormous  considering  the  short  time  the  firm  have  been 
making  them. 

The  spring  bed  end  of  the  business  shows  signs  of  great 
activity.  The  firm  is  a  big  advertiser,  and  the  increase  in 
sales  of  Hercules  spring  beds  seems  to  have  no  limit.  Besides 
a  full  line  of  upholstered  furniture  coverings  and  upholsterers' 
supplies,  as  this  house  has  always  been  noted  for  its  great 
variety  of  coverings — no  doubt  this  is  one  reason  for  the  growth 
of  their  business  in  ))arlor  suites,  although  care  in  construction 
and  attention  to  the  finish  is  alwaj's  their  object  in  building  U]) 
the  jiarlor  furniture  business  of  the  gold  medal  company. 


All  the  men  who  have  attained  world-wide  fame  eitlier 
advertised  extensively  themselves  or  some  one  advertised  them; 
otherwise,  their  fame  could  not  have  spi-tad,  and  would  not 
have  been. 
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,  The  Globe  Casket  Co.  I 

<%  London,         ■         -         Canada  ^ 


We  are  experts  in  our  line  of  business,  the  manufacture  of 

Burial  Caskets 


AND 


Fine  Funeral  Furnishings 


Our  long  experience  and  close  attention  to  details  have  enabled  us   to  bring  our  products  to  the  §) 

(g  highest  possible  standard.  §) 

^         We  solicit  business  from  every  Funeral  Director  in  Canada  and  are  prepared  to  give  prompt  and  §j 

(g  efficient  service.  §• 

<§  I 

I       Casket  Hardware  Polished  Oak                       Cloth  and  ^ 

I       Robes  and  Linin;gs  Mahogany  and                     Plush   Covered  | 

I       Embalming  Fluids  Birch  Mahogany            Coffins  and  | 

and  Supplies  Caskets                                 Caskets  f 


eg 


Phone  Adelaide  1403 


The       W.  Thompson  Co.,  Limited 

397-399  Queen  Street  West  -  Toronto,  Ontario 


To  the  Trade :- 

Through,  having  sold  our  former  premises  at  Teraulay 
and  Hayter  Streets  it  became  necessary  to  procure  new  quarters. 

This  has  been  done,  and  we  beg  to  announce  our 
removal  to  597-599  Queen  St.   West,  where  our  customers  will 
find  an  elaborate  showroom  displaying  a  complete  line  of 
requisites  for  the  Undertaker.     At  this  new  address  we  are 
conveniently  situated,  being  only  half  a  block  East  of  Spadina 
Ave . 

Thanking  you  for  your  patronage  in  the  past,  a 
continuance  of  which  is  respectfully  solicited. 

Yours  very  truly, 

The  D.   W.   TH®MPS0H  OQ. ,  Ltd. 

F.  L.  Coles, 

Manager. 


Undertakers'  Department 


Vancouver  Death  Rate. 

piGURES  arc  now  available  in  connection  with  the 
city  of  Vancouver's  health  department  for  the 
month  of  February.  The  popixlation  is  placed  at  111,240, 
and  the  number  of  deaths  for  the  month  at  86,  as  against 
!)8  in  January.  The  86  is  made  up  of  54  male  and  32 
female,  as  against  62  and  36  respectively  the  montli 
previous.  According  to  class  of  disease,  the  following 
table  shows  how  tlie  numl)er  of  deaths  for  the  month  is 


made  up  : — ■ 

General  Diseases   23 

Diseases  of  Nervous  System    6 

Diseases  of  the  Circulatory  System   15 

Diseases  of  the  Respiratory  System   17 

Diseases  of  the  Digestive  System    2 

Diseases  of  the  Genito- Urinary  System   6 

The  Puerperal  State   1 

Early  Infancy   5 

Affections  by  External  Canses   11 


Total   86 


Winter  Funeral  Reform. 

^Xf)l^]RTAKERS  in  tlie  larger  cities  are  not  so 
seriously  affected  by  the  discomforts  of  wintei- 
funei'als.  but  still  have  sufficient  experience  to  make 
them  (iesii-(  that  cnstoiii  might  in  some  resi)ects  be 
different.  In  rural  localities,  however,  in  this  country, 
there  is  no  doubt  about  the  severity  of  winter  funerals 
to  the  man  in  charge,  as  well  as  to  the  moui-ners  and 
friends.  The  emplovment  of  improved  appliances  and 
rational  ideas  iiuxli  fy  the  danger  and  discomfort,  but 
tliei-e  is  .still  I'oom  for  improvement  and  how  to  bring 
about  the  desired  impi-ovement  is  a  (juestion  that  iniglit 
well  occupy  some  of  the  attention  of  the  undertake) s' 
associations  of  the  different  provinces.  Doubtless  if  the 
annual  conventions  of  these  bodies  were  held  during  the 
winter  months,  the  subject  would  suggest  itself  foi-  dis- 
cussion. In  the  meantime  each  undertaker  must  be 
governed  by  Ihe  circumstances  and  customs  of  his  par- 
ticular coiinminity,  only  departing  from  precedents  with 
the  greatest  circumspection.  Funei'al  directors  or  lay- 
men who  have  experienced  the  cold  country  drive  and 
service  at  the  grave,  unprotected  against  storms,  oi' 
merely  normal  winter  weather,  which  make  some  of  the 
present  customs  not  mei'cly  uncomfortable,  but  danger- 
ous to  health. 


Cemetery  Reform. 

JT  is  not  expected  that  in  small  towns  or  the  r\ii-al 
districts  of  this  country  one  should  find  such  large 
well  kept  l)urial  grounds  as  are  to  be  found  in 
the  large  cities.  No  reasonable  person  would  look  for 
a  neighborhood  of  a  few  hundred  people  to  do  things 
on  the  same  scale  as  a  city  whose  population  is  numb- 
ered by  the  hundred  thousand.  And  yet  is  there  not 
a  good  deal  of  truth  in  the  statement  of  an  undertaker 
who  wrote  the  editor  of  this  publication  regarding  the 
"graveyard  you  frequently  see  whose  only  character- 
istics are  tall  weeds,  leaning  tombstones,  and  neglected 
plots.  This  letter  recalled  an  instance  of  a  party  who 
attended  a  funeral  at  just  such  a  cemetery  and  he 
aftei'wards  remarked  that  to  see  an  exi:)ensive,  highly 
polished  hearse  drawn  by  a  team  of  splendidly  matched 
blacks  drive  up  to  such  an  ill-kept  disgraceful  looking 
burying  ground,  impressed  upon  his  mind  an  idea  of  a 
contrast  hitherto  unknown.  It  is  only  reasonable  to 
suppose  that  in  such  a  place,  no  person  would  be  more 
pleased  to  see  remedied  or  assist  in  remedying  a  similar 
state  of  affairs  than  the  local  undertaker.  But  strongly 
as  he  may  feel  on  this  subject  he  can  do  little  single 
handed.  When  spoken  to  along  th's  line  a  member 
of  the  profession  related  hoAV  he  had  met  Avith  success 
in  almost  revolutionizing  the  appearance  of  a  cemetery 
in  his  own  town  by  first  interesting  in  the  movement 
the  d'ifferent  clergymen,  the  other  undertaker  down  the 
street,  the  caretaker  of  the  grounds  and  then  a  number 
of  the  owners  of  plots.  Naturally  methods  of  pi-o- 
cedure  would  vary  somewhat  according  to  the  locality 
and  the  amount  of  expenditure  necessary  to  put  the 
grounds  in  shape.  Nevertheless  an  undertaker  can  do 
a  gi-eat  deal  in  reminding  the  proper  authorities  occas- 
ionally of  what  is  needed  to  give  the  eemeteiw  an 
ai)pearance  that  at  least  will  not  be  discreditai)le.  It 
mu.st  be  remembered  though  by  those  who  ai'e  ener- 
getically advocating  cemetery  reforms  that  in  small 
places  wiicre  each  religious  denomination  lias  Iheii' 
own  burying  ground  the  undertaker  has  to  be  guarded 
in  what  he  does  along  this  line. 


.Mr.  Steve  Moiuls,  who  foi'iuerly  tr;' veiled  I'oi'  the 
Wiimipeg  Casket  Co.,  Winnipeg,  Man.,  has  resigned  his 
I)osition  and  accepted  a  i)ositi()n  as  traveller  i'oi'  the 
Semmens  &  Evel  Casket  Co.,  Ltd.,  Winnij)eg,  .Alan, 
bi'anch. 
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The  Semmens  &  Evel  Casket  Co.,  Ltd. 

Hamilton,  Ont.  -  -  -  Winnipeg,  Man. 

OUR  STANDARD 
The  Standard  of  Perfection 

IN 

HigK  Grade  Caskets,  Coffins  and  Funeral  F\irnisKings.  Superior 
Covered  Caskets.    Fine  Piano  Polished  Oak  and  Mahogany  Caskets 


No.  511 — All  Selected  Qyarter-Sawed  Oak,  including  Mouldings,  Hand-Carved  Corners.       Finished  in  Golden 
Oak,  Fine  Polish  Finish,  with  best  Liberty  Satin  under  Top  Moulding  and  Face  Lid  Crushed. 

Made  in  sizes  6  ft.  and  6  ft.  3  in.,  20/^8  ins.  wide. 

The   Goods  We  Manufacture 

are  not  imitations  of  something  better. 
They  are  the  goods  imitated  by  others. 

Are  in  a  Class  by  Themselves 


Head  Office : 

Hamilton,  Ont. 

Experienced  Salesmen  in  our  factory 

Telephones 

517-3319 

and  offices  Night  and  Day  capable  of 
taking  and  executing  all  orders 
promptly  at  any  hour. 

Night  and  J 
Sniiday  Calls  1 

Phone  517 

3319,  1160  or  3353 

"  We  Never  Miss  A  Train  " 

CANADIAN  FU^INITUEE  WORLD  AND  THE  UNDEBTAKBK. 
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MR.  WILLIAM  TEES  DECEASED. 

Another  prominent  and  greatly  respected  man  has 
been  removed  from  the  ranks  of  the  undertaking  pro- 
fession, in  the  person  of  Mr.  William  Tees,  of  Montreal. 
For  some  time  previous  to  three  years  ago  the  deceased 
was  associated  with  Mr.  Richard  Tees,  a  former  president 
and  secretary  of  the  Canadian  Embalmers'  Association, 
who  now  carries  on  the  business  in  Montreal.  The  late 
William  Tees  was  a  business  man  whose  unbiased  judg- 
ment peculiarly  fitted  him  for  adjusting  differences  be- 
tween others  in  a  way  that  each  saw  the  reasonableness 
of  the  basis  of  settlement  he  proposed.  He  was  fre- 
quently called  upon  to  adjust  fire  insurance  losses,  and 
it  is  said  that  upon  more  than  one  occasion  he  was  asked 
to  act  as  arbitrator  in  a  case  where  there  was  a  differ- 
ence of  opinion  between  two  undertakers. 

The  deceased  was  born  in  Montreal  on  November 
22nd,  1852,  and  was  therefore  59  years  of  age.  He  was 
a  member  of  a  family  of  four  sons,  and  received  his  ele- 
mentary education  in  the  old  Ann  St.  School,  subse- 
quently attending  the  McGill  Normal  School.    His  first 


The  late  Mr.  Wm.  Tees 

business  experience  was  gained  in  the  office  of  the 
Montreal  "Daily  Witness,"  which  office  he  entered  as 
office  boy.  He  later  entered  the  employ  of  the  North 
British  &  ]\Tercantile  Insurance  Company,  with  whom  he 
remained  until  he  was  nineteen  years  of  age,  when  he 
joined  his  father  in  the  desk  manufacturing  and  under- 
taking business,  which  business  he  conducted  until  three 
years  ago,  when  he  retired  from  active  life. 

When  a  young  man  the  late  Mr.  Tees  was  actively 
identified  with  athletics,  being  a  member  of  the  old  Maple 
Leaf  Lacrosse;  Club  and  the  iMontreal  Amateur  Athletic 
Association,  and  several  snowshoe  clubs  of  the  city.  He 
was  a  life  governor  of  the  Montreal  General  Hospital,  a 
member  of  the  board  of  the  Montreal  Sailors'  Institute, 
and  a  meTtil)er  of  the  St.  George's  Lodge,  A.F.  and  A.M., 
and  the  Royal  Templars.  The  deceased  was,  during  his 
entire  life,  an  ardent  temperance  reformer,  and  held  for 
some  time  the  office  of  president  of  the  Dominion  Alli- 
ance. He  took  a  great  interest  in  Sunday  School  work, 
being  for  20  years  superintendent  of  the  West  End 
Methodist  Church  Sunday  School.    In   1894  he  was 


elected  president  of  the  Montreal  Young  Men's  Chris- 
tian Association,  a  position  which  he  held  for  two  years. 
During  his  tenure  of  this  office,  he  was  largely  respon- 
sible for  the  present  admirable  physical  culture  system 
in  vogue  at  the  present  time  at  this  institution. 

In  addition  to  the  many  positions  which  he  held  in 
connection  with  institutions  designated  to  assist  his  fel- 
low man,  those  who  knew  him  best  will  perhaps  re- 
member him  by  his  numberless  unostentatious  acts  of 
kindness.  No  one  in  real  want  ever  left  him  empty- 
handed,  and  many  a  destitute  person  will  have  good 
reason  to  regret  his  death.  The  late  Mr.  Tees  married 
in  1875  Miss  Maria  Blagrave,  who  with  three  children 
survives  him. 

DISSOLVING  BLOOD  CLOTS. 

Lecture  by  Charles  O.  Dhonau,  President  Cincinnati  College  of 
Embalming. 

"Y^E  will  consider  this  subject  for  a  little  while. 

Voice :    What  is  the  best  means  of  getting  rid  of 
blood  clot? 

Professor :  If  you  mean  blood  that  has  become  thick 
and  won't  drain  away;  understand  that  you  cannot  take 
a  blood  clot  and  dissolve  it  in  a  body  because  it  takes 
motion  to  do  that — no  chemical  as  yet  discovered  will 
dissolve  a  blood  clot.  I  will  tell  you  why.  Here  is  a 
blood  vessel  with  a  clot  in — here  is  the  circulation.  When 
it  hits  that  clot  it  stops  there  on  this  side.  If,  however, 
the  fluid  could  leak  past  and  get  down  into  it,  it  would 
gradually  wear  it  away.  You  remember  the  story  in 
the  school  books  about  the  boy  in  Holland  who  stopped 
the  leak  in  the  Dyke  with  his  hand — it  does  not  take  much 
of  a  hand  to  stop  a  large  leak.  If  you  could  get  a  wash- 
ing machine  motion,  alternating  the  injection,  there 
would  be  some  chance. 

Voice :  No  chemicals  will  do  it  ?  A.  No  chemicals  in 
the  world  if  the  albumin  has  conglomerated,  will  have 
any  chance.  What  chance  would  you  have  to  liquify 
the  white  of  an  egg  after  it  was  boiled?  There  is  your 
proposition. 

Question:  What  embalming  methods  do  you  recom- 
mend using  when  there  are  blood  clots  ?  A.  Where  is  this 
blood  clot  supposed  to  be.   A.  Don't  know  sometimes. 

Professor:  I  would  take  up  the  artery  on  the  other 
side  just  opposite;  take  up  two  or  three  arteries  all  over 
the  body  in  order  to  secure  circulation.  If  you  are  not 
positive  where  the  blood  clot  is  there  is  no  way  of  trac- 
ing it — it  may  be  in  the  arch  of  the  aorta,  or  in  the  caro- 
tid arteries,  yet  you  would  not  know — ^you  would  not 
know  whether  it  was  in  the  arch  of  the  aorta  or  not  un- 
less the  body  lower  down  got  the  fluid. 

Voice :   As  a  rule  are  they  not  carried  to  the  artery? 

Professor :  Through  from  the  aorta  it  is  always 
picking  up  atoms  until  you  find  it  at  the  muscle,  it  has 
becoine  thick  blood  there;  then  part  of  the  blood  drains 
down  and  leaves  the  solid  part.  This  is  the  reason  that 
when  you  take  a  body  which  has  been  dead  for  24-36 
hours  you  find  a  large  clot  of  lilood  in  the  heart. 

Voice :  Which  artery  would  you  use  in  a  paralytic 
stroke  case?  A.  The  axillary  or  carotid,  or,  I  woiild  use 
the  brachial  if  the  body  was  emaciated. 

Question:  Does  paralysis  affect  the  circulation  on 
the  side  wliich  is  paralyzed?  A.  Yes,  the  circulation  is 
not  as  good  on  that  side.    If  the  operator  comes  back 
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Eventually  you  will  use  the 

BOMGARDNER 

Why  Not  Nov  ? 

Bomgardner  t^oods  are  built  for  business.  Made  as 
light  and  compact  as  is  consistent  with  strength  and 
general  reliability  for    the    service    the}'    are    to  render. 

YOUR  JOBBER  IS  AN  AUTHORIZED  AGENT  FOR  BOMGARDNER  GOODS 


Bomgardner  Church  Truck 


Beauty  is  in 
Simplicity 

Write  For  Prices  on  the 

BOMGARDNER 

Lowering  Device,  Church 

Truck,  Pedestal, 
Floral  Rack,  Etc.,  Etc. 

"We  Guarantee  it." 


Bomgardner  K.  D.  Lowering  Device  in  Largest  and  Smallest  Adjustments. 


THE  BO/VIGARDNER  MANUFACTURING  CO.,    CLEVELAND,  OHIO 


Builders  of  Fine  Funeral  Cars 


HANDSOME 
DESIGNS 

HEARSES 

AMBULANCES 

CASKET  WAGONS 

FIRST  CALL 
BUGGIES 

PALL  BEARERS' 
COACHES 

AND 

LANDAUS 


Correspondence 
Solicited 


MITCHELL  &  CO. 


Ingersoix,  Ontario 
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after  12  hours,  then  it  is  possible  to  tell — you  could  tell 
exactly  which  side  was  paralyzed;  one  side  will  be  soft, 
showing  the  absence  of  the  fluid,  the  other  side  being 
hard,  showing  the  presence  of  the  fluid. 

Voice:  In  a  case  such  as  anemia  does  it  af¥ect  the 
circulation  ?  Do  you  find  a  poor  circulation  ?  A.  Well, 
it  may  or  may  not  affect  it;  if  the  blood  vessels  are  in 
bad  shape  tliemselves,  that  would  be  the  only  thing,  but 
there  would  not  be  blood  (dots. 

Question:  What  do  you  mean,  would  it  affect  the 
blood  vessels  themselves?    A.  Yes,  weaken  them. 


ST.  THOMAS  UNDERTAKER'S  PREMISES. 

Located  at  .'519-521  Talliot  St.,  St.  Thomas,  are  the 
fine  undertaking  parlors  of  iMessrs.  P.  R.  Williams  &  Son, 
the  exterior  view  of  which  is  here  shown.   ]\Ir.  P.  R.  Wil- 


liams, who  is  assisted  by  liis  son,  Ernest  C,  is  an  Eng- 
lishman by  birth,  being  a  native  of  Cornwall,  but  came 
to  Canada  at  an  (^arly  age.  For  the  past  thirty-nine 
years  he  has  resided  in  St.  Thomas,  during  which  time 
he  has  made  irumy  friends,  both  in  his  own  city  and  in 
the  trade  at  large. 

Mr.  E.  C.  Williams  is  a  graduate  of  Renouard's 
Training  School  of  ICmt)alming,  New  York,  and  both  he 


and  his  father  are  identified  with  the  Canadian  Em- 
balmers'  Association.  Both  are  also  prominent  in  fra- 
ternal circles.  The  building  occupied  by  the  firm  is  a 
large  three-story  brick  one  and  the  rooms  are  fitted  up 
in  a  manner  in  keeping  with  the  business  in  which  they 
are  engaged. 


A  NARROW  ESCAPE. 

On  St.  Patrick's  day  a  Montreal  street  car  collided 
with  the  casket  wagon  of  Messrs.  G.  Armstrong  &  Co., 
whose  imdertaking  parlors  are  at  6  Park  Ave.,  just  above 
Sherbrooke  St.,  with  the  result  that  Mr.  Willie  Arm- 
strong and  the  driver  had  a  very  narrow  escape.  One 
of  their  team,  a  valuable  horse,  was  killed,  and  it  is 
considered  a  marvel  that  both  Mr.  Armstrong  Jr.  ancl 
his  driver  escaped  with  being  badly  shaken  up.  The 
accident  took  place  on  upper  Park  Ave.  It  is  under- 
stood that  a  claim  for  damages  has  been  entered  against 
the  railway  companv.  Both  Mr.  Armstrong  Sr.  and  his 
son  are  very  well  known  as  one  of  the  leading  firms  of 
undertakers  and  erabalmers,  their  present  business  hav- 
ing l)een  established  some  sixty  years  ago,  so  that  while 
the  accident  was  serious  enough,  there  are  numerous 
friends  and  trade  acquaintances  who  will  be  glad  to 
know  that  the  result  was  not  much  more  serious. 


CASKET  FIRM  HAVE  MOVED. 

Reference  was  made  in  the  February  issue  of  this 
pul)lication  to  the  sale  of  the  premises  on  Teraulay, 
Buchanan  and  Hayter  Sts.,  Toronto,  owned  and  occu- 
pied by  the  D.  W.  Thompson  Co.,  Ltd.  That  company 
lias  seciircd  new  quarters,  centrally  located  at  397-399 
Queen  St.  West,  which  is  only  a  stone's  throw  from 
Spadina  Ave.  It  is  understood  that  the  purchasers  of 
tlie  D.  W.  Thompson  Teraulay  St.  property  will  tear 
down  the  building  now  occupying  the  site.  In  doing 
so  another  instance  will  be  added  to  the  already  long 
list  of  Toronto  landmarks  removed,  as  for  some  forty 
years  that  property  has  been  associated  with  the  name 
of  D.  W.  Thompson  Co.,  Ltd. 

Manager  F.  L.  Coles  states  that  elaborate  show- 
i-ooms  will  ])e  found  at  their  new  address,  where  under- 
takers will  have  a  complete  line  of  caskets  and  furnish- 
ings to  choose  from.  For  the  information  of  many  it 
might  be  stated  that  tl/e  company's  new  telephone  num- 
ber is  Adelaide  1403. 


REVISION  OF  TERRITORY. 

Mr.  G.  S.  Thompson,  manager  of  the  Semmens  & 
Evel  Casket  Co.,  Ltd.,  Winnipeg,  Man.  branch,  advises 
us  of  rearranging  the  ground  for  his  travelling  staff.  In 
future  Mr.  M.  Millard  of  Calgary,  Alta.,  will  travel  the 
Province  of  Allierta,  Mr.  Steve  ]Monds,  Southern  Mani- 
toba and  Saskatchewan,  and  Mr.  A.  W.  Robinson,  Port 
Arthur  to  Winnipeg,  and  Northern  Manitoba  and  Sas- 
katchewan, and  the  Province  of  British  Columbia. 


DEATHS  IN  MARCH. 

The  retui'us  from  the  Toronto  cemeteries  for  the 
month  of  March  show  that  553  were  interred.  They  were 
divided  as  follows:  MoTint  Pleasant,  153;  Prospect,  113; 
Necroi)olis,  3fi;  St.  Michaels,  51;  IMount  Hope,  47;  St. 
James,  43;  St.  Johns,  71;  Ilumbervale,  24;  and  in 
Hebrew  cemeteries,  15. 
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INTERRUPTION  IN  FUNERAL  SERVICE. 

A  somewhat  unusual  occurrence  was  connected  with 
a  recent  funeral  service  at  the  undertaking  parlors  of 
Mr.  A.  W.  j\Iiles,  Toronto.  Arrangements  had  been 
made  for  the  body  of  W.  C.  T.  Short  to  be  buried  at 
Mount  Pleasant  Cemetery,  but  just  a  few  minutes  before 
the  clergyman,  Rev.  Charles  Darling,  was  to  proceeed 
with  the  service,  being  held  previous  to  going  to  the 
cemetery,  a  man  hurried  in  and  announced  that  he  liad 
obtained  an  injunction  at  Osgoode  Hall  to  prohibit  the 
funeral  taking  place  from  any  other  place  than  the 
widow's  home  and  to  any  other  place  than  the  family 
plot  in  St.  James  cemetery.  The  incident  served  to  in- 
convenience Mr.  Miles,  who  upon  communicating  with 
the  proper  authorities,  arranged  for  the  service  to  be 
held  at  the  Avidow's  home  on  Major  St.  The  body  was 
conveyed  to  the  vault  in  St.  James  Cemetery. 


PROMINENT  LECTURER  DECEASED. 

The  removal  by  death  on  March  13th  of  Auguste 
Renouard,  is  a  distinct  loss  to  the  undertaking  profes- 
sion in  America.  The  late  Professor  Renouard,  founder 
of  the  School  of  Embalming  in  New  York  city,  bearing 
his  name,  was  born  in  1839.  He  graduated  as  a  physi- 
cian and  surgeon  from  McDowell's  Medical  College,  and 
also  throiagh  spending  some  time  as  a  druggist,  gained 
valuable  experience,  which  in  after  years  proved  of 
service  to  him  in  his  work.  As  a  pioneer  teacher  of 
embalming  he  had  as  pupils  such  men  as  W.  P. 
Hohensehuh,  who  is  so  well  known  to  the  profession  in 
Canada,  as  well  as  in  the  States. 

Though  73  years  of  age,  he  was  active  up  to  within 
a  short  time  of  his  demise.  Death  was  due  to  heart 
disease  and  a  complication  of  other  diseases. 

ELECTED  OFFICERS. 

At  the  annual  meeting  of  the  American  Association 
of  Embalming  Fluid  Manufacturers,  held  at  the  Hotel 
Statler,  Buffalo,  March  18  and  19,  the  following  officers 
Avere  elected : — 

Alvah  W.  Brown,  Grand  Rapids,  ]\Iich.,  president. 

H.  S.  Eckels,  Philadelphia,  vice-president. 

Geo.  B.  Dodge,  Boston,  second  vice-president. 

C.  B.  Dolge,  Westport,  Conn.,  treasurer. 

Executive  Committee :  Max  Huncke,  Brooklyn,  N.Y. ; 
J.  Elwood  Myers,  Springfield,  Ohio ;  Geo.  B.  Dodge, 
Boston. 

Tlie  office  of  secretary  was  left  open,  for  the  purpose 
of  procuring  the  services  of  a  man  outside  of  the  asso- 
ciation. It  Avas  arranged  that  the  next  meeting  of  the 
association  be  held  in  New  York.  April  29th. 


MINNEDOSA  DEALER  PASSED  AWAY. 

In  the  passing  of  Mr.  Sidney  Pairbairn,  Minnedosa, 
]\ran.,  lost  an  esteemed  citizen.  While  for  some  years  IMr. 
Fairbairn  has  not  enjoyed  the  best  of  health,  no  fears 
of  an  early  demise  were  entertained.  However,  last 
fall  he  Avent  to  California,  believing  that  a  milder  cli- 
mate for  the  winter  would  be  beneficial.  He  died  at 
Portland.  Oregon,  A^iiile  on  his  way  to  the  home  of  his 
dauglitcr  at  Langley,  B.C.,  leaving  his  A\ndow,  two  sons 
and  five  daughters.  The  late  Mr.  Fairbairn,  with  his 
family,  moA'cd  to  Manitoba  from  Exeter,  Ont.,  about  32 
years  ago,  and  settled  on  a  farm  about  twenty  miles 


west  of  Minnedosa,  and  opened  a  furniture  business, 
which  he  carried  on  ever  since.  He  was  also  a  builder 
and  contractor,  and  has  held  office  as  a  toAvn  councillor 
and  also  as  mayor  of  Minnedosa. 

PLANNING  LEGISLATION. 

The  renewed  efforts  of  the  NoA'a  Scotia  Funeral  Di- 
rectors' Association  to  secure  provincial  legislation,  will 
l)e  a  matter  of  keen  interest  to  members  of  the  profes- 
sion in  Nova  Scotia,  and  will  also  be  folloAved  closely  by 
the  undertakers  throughout  Canada.  It  is  said  that  a 
bill,  in  many  respects  similar  to  the  one  passed  in 
Ontario,  is  being  drafted  for  presentation  to  the  local 
legislature. 


CANADIAN  SCHOOL  PROGRESSING. 

The  Canadian  School  of  Embalming  of  which  Mr. 
R.  IT.  Stone  is  principal,  has  shoAvn  progress  since  its 
establishment.  In  an  interview  with  Mr.  Stone,  it  was 
learned  that  the  fourth  class  have  completed  their  course, 
and  that  persons  may  commence  every  ^londay.  The 
aim  of  the  principal  is  not  to  confine  the  tuition  to  be- 
ginners, but  to  make  it  worth  while  for  any  person  who 
desires  a  further  knowledge  of  the  theory  of  embalm- 
ing and  instruction  under  practical  conditions.  Com- 
munications should  be  addressed  to  Mr.  Stone  at  32 
Carlton  St.,  Toronto. 

IN  THE  TRADE. 

Mr.  D.  Wagner  has  started  in  the  undertaking  busi- 
ness at  Belyea,  Sask. 

]\Iessrs.  ]\ntchell  &  Co.,  Ingersoll,  report  the  sale  of  a 
fine  up-to-date  funeral  car  to  Mr.  R.  Baxter  of  Colling- 
wood. 

Mr.  E.  C.  Yecny,  E.sterhazy,  Sask.,  mourns  the  loss 
of  his  wife,  who  passed  away  recently  at  the  age  of  58 
years. 

]\Iessrs.  E.  S.  Zingg,  Wapella,  Sask.,  has  sold  his  fur- 
niture business  to  Messrs.  F.  Williams  &  Co.  of  that 
place. 

Mr.  J.  G.  Haves.  Dryden,  Ont.,  suffered  a  severe  loss 
l)y  fire  when  his  furniture  stock  Avas  destroyed  by  fire, 
loss  $2,000.00. 

Mr.  A.  H.  Horn,  of  Horn  &  Taylor,  Kenora,  Ont., 
has  recenth"  returned  home  from  a  visit  to  Eastern 
Cpnada  cities. 

IMr.  BprncA'  Gudmundson,  Loam  Lake,  Sask.,  suffered 
a  severe  loss  by  fire  Avhen  his  entire  undertaking  equip- 
ment was  destroyed. 

Mr.  E.  G.  Wray,  of  Wray  Bros.,  Govan,  Sask.. 
mourns  the  loss  of  his  onlv  daughter,  aged  nine  months, 
Avho  passed  away  on  IMarch  8th. 

Messrs.  Wright  Bros.,  Regina,  Sask.,  have  recently 
held  a  dispersion  of  their  furniture  department,  but 
will  continue  the  undertaking  business,  Avhich  Avill  be 
in  charge  of  Mr.  D.  A.  Wright. 

Aberdeen,  Scotland,  undertakers  are  said  to  be  up 
in  arras  against  the  Corporation's  letting  out  tram-cars 
for  funerals.  The  cars,  it  seems,  can  be  hired  for  30s. 
each,  and  the  cab  proprietors  regard  the  ciA'ic  enterprise 
as  a  distinct  bloAV  to  their  industry. 

Among  those  who  have  recently  started  in  the  un- 
dertaking business  in  Western  Canada  are  IMessrs.  Wil- 
liam Jellis,  Edson,  Alta;  Watson  Hardware  Co.,  Cham- 
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pion,  Alta. ;  J.  Mayhew,  Coronation,  Alta. ;  A.  E.  Fee, 
Killam,  Sask. ;  Janasson  &  Siguidson,  Arborg,  Man. 

Among  the  five  reported  killed  in  the  railway  acci- 
dent on  the  C.  P.  R.  line  between  Hull  and  the  Union 
Station  at  Ottawa  early  in  the  month,  appears  the  name 
of  j\Ir.  J.  ]\Ioyles,  undertaker  of  Quyon,  Que.  This 
announcement  was  read  with  deep  regret  by  many  who 
knew  Mr.  Moyles. 

An  unusually  sad  event  was  the  funeral  of  Mrs. 
James  Orr  and  her  three  children,  all  of  Toronto,  which 
took  place  at  the  Necropolis  on  Saturday,  23rd  of 
jMarch.  It  will  be  remembered  that  Mrs.  Orr  recently 
took  the  lives  of  her  three  children,  two  girls  and  a  boy 
and  then  her  own  by  gas  poisoning.  The  funeral  was 
in  charge  of  undertaker  J.  D.  McGill. 

Mr.  W.  H.  Anderson,  of  the  firm  J.  Anderson  &  Son, 
Gait,  while  in  London  recently,  purchased  a  fine  up-to- 
date  funeral  car  from  Mr.  A.  B.  Greer.  During  Mr. 
Anderson's  twenty  years'  residence  in  Gait  he  has  by 
constant  attention  to  business  and  fair  dealings,  estab- 
lislied  a  reputation  for  himself.  With  Mr.  Anderson  is 
associated  Mr.  M.  H.  IMcGregor,  who  has  had  experience 
in  Kincardine,  Cornwall  and  Toronto. 

To  be  buried  alive  for  74  hours  is  the  experience  re- 
lated of  a  negro  well  digger,  who  was  rescued  from  a 
caved-in  shaft  at  Sabot  Island.  When  brought  to  the 
surface  the  first  object  that  met  his  gaze  was  a  coffin, 
which  had  been  taken  there  by  the  rescue  party  for  the 
reception  of  his  body.  "Take  that  away"  he  exclaimed, 
"what  I  want  is  food."  The  man  was  very  weak  but 
otherwise  appeared  unharmed. 

Mr.  W.  P.  Hohenschuh,  who  is  known  to  many 
Canadian  undertakers  and  who,  by  the  way,  was  a 
pupil  of  the  late  Atiguste  Renouard,  was  one  of  the  dele- 
gates sent  by  the  Automobile  Club  of  his  city,  Iowa,  to 
the  riieeting  held  in  Chicago  on  ]\lareh  12,  which  re- 
sulted in  the  formation  of  the  Illinois  &  Iowa  Improve- 
ment Association.  This  is  another  of  the  "good  roads" 
movements. 

One  of  the  most  up-to-date  crematories  on  the  Ameri- 
can continent,  will  be  opened  for  business  on  April  1st 
hy  the  Vancouver  Crematory  Co.,  Ltd.,  in  Vancouver, 
B.C.  This  is  the  second  institution  of  its  kind  in 
Canada,  the  other  being  situated  in  Montreal.  It  will 
fill  a  long  felt  want,  as  formerly  many  bodies  were  sent 
to  Seattle,  Wash.,  for  cremation,  from  Pacific  Coast 
points.  Mr.  J.  A.  Greene,  of  Greene  &  Merkley,  funeral 
directors.  Vancouver,  B.C.,  is  a  trustee  and  one  of  the 
iriaiiaging  directors. 

The  grave-diggers  at  Mount  Pleasant  Cemetery,  To- 
ronto, struck  on  the  last  Saturday  of  Mnrdi  and  refused 
to  go  to  work.  It  is  understood  the  nine  grave-diggers 
were  each  in  receipt  of  $2  for  a  nine  hour  day,  and  that 
they  asked  for  $2.25,  which  would  be  25  cents  an  hour. 
Upon  coininunicating  witli  Mr.  W.  H.  Foord,  superin- 
tendent of  the  cemetery,  Furniturk  World  &  the  Un- 
dertaker l(!arn(Hl  that  other  men  had  been  taken  on  to 
fill  their  places,  leaving  the  matter  settled  as  far  as  the 
board  of  trustees  are  concerned. 

The  E.  L.  Green  Company,  lately  of  Chicago,  have 
opened  new  undertaking  parlors  at  2058  Scarth  street, 
Regina,  where  they  intend  conducting  an  undertaking 
business.  Mr.  Green,  who  has  been  connected  with  the 
profession  since  he  was  eighteen  years  of  age,   is  a 


graduate  of  Barnes  College  of  Anatomy  and  Sanitary 
Science  of  Chicago.  During  the  last  three  years  he  has 
been  in  business  for  himself  in  that  city,  but  previous  to 
this  he  was  lecturer  and  demonstrator  in  the  Detroit  Col- 
lege of  Embalming.  Mr.  Green  went  to  Regina  a  few 
weeks  ago  and  has  become  thoroughly  imbued  with  the 
prespects  of  that  city  for  the  future  that  he  has  decided 
to  open  a  business  here. 

The  firm  will  adopt  the  plan  of  using  a  residence  for 
an  office  and  parlors  for  those  who  find  it  necessary  to 
hold  a  funeral  at  the  undertakers.  Mr.  Green  has  pur- 
chased an  entirely  new  outfit,  and  has  the  hearse  said  to 
have  taken  first  prize  at  the  Toronto  Exhibition  last  fall. 


TRANSPORTATION  RULES. 

The  passenger  traffic  officials  and  general  baggage  agents 
of  the  different  passenger  traffic  associations  throughout  Canada 
and  the  United  States  at  a  conference  held  recently,  adopted  the 
following  rules: — 

Rule  21.  (a)  A  corpse  will  be  checked  under  an  "Excess 
Baggage  Cheek"  endorsed  "Corpse"  and  showing  form  and 
number  of  ticket,  and  transported  in  baggage  service  provided 
a  first-class  adult  ticket,  limited  or  unlimited,  is  presented  and 
that  portion  thereof  reading  to  destination  of  check  surrendered 
to  the  checking  baggage  agent,  who  will  transmit  same  with 
his  report  to  the  accounting  department  of  his  company;  also 
provided  the  corpse  be  accompanied  on  the  same  train  by  an 
escort.  Minimum  fare  for  a  one-way  ticket  for  any  corpse  is 
$1.00. 

(b)  A  corpse  will  be  accejjted  for  transportation  only  on 
presentation  of  legal  form  of  transit  permit,  properly  filled  out 
and  signed,  showing  that  the  body  has  been  prepared  for  ship- 
ment in  accordance  with  the  law. 

(e)  A  corpse  will  be  checked  only  upon  presentation  of  a 
regular  one-way  first-class  adult  ticket  or  the  return  portion  of  a 
first-class  adult  round-trip  ticket. 

Exception.  The  return  portion  of  a  half-fare  ticket 
originally  issued  for  the  transportation  of  a  child,  when  pre- 
sented, together  with  one  additional  half-fare  ticket,  will  be 
honored  for  the  checking  of  the  corpse  of  a  child. 

The  contract  and  each  coupon  of  a  ticket  priesented  for  the 
transportation  of.  a  corpse  must  bear  the  word  "Corpse"  writ- 
ten or  stamped  with  ink. 

(d)  A  corpse  will  not  be  checked  beyond  a  station  at 
which  a  wagon  transfer  is  required,  except  where  special 
authority  is  given.  The  escort  of  the  corpse  will  be  required 
to  make  all  arrangements  for  such  transfer. 

(e)  When  a  cor])se  is  checked  to  a  non-agency  station  the 
carriers  assume  no  responsibility  for  the  care  of  the  corpse  at 
such  destination. 

(f)  Each  corpse  box  (having  not  less  than  six  handles) 
must  be  plainly  marked,  showing  name  of  deceased,  destination, 
route  and  to  whom  consigned. 

(g)  Escort  will  be  required  to  present  a  separate  ticket 
for  his  own  transportation;  contract  and  each  coupon  of  the 

ticket  to  be  marked  "Corpse  Escort.    Excess  Check  Form  

No. " 

(li)  Baggage  of  the  deceased  may  be  cheeked  upon  pre- 
sentation of  the  corpse  ticket  in  accordance  with  the  rules  and 
regulations  herein  contained  governing  the  transportation  of 
baggage  of  a  passenger. 

(1)  A  corpse  will  not  be  accepted  or  transported  if  it  be 
offensive,  or  if  fluids  are  escajjing  from  the  case,  notwithstand- 
ing the  presentation  of  permits  or  certificates. 

(j)  When  a  casket  and  dead  body  presented  for  ship- 
nient  in  baggage  service  weighs  more  than  500  pounds,  the 
excess  weight  will  be  charged  for  at  current  excess  baggage 
rates. 


There  is  nothing  that  will  help  more  to  lit  the  salesman  for 
becoming  a  proprietor  than  for  him  to  read  the  Furniture  World 
carefully  each  month. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Brockville — 

Quirmbaeh,     Geo.     R.,  162 
King  St. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  "Wesley. 
Copper  Cliff — 

Boyd,  W.  C. 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Dayman,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William 

Cameron  &    Co.,    711  Vic- 
toria Ave. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  .J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

Ilendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  IT. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

.Joimson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  II.,  128  Bank 
Street. 


Petrolia — 

Steadman  Bros. 
Port  Arthur 

Collin  Wood,  236  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Marys — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Son,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 
Toronto — 

Cobbledick,  N.  B. 
2068  Queen  St.    East,  and 
1508  Danforth  Ave. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,    359  Yonge 
St.;  Branch,  407  Queen  St. 
W.    Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),    82  Bloor 
St.  W. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

QUEBEC. 

Buckingham — 

Paquet,  Jos: 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Cather- 
ine St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,    A.  J.  &  Son,  374- 
384  George  St. 

MANITOBA. 

Brandon 

Vincen"-    &  McPherson 
Swan  River  — 

Paull,  Geo. 
Winnipeg — 

Bardal,    A.    S.,    843  Sher- 

brooke  St. 
Thomi)Son,  J.  Co.,  501  Mam 

Street. 


Clark-Leatherdale  Co.,  Ltd. 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred  A. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson.  Wm. 
Rush  Lake,  Sask. — 

Friesen,  John  M. 
Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn  (Sask)  — 

Leavens,  Merritt. 


Wolseley — 
Barber,  B. 

ALBERTA. 

Alix— 

Darland,  G.  E. 
Calgary — 

(Iraiiain    &    Busconib,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna    &    Thompson,  827 
Pandoria  Ave. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 


ENTER  AT  ANY  TIME 


R.  U.  STONE 

Principal 


32  Carlton  Street 

Toronto 


DISCUSSION  ON  USE  OF  THE  AXILLARY  AND 
CAROTID  ARTERIES. 

Conducted  by  Professor  Charles  O.  Dhonau. 

Question:  "I  would  like  to  have  the  reasons  pro  and  con 
for  using  the  axillary  and  common  carotid  arteries.  I  have 
heard  so  much  discussion  on  this  question,  I  would  like  to  have 
your  views  on  it. ' ' 

Axillary. 

Pro:  Large,  close  to  surface,  no  immediate  connection 
with  veins,  offers  good  drainage  facilities,  no  danger  of  ex- 
posure; long  arterial  tube  brings  fluid  direct  to  centre  of  ar- 
terial circulation. 

Con:  Lack  of  collateral  circulation  to  hand,  hardening  of 
shoulder  muscles. 

Common  Carotid. 

Pro:  Close  to  centre  of  circulation,  offers  good  drainage 
with  internal  jugular. 

Con:  Danger  of  exposure,  diflicult  to  get  at  in  short, 
heavy  necked  persons. 

Voice:  "I  feel  this  way  about  this  question,  given  that 
there  is  no  low  necked  dress,  I  would  rather  see  there  is  no 
incision  where  j^ou  cover  than  cover  it  up.  I  think  we  ought 
not  do  anything  we  should  cover  up.  I  don 't  know  that  we 
ought  to  do  anything  we  are  ashamed  of;  I  sureh'  draw  the 
line  at  that.  I  prefer  the  carotid  artery  because  it  is  easy 
to  get  at.  I  do  not  use  the  drainage  tube,  I  use  a  trough. 
It  will  stretch  far  more  easil.y  than  most  of  the  flexible  tubes 
you  can  get;  and  if  I  am  drawing  more  than  blood  I  can  put 
my  nose  down  and  smell  it  and  can  tell.  This  is  my  reason 
for  preferring  the  carotid  in  the  ma.jority  of  cases." 

Question :  ' '  Why  not  do  it  by  the  axillary,  but  instead  of 
taking  the  tube  and  having  to  enlarge  it,  use  a  silk  tube?" 

Professor:  Did  you  ever  try  the  axillary?  Answer:  "Yes, 
and  had  a  lot  of  trouble  with  sUk  tubes." 

Professor:  When  did  you  use  the  silk  tubes?  Answer: 
' '  Not  for  years. ' ' 

Professor:  Before  passing  a  snaj)  judgment  on  it  I  would 
like  you  to  try  the  axillary  with  the  "Y"  shaped  metal  tube — 
the  old  tube  will  only  go  as  far  as  the  innominate  vein. 

-Voice:  "I  have  tried  the  'Y'  shaped  tubes,  yes,  and 
threw  it  away  in  disgust.  Perhaps  I  was  unfortunate  in  the 
subjects  I  tried." 

Professor:  Well,  you  like  the  carotid,  and  this  man  over 
here  likes  the  axillary,  so  we  will  call  it  square. 

Voice:  "I  am  an  axillary  man.  My  good  friend,  the 
gentleman  over  there,  speaks  of  exposure,  and  that  we  are  not 
ashamed  of  our  work,  and  that  any  person  could  see  what 
we  were  doing;  that  is  very  true,  but  if  any  member  of  the 
family  came  into  the  room  where  we  were  doing  the  embalm- 
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ing,  I  would  iiiuc-h  prefer  them  to  see  me  make  an  incision 
under  the  arm,  raising  the  axillary,  than  to  have  them  see  me 
cutting  the  neck. 

A'oice:  "I  might  say  that  !  cut  along  the  bone,  and  not 
that  way." 

^'oice:  I  would  like  to  ask  that  gentleman  if  he  ever  tried 
the  steel  spiral  tube?    Answer:  Yes. 

Question:  What  kind  of  success  did  you  have?  Answer: 
Didn't  have  success. 

Voice:  I  have  used  it  extensively — of  course  I  make  a 
hobby  of  raising  the  brachial  artery  as  a  rule,  and  have  good 
success. 

Voice:  I  have  used  the  axillary  artery  and  find  it  a 
great  success.  That  is  my  hobby,  and  I  use  also  a  catheter 
iu  injecting  the  fluid.  Tn  putting  my  catheter  into  the  artery 
and  bringing  it  right  into  the  arch  of  the  aorta,  which  is  the 
centre  of  circulation,  I  am  injecting  to  the  main  parts  of  the 
body  in  these  cavities. 

Now,  I  want  to  say  this,  I  have  received  a  body  here  in 
Toronto  wliieh  had  been  embalmed,  the  carotid  artery  having 
been  used,  and  when  it  arrived  here  the  shroud  was  all  be- 
sniirehed  from  the  leaking  of  that  artery  after  the  artery  had 
been  sewn  up  and  sticking  plaster  placed  over  the  incision  as 
well,  so  I  think  the  safest  way  to  do  is  to  make  the  incision 
under  the  arm. 

Professor:  From  the  circulation  side  of  it  we  must  con- 
cede, and  I  think  the  delegate  will  agree  with  me,  that  when 
you  get  a  tube  one-fifth  the  size  of  the  innominate  artery  into 
the  arch  of  the  aorta,  the  circulation  both  by  the  right  and 
left  side  of  the  vein  will  be  absolutely  uniform.  There  is 
one  tiling  in  favor  of  the  axillary  and  against  the  other.  You 
can  by  no  means  get  a  uniform  circulation  by  taking  a  half 
circulation  when  injecting  and  depending  upon  luck  for  col- 
lateral circulation  to  bring  the  fluid  back  to  the  right  side. 


MEETING  WITH  SUCCESS. 

That  the  Elora  Furniture  Company  of  Elora  have  been 
successful  is  indicated  by  their  increasing  business,  which  made 
necessary  the  new  75  x  50  stone  addition  to  their  factory.  This 
is  in  measure  due  to  their  introduction  to  the  public  of  their 
art  modern  wood  bedsteads,  made  in  oak,  mahogany  and  in 
white  enamel.  These  beds  are  made  in  a  dozen  different  styles 
resembling  the  designs  of  iron  and  brass  beds.  In  this  par- 
ticular line,  Mr.  S.  B.  Jeanneret,  manager  of  the  comjjany, 
claims  his  firm  is  alone.  Also  the  Elora  Furniture  Co.  manu- 
facture a  line  of  high  grade  parlor  tables.  With  business 
gene; ally,  especially  the  growing  demand  for  their  bedsteads, 
Mr.  .Jeanneret  expresses  satisfaction. 


FELT  MATTRESSES. 

The  place  that  "Standard''  bedding  has  among  the  pro- 
ducts of  Canadian  factories  handled  by  furniture  dealers,  is 
due  in  large  measure  to  the  personal  oversight  given  the 
manufacturing,  shipidng  and  business  departments  by  Mr. 
James  Burrell,  head  of  the  Standard  Bedding  Co.,  Toronto. 
The  four  grades  of  felt  mattresses,  viz.,  "Lee-Burrell,"  "Rex," 
"Regent"  and  "Invictus,"  of  which  this  firm  are  the  sole 
manufacturers  and  distributors,  are  known  to  and  handled 
by  a  large  i)ercentage  of  retailers,  and  are  a  line  well  worth 
the  consideration  of  any  furniture  man.  Apart  from  taking 
care  of  carload  orders,  this  company  have  arranged  to  co- 
oi»erate  with  a  number  of  other  Toronto  factories  producing 
furniture,  beds  and  bedding,  in  making  up  mixed  car  lots, 
which  is  an  advantage  readily  appreciated  by  many  buyers 
in  the  trade. 


CO-OPERATION  IN  SHIPMENTS. 

On  another  page  will  be  found  the  announcement  of  a 
number  of  Toronto  manufacturers  who  have  agreed  to  co- 
oi)eratc  in  making  up  mixed  car  load  shipments  of  furniture, 
rugs,  beds  and  bedding.  One  point  among  others  emphasized 
in  their  i)age  worthy  of  note  is  in  how  little  time  and  with 
what  little  trouble  retailers  can  visit  their  factories  when  in 
Toronto.  There  can  be  no  doubt  of  the  value  of  occasionally 
droi)])ing  into  the  factories  where  one's  goods  come  from.  As 
one  dealer  puts  it,  "I  like  to  visit  the  factories  as  often  as 
possible  because  it  means  actual  dollars  iu  my  wallet.    I  got 


to  know  the  heads  of  the  firm  personally,  and  they  get  to  know 
me,  which  is  worth  more  than  you  realize  at  first — the  value  of 
course  is  mutual.  That  is  how  I  get  some  of  my  ideas.  Then 
too  it  puts  me  right  for  the  selling  end  of  my  business." 

The  firms  announcing  in  this  issue  their  decision  to  co- 
operate in  shipments  are  the  Kindel  Bed  Co.,  Ltd.,  Gold  Medal 
Furniture  Mfg.  Co.,  Ltd.,  Standard  Bedding  Co.,  the  Toronto 
Furniture  Co.,  Ltd.,  the  Toronto  Feather  &  Down  Co.,  Ltd., 
Otto  T.  E.  Veil  &  Co.,  and  Imperial  Fux'niture  Co. 


SPRING  BEDS  FROM  WINDSOR. 

Attention  is  directed  to  the  April  announcement  of  the 
Leggett  &  Piatt  Spring  Bed  Co.,  Ltd.,  which  will  be  found  on 
the  inside  front  cover  of  this  issue.  The  firm,  whose  Canadian 
branch  is  at  Windsor,  Ont.,  claim  there  is  in  use  in  Canada 
and  the  United  States  over  1,000,000  of  their  spring  beds,  giv- 
ing the  utmost  satisfaction.  Favorable  comments  have  been 
made  by  dealers  on  their  No.  6  spring,  which  they  quote  at  a 
figure  to  make  the  retail  price,  including  a  full  set  of  dressed 
bed  slats,  $4.25,  and  allow  the  merchant  a  good  profit.  Mr. 
C.  E.  Piatt,  the  firm's  representative  in  Canada,  since  their  es- 
tablishment here,  is  optimistic  over  trade  conditions  in  their 
line  in  this  country. 


*  SANITARY  ROCKERS. 

This  sanitar}'  rocl^er,  No.  640,  in  quartered  oak  or  birch 
mahogany  and  ujiholstered  in  leather,  is  something  new  from 
the  line  of  the  Lippert  Furniture  Co.,  Berlin.    These  ehaire  are 


made  with  detachable  sanitary  cushions,  wliicli  can  be  removed 
for  airing  and  cleaning,  and  to  remove  them  is  so  simple  an 
act  that  a  child  can  take  them  off  and  replace  them.  Being- 
made  in  the  above-mentioned  factory  insures  the  best  of  ma- 
terial and  workmanship  being  ])ut  into  these  rockers,  which  the 
makers  claim  are  one  of  the  most  comfortable  rest  chairs  on 
the  market. 


SLIDING  FURNITURE  SHOES  IN  DEMAND. 

The  po]iularity  of  the  sliding  furniture  slioe  is  still  on  the 
increase.  Many  dealers  are  demanding  them  on  metal  beds  and 
furniture,  as  evidenced  by  the  number  of  new  and  larger 
orders  being  placed  by  manufacturers  with  the  Onward  Manu- 
facturing Co.,  of  Berlin.  This  firm  has  issued  a  descriptive  cir- 
cular illustrating  the  minimum  and  maximum  sizes  of  the  fur- 
niture shoe  manufactured  by  them,  a  copy  of  which  will  be 
mailed  upon  request.  Mr.  T.  A.  Witzel,  manager  of  the  com- 
pany, is  iu  close  touch  with  the  furniture  trade  in  this  country, 
not  only  through  handling  the- Onward  shoe,  but  also  in  con- 
nection with  two  other  Onward  ]iroducts — their  rotary  wall  paper 
display  rack,  and  vacuum  cleaner. 
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PERCY  BROWN"  WILL  CARRY  ANCHOR  LINES. 

Mr.  Percy  E.  Brown,  one  of  the  best  known  fux-ni- 
ture  manufacturers'  representatives  in  Western  Ontario, 
will,  after  April  15tli,  carry  the  Anchor  Line  of  brass 
and  iron  beds,  davenports,  etc.,  in  the  territory  covered 
by  him.  Anchor  j\Ifg.  Co.,  Ltd.,  whose  factory  is  located 
at  Toronto,  have  made  rapid  development  and  the  pro- 
ducts of  their  factory  have  earned  them  an  enviable  re- 
putation for  quality  as  well  as  for  promptness  of  de- 
liveries. 

Mr.  Brown  has  a  wide  personal  connection,  having 
represented  a  number  of  leading  concerns  in  Western 
Ontario,  for  some  years,  at  the  present  time  having  the 
representation  of  Waterloo  Furniture  Co.  and  Hespoler 
Furniture  Co.  Until  recently  he  also  represented 
George  Gale  &  Sons,  of  Waterville  in  this  territory,  which 
line  he  now  discontinues.  He  has  many  personal  friends 
amongst  retailers  and  buyers  who  wish  him  success  with 
his  new  line. 


A  62  YEARS'  RECORD. 

While  many  firms  have  a  successful  record  to  their 
credit,  few  can  claim  that  for  three  generations  the 
business  has  been  in  the  hands  of  the  one  family.  But 
such  is  the  case  with  the  J.  Hoodless  furniture  Co., 
Ltd.,  of  Hamilton.  They  have  as  well  the  successful 
record,  for  which  much  credit  is  due  to  Mr.  John  Hood- 
less,  the  present  head  of  the  firm. 

The  Hoodless  firm  was  established  in  1850  by  the 
Jaques  &  Hay  Company,  of  Toronto,  and  the  late  Joseph 
Hoodless  was  with  them  at  the  opening.  In  1879  he  be 
came  proprietor,  with  his  son,  John  Hoodless,  associated 
with  him.  Some  years  ago,  following  the  death  of  the 
late  Joseph  Hoodless,  when  John  Hoodless  assumed  con- 
trol, his  son,  the  representative  of  the  third  generation. 


.Mr.  John  llnodless,  ll.iniilton 


Bernard  Hoodless,  was  taken  into  the  firm.  The  present 
location  of  their  store  is  on  King  St.  West.  The  present 
head  of  the  firm  has  served  his  city  in  many  ways,  one 
being  on  the  board  of  education  for  eight  years,  and  it 


is  said  that  never  did  he  have  to  contest  for  election, 
always  having  been  returned  by  acclamation.  He  was 
chairman  of  all  committees,  and  it  was  under  his  direc- 
tion that  Central  Scliool  was  remodelled.  As  president 
of  the  Board  of  Trade  he  was  eminently  successful. 

Many  times  has  John  Hoodless  refused  to  contest 
for  aldermanic  honors  as  well  as  for  the  mayorality, 
despite  the  urging  of  personal  and  business  friends.  He 
also  refused  nomination  for  Parliament  on  several  oc- 
casions. 
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IN  THE  TRADE. 


The  Marshall  Sanitary  Mattress  Co.,  whose  premises 
at  21  St.  Lawrence  St.,  Toronto,  were  destroyed  by  fire, 
have  secured  new  quarters  at  173  King  St.  East. 

Mr.  H.  L.  Matthews,  managing  director  of  Matthews 
Bros.,  Ltd.,  Toronto,  left  the  city  last  week  on  a  trip 
West  in  connection  with  the  business  of  his  company. 
He  will  call  at  Winnipeg,  Brandon,  Regina,  Calgary, 
Edmonton  and  Saskatoon,  and  expects  to  be  away  from 
two  to  three  weeks. 

The  late  Mr.  Robert  L.  Wallace  of  Brinston,  Ont., 
whose  death  was  mentioned  in  the  last  issue,  conducted 
a  furniture  and  undertaking  business  in  Brinston  for 
practically  thirty  years.  In  August  of  1910  the  busi- 
ness was  transferred  to  his  son,  Mr.  H.  R.  Wallace,  who 
conducts  it  at  present.  The  father  then  moved  to  Iro- 
quois where  he  remained  until  the  demise  of  his  son's 
wife,  which  had  happened  scarcelj^  three  weeks  before 
his  own  death.  The  passing  of  IMr.  Wallace  is  deeply 
regretted  by  many  friends  in  the  trade.  A  widow,  one 
son  and  three  daughters  survive  him. 


FURNITURE  INCLUDED. 

The  agreement  between  the  Governments  of  Canada 
and  the  West  Indies,  as  now  proposed,  includes  in  the 
twenty  per  cent,  preference  suggested  for  imports  into 
the  West  Indies  from  Canada,  house,  office,  cabinet  or 
store  furniture  of  wood,  iron  or  other  material,  coffins, 
caskets,  etc. 


Wanted 

A  good  Salesman  to  sell  a  first-class  line  of  Couches  and 
Upholstered  Furniture  in  the  Maritime  provinces,  on  a  com- 
mission basis.  Apply  Box  88,  Canadian  Furniture  World, 
56-58  Agnes  St.,  Toronto. 


CANADIAN  FUENITUEB  WOELD  AND  THE  UNDEETAKER. 


A  BERLIN  RETAIL  STORE. 

The  attention  of  a  Furniture  World  representative 
was  recently  attracted  by  the  neat  and  well  planned  dis- 
play in  the  windows  of  the  Simpson  Furniture  Co.'s 
store,  71  King  St.  West,  Berlin.    The  store  itself  is 
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45  X  ]r)0  ft.,  with  the  entrance  in  the  centre,  thus  per- 
mitting space  for  a  large  show  window  on  either  side 
of  the  door.  In  one  window  was  a  well  assorted  line  of 
baby  carriages  arranged  in  rows  six  deep,  while  the 
space  in  the  other  was  taken  up  with  both  highly  polished 
and  dull  finished  brass  and  iron  bedsteads.  INIr.  E.  L. 
Fehrenbach,  manager  of  the  store,  expressed  the  view 
that  while  the  present  is  an  opportune  time  to  feature 
baby  carriages  and  go-carts,  they  had  as  many  sales  in 
this  line  in  December,  January  and  February  as  at  any 
otlier  time  of  the  year.  Mr.  Fehrenbach  considers  dining 
room  and  bedroom  furniture  in  the  different  grades  his 
best  sellers.  Also  in  spite  of  weather  conditions  that 
were  not  the  most  favora])le,  he  reports  sales  for  March 
to  l)e  consideral)ly  in  advance  of  the  corresponding 
month  in  1911. 


]Mr.  Frank  Gale,  head  of  the  firm  George  Gale  & 
Sons,  Waterville,  Que.,  visited  Toronto  recently. 

Mr.  E.  W.  Herring,  formerly  with  Bell's  Galleries, 
Montreal,  has  been  engaged  by  Goodwins,  Ltd.,  of  the 


J.  H.  Lapointe,  Manager  Floor  Coverings  Dept.  of  Dupuis  Freres,  Ltd.,  Montreal 

same  place,  to  take  charge  of  their  contract  furniture 
and  decorative  department. 

Mr.  Charles  J.  Kindel,  president  of  the  Kindel  Bod 
Co.,  recently  paid  short  visits  of  the  firm 's  Toronto  and 
Brooklyn  factories.    It  is  understood  that  the  company 


will  soon  erect  a  large  plant  in  Chicago  to  take  the  place 
of  the  present  factory  there,  which  has  been  outgrown. 

A  grand  spring  opening  was  held  at  the  Logan  Fur- 
niture Store,  St.  Catharines,  Ont.,  on  Saturday,  March 


J.  O.  Legendre,  Manager  Furniture  Department  of  Dupuis  Freres,  Ltd.,  Montreal 

30.  The  day  previous  the  firm  had  a  full  page  space  in 
the  local  paper  devoted  to  a  spring  announcement. 


CAPITAL  $50,000. 

La  Compagnie  Louis  Caron  et  Fils,  Ltd.,  whose 
head  office  is  in  Nicolet,  Que.,  have  been  granted  a 
charter  to  take  over  as  a  going  concern  the  business  for- 
merly known  as  Louis  Caron  &  Cie,  furniture,  sash  and 
door  manufacturers  and  general  contractors. 

NEW  INCORPORATION. 

To  carry  on  tlie  ])usiness  of  manufacturers  of  im- 
porters and  dealers  in  bedsteads,   springs,  mattresses, 


No.  1749.    McLagan  Furniture 


furniture,  upholstering,  etc.,  is  tlie  i)urpose  stated  for 
which  a  Dominion  chai'tcM-  lias  Iwm'ii  granted  the  firm  of 
S.  Weiglass,  Tjtd.  'I'liis  firm's  autlioi-i/.cd  ('a])ital  is  $100,- 
000,  and  their  liead  office  is  to  be  i)i  Montreal. 
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Willie — "All  the  stores  closed  on  the  day  my  uncle 
died." 

Tommy — "That's  nothing.  All  the  banks  closed  for 
three  weeks  the  day  after  my  pa  left  town." — Puck. 


A  man  who  was  dunned  by  a  bookseller  for  a  book 
delivered  some  time  before  returned  the  bill  with  this 
written  on  it :  "I  never  ordered  this  book.  If  I  did,  you 
did  not  send  it.  If  I  got  it,  I  paid  for  it.  If  I  didn't  I 
won't." 


Little  Tim — Father,  I'm  going  to  take  up  ]\Ianual 
Training. 

I\Iurphy — Don't  ye  dare!  Ye  see  what  happened  to 
him,  didn't  ye?  Ye  kin  follow  Emp'ror  Willyiim  or  the 
IMikedoo  of  Chiny,  but  Oi'll  not  have  ye  imitatin'  that 
Portj'gese  dago. 


"Wot's  become  of  old  Sammy  Silk?  I  ain't  see  'im 
about  for  quite  a  long  time." 

"Wot!  Ain't  you  'eard?  A  two-ton  block  of  stone 
fell  on  his  chest  and  killed  'im." 

"Ah!  I  always  said  he'd  'ave  to  ])e  werry  careful 
with  that  weak  chest  of  his'n." — New  York  Call. 


An  American  tourist  hailing  from  the  West  was  out 
sightseeing  in  London.  They  took  him  aboard  the  old 
])attleship  "Victory,"  which  was  Lord  Nelson's  flagship 
in  several  of  his  most  famous  naval  triumphs.  An  Eng- 
lish sailor  escorted  the  American  over  the  vessel,  and 
coming  to  a  raised  brass  tablet  on  the  deck  he  said,  as  he 
reverently  removed  his  hat : 

"  'Ere,  sir,  is  the  spot  where  Lord  Nelson  fell." 

"Oh,  is  it?"  replied  the  American,  blankly.  "Well, 
that  ain't  nothin'.  I  nearly  tripped  on  the  blame  thing 
myself. ' ' — Pittslmrg  Chronicle-Tel egrapli . 


After  a  long,  hot,  and  dusty  journey  by  train  the 
New  York  commercial  traveller  arrived  in  Richmond, 
brushed  enough  dust  off  his  face  to  make  sure  that  the 
right  man  was  getting  off,  and  hailed  one  of  the  little 
sea-g07ng  hacks  common  in  tlie  Old  Dominion  city. 
It  was  driven  by  an  aged  negro.  "Drive  me  to  a 
habcrdasliery, "  said  the  travelling  man,  surveying  his 
soiled  raiment  witli  disfavor.  "Yassuh,"  said  the 
negro,  "Giddup."  The  old  horse  started  off  at  a 
little  stiff-legged  jog  trot.  The  driver  seemed  to  be 
thinking  deeply.  By  and  by  he  pulled  the  horse  to  a 
stop,  and  leaned  ])ackward  to  his  fare.  "Scuse  me, 
suh,"  said  he,  "but  wey  did  you  all  want  to  go?" 
"Drive  me  to  a  haberdashery,"  said  the  travelling 
man.  "Oh,  yassuh,"  said  the  negro.  "To  be  sure. 
Oiddup."  The  hack  rattled  on  for  a  little  way,  and 
then  the  negro  stopped,  got  off  the  box  and  poked  his 


head  in  over  the  little  door.  "^lebbe  Ah  didn't  get 
dat  name  jus'  right,"  said  \u\  "Would  youall  mine 
I'epeatin'  it,  suh?"  The  travelling  man  said  for  the 
third  time  that  he  wanted  to  go  to  a  haberdashery. 
The  old  driver  shook  his  grey  wool  and  looked  grieved. 
"Ah'm  an  ole  man,"  said  lie.  "Youah  kin  trus'  me. 
Wheah  is  it  you  really  Avant  to  go?" 


As  Mr.  Compton  looked  down  at  his  waistcoat  he 
discovered  that  it  lacked  a  button.  "And  I  asked  my 
wife  to  sew  it  on  more  firmly,  last  night,"  he  said  to 
his  commuter  neighbor  in  the  train.  "I  don't  see  how 
she  forgot  it." 

"Don't  ever  ask  her  to  mend  anything,"  said  his 
friend.  "I  learned  a  better  way  before  I'd  been  mar- 
ried a  year.  When  I  want  anything  mended,  say  a 
shirt,  for  instance,  I  take  it  under  my  arm,  all  mussed 
up,  and  open  the  closet  door,  and  sing  out  to  my  wife, 
'Where's  the  rag-bag,  Peggy?' 

"  'What  do  you  want  of  the  rag-bag?'  she'll  ask 

me. 

"  'Oh,  I  thought  I'd  throw  this  away,'  I  tell  her, 
and  squeeze  it  a  little  tighter  under  my  arm. 

"  'Let  me  see  what  you  have  there,'  she'll  say.  and 
I'll  mutter  something  about  'worn-out  old  thing!' 
while  I  hand  it  over  to  her. 

"'Why,  James  Holland!'  she'll  say,  when  she's 
spread  it  out  and  looked  it  over  in  a  hurry.  'I  am 
surprised  at  you!  This  is  perfecth'^  good.  It  doesn't 
need  a  single  thing  except — '  And  then  and  there  she 
sits  down  to  mend  it,  looking  as  if  I'd  made  her  a 
present." 


A  certain  man  was  under  examination  by  a  member 
of  a  New  York  law  firm  with  reference  to  his  qualifica- 
tions as  a  juror  in  an  important  ease,  involving  a  con- 
siderable sum  of  money.  "You  understand,"  the  law- 
yer questioned,  "what  is  meant  by  a  preponderance  of 
evidence?" 

"Yes,  sir,"  the  man  replied,  promptly. 

"Let  me  have  your  definition  of  it." 

"I  understood  it,  I  tell  you." 

"Well,  what  is  it?" 

"Why,  anybody  can  tell  that." 

"I  would  like  to  have  your  definition  of  it." 

"I  know  what  it  is,"  said  the  man,  hotly.  "When 
I  tell  you  I  knoAv  what  a  thing  is,  I  know  it.  That's  all 
there  is  about  it." 

"Well,  wbat  was  the  question  I  asked?" 

"You  ought  to  know  what  that  was.  If  you've  for- 
got your  own  questions,  don't  expect  me  to  remember 
them  for  you." 

"I  don't  want  to  hear  any  more  of  that  kiud  of 
talk,"  interposed  the  court.  "Answer  the  question 
addressed  to  you  by  counsel." 

"Judge,  I  did.  He  asked  me  if  I  kneAV  what  it  was, 
and  I  said  I  did." 

"Are  you  sure  that  you  knoAV  Avhat  is  meant  by  pre- 
ponderance of  evidence?"  the  court  questioned  sharply. 

"Of  course  I  am,  judge." 

"Define  it,  then." 

"It's  evidence  previously  pondered." — Green  Bag. 
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Th  e  Imperial  Liine 

OF 

Reed  and  Upholstered 
Furniture 

has  a  place  in  the  store  of  every  retailer. 
There  is  an  all  the  year  demand  for  these 
goods  of  which  quality  is  always  the  under- 
lying idea. 

It  is  important  to  all  the  trade  and 
especially  to  Western  retailers  that  Stratford 
is  a  carload  centre  for  furniture  of  quality. 


Imperial  Rattan  Company 

LIMITED 

STRATFORD,  -  -  CANADA 
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THIS  DINER  IS  EXCEPTIONAL  VALUE 


It  is  as  strong"  and  durable 
as  it  looks  and  it  appeals  to 
that  great  class  of  people 
who  want  for  their  money 
the  greatest  value  that  they 
can  possibly  get.  The  mat- 
erial is  in  it  and  so  is  the 
work.  You  can  prove  that 
by  examining  the  chair. 

To  Show  It,    Is  To  Sell  It 

We  load  with  the  Stratford 
Shipping  .Combination. 


II 


1591-.'; 


1591-1 


The  STRATFORD  CHAIR  COMPANY,  Limited 


STRATFORD. 


CANADA 
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FurnitureWorld 

AJiD  iraas 


One  of  the  Commercial  Press,  Limited,  Group  of  Trade  Newspapers 


No.  35 

UTILITY  AND  BEAUTY  ARE  COMBINED  IN  THIS  HANDSOME 
ARTS  AND  CRAFTS  LIBRARY  GROUP.  COMMON  FEATURES 
OF  THE  POPULAR  McLAGAN  LINE  OF  FINE  FURNITURE. 


THE 


GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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UP-TO-DATE 
DINERS 


And  an  endless  variety  of  patterns  there 
seems  to  be.  Some  of  our  salesmen  tell 
us  the  line  is  too  large,  and  perhaps  it 
is,  but  our  customers  reap  the  benefit  in 
having  so  wide  a  r-ang-e  to  choose  from. 


ARE  YOU  SATISFIED  WITH  YOUR  TRADE 
IN  DINERS  DURING  THE  PAST  SEASON  ? 


There  is  undoubtedly  no  class  of  furniture  that  demands  more  careful  attention  in  purchas- 
ing than  these,  for  the  sale  of  an  entire  set  is  frequentlj'  lost  to  the  dealer  by  reason 
of  one  carelessly  finished  chair.  OUR  DINERS  reach  you  showing  all  the  evidences 
of  careful  workmanship  and  well  selected  material,  and  in  that  mellow  depth  of  finish 
that  marks  the  genuine  standard  tint  of  Golden  Oak.  Leather  the  finest  and  best  the 
market  affords — the  kind  that  wears — -upholstering  that  is  at  the  same  time  luxurious 
and  reliable.     If  you  feel  interested  in  DINERS  of  the  class  we  have  described, 


JOHN  C.  MUNDELL  &  CO.,  ELORA,  ONT 


Write  Us  for  Blue  Prints  and  Prices 


Time  is  BED  Time 


Ask  for  Blue  Prints  ! 
You  Won't  be  Sorry. 


Elora  Furniture  Company 


Makers  of  Art  Modern  Wood  Beds,  Tables  and  Tabourettes 


ELORA  ONTARIO 
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The 


New  Dymond- Colonial 
No.  40  Bedroom  Suite 


Consisting  of  Bed,  Dresser,  Chiffonier,  Dressing  Table 
(two  styles),  Ladies'  Secretary,  Cheval  Mirror,  Cos- 
turner,  Somnoe  and  Seat,  is  a  sample  of  the  many 
good  ones  we  have  brought  out  this  spring.  It  is  made  in 

Circassian  Walnut 
Mahogany  and 
Quartered  Oak 


All  pieces  perfectly  matched.  It  is 
also  of  good  size,  well  proportioned 
and  takes  a  splendid  finish. 

Let  us  send  you  particulars  regarding 
this  suite — it's  new  and  it's  good,  while 
the  value  cannot  be  excelled  any- 
where. 


If  you  have  exclusive 
customers  looking  for  the 
best  show,  this  suite  and 
the  selling  problem  will 
be  easy. 


Determine  to  Succeed  and 

Half  the  Victory  is  Won 

To  be  sure  of  the  other  half 
buy  the  Dymond-Colonial 
Company's  line 


If  you  have  not  received  our 
new  catalogue,  drop  a  card 
for  one  at  once. 


The 


Dymond-Colonial 

Go's,  Limited 

Strathroy  Ontario 
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The  Two  Most 
Essential  Features 
In  Buying  Mattresses 


FIRST — To  select  goods,  the  quality  of  which  is  guaranteed 


SECOND — To  buy  these  goods  at  a  price  that  will  enable  you  to  mark  the  retail 
price  at  an  enticing  figure  and  still  leave  a  sufficient  margin  for  a  handsome  profit. 

The  LEE-BURRELL,  REGENT,  REX 
AND  INVECTUS  are  all  GUARANTEED 

SANITARY  MATTRESSES  and  the  price  is 
set  to  allow  dealers  to  sell  readily  and  make  a  good 
profit  on  each  sale. 

THE  STANDARD  BEDDING  COMPANY 

Sole  Manufacturers  and  Distributors 

27-29  Da  vies  Avenue  Toronto,  Canada 


SATISFIED  CUSTOMERS  MEAN  REPEAT  SALES 

When  a  person  lies  down  to  rest,  a  broken  spring  or  a  lumpy  mattress  is  an  abomination — and  a 
mighty  poor  advertisement  for  the  furniture  man  who  sold  the  goods.  The  best  kind  of  advertising 
is  the  friendly  word  of  satisfied  customers,  the  testimonial  of  merit  and  fair  dealing.  And  in  Spring 
Beds  the  "  L  &  P  "  is  the  last  word  of  perfection — the  kind  that  wins  the  approval  of  customers. 


Send  for  a  trial 
shipment  and 
you  will  find  that 
every  claim  we 
make  is  substan- 
tiated by  your 
most  thorough 
test.  "L  &  P" 
Springs  are  sani- 
tary, noiseless 
and  durable. 
Prices  are  also 
reasonable  and 
shipments  can  be 
promptly  made. 


LEGGET&PLATT 


SPRING  BEDS 


The  patented 
construction 
holds  each  eoil 
securely  in  its 
place  and  at  the 
same  time  allows 
it  to  act  inde- 
pendently, thus 
equalizing  all 
weights.  Before 
shipment,  every 
spring  is  re- 
tempered  and 
black  Japanned. 


LEGGETT  &  PLATT  SPRING  BED  CO.,  LIMITED 

WINDSOR      -  ONTARIO 


I 


i 
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Two 
Popular 
Samples 
from  our 
line  of 
Dressers 


YOU  KNOW  IT 


That  if  a  dealer  can  give  a 
better  quality  of  goods  with- 
out increasing  the  price  he  is 
certain  to  increase  his  trade, 
because  satisfied  customers 
will  tell  their  friends  and 
advertise  your  store. 

The 

Orillia  Furniture 

Orillia, 


TO  BE  A  FACT 


Why  not  be  that  dealer  wh© 
is  gradually  enlarging  the 
circle  of  his  customers? 

You  can  be  if  you  put  in  a 
stock  of  "Orillia  Furniture." 


Company,  Limited 

Ontario 
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Gentlemen,  when  you  contemplate  installing  a  Rug  Rack,  look  for  the  one  that  has  all  the  latest 
and  most  complete  up-to-date  improvements. 

Send  for  our  catalog.    You  will  see  at  once  that 

The  Moncrief  Rug  Rack 

is  the  one  that  stands  alone,  in  quahty  and  durability.  It  is  made  of  steel,  stands  braced  from  the 
floor,  with  all  the  finest  qualities  that  make  it,  the  only  one  to  buy.  It  has  a  guard  on  every  bar, 
the  only  rack  that  has  it,  which  protects  every  rug,  keeps  them  from  rubbing  and  does  not  allow 
the  rugs  to  wear  or  discolor  each  other.  Our  adjusting  bar  raises  and  lowers  the  arms.  Just 
one  turn  of  the  brace  either  way  sends  it  up  or  down  without  trouble.  The  pins  are  on  an  angle 
which  makes  it  easy  to  place  or  replace  the  rugs.    It  is  only  a  boy's  work  to  handle  our  RACK. 

Look  at  the  reputation  of  The  Moncrief  Rug  Rack.    Come  to  our  home.    All  of  the 
largest  houses  in  the  city  of  Providence  use  our  RACKS.    Here  are  the  names  : 

A  nthony  &  Cowell  Co. 
The  Boston  Store 
Outlet  Co. 

A.  G.  Scattergood  Co. 
Household  Furniture  Co. 
Burke  &  Curran 
R.  I.  Supply  Co. 
C.  H.  Robinson  Co. 
Chas-  J.  Proctor 
W.  Elovitz 


Moncrief  Rug  Racks  used  by  Anthony  &  Cowell  Co. 
Providence,  R.I. 

steel  girder  building.   Height  of  ceiling  under  girders,  14'  5". 

Three  double  side  or  V  racks,  two  of  80  arms,  40  on  a  side,  and  one  of  132 
arms,  (ifi  on  a  side.  The  largest  V  rack  ever  built.  These  racks  are  fastened 
by  means  of  :!  bolts  dropped  from  flange  of  girders  fastening  top  beam  to  steel 
girders.  Bottom  beam  is  trussed  down  2'  2",  enabling  rugs  to  hang  from  3"  to 
6"  from  floor. 


They  would  be  pleased  to  tell  you  what  they  think  of  our  RACK.  Any  one  that  has  our 
fixture  would  not  change  it  for  any  other.  It  has  replaced  many  other  racks  and  continues  to  do 
so.    When  you  buy  off  us,  our  RACK  goes  with  our  full  guarantee  of  its  durability  and  quality. 

It  is  a  pleasure  to  send  catalogs.    Let  us  send  one  to  you. 


MONCRIEF  MANUFACTURING  CO. 

7-9-11  Sheridan  Street 

CENTRAL  FALLS,  -  -  -  R.  L,  U.S.A. 
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Made  with  glass 
base  and  mott 
metal  base  in  all 
sizes  and  styles 
suitable  for  all 
kinds  of  furniture 
and  metal  beds. 


When  Placing  Your  Orders 

for  Furniture  or  metal  beds  with  the  manufacturer 
specify  the  ONWARD  SLIDING  FURNITURE 
SHOE  in  place  of  the  old-fashioned  wheel  caster 


Get  a  supply  of 
them,  display 
them  on  some  of 
your  furniture 
and  beds  and 
they  will  help 
sell  ycur  goods. 


onwa:rP 

oe 

If  there  is  a  hospital  or  institution  in  your  town  not  supplied  with  furniture 
shoes  you  should  show  samples  to  the  board   and    get   an  order. 

Write  for  our  new  illustrated  circular  and  discounts 

Onward  Manufacturing  Company,  Berlin,  Out. 


SPECIAUZING 
IN  CHAIRS 


ONE  OF  A  NEW  LINE 
OF  BEDROOM  CHAIRS, 
WITH  CANE  OR  UP- 
HOLSTERED SEATS. 


Ask  our  representative  to  show 
them  to  you 


BAETZ  BROTHERS  &  COMPANY 

Berlin,  Ontario 
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Church,  School  and  Opera  Furniture 


You  Should  Be  Interested 

in  the  furnishing  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  and  community.  If  you  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  style  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate 
We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

Write  us  to-day 

Church  Furniture — Ask  for  Catalogue  C 
School  Furniture — Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 

ItheGLOBE  furniture  CO 


WATERLOO 


ONTARIO. 


One  of  Our  Leaders 

Three  Piece  Suite,  No.  823 
(Arm  Chair  to  Match) 


An  Entirely  New  Design 

Made  in  Birch  Mahogany  with  Upholstered 
Spring  Seats 

IV rile  for  Catalogue  and  'Price  Lisl 

The  Lippert  Furniture  Co 

Berlin.  Ontario 


Limited 
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A  "NIFTY" 
WATERLOO 

MONIMAKER" 


Here  it  is 
Suite 
No.  6142 


Frames,  List  Price  $36.00 

Upholstered  in  Moire 
Silk,  List  Price  $56.00 


PRICE  SOUNDS 
REASONABLE,  EH  ? 


"HAS  A  NEATNESS  ALL  ITS  OWN" 

GET  BUSY  AND  LOOK  OVER 
"THE  WATERLOO  MONIMAKERS" 

How  many  of  No.  6142  will  we  send  you  ? 


Waterloo  Furniture  Company,  Limited 


Waterloo 


Ontario 


Permanent  Show  Rooms  at  Factory 
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THE  MATTRESS  THAT 

SPEAKS  FOR  ITSELF 


SWEET  DREAMS 


REAL  REST  FOR  THE  WEARY 

"Early  to  Bed 
"Early  to  Rise 

"Makes  a  Man  Wealthy,  Healthy  and  Wise." 

More  particularly  so,  providing  you  use  a  "KELLARIC." 
There  is  nothing  more  necessary  than  a  good  Mattress  in 
the  Home. 

The  **KELLARIC"  is  built  by  Hand,  Layer  upon  Layer,  of 
Clean  selected  Cotton.  Not  Lumpy  or  Uneven,  but  a  Soft 
Downy  Even  Surface,  insuring  Restful  Sleep. 

Don't  buy  Cheap  Mattresses,  Cheap  Bedding  is  Costly.  T  is 
neither  Comfortable,  Restful  or  Sanitary.  And  you  can't 
tell  just  what  was  Stuffed  into  the  Ticking  to  fill  it  out. 

The  "KELLARIC"  has  a  Laced  Opening  at  the  End  of  the 

Mattress  which  allows  Inspection.     Then  our  "MONEY 
BACK"  Guarantee  goes  w^ith  every  Mattress. 

Largest  Exclusive  Manufacturers  of  High  Grade  Box  Springs 
and  Mattresses  in  Canada. 

Address  all  Correspondence  to  Dept.  '*F" 

Berlin  Bedding  Company,  Ltd 

Berlin       -  Toronto 
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AUSTRIAN 
BENTWOOD 
FURNITURE 

Is  a  Popular  Line 


for  every  dealer  to  carry.  Appeals  to  the  good  taste  of  your  customers  and  are 
always  good  sellers.  They  are  Light,  Durable,  Comfortable  and  Sanitary. 
Particularly  adapted  for  use  in  Reception  Halls,  Boudoirs,  Dining  Rooms,  Cafes, 
Bed  Rooms,  Parlors,  Hotels,  Hospitals  and  Libraries. 


Manufactured  by 


Jacob  &  Josef  Kohn 

Vienna,  Austria 


We  are  specialists  m  this  line  of 
goods  and  employ  1  1 ,000  hands 
in  five  factories,  supplying  the  needs 
of  the  entire  world. 


Canadian  Branch 

215-219  Victoria  Street 
TORONTO  -  CANADA 

You  should  have  our  catalogue 
Write  for  a  copy 


Get  After  the  Outside  Furniture  Trade 

Summer  will  soon  be  here  and  people  will  be  wanting  to  spend  more  time  on  their  lawns  and  in  the 
parks.  Don't  neglect  this  trade  but  use  your  window  displays  and  advertisements  to  push  these 
seasonable  lines. 

Now  is  the  Time  to  Canvas  Park  Board 
and  Summer  Resorts 

There  is  a  lot  of  trade  to  be  done  in  park  seats,  etc.,  and  it  is  up  to 
the  local  dealer  to  get  it  rather  than  neglecting  the  trade  and  letting 
it  go  to  mail  order  houses. 

Our  Verandah  Furniture 

is  made  in  three  finishes  and  is  shipped  to 
customers  knocked  down.  The  price  is 
reasonable  when  the  quality  is  considered. 

We  also  manufacture  lawn  swings,  gliding  settees, 
camp  stools  and  other  summer  goods.  Send  for 
one  of  our  new  catalogues. 

Stratford  Manufacturing  Company,  Limited 


Stratford 


Ontario 
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TORONTO 

Offers  Special  Advantages  to  retailers  as  a 

MIXED  CARLOAD  CENTRE 


Gold  Medal  Furniture 
Mfg.  Co.  Ltd. 

Manufaclurers  of 

Upholstered  Furniture,  Parlor  Frames, 
"  Hercules "  Bed  Springs  and  Steel 
Couches,  "  Gold  Medal "  Mattresses, 
Furniture  Coverings  and  Upholsterers' 
Supplies. 

Van  Horne  St.  and  Bartlett  Ave. 
Toronto 


Standard  Bedding  Co. 

Manufacturers 

Seagrass  and  Cotton  Mattresses 


4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent,  and  Invictus 
Felt  Mattresses 


27-29  Davies  Ave. 
Toronto        -        -  Ontario 


Otto  T.  E.  Veit  &  Co. 

Headquarters  for 

Imported  Seamless 
Axminster  Squares 


Write  us  for  prices  and  set  of  color-cards 
(EMPIRE  BUILDING) 

58-64  Wellington  Street  West 
Toronto 


Time,  Money 
and  Worry 
will  be  Saved 

By  buying  from  these  firms 
who  have  arranged  to  co- 
operate in  shipping  in  mixed 
car  lots. 

Prompt  Delivery  is  assured 
as  an  average  of  87  freight  trains 
leave  Toronto  daily  in  every 
direction. 

A  Greater  Variety  is  also 
possible  when  you  buy  in  a  larger 
centre. 

Larger  Sales  can  be  made  if 
you  are  able  to  back  up  the 
maker's  guarantee  with  your  own 
experience. 

Visit  Our  Factories,  there- 
fore, when  you  visit  Toronto  and 
see  how  our  goods  are  made. 


BUY  IN 
TORONTO 


The  Toronto  Furniture 

Co.,  Limited 

Manufacturers   of  the 

"Better  Make"  of 
Canadian  Quality 
Furniture     :  : 

Dufferin  Street,  Toronto 

(Near  Exhibition  Croundi) 


The  Toronto  Feather  & 
Down  Co.,  Ltd. 

Manufacturers  of 

Pillows,  Comforters,  Cushions 


35  Britain  St.,  Toronto 


Hopwood  &  Bryant 

Agerils  for  Montreal  and  Quebec 

59  St.  Peter  Street  Montreal 


The  Kindel  Bed  Co. 

Limited 


Davenport  Beds 
Divanettes 
Chair  Beds 


Toronto 


Ontario 


Imperial  Furniture  Co. 


Manufacturers  of 
Turkish   Rockers,  Leather 
Upholstered  Couches,  High 
Grade  English  Cheiirs,  and 
Chesterfields. 


585  Queen  St.  W.  Toronto 
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THE  GOLD  MEDAL  LINE 

Steel  Couches 


p 

 —  % 

o 

o                                                                                                                                o  o 

o 

I 

NP    o  "  HERCULES    STEEL  COUCH  ° 

o 

& 

ABSOLUTELY  GUARANTEED  NOT  TO  SAG.  C 
OPENS  FROM  A  SINGLE  TO  A  DOUBLE  BED.  ® 

We  call  your  attention  to  our  steel  couches  fitted 
with  the  guaranteed  not  to  sag  "Hercules"  Fabric. 
We  also  make  them  with  the  National  Fabric. 
There  is  an  enormous  trade  in  steel  sliding  couches 
with  Green  Denim  cushions  as  they  are  so  easily 
converted  from  a  couch  by  day  to  a  bed  at  night. 
Every  dealer  should  carry  our  Nos.  370  and  372 
National  Fabric  and  Nos.  070  and  072  fitted 
with  "Hercules"  woven  wire  top. 

It  pays  to  carry  the  quick  selling  Gold  Medal  line  of 
Parlor  Suites,  Couches,  Chairs,  Hercules  Bed 
Springs,  Gold  Medal  Mattresses,  Furniture  Cover- 
ings and  Supplies. 

The  Gold  Medal  Furniture  Mfg.  Co.,  Limited 

Toronto  Montreal  Winnipeg 
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THESE 
WILL 
INTEREST 

The  June  Bride 


Samples  from  our 

THREE  PIECE  PARLOR  SUITE  No.  615 

There  is  an  appeal  to  the  particular  buyer  in  the  complete  quality  of  every  detail  of  these  splendid  pieces 
of  which  the  distinguishing  characteristics  are,  the  high  grade  design,  material,  finish  and  the  medium  cost. 

There  are  lots  of  loving  touches  put  into  this  Suite  from  the  appearance  and  finish,  which  are  the  superficial 
sales  points — to  the  care  and  quality  of  construction — which  are  points  of  substantial  satisfaction. 

Stock  the  Ellis  Quality  Line  as  a  Trade  Builder 

ELLIS  -  FURNITURE  COMPANY,  IngersoU,  Ontario 


ONTARIO  MATTRESSES 
SUGGEST  MERIT 


We  make  mattresses  of  all  kinds  and  grades 
frtim  the  cheapest  sea  grass  to  the  softest 
layer  felts  but  always 


The  Best 
Value 
Whatever 
the  Price 


Our  coiistriu-tion  has  features  that  furnish 
talking  points  which  make  Ontario  Mattresses 
eas\'  sellei  s. 

Write  us  for  catalog  or  further  information 

The 

Ontario  Spring  Bed  and  Mattress 
Company,  Limited 

The  largest  bedding  house  in  Canada 


London 


Ontario 


No.  6 

Good  Luck  Table  Support 

An  all  iron  table  support  that  holds  any  extension  table  perfectly 
secure  and  never  fails.  The  rocking  and  tilling  device  allows  you  to 
show  the  table  top,  a  great  convenience  to  both  the  salesman  and  the 
customer.  It  insures  clean,  perfect  table  tops  and  eliminates  the  cas- 
ter cup  troubles.  They  cannot  break  or  wear  out  and  will  last  a 
lifetime.  No  matter  what  they  cost  it  is  a  matter  of  economy  to  use 
these  table  holders.  There  are  thousands  of  these  racks  in  use  all 
over  the  U.  S.  and  grownng  more  popular  all  the  time.  Every  furni- 
ture store  should  have  them.  Price  $2.50  each,  f.o.b.  factory. 
Warren,  Ohio.  They  ship  as  iron  and  castings  and  take  a  low 
freight  rate.    Write  and  ask  about  them  at  once. 

Made  by 

THE  EUREKA  MFG.  CO. 

WARREN,  OHIO 
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LLOYD 

&  Sons,  Ltd. 

CHILDREN'S 
VEHCILES 


are  fitted  with  our  patent 
wheel  with  unbreakable 
spokes  —  the  Strongest  and 
Best  wheels  in  the  world. 

Made  at 
Trenton 
Ontario 


Lloyd  t^^  Collapsible  Go-Carts 

Are  not  a  new  line  although  they  are  being  made  in  our  new 
factory  at  Trenton.  They  have  been  known  for  years  as  the 
most  durable  and  satisfactory  vehicles  Canadian  dealers  can 
offer  to  their  most  exclusive  customers. 


We  Guarantee  Satisfaction 

Our  most  modern  and  up-to-date  plant, 
large  volume  of  business,  cheap  power 
and  excellent  shipping  facilities,  enables 
us  to  place  on  the  market  strong,  durable 
and  high  class  guaranteed  collapsible 
go-carts  at  exceedingly  low  prices. 


Personal  Attention  to  Orders 

We  can  ship  any  order  one  week  from 
receipt  of  same  giving  "Lloyd"  attention 
in  every  department  as  follows : 

C.  S.  Lloyd  -  -  General  Manager 
M.  W.  Lloyd,  Goods  Inspector  and  Asst.  Mgr. 
W.  J.  Lloyd         -         -         Sales  Manager 


Note  our  Guarantee  and  Write  for  Prices 


Lloyd  &  Sons,  Ltd.,  Trenton,  Ontario 

The  largest  exclusive  manufacturers  of  children's  vehicles  in  Canada 


X 


16 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


May,  1912. 


"In  Canada — from  East  to  West  — 
Enterprise  Ranges  lead  all  the  rest  ' ' 


THAT  IS  WHY  EVERY  STOVE  DEALER 

should  learn  something  of  the  merits  of  our  line  —  especially  of 

The  Enterprise  Monarch  Steel  Range 

which  is  undoubtedly  one  of  the  best  selling  ranges  in  Canada  today. 


The  Single  Oven  Monarch  for 
family  use  and  Domestic  Science 
schools,  and  the  Double  Oven 
Monarch  for  hotels  and  boarding 
houses,  embody  all  the  good 
features  of  other  ranges  and  in 
addition  possess  improvements 
and  selling  points  found  in  the 
MONAECH  alone. 

Note  the  Daylight  Oven,  Full 
Length  Towel  Rod,  End  Shelves 

and  other  attractive  points  which 
combined  with  the 


Enterprise  Reputation 
for  Reliability 

make  the  Monarch  second  to  none  as  a 
popular,  quick  selling  and  "  stay  sold " 
range.  On  it  has  been  built  up  an  en- 
during trade  and  a  reputation  which  will 
benefit  every  dealer  who  handles  Enterprise 
goods. 

Write  for  circular  showing  the  various 
ways  this  standard  steel  range  is  supplied 
to  suit  all  demands. 

Also  ask  for  our  exclusive  agency  plan.  We  want  a  live  agent  in  every  centre 
where  the  MONARCH  is  not  already  placed. 

THE  ENTERPRISE  FOUNDRY  CO. 

Manufacturers  of  High  Grade  Ranges  and  Furnaces 

SACKVILLE  -  NEW  BRUNSWICK 
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Hamilton  Jewel  Gas  Ranges 


Are  crowded  with  real 
sales-producing  features: 


Simple  in  design. 

Easily  Operated. 

Excellent  working  and 
wearing  qualities. 

Unsurpassed  in  actual 
results  obtained. 


Equipped  with  the  Graves' 
Patent  Safety  Lighter  and 
Jewel  Adjustable  Needle 
Valves. 

Economical  in  Time,  Fuel 
and  Labor. 


The  illustration  shows  our  No.  240  Gas  Range. 
The  additional  working  space  provided  on  the 
top  of  the  range  by  the  raising  of  the  side  oven 
and  broiler  is  a  feature  that  com- 
mands   interest    everywhere.  The 
oven  and  broiler  are  large  and  placed 
at  a  convenient  height.   The  elevated 
shelf  and  steel  under-shelf  are  addi- 
tional space-providers,  and  combine 
to  make  this  range  one  of  our  most 
popular  styles. 

Make  1912  the  BEST  EVER.  Buy 
from  the  Hamilton  Jewel  people — 
makers  of  GOOD  GAS  GOODS. 


Style  240 


Our  new  80  page  1912  Catalogue  of 
Gas  Ranges,  Heating  Stoves  and  Gas 
Appliances  is  ready  for  mailing  now. 


There  are  many  new  features  in  our 
1912  designs.  Revised  Prices.  Send 
for  the  new  catalogue  TO-DAY. 


The  Burrow,  Stewart  &  Milne  Co.,  Limited 


Head  Office  and  Works:    HAMILTON,  ONTARIO 

Offices  and  Warerooms  at  TORONTO,  MONTREAL  and  WINNIPEG 


Western  Customers  please  address  all  communications  to  130  James  Ave.,  Winnipeg 
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OF  ALL  KINDS 

WRJTE  FOR  GRADE. 

"C"CATALOGUE 


THE  <] 

GENDRON 

MFG.(a 

Limited 


CA 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
ded,  if  not  delighted. 


your 
refun 


Domestic  Specialty  Co. 


Hamilton,  Ontario 


Limited 


THE  STERLING 
BANNER  RANGE 

To  The  Furniture 
Dealers  of  Canada 

An  increasing  number  of  furniture  dealers 
are  adding  Stoves  and  Ranges  to  their  line 
of  Furniture  and  Housefurnishings. 

We  Can  Increase  Your  Trade 

by  supplying  you  with  a  moderate-priced 
line  of  cast  and  steel  ranges  which  you 
can  sell  with  profit  on  cash  or  time 
payments. 

The  STERLING  BANNER  Range 

is  a  high  grade,  cast-iron  range  of  semi- 
plain  though  attractive  design. 

The  PERFECT  BANNER  Range 

is  a  new  steel  range  which  we  will  have  on 
the  market  early  this  season,  which  is 
particularly  adapted  for  dealers  selling  on 
the  easy  payment  plan. 

Consult  us  before  buying  your  1912  stock 
Catalogue  mailed  upon  request 

The  Down  Draft  Furnace 
Company,  Limited 

GALT  ONTARIO  LIMITED 
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Victoriaville 
Quartette 


in  medium  price  Surface  Oak. 

In  carrying  out  our  policy  of 
"Specialization"  we  own  and 
operate  our  own  sawmill  and 
timber  limits  enabling  the 
factory  to  produce  large  quan- 
tities of  furniture,  in  a  limited 
number  of  designs,  which  for 
the  money  are  unequalled. 


Victoriaville  Furniture  Company 


Victoriaville 


Quebec 


The  Judgment  of 
the  Consumer 


after  all  counts  for  a  great 
deal. 


People  buy  what  suits  them 
— not  what  suits  someone 
else.  Our  aim  is  always 
to  keep  in  mind  the  tastes 
of  your  customers  and  their 
purses. 

Push  "Victoriaville  Furni- 
ture" and  "Victoriaville  Fur- 
niture" will  in  turn  push  your 
business. 
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THE 

FOUNDATION 


Of  our  comments  on  "Canadian  Rattan 
Chairs"  is  the  chair  itself.  Put  us  to  the 
test  by  trying  out  a  shipment.  You  can 
make  no  mistake  m  handling  a  line  of  sub- 
stantial, reasonable  -  priced  well  -  designed 
goods  that  are  bound  to  sell  rapidly.  Our 
guarantee  is  back  of  every  piece  that  leaves 
the  factory. 

Every  dealer  cannot  buy  a  carload  at  a 
time  from  us — but  remember  Rattan  Chairs 
go  in  the  numerous  mixed  car  lots  that  leave 
Victoriaville. 

For  You 

there  is  satisfaction  and  profits  in  selling  our 
line. 


No  Delay 


No  Duty 


THE 


CANADIAN  RATTAN  CHAIR 

COMPANY,  LIMITED 
Victoriaville,  Quebec 


Habit  is  a 
Wonderful  Thing 


Did  you  ever  stop  to  thiuk  how 
much  you  do  from  force  of  habit. 
Even  if  you  have  not  you  will  agree 
that  the  formation  of  good  habits 
is  an  asset  to  any  man.  There  is 
one  particular  habit,  and  it  is  a 
good  one  too,  that  singles  out  a 
furniture  retailer,  as  progressive  and 
interested  in  the  residents  of  his 
own  town  or  city  and  that  is 

Buying 
Victoriaville  Chairs 

with  which  to  supply  their  needs. 
They  need  just  such  chairs,  at  just 
such  a  price  and  large  quantities  of 
them  at  that. 

Get  a  good  stock  on  your  floor  and 
see  them  go. 

Just  enquire  from  those  dealers  who 
buy  in  mixed  carload  quantities  in 
Victoriaville — They  know  how  it 
works  out. 

The  Victoriaville  Chair 

Manufacturing  Co. 

Victoriaville       -  Quebec 
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KNECHTEL 

CHAMBER 

FURNITURE 


There  is  a  steadily  growing  tendency  on 
the  part  of  careful  home-makers  towards 
buying  the  better  grades  of  furniture. 

That's  why  it  will  pay  you  to  carry  a  stock 
of  "Knechtel  "  Furniture -the  kind  that's 
recognized  as  the  standard  for  quality  on 
the  Canadian  market. 


We  illustrate  here  two  samples  of  our  large  line  of  Chamber  Furni- 
ture- and  worthy  samples  they  are  too -made  of  the  very  best 
lumber  in  our  own  mills  and  by  our  skilled  factory  workmen. 

But  that's  only  one  of  many  lines  we 
make,  as  our  several  factories  produce  fur- 
niture for  every  room  in  the  house.  We 
can  supply  a  complete  stock  for  a  store  but 
whether  you  send  a  carload  order,  or  specify 
shipment  of  a  single  piece  only,  the  crating 
and  packing  will  be  most  carefully  done. 

Our  1912  Catalogue 

Is  being  mailed  this  month  and  if  you  don't 
receive  a  copy  we  ask  that  you  send  us  a  post 
card  request  for  one.  This  catalogue  should  be 
in  your  hands  if  you  want  good  furniture  at 
reasonable  prices. 

The  Knechtel  Furniture  Co.,  Limited 

Hanover  Ontario 
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Good  Business  Four  months  of  1912  have  gone 

Outlook.  and  we  are  now  well  into  the 

spring  season.  But  nothing 
has  (l('veh)ptHl  which  has  weakened  the  confidence  ex- 
pressed at  the  beginning  of  the  year  in  the  business 
situation. 

In  the  Great  West  most  of  the  speeding  has  been 
done  and  substantial  increases  in  the  acreage  under 
cultivation  in  Saskatchewan  and  Alberta  are  reported. 
In  the  former  province  the  increase  is  54  per  cent.  Re- 
ports to  the  eflf'ect  that  the  damage  to  the  wheat  left 
last  fall  in  the  fields,  owing  to  the  early  setting  in  of 
the  winter,  is  not  as  bad  as  anticipated  is  also  good 
news. 

Immigration  is  opening  out  better  than  was  even 
exi)(H'ted.  That  from  both  the  United  States-  and 
Ureat  Britain  is  particularly  gratifying  so  far.  And 
every  immigrant  moans  a  buyer  of  furniture  as  well 
as  of  other  (lescrij)tions  of  merchandise. 

But  it  is  not  only  as  a  buyer  that  the  immigrant  is 
valuable.  ]Most  of  the  men  now  coming  in,  and  par- 
ticularly those  from  the  United  States,  possess  capi- 
tal. Those  from  the  United  States  last  year  had 
on  an  average  about  $1,000  each,  or  $133,000,000  all 
told.  If  the  170,000  that  are  expected  this  year  from 
the  United  States  materialize,  as  there  is  every  rea- 
son to  expect  they  well,  and  each  brings  the  average 
aiiu)nnt  that  his  predecessor  did  in  1911,  we  shall  have 
an  addition  of  $170,000,000  to  the  capital  of  this  coun- 
try from  that  source  alone. 

The  continual  substantial  increases  in  the  clearing 
house  returns,  in  the  commercial  loans  of  the  banks, 
in  the  bank  note  circulation,  and  in  the  railway  earn- 
ings clearly  indicate  that  we  are  still  in  the  period  of 
business  expansnon. 

The  extent  to  which  construction  work  and  better- 
ment is  being  carri(Hl  on  by  the  railways  is  a  most  im- 
portant factor  in  the  situation.  The  three  transcon- 
tinental systems  are  down  to  spend  between  $60,000,- 
000  and  $70,000,000  this  year.  Several  millions  will 
also  be  spent  by  the  Federal  Government  on  the  Inter- 
colonial and  Hudson 's  liay  Railways. 


The  large  sums  of  money  that  will  be  put  into  cir- 
culation by  these  enterprises  will  be  supplemented  by 
that  arising  out  of  the  ambitious  harbor  improvements 
which  have  been  decided  upon  at  St.  John,  N.B.,  Mont- 
real. Quebec,  Vancouver  and  other  ocean  and  inland 
ports.  Then  there  are  the  extensive  building  opera- 
tions which  are  going  on  all  over  the  country,  in  the 
older  cities  and  towns  as  well  as  in  the  new  ones. 
In  the  Great  West  last  year  about  200  new  towns 
sprang  up.  And  the  number  this  year  will  be  probably 
as  great  if  not  greater.  Two  of  the  railways  alone 
expect  to  open  up  sixty  new  towns  each. 

Furniture  manufacturers  and  dealers  who  this  year 
do  not  see  visions  and  dream  dreams  must  be  sadly 
lacking  in  imagination. 

The  quality  of  the  furniture  dealers  stationery 
should  be  in  keeping  itiith  the  character  of 
his  store. 

Furniture  for  Practically  the  first  thing  to 

June  Wedding's.  which  a  young  couple  have  to 

turn  their  attention  after  hav- 
ing fixed  upon  their  wedding  day  is  furniture  for  the 
prospective  home. 

To  get  their  attention  at  the  psychological  moment 
is  the  aim  of  every  dealer  who  gives  any  thought  to 
his  business.  And  there  is  no  time  the  year  round 
more  favorable  than  the  present  for  the  furniture  deal- 
er for  the  employment  of  methods  designed  to  secure 
this  trade. 

■June,  the  month  par  excellence  for  weddings,  is 
close  at  hand,  and  the  furniture  dealer  who  would 
make  a  special  effort  to  supply  the  demand  should  at 
once  prepare  his  plan  of  campaign  if  he  has  not  already 
done  so.  ]Most  dealers  have  no  doubt  already  matured 
their  plans. 

To  those  who  have  not  already  made  their  plans 
we  Avould  suggest  that  they  first  of  all  make  a  list  of 
young  couples  who  are  about  to  be  married.  This  list 
can  be  compiled  from  a  number  of  sources,  such,  for 
example,  as  the  society  columns  of  the  papers  and 
through  information  obtained  by  clerks  and  others. 
To  this  list  letters  and  circulars  should  be  sent.  This 
should  be  supplemented  by  advertisements,  well  illus- 
trated, in  the  local  papers.  Window  displays  should 
follow,  and  the  displays  should  be  frequently  changed, 
so  that  during  the  next  few  weeks  a  wide  range  of 
goods  may  be  shoAvn. 

An  intelligent  campaign  will  bring  profitable  results. 

You  cannot  knock  sense  into  the  head  of  a 
stubborn,  hard-headed  customer.  Yon  can 
only  do  it  by  diplomatic  suggestion, 

A  Market  for  The      Canadian  commercial 

Canadian  Furniture.  agent  in  Argentina  is  endeav- 
oring to  interest  the  furniture 
manufacturers  of  Canada  in  that  market.  He  says 
that  it  offers  an  exceptional  opening  for  Canadian  furn- 
ture. 

Mr.  Pousette,  the  Canadian  agent,  who  was  trans- 
ferred from  South  Africa  to  Argentina  a  couple  of 
years  ago,  is  a  cai)able  and  painstaking  officer.  Those 
who  had  the  ])rivilege  of  meeting  him  Avhen  he  was  in 
('anada  prior  to  his  leaving  for  the  South  American 
Repub'lie  were  quite  persuaded  of  that.  It  is  presumed, 
therefore,  that  his  reports  are  carefully  prepared  and 
that  he  knows  what  he  is  talking  about. 

At  the  same  time,  however,  the  experience  of  Can- 
adian furniture  manufacturers,  in  their  attempts  to  do 
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business  in  Argentina,  have  not  been  altogether  satis- 
factory. For  one  thing  some  of  their  shipments  fell 
into  dishonest  hands,  and  the  losses  thereby  incurred 
discouraged  further  attempts  in  that  direction.  An-, 
other  thing  which  militates  against  the  development 
of  trade  with  Argentina,  and  in  fact  with  all  South 
American  countries,  is  the  lack  of  direct  steamship 
service.  Time  will  in  all  probability  remedy  this.  But 
in  the  meantime  the  steamship  services  running 
out  of  the  United  States  ports  are  available. 
It  is  true  that  the  experience  of  Canadian  ship- 
jiers  to  South  American  ports  has  not  always  been 
satisfactory  on  account  of  the  preference  which  has 
naturally  been  given  to  the  shipments  of  home  manu- 
facturei"s  and  producers.  But  it  is  important  that 
furniture  manufacturers  in  Canada  should  give  some 
attention  to  the  cultivation  of  the  Argentine  market. 
Among  the  younger  nations  she  is  one  of  the  most 
promising  of  customers  for  manufactured  products. 
She  makes  little  or  nothing  herself. 

Her  imports  of  furniture  in  1910,  the  latest  year  for 
which  figures  are  available,  were  valued  at  about  $2,- 
300,000.  Canada's  exports  of  furniture  to  Argentina 
in  1911  were  valued  at  $1,818,  and  of  other  manufac- 
tures of  wood  $1,300.  The  United  States  ^supplies  near- 
ly one-half  of  the  furniture  imported.  At  any  rate 
they  did  last  year,  the  figures  for  1911,  just  issued  by 
the  Department  of  Commerce  at  Washington,  showing 
an  export  to  Argentina  of  $991,212.  This  is  double  the 
value  of  the  exports  of  1909. 

It  is  evident,  therefore,  that  the  market  is  there. 
And  although  the  demands  of  the  home  market  are 
Ro  exacting  at  present,  is  it  not  worth  while  for  Can- 
adian manufacturers  of  furniture  to  pay  some  atten- 
tion to  the  Argentina  field. 

The  furniture  manufacturing  industry  of  Canada  is 
a  very  important  one,  but  it  must  not  be  forgotten  that 
if  it  is  to  reach  the  high  position  which  its  possibilities 
demand  that  it  should,  more  attention  must  be  given  to 
the  development  of  the  export  trade.  A  good  export 
trade  is  a  valuable  adjunct  to  business  when  the  home 
ti'ade  lags. 

He  who     sells''  his  ciistoyyicrs  is  throwing 
away  his  trade. 

Co-operate,  Every  man  has  a  right  to  go 

Don't  Fight.  into  business  provided  he  pos- 

sesses the  necessary  bapital 
and  experience.  Some  of  us  may  dislike  to  see  com- 
petitors crop  up  here  and  there,  but  that  does  not 
after  all  justify  our  dislike. 

Granted,  therefore,  the  right  of  every  man  to  em- 
bark in  business  for  himself,  what  should  the  attitude 
of  his  predecessors  in  business  l)e?  Should  they  cut 
prices  in  order  to  drive  him  out  of  business?  Not  at 
all.  That  is  to  wound  himself  while  he  is  attempting 
to  stab  his  competitor. 

It  is  far  better  to  court  him  than  to  curse  him.  That 
will  probably  make  him  a  friend,  and  when  a  friend, 
a  co-operator  in  l)etter  business  methods". 

To  secure  co-operation  is  the  object,  first,  last  and 
all  the  time,  of  business-men's  organizations.  It  is 
better,  therefore,  whether  there  be  two  or  a  score  of 
merchants,  that  harmony  should  prevail,  for  where 
harmony  y)revails  better  business  methods  and  better 
profits  obtain. 

Even' if  it  be  not  possible  or  desirable  to  bring  about 
a  formal  local  organization,  dine  together  once  in  a 
while  and  between  bites  talk  over  department  store 
competition,  how  to  meet  it  and  how  to  wake  up  the 


community  to  the  fact  that  what  injures  the  merchants 
effects  the  town. 

That  will  pay.  To  fight  among  themselves,  while 
the  department  stores  are  gathering  in  the  spoils,  will 
not. 

//  is  of  very  little  use  for  furniture  to  have 
talking  points  if  the  salesinan  does  not  use 
his  head  as  well  as  his  tongue. 

A  Retailer  for  the  At  the  recent  meeting  of  the 

Tariff  Commission        Retail  Merchants'  Association 

of  Ontario  a  resolution  was 
passed  urging  that  one  of  the  members  of  the  pro- 
posed Tariff  Commission  should  have  a  "full  knowl- 
edge of  the  retail  trade."  We  take  it  for  granted  that 
what  is  meant  is  a  practical  retailer  of  wide  experi- 
ence. 

That  the  claim  of  the  retailers  for  representation  on 
the  Tariff  Commission  is  a  tangible  one  must  be  recog- 
nized by  all  fair-minded  men. 

There  are  in  this  country  approximately  200,000  re- 
tailers. But  it  is  not  only  on  account  of  their  numeri- 
cal strength  that  their  claim  for  representation  should 
be  taken  into  consideration. 

It  is  because  they  are  an  essential  factor  in  the  dis- 
tribution of  the  country's  merchandise.  And  it  seems 
impossible  to  conceive  that  he  will  ever  be  anything 
else.  If  there  are  any  fifth  wheels  to  the  machinery  of 
distribution  it  is  not  the  retailer.  That  is  certain  be- 
yond peradventure. 

If,  then,  the  place  of  the  retailer  is  so  essential  in 
the  complex  business  system  of  the  country,  does  it 
not  follow  that  a  Tariff  Commission  with  his  precense 
would  be  lacking  in  a  very  essential  part  of  its  ma- 
chinery?   We  think  so. 

If  the  Commission  is  to  be  Avell  balanced  it  must  have 
as  a  member  at  least  one  who  is  competent,  from  prac- 
tical experience,  to  view  tariff  matters  from  the  re- 
tailers' standpoint. 

As  a  preliminary  step  it  would  not  be  a  bad  idea  for 
retailers  to  impress  this  fact  upon  their  representative 
in  Parliament. 

When  a  dealer  has  a  good  stock  of  furniture 
in  his  store  it  is  a  good  thing  for  hivi  to 
have  a  goad  list  of  customers  in  order  to 
get  it  out. 

Millions  for  Seven  hundred  and  eighty-six 

Furniture.  cities,    towns,    villages  and 

townships  in  Ontario  erected 
in  1910  nearly  22,000  new  buildings  at  an  aggregate 
cost  of  $48,400,000. 

To  business  men  these  figures  can  scarcely  be  with- 
out interest.  To  furniture  men  they  should  be  par- 
ticularly so,  for  where  a  new  building  is  erected  there 
must  naturally  be  a  demand  for  new  furniture.  The 
furniture  ])urehased  to  furnish  these  22,000  buildings 
cainiot  be  even  approximately  estimated.  But  even 
sup])osing  the  average  was  only  $500  for  each  l)uild- 
ing  there  would  be  an  aggregate  outlay  of  $11,000,000 
to  ])e  spent  among  the  manufacturers  and  retailers  of 
the  country. 

The  figures  we  cpiote  are  from  the  annual  report  of 
the  Bureau  of  Labor  just  issued.  The  fact  that  the.v 
are  s"ixteeii  jnonths  old  somewhat  detracts  from  their 
interest.  And  while  "better  late  than  never,"  surely 
the  Bureau  of  Labor  might  be  more  up  to  date  with 
the  fruit  of  its  statistical  labor. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


PROFIT  IN  SELLING  REFRIGERATORS. 

By  C.  H.  Leonard. 

The  time  has  passed  when  it  was  necessary  to  un- 
dersell your  neighbor  on  refrigerators.  The  people 
arc  no  longer  looking  for  the  cheapest  article  of  this 
k'ind  on  the  market. 

The  agitation  for  pure  food  laws  has  brought  with 
it  a  realizing  sense  of  the  necessity  for  a  place  to  keep 
food  jMire  and  an  enormous  demand  for  high  grade 


New  I'arlor  Settee,  sliown  by  Baet/  Bros.  &  Co.,  Berlin 


refrigerators,  lined  either  with  white  tile,  opal  glass  or 
one-piece  real  porcelain  enamel. 

This  is  a  good  thing  for  the  dealer  if  he  is  wise 
enough  to  take  advantage  of  it,  and  supply  what  the 
people  want  and  really  ought  to  have,  because  the 
higher  price  which  the  people  are  willing  and  even 
anxious  to  pay,  offers  a  chance  to  make  more  money 
on  refrigerators  than  he  ever  dreamed  of  making  on 
the  old  style  zinc  lined  goods. 

For  illustration,  take  a  small  retailer  who  only  sells 
Iwenty-five  refrigerators  a  year,  at  prices  ranging  from 
itio.OO  to  $20,00  each.  The  average  price  is  $12.50,  total 
s-ales  $312.50.  As  competition  is  fierce  on  this  grade, 
he  cannot  make  over  one-fourth  of  the  selling  price, 
giving  him.  a  profit  of  only  $72.12  for  his  season's 
work  in  this  line. 

Evidenty  this  is  not  worth  while,  for  the  goods  are 
bulky,  they  take  up  lots  of  valuable  store  space,  the 
profit  scarcely  i)ays  the  rent,  and  the  delivery  charges 
are  heavy.  Something  must  be  done  to  change  this 
state  of  affairs. 

Supposing  the  same  dealer  should  stock  high  grade 
refrigerators  along  with  his  cheap  ones.  He  could  sell 
as  many  and  even  more  if  he  lets  the  people  know  he 
luis  them.  His  sales  and  profits  would  then  foot  up  like 
Ibis:  Twenty-five  refrigerators  at  from  $25.00  to 
$75.00  each,  average  price  $50.00;  total  sales  $1,250. 
Tlicse  goods  are  new;  competition  is  not  so  fierce.  He 
can  double  his  money.  Result:  profit  $625.00,  instead 
of  $7!). 12  If  you  are  a  large  dealer  there  is  a  small 
fortune  waiting  for  you  right  in  this  line. 


This  high  grade  refrigerator  business  lends  itself 
very  gracefully  to  the  instalment  plan,  as  some  people 
are  not  prepared  to  pay  so  much  at  once,  although  de- 
termined to  have  one  some  time.  Of  course  you  can 
accommodate  them,  thus  your  sales  will  be  doubled 
and  your  profits  insured. 


GET  "STICKERS"  OFF  THE  FLOOR. 

Get  rid  of  your  old  stock ;  turn  it  into  money,  says 
George  P.  Freeman  in  Northern  Furniture.  The  furn- 
iture that  remains  on  your  floor  day  after  day,  month 
after  month,  is  steadily  and  surely  eating  away  your 
profits,  besides  adding  to  your  taxes  and  insurance 
account.  In  addition,  it  ds  costing  you  in  interest  the 
market  value  of  the  money  invested,  as  well  as  taking 
up  store  room  which  should  be  put  to  better  use  than 
the  accumulation  of  stickers.  Then  there  is  the 
decreasing  value  of  furniture  from  the  deterioration 
that  is  constantly  going  on  from  unuse. .  Put  a  price 
on  these  goods  that  will  surely  move  them,  and  give 
you  some  good  advertising  as  well.  Then  you  can  re- 
invest the  money  obtained  from  their  sale  in  new,  up- 
to-date  and  desirable  goods  that  will  pay  you  a  profit 
which  will  go  a  long  way  to  make  up  for  the  losses 
you  have  sustained  on  the  undesirable  furniture  dis- 


Froiii  Suite  No.  82:!,  by  the  Lep))erl  Furnitvue  Co.,  Ijiiiiited, 
Berlin,  Ont.     This  is  a  new  desiKn  and  one  tbiit  is 
exceedingly  popular 

posed  of.  This  is  the  best  practice  of  tlie  most  pro- 
gressive merchants  of  the  country.  It  is  not  theory, 
but  hard,  well-tested  facts.  No  merchant  ever  became 
rich  by  nursing  old  stock.  Fresh,  seasonable  furniture 
is  new  blood  to  the  store.  No  buyer  is  so  shrewd 
that  his  stock  will  gather  no  slow-selling  goods,  but 
it  is  his  own  fault  if  they  stay  there.  If  laggard  goods 
won't  sell  at  one  jirice,  in  goes  the  knife  again;  and, 
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if  need  be,  once  more,  until  the  desired  result  is  se- 
cured. The  first  loss-  is  the  smallest  loss ;  the  longer 
you  wait,  the  less  the  goods  are  worth.  In  furniture 
that  lingers  on  the  floor,  a  dollar  quickly  shrinks  to 
fifty  cents,  and  by  and  by  to  nothing.  An  article  is 
worth,  not  what  it  costs,  but  what  it  will  bring.  Goods 
that  have  outstayed  their  welcome  never  improve  in 
value.  Tied-up  money  earns  you  nothing.  Better  have 
a  dollar  in  merchandise  that  turns  over  and  over  and 
earns  you  a  profit  at  every  turn,  than  three  dollars 
in  floor-warmers. 


TWO  KINDS  OF  SALESMANSHIP. 

The  vast  difference  there  is  between  salesman  is-  am- 
ply shown  in  the  following  actual  experience  which  a 
member  of  the  staff  of  The  Furniture  World  and  the 
Undertaker  had  recentlv.    He  savs:  "I  wanted  to  buy 


This  is  an  example  of  where  a  little  thoughtfulness 
and  ingenuity  on  the  part  of  a  salesman  will  frequent- 
Iv  land  an  order  where  a  sale  could  not  otherwise  be 
made.  Securing  the  different  hardware  to  suit  the 
customer  meant  a  little  extra  trouble,  but  the  customer 
would  be  satisfied,  and  that  is  the  big  thing. 


HOW  DO  YOU  FIGURE  PROFIT. 

An  article  costs  you  ^l.OO  including  freight.  You 
sell  it  at  $1.25.  Quick !  How  much  gross  profit  do 
you  make?  25  per  cent?  No — dead  wrong.  Why? 
Let  us  say  your  cost  of  doing  business  is  25  per  cent, 
and  you  had  just  expected  to  clear  out  even  by  sell- 
ing that  article  at  .$1.25.  In  other  words  you  figured 
that  25  cents  gross  profit  was  25  per  cent,  of  $1.00 
and  as  your  cost  of  doing  business  was  25  per  cent, 
you'd  just  balance.     Would  you?      You  would  not. 


A  dining-room  suite  well  adapted  to  its  surroundings. 


a  dinner  waggon  to  match  a  dining-room  set.  I  visit- 
ed one  store  and  was  shown  a  waggon  that  was  the 
size  and  finish  desired  bat  the  hardware  on  it  would 
not  match  the  hardware  on  my  other  furniture.  I 
explained  things  to  the  salesman  and  he  stated  that 
that  was  the  nearest  thing  to  what  I  wanted  tliat  they 
had  in  stock  and  that  he  was  sorry  they  could  not  suit 
me. 

"I  came  out  and  went  into  another  store  and  was 
shown  exactly  the  same  article.  I  told  this  clerk  that 
as  it  did  not  match  exactly  I  did  not  care  to  buy  it. 
'Oh  !'  he  said,  'that  need  not  stop  you;  we  can  fix  that. 
I  can  get  the  representative  of  the  firm  whose  goods 
we  handle  to  get  some  hardware  to  match.'  The  re- 
sult of  this  was  that  he  got  the  order." 


That  cost  of  doing  business  is  figured  from  the  selling 
price.    Now  25  per  cent,  of  $1.25,  or  the  gross  selling 
price,  would  be  3114-  cents.    But  your  profit  is  only 
25  cents.    You  have  lost  6iy4  cents  on  the  transaction. 

The  rule  is  simple.  When  you  figure  profits  from 
cost  and  cost  of  doing  business  from  selling  price,  you 
are  figuring  from  two  different  angles.  Always  figure 
both  cost  of  doing  business  and  profit  from  selling 
price. 


The  show  window  without  dust,  dirt  and  cobwebs, 
made  attractive  by  constant  changes  of  well  displayed 
ffoods,  has  made  more  business  for  the  merchant  than 
comes  from  anv  other  effort. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


BACKGROUND  FOR  WINDOW  DISPLAY. 

In  the  accompanying  illnstration  is  given  an  idea 
of  what  can  be  done  with  crepe-paper  in  the  setting 
of  a  window  backgronnd  for  an  opening  event,  and 
here  an  ehxborate  etfect  is  bronght  out  at  small  ex- 
pense. All  of  these  accessories  are  to  be  had  in  print- 
ed crepe-paper.  This  design  should  have  as  a  foil 
some  flat  surface  which  can  be  mirrors,  caleimined 
muslin  over  framework,  or  this  same  framework  cov- 
ered tiat  with  marble  or  wood  grain  paper.  In  order 
to  make  the  lattice  effect  stand  out,  the  support  at 
the  top  line  of  the  window  background  should  extend 
ahead  of  it  at  least  six  inches.  The  lattice  strips  are 
made  of  crepe-paper  stretched  jiist  enough  to  hold  tlat 
at  the  top  aiul  bottom  lines,  and  the  outside  edges  at 
tiie  sidf>s  and  ends  have  wood  strips  in  back  of  the 
creiH!  to  serve  as  a  support.  The  flower-box  at  the 
base  is  of  similar  construction  with  the  exception  that 
it  has  a  strip  of  crepe  the  full  width  of  the  paper  set 
in  behiiul  the  lattice  strips.  Shell  pink  is  suggested  as 
a  good  spring  color  for  this,  having  the  lattice  strips 


Suggested  background  for  Spring  window  in  which  crepe  is  freely  used. 


white.  The  ferns  posed  on  top  are  crepe-paper  cut- 
outs appliqued  on  white  tarletan.  This  makes  up  very 
realistically,  akin  to  similar  effects  brought  out  on 
canvas  in  theater  flies.  This  same  plan  is  applied  to 
making  the  foliage  for  the  tree  on  the  right — a  strip 
of  black  traletan  stretched  tight  extends  from  the  top 
of  the  wi!idow  down  to  the  top  line  of  the  window 
background,  and  white  tarletan  below  that  is  attached 
to  the  framework  for  the  tree  trunk  and  the  branches. 
This  framework  is  cut  out  of  wall  board  and  padded 
in  one-ipuirter  relief  effect,  having  the  raised  surface 
covered  flat  with  green-crepe  paper.  The  cut-out 
leaves  and  foliage  are  set  on  the  tarletan  as  near  to 
nature  as  i)Ossibl(^  Similar  leaf  cut-onts  are  entwined 
between  the  lattice  strips.  In  the  upper  framework 
the  ends  of  the  strips  curl  below  the  lattice  line.  The 
tree  trunk  and  l)ran(thes  should  have  a  dash  of  paint 
here  and  there  to  bring  out  these  parts  most  realis- 
tically. 


WINDOW  DECORATION  FOR  THE  RETAILER. 

What  is  generally  considered  to  be  the  best  method 
for  displaying  furniture,  is  by  the  realistic  plan ;  that 
is,  by  showing  furniture  as  it  will  look  when  actually 
in  use.  Whether  it  be  furniture  for  the  parlor,  library, 
dining  room  or  guest  chamber,  the  greater  advantage 
may  be  gained  by  concerting  the  window  into  such  a 
room,  than  by  stocking  it  full  of  articles  of  varioiis 
;nnds.  The  sides  may  be  made  into  walls  for  the  dis- 
play of  wall  coverings  and  pictures  and  the  floor  may 
be  used  for  exhibiting  the  latest  patterns  in  carpets 
and  rugs.  Although,  necessarily,  not  so  much  room 
may  be  taken  in  the  window  as  in  the  room,  care  must 
be  taken  to  avoid  overcrowding.  Thus,  a  comfortable 
chair  is  placed  beside  a  table  on  which  in  turn  is  a 
reading  lamp.  Along  one  wall  is  a  well-filled  book- 
case upon  which  are  placed  pieces  of  ornamental  pot- 
tery or  statuary.  Chairs  and  smaller  tables  are  placed 
m  appropriate  places  throughout  the  room.  A  heavy 
rug  covers  the  floor  and  the  walls  contain,  here  and 
there,  a  framed  picture.  Books  and  smaller  ornaments, 
placed  on  table  or  cabinet,  give  a  homelike  appear- 
ance which  completes  the  picture  and  creates  the  de- 
siren  )>>ipression. 


SCRAP  BOOK  OF  WINDOW  DISPLAYS. 

Have  a  scrap  book  in  which  yon  can  keep  pictures 
that  you  cut  from  the  magazines.  Cut  out  every  pic- 
ture that  you  think  may  possibly  be  of  some  use  to 
you,  preserving  with  it  the  full  description.  You  will 
find  them  a  wonderful  help.  Although  you  may  not 
care  to  follow  the  model  exactly,  you  can  combine 
ideas  from  several  of  them  which  together  with  your 
own  ideas  will  give  you  a  good  start  for  your  plan. 

Classify  these  pictures  into  groups  such  as  tools, 
paint,  kitchen  utensils,  holiday  displays,  etc.,  so  that 
you  can  refer  to  them  as  a  subject.  In  this  book  paste 
as  many  other  pictures,  other  than  windows,  that  sug- 
gest ideas  which  you  can  later  develop  at  a  time  they 
may  be  appropriate.— C.  Y.  Kimball,  Jr. 


SHADING  SHOW  CARDS. 

To  shade  show  cards,  place  a  small  quantitv  of  dry 
color  where  the  center  of  the  back  ground  is  to  be. 
Take  a  wad  of  cotton  about  the  size  of  a  walnut,  cover 
with  chamois  skin  and  rub  the  color  into  the  card, 
gradually  and  smoothly;  working  away  from  the  cen- 
ter with  a  circular  motion  until  the*  background  is 
shaded  off'  to  suit  you.  Then  letter  over  this  shad- 
ing.   Ijettering  is  best  done  in  black. 


Suggestion  for  a  Winiiow  or  Interior  C^arii 
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Card  Writing  Suggestions 


J.  R.  Hutson 


ters  in  this  line  are  about  one  inch  high ;  therefore 
the  other  lines  must  appear  much  smaller.  The  num- 
erals may  be  made  a  little  larger  than  the  capital  let- 
ters in  the  subject. 

shows  a  style  of  layout  using  few  capital  letters — all 


In  this  article  the  use  of  the  Roman  letter  with 
three  different  kinds  of  layouts  will  be  the  subject. 
These  layouts  are  all  made  with  a  No.  10  brush.  A 
is  a  one-stroke  letter.  The  numerals  are  Roman  out- 
line with  a  No.  6  brush;  the  borders  and  underlines 
are  also  made  with  a  No.  6  brush. 

In  Fig.  1  the  layout  is  the  first  thing  to  consider: 
this  layout  is  known  as  a  balanced  layout  and  is  used 
more  than  any  other  kind.  In  working  up  this  card, 
first  decide  on  the  margin  necessary — that  is,  the  dis- 
tance from  the  lettering  to  the  edges  of  the  card.  In 
any  case  always  have  room  for  a  one-inch  border  line. 


Sale  ^g/^ 

Menb  Kid  Oloues 


t 


Mens 


Fig.  3 

sentences  are  shown  starting  on  a  vertical  line  at  the 
left.  This  card  was  made  using  a  No.  10  red  sable 
chisel-edge  brush,  the  numerals  outlined  and  filled  in, 
spurs  on  all  letters  made  with  a  single  stroke;  the 

In  Fig.  2  we  have  single-stroke  Roman  italics.  This 
layout  breaking  the  edges  of  the  lines  on  the  right 
permits  inserting  numerals  or  prices  in  the  break,  to 
form  a  pleasing  style  adapted  to  cards  for  all  lines 
of  merchandise. 

Fig.  3  shows  a  "balanced  layout"  means  one-half 
the  subject  is  set  to  leave  extra  white  space  at  one 
end  in  the  upper  part  of  the  card,  and  the  other  halt 
is  set  reversed  to  leave  a  similar  space  at  an  opposite 
end  in  the  lower  half.  In  this  layout  ornamental  lines 
are  shown  to  fill  these  spaces  fitting  in  with  the  un- 
derscore. 


Fig.  1 


This  card  being  a  half -sheet  (14  by  22  inches)  with 
five  lines  of  reading-matter,  a  margin  of  2^/2  inches 
at  each  end  of  the  card  and  from  2%  inches  to  3 
inches  at  top  and  bottom  will  equalize  the  black-and- 
white  space  very  well. 

Never  to  have  less  than  a  two-inch  margin  on  a 
half-sheet  is  good  form. 

Always  mark  off  the  center  of  all  cards  of  balanced 
layouts.  Start  at  top  of  card  and  rule  off  lines  as 
instructed  in  Fig.  1. 


Fig.  2 

Lesson  2 — Strike  off  the  letters  lightly  in  pencil  for 
correct  spacing.  Always  bear  in  mind  that  the  sub- 
ject and  price  should  be  made  to  appear  large  and 
strong. 

Do  not  make  the  letters  too  large.  In  Fig.  1,  the 
subject,  "Men's  Kid  Gloves,"  all  the  lower-case  let- 


A  MERCHANT'S  INSPIRING  TJiXT. 

In  a  certain  "Western  city  there  is  an  immense  store 
managed  by  two  brothers.  It  covers  nine  acres  of 
floor  space  and  employs  over  a  thousand  people.  It 
is  considered  a  dull  day  when  the  intake  of  cash  does 
not  foot  up  $20,000;  and  yet  this  enormous  business 
has  been  buillt  up  from  a  small  beginning  in  the  brief 
period  of  ten  years.  Those  who  visit  the  private  office 
of  the  elder  brother  notice  first  of  all  a  number  of 
mottoes  neatly  framed,  and  these  reveal  in  an  im- 
pressive way  the  secret  of  the  success  of  this  immense 
business.  One  of  the  mottoes  which  pithily  expresses 
the  vital  principle  of  human  progress  is  the  follow 
ing:— 

"Nothing  in  the  world  can  take  the  place  of  persist- 
ence. Talent  will  not ;  nothing  is  more  common  than 
unsuccessful  men  of  talent.  Genius  will  not;  unre- 
warded genius  is  almost  a  proverb.  Education  Avill 
not;  the  world  is  full  of  educated  derelicts.  Persist- 
ence and  determination  alone  are  omnipotent.  The 
slogan,  'Press  On!'  has  solved  and  always  will  solve 
the  problems  of  the  human  race." 

To  the  head  of  the  business  this  motto  is  endeared 
by  many  interesting  remembrances.  "That  long  text," 
said  he  to  an  interviewer,  "used  to  hang  in  my 
room  when  I  was  a  clerk  at  six  dollars  a  week.  It 
has  always  been  a  great  comfort  and  inspiration  to 
me,  for  the  reason  that  I  am  lacking  in  the  three  es- 
sentials first  named,  and  have  been  obliged  to  rely 
largely  upon  the  fourth.  But  for  the  virtue  of  that 
((uality  I  certainly  would  now  be  a  partner  in  this 
store.  I  have  read  the  text  times  innumerable,  and 
still  refer  to  it  daily  for  inspiration." 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  T^pograph^ 


PUT  THOUGHT  ON  YOUR  ADVERTISING. 

}.  Crabtree. 

I  would  not  be  stating  a  new  fact  if  I  remarked  that 
about  fifty  per  cent,  of  those  who  advertise  in  the 
home  papers  are  quite  skeptical  about  the  results  that 
they  get. 

Indeed  many  of  them  advertise  because  their  com- 
petitor runs  his  card  daily  or  weekly  (as  the  case  may 


Stanley  Mills  &  Co.,i^\ 


Stanley  Milk  &  Co., 


LimiteJ 


Now  for  the  Third  Day  ot  the  Great  Housefurnishing  Sale 


If 


fuil-«iid  wilb  Hue*.  CurUiDf. 
WhII  Pnpen,  Oilclotbs.  M»ttiniP< 
■u'l  siinilw  iDPrchnniiim"  for 
iheit    principMl    ff^iRbl.  you 

nn  ioiportant  uvont  tbis  AonunI 
Kouicfurnintaing  t»alr  h«s  I'U- 


Vwit  the  ;inl  and  llh  floor 
(IcpartrucDts  whi^re  the  tuli'  is 
prcgrcss,  bowever — withcu.*- 
._jnersbu(ily  buying  tbe  requir- 
ed tbiDg%  tor  furotsLing  tb«ir 
humu  ffir  ibe  aumoHir — you'll  | 
grow  eatfatiii  H  tic  ov« 
>j  b«  glkd  to  buy, 


More  Specials       'RGi %,  v^l^lPv^^''"* 


Sammer  Blankets  and 
White  Sheets 

luinclMie  BlukMi 


1.29 

1.88 

""isSc 

■""ic 


Dood  Qn»l»7  Art  SaUlni    For    lnor/  I     CuTUln' Po)M,  •irooR  -'^  or  mi'>.>K>>Dv 

Floorcoverings  on  Sale  on  4th  Floor 


wide  Oerlt  Lia«l*um.  Ti<" 
lUir  OlkloUu  >D  iIdiu  nr  iA>rc 


i9c 

Mattresses  That  Were 
Made-in-Hamilton 


2.79 


An  attractive  lay  ont.   Very  much  smaller  than  original. 

be),  and  they  feel  that  they  must  not  be  left  out.  Now 
it  strikes  me  if  many  schools  can  be  established  turn- 
ing out  ever  so  often  crops  of  students  who  expect 
(and  many  of  them  do)  to  make  a  good  living  out  of 
just  writing  ads  for  certain  firms,  and  that  this  busi- 
ness is  on  the  increase,  that  there  must  be  something 
in  it  that  would  pay  the  merchant  in  the  smaller 
towns  to  investigate. 

You  say,  "Why,  we  pay  the  editor  of  the  paper  to 
write  the  ad.  for  us,  and  supposed  that  he  knew  his 
business."  He  probably  does,  as  an  editor,  but  the 
chances"  are  that  he,  too,  has  never  had  the  time  to 
give  his  entire  attention  to  the  writing  of  the  ads. 
Besides,  even  if  he  did,  there  are  just  about  100  dif- 
ferent kinds  of  business  advertised  in  his  paper,  and 
he  could  not  well  be  expected  to  know  the  different 
conditions  that  pertain  to  each. 

A  well  written  ad.  will  get  the  people  into  your 
store,  and  it  is  then  up  to  you  and  the  clerks  to  make 
the  sale.  Many  who  advertise  are  of  the  opinion  that 
the  ad.  itself  should  do  the  selling.  If  any  part  of 
that  supposition  is  true,  then  that  same  ad.  must  have 
something  in  it  besides  the  words,  "We  carry  a  full 
and  varied  line." 

One  thing  that  the  jmblic  will  desire  to  know  is, 
what  prices  have  you  got  on  that  full  and  varied  line? 
Another  thing  that  most  all  except  the  very  cheapest 
buyers-  wish  to  be  informed  upon  is  points  regarding 
the  quality  of  the  articles  that  you  offer. 


To  advertise  one  thing  and  attempt  to  sell  something 
"just  as  good"  is  to  be  first  party  to  a  clever  fraud 
(for  the  time  being),  but  such  a  practice  soon  plays 
out  and  the  customer  does  not  come  again  to  be 
"stung."  Worse  than  that  the  customer's  friends  all 
fight  shy  of  your  store. 

To  advertise  a  line  of  articles  when  you  have  only 
odd  sizes  in  stock  and  then  be  obliged  to  say  "just 
out,  will  have  it  in  next  week"  is  also  another  great 
mistake.  The  customer  probably  desires  the  article 
at  the  time  it  is  called  for,  and  "next  week"  to  you, 
will  mean  that  said  customer  has  purchased  elsewhere. 

It  is  a  wise  plan  to  make  sure  that  the  different 
clerks  know  just  what  your  ad.  for  the  week  is.  You 
would  naturally  be  inclined  to  believe  that  every  one 
would,  but  they  do  not.  Worse  still  than  that,  many 
times  the  clerk  not  only  fails  to  laiow  what  is  being 
advertised,  but  he  has  not  got  the  "gumption"  to 
demonstrate  the  article  after  it  has  been  advertised 
and  the  customer  brought  right  to  his  very  counter. 

When  a  store  or  business  is  found  that  such  a  state 
of  afi'airs  exists  in  (and  believe  me  such  conditions 
are  not  rare),  who  can  wonder  that  the  owner  fails 
to  believe  very  "hefty"  in  the  scheme  of  advertising? 

The  great  wonder  is  that  one  can  get  him  to  ad- 
vance a  single  cent  for  the  purpose,  and  probably  you 
couldn't,  except  for  the  ^act,  as  previously  stated,  that 
his  competitors  all  advertise  and  he  is  so  forced  to  do 
the  same  act. 

To  advertise  without  being  able  to  make  good  on 


We  Have  a  FuH  Line  of 

Refrigerators 

and  if  you  want  one  this  season,  il  will  pay  you  to  see  our 
Slock,  as  wc  can  satisfy  you  in  botli  quality  and  price. 
THE  BARNET 

Refrigerator  is  the  best, made.  It  is  absolutely  guai .•mtecJ, 
and  sold  on  trial. 

Prices  .$-40.«)0  to  $1M).(M) 

Let  us  show  yuu  (.iui-  line  uf  cheaper  refrigerators,  if 
you  want  good  \alue; 

Prices  $10.00  to  $35.00 


Peart  Bros.  Hardware  Co. 


wMon  in 


Oonn  UoMh  n»nmmy  u*  Bom  BttMl. 


An  ad.  that  should  sell  refrigerators.    (Original  was  about  oiio-third  larger. 
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■what  you  say  in  the  papers  is  about  as  legitimate  as 
running  a  fake  auction  store,  and  the  customers  will 
stick  by  you  just  about  similar. 

Now,  provided  that  you  feel  that  you  have  not  the 
time  to  take  a  course  of  instruction  with  people  who 
have  made  a  study  of  advertising,  where,  I  repeat,  are 
you  going  to  get  the  ideas  to  put  in  your  ad?  Are 


A  striking  grand-opening  advertisement. 


you  going  to  struggle  along  and  expect  that  harassed 
editor  to  do  it  from  the  few  general  pointers  that  you 
hand  over?  Are  you  going  to  sit  at  your  desk  and 
think  and  think  until  your  brains  are  all  of  a  muddle 
and  could  not,  under  any  circumstances,  evolve  a 
clever  idea? 

Certainly  not.   Look  for  the  ideas  in  your  own  store. 


ADVERTISING  VACUUM  CLEANERS. 

Magladery  Bros.,  New  Liskeard,  advertise:  "No 
carpets  to  beat.  Vacuum  cleaner  to  rent.  We  have 
iiisl  got  in  a  new  and  up-to-date  vacuum  cleaner  which 
we  are  prepared  to  rent  at  the  following  prices:  One- 
half  day,  50c.;  one  day,  75c.  We  will  deliver  the 
cleaner  at  your  house,  show  you  how  to  operate  it,  and 
call  for  it  when  you  are  through.  This  is  a  good  way 
to  lessen  the  work  of  housecleaning  at  small  cost." 

These  prices  are  pretty  low.  In  Toronto,  where 
competition  is  very  keen,  the  prevailing  rate  is  $1  per 
day  for-hand  and  -152.50  for  electric  machines.  The  in- 
vestment necessary  and  the  danger  of  breakage  makes 
$3  a  fair  charge  for  renting  an  electric  machine. 


AN  ADVERTISING  LESSON. 

"I  buy  advertised  goods  by  peference,"  says  G.  H. 
Lorimer,  editor  of  the  Saturday  Evening  Post,  "but  I 
never  write  to  the  advertiser." 

Here  is  a  mighty  advertising  lesson. 

"Replies,"  "answers  to  ads.,"  have  had  much  to  do 
with  misplaced  confidence  in  advertising  mediums. 

Some  of  the  biggest  and  best  buyers  will  not  answer 
ads.,  but,  like  Mr.  Lorimer,  they  prefer  advertised 
goods  and  read  advertisements  carefully. 

How  is  the  advertiser  to  discriminate  if  he  can  not 
depend  upon  replies  to  prove  which  mediums  are  the 
best  ? 

By  two  absolute  methods.  Select  a  publication  which 
goes  to  the  exact  class  of  people  who  should  use  your 
gods  and  use  enough  space  to  command  their  attention 
and  rsepect. 

There  is  no  other  sure  method. 

Not  infrequently  a  large  number  of  replies  prove 
that  the  readers  of  a  certain  publication  are  mere  curi- 
osity seekers. 

The  contents  of  the  publication  itself,  the  thorough- 
ness with  which  it  covers  its  field,  and  the  force  of  its 
appeal  to  earnest-minded  people  should  have  first  con- 
sideration. 


ADVERTISING— THE  BEST  INSURANCE. 

The  primary  purpose  of  advertising  is  to  create  new 
business.  And  yet  it  is  possible  for  a  bank  to  become 
so  strongly  entrenched  that  this  feature  becomes  sec- 
ondary. I3ut  the  necessity  to  advertise  remains  just 
ns  urgent — as  insurance. 

The  commercial  graveyard  is  full  of  firms  who 
thought  they  had  reached  the  point  where  they  could 
.^ifPord  to  stop  advertising. — Commercial  West. 


LLOYD  &  SONS,  LIMITED,  PLANT. 

Lloyd  &  Sons,  Limited,  manufacturers  of  children's 
vehicles,  Trenton,  Ont.,  started  in  bi;siness  four  years 
ago  on  Church  Street,  Toronto.  In  a  very  short  time 
the  premises  became  too  small  and  they  moved  to  a 
larger  plant  on  Brock  Ave.,  Toronto.  Business  kept 
on  I  increasing  and  it  was  seen  that  even  larger  premises 
were  necessary.  The  cost  of  property  and  building  in 
Toronto  were  so  lar<re  at  the  time  that  it  was  thought 
advisable  to  move  to  Trenton. 

At  the  present  plant  they  have  20,000  feet  of  floor 
space  with  300  feet  of  water  and  300  feet  of  railway 
siding.  The  factory  is  equipped  with  the  best  machin- 
ery that  money  can  buy,  and  every  part  of  the  car- 
riage is  manufactured  right  on  the  plant. 

All  the  welding  is  done  by  electricity  and  the  ena- 
mel is  baked  in  an  electric  oven  which  is  the  only  one 
of  its  kind  in  Canada. 

The  patent  {wheel  which  Lloyd  &  Sons,  Limited,  have 
been  using  for  two  years  is  proving  very  popular  on 
account  of  its  superior  strength.  This  wheel  is  made 
all  by  press  work.  The  peculiarity  about  it  is  that 
the  compression  extends  outward  on  the  spokes  thus 
giving  it  increased  strength.  This  is  the  only  wheel 
in  which  the  bushing  in  the  hub  can  be  replaced  with- 
out interfering  with  the  wheel. 

Lloyd  &  Sons,  Limited,  will  put  on  the  market  in 
the  near  future,  a  boy's  strong  express  wagon.  The 
front  gear  of  this  wagon  is  a  new  device.  The  wheels 
work  on  an  independent  axle  along  the  same  prin- 
ciples as  the  automobile  gear. 


See  Our 
New 

"  Everything 
for  House- 
keeping" 


Welcome 
Everybody  to  the 

Grand  Opening  Festival 

of  Our  New  Store— 
Friday  and  Saturday 

D'Alesandro's  Orchestra  Saturday  Afternoon  and  Evening 


Orchestral 
Programme 

2J0  TO  5J0 


j>a(ate  (4  (emf  o^^ieia^fij  ofiened — dund- 
\€<i^  k<Kt€  a^uadtf  enjoyed  tfte  vf-on<U\^u^ 
^ai>iif/a-nd  ajipea'ianee  tHe  ifiaeioui 
i^tt  'loomi — tfit  SeauU^u(  ^ovHM  and 
jiaiwi  j  t^e  de(ifkt^u(  ohedeilhaf  muiie^ 
lAe  hMittf  eanaMd  and  (tie  jiletl^  iou. 
ii^i>ts  itave  $i^n  t^o^ouyd^  enjtt^ed.  caefi 
dej>a^Uitent  itunf-i  (fu  nevnit  and  ^iMit 
iUed  0^  houi^u'iniihttvfi  (o  ft  (tad  and 
vthij  inte^eili'n^  and  Seaatl^u^.  ^ 
l^^<!-»/  jcru  tu  itt  tfiii  diij>(a^  to-moVtot*. 


Orchestral 
Programme 

7.30  TO  10.00 


OUR  NEW  STORE 
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TO  THE  CLERK  WHO  WOULD  SUCCEED. 

By  Elbert  Hubbard 

To  the  clerk  who  would  succeed,  I  say,,  cultivate 
charm  of  manner.  Courteous  manners  in  little  things 
are  an  asset  worth  acquiring.  When  a  customer  ap-, 
proaehes,  rise  and  offer  a  chair.  Step  aside  and  let 
the  store's  guest  pass  first  into  the  elevator.  These 
are  little  things,  but  they  make  you  and  your  work 
finer.  To  gibe  visitors,  or  to  give  fresh  and  flippant 
answers,  even  to  stupid  or  impudent  people,  is  a  great 
mistake.  Meet  rudeness  with  unfailing  politeness  and 
see  how  much  better  you  feel. 

Your  promise  to  a  customer  is  your  employer's  pro- 
mise. A  broken  promise  always  hurts;  and  it  shows 
weakness  in  the  character  of  a  business  organization, 
iust  as  unreliability  does  in  an  individual. 

Most  inaccuracies  come  from  not  really  listening  to 
what  is  said,  or  not  really  seeing  what  you  put  down. 
The  chewing  of  gum,  tobacco  or  paper  as  a  jaw-exer- 
ciser should  be  eliminated.  The  world  is  now  pronoun- 
cing them  vulgar,  unbusiness-like,  useless  and  silly. 
Keep  ahead  of  your  employer  and  of  the  Board  of 
Health  in  this. 

Having  promised  to  obtain  goods  or  information, 
or  to  deliver  goods  by  a  certain  time,  do  not  start  the 
thing  a-going  and  trust  to  luck  for  the  rest.  Do  your 
own  part  in  full,  and  then  follow  up  to  know  that  the 
rest  is  moving  on  schedule  time.  Remember  that  the 
thing  specially  promised  and  of  special  importance 
needs  watching.  "Accidents"  and  life's  various 
"hindrances"  get  after  just  those  things  with  a  keen 
scent. 

If  your  business  is  to  wait  on  customers,  be  careful 
of  your  dress  and  appearance.  Do  your  manicuring 
before  you  reach  the  store.  A  tooth  brush  is  a  good 
investment.  A  salesman  with  a  bad  breath  is  dear  at 
any  price.  Let  your  dress  be  quiet,  neat  and  not  too 
fashionable.  To  have  a  prosperous  appearance  helps 
you  inwardly  and  helps  the  business.  Give  each  cus- 
tomer your  whole  attention  and  give  just  as  consid- 
erate attention  to  a  little  buyer  as  to  a  big  one.  If 
asked  for  information,  be  sure  you  have  it  before  you 
give  it.  Do  not  assume  that  the  location  or  fact  is  so 
because  you  once  thought  it  so. 


BUSINESS-BUILDING  SALESMEN. 

In  the  retail,  wholesale  or  manufacturing  business, 
if  the  contact  is  right  between  the  service  rendered 
and  the  customer's  good  will,  it  signifies  an  effectual 
sales  advertising  plan,  remarks  the  Sporting  Goods 
Dealer. 

While  the  customer's  good  will  rests  upon  the  sum 
of  all  that  is  done  to  render  full  service,  from  the 
quality  of  the  goods  to  the  collection  of  the  accounts, 
one  of  the  actual  points  of  contact  between  the  firm 
and  its  trade  is  the  living  representative — the  sales- 
man. To  get  the  full  power  of  the  vital  business  force 
of  real  service  calls  for  perfect  points  of  contact. 


This  means  the  right  salesman — the  living  man  him- 
self— not  the  goods.  The  goods  the  but  part  of  the 
actual  medium  that  passes  in  the  exchange — usually 
a  known  and  controlled  factor. 

The  salesman  is  the  contact,  the  end  of  the  wire,  and 
to  distribute  the  full  force  of  the  firm  to  the  trade, 
he  must  make  a  perfect  connection.  He  is  both  the 
wire  end  and  the  living  factor  controlling  the  fitting 
of  the  wire  in  the  socket.  If  the  salesman  is  wrong, 
the  contact  is  a  poor  one,  and  the  best  part  of  the  force 
of  the  firm's  service  is  lost. 

With  this  thought  in  mind,  can  a  salesman  who  neg- 
lects himself  in  any  way,  his  appearance,  his  know- 
ledge of  his  goods,  his  habits,  his  morals,  feel  secure  in 
his  position? 

The  salesman  who  knows  that  his  hours,  his  health, 
his  smoking,  his  drinking,  his  clothes,  his  knowledge 
of  work,  his  desire  to  "do  his  best  cheerfully,"  each 
add  to  his  success,  must  remember  that  any  one  weak 
point  leaves  him  open  to  criticism,  and  with  the  dis- 
covering of  weakness  on  any  man's  part  in  these  days 
when  the  science  of  business  is  beginning  to  be  under- 
stood, means  dismissal. 

The  salesman  who  can  form  the  right  contact  is 
always  to  be  found,  and  since  he  deserves  the  job,  he 
in  the  end  gets  it.  To-day  the  opportunity  for  the 
well-balanced  and  finished  salesman  is  better  than  even 
before.  Firms  are  becoming  aware  of  the  business 
law  that  there  is  more  in  business-building  than  in 
business-getting,  and  a  business-building  salesman  who 
can  intensify  the  customer's  good  will  toward  his  firm 
is  the  man  who  gets  the  $$$$. 


COMMISSIONS  TO  CLERKS. 

Among  the  questions  that  got  into  the  question  box 
at  the  recent  convention  of  the  Illinois  Hardware  As- 
sociation was:  "What  do  you  think  of  giving  your 
clerks  a  small  commission  on  sales?" 

In  the  discussion  which  followed  one  member  stated 
that  he  did  not  consider  it  necessary.  If  an  employer 
pays  an  employee  what  he  is  worth  it  is  unnecessary. 
If  he  is  a  good  man,  advance  his  salary  each  year. 

President  Woodward  related  a  personal  experience. 
He  informed  one  of  his  clerks  that  he  would  give  him 
2  per  cent.  For  instance,  if  the  business  would  in- 
crease $5,000  in  1912  over  1911,  the  clerk  would  get 
the  2  per  cent,  on  the  $5,000,  and  that  rule  is  the  basis 
of  his  salary.  Here  is  how  it  works  out:  That  young 
man  watches  the  sales  every  day  and  watches  them 
closely.  Every  night  we  know  what  our  cash  and 
credit  sales  have  been.  Each  week  he  looks  at  the 
record  of  last  year  to  ascertain  how  business  is  com- 
paring with  1911.  If  we  are  falling  back  it  is  an  in- 
centive to  try  and  make  up  the  amount  lost  and  make 
a  gain  if  possible. 


THE  CARE  OF  AWNINGS. 

Do  you  dry  your  awning  out  when  it  gets  wet?  Or 
do  you  leave  it  soak  and  drip  after  a  heavy  rain? 
Don't  you  know  it  doesn't  do  an  awning  any  more 
good  than  it  would  any  other  fabric  to  soak  in  that 
way?  If  your  awning  gets  wet,  lower  it  when  the 
weather  is  right  and  let  it  dry  out,  making  sure  it's 
perfectly  dry  before  you  put  it  iip. 


If  instead  of  rushing  people  about  to  show  them 
your  different  offerings  you  can  arrange  things  so  as 
to  seat  them  comfortably  where  they  can  look  rest- 
fully  at  quite  a  variety  of  stock,  the  effect  should  be 
pleasing  and  help  business. 
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THE  VOGUE  IN  TAPESTRIES. 

Among  upholstery  fabrics  the  interest  has  centred 
round  tapestries  this  season,  says  an  exchange.  There 
has  been  an  extraordinary  revival  of  demand  for  all 
antique  furnishings  of  undoubted  type,  and  this  has 
been  followed  in  the  natural  course  of  events  by  a  re- 
quest for  tapestries  which  are  the  most  suitable  for 
use  therewith. 

Several  types  of  interior  for  which  the  merchant 
need  have  no  hesitation  in  recommending  tapestries 
may  be  mentioned.  These  are  the  Old  English,  Eliza- 
bethan, Jacobean,  and,  in  dainty  shades,  the  early 
Louis  types.  It  will  be  noted  that  the  Watteau  shep- 
herds and  shepherdesses  of  the  Louis  tapestries  and 
the  effects  popular  in  England  during  the  reign  of 
yVnne  are  very  different  from  the  verdure  or  antique 
designs,  being  much  lighter  in  color  and  daintier. 

Sales  of  verdures  have  been  especially  large  this 
year,  and  there  is  every  prospect  of  continuance  and 
probable  increase.  Gobelins  have  been  very  good. 
There  will  be  many  tapestries  of  mixed  materials  of- 
fered during  the  coming  season,  surfaces  of  linen  and 
cotton  mixtures  proving  very  durable. 

These  goods  will  be  taken  for  accessory  purposes 
such  as  the  construction  of  cushions  and  covers  of 
various  sorts.    They  will  also  be  used  for  hangings. 

A  great  deal  of  brown  and  camel  color  appears  in 
the  tapestry  and  other  draping  fabrics  offered  this 
season.  The  prevalence  of  these  shades  for  interior 
decoration  is  not  confined  to  the  fabrics,  but  expresses 
itself  in  the  wall  papers  and  in  the  carpets  and  rugs 
offered  this  season.  The  shades  of  brown  used  are  of 
the  dull  rather  than  the  rich  type.  There  is  a  good 
deal  of  drab  in  them  and  yet  this  does  not  prevent 
them  from  being  much  admired  as  easy  on  the  eyes 
and  harmonioiis  with  other  shades  more  brilliant. 

Blue  is  another  color  which  has  come  in  strongly 
this  season.  This  appears  in  draperies  and  in  the  var- 
ious lines  of  rugs  and  carpets  and  wall  papers  now 
showing.  The  blue  used  in  the  tapestry  is  especially 
soft  and  neutral,  called  usually  old  blue. 


REDS  FOR  CARPETS. 

The  color  most  in  favor  on  carpets  is  red,  and  manu- 
facturers of  these  have  often  to  imitate  this  color  as  it 
is  shown  in  old  Persian  carpets.  Red  is  not  only  pleas- 
ing and  somewhat  soothing  to  the  eye,  but  it  has  in 
carpets  another  recommendation  in  that  it  harmonizes 
so  readily  with  all  other  furni.shings  and  furniture, 
no  matter  the  particular  s-tyle.  From  this  point  of 
view  the  red  shades  required  may  be  put  into  four 
classes:  (a)  The  red  of  the  Persian  style;  (b)  of  the 
Renaissance  style;  (c)  of  the  Empire  style;  and  (d) 
of  the  modern  style.  The  red  of  the  genuine  old  Per- 
sian carpets  was  obtained  exclusively  from  a  .iudicious 
mixture  of  madder,  red-wood,  and  "purple."  Nowa- 
days the  artificial  coloring  matters  are  used  in  the  pro- 
duction of  imitations,  but  as  the  richness  of  the  red 


shown  by  the  originals  is  one  of  their  main  recom- 
mendations, it  becomes  absolutely  necessary  now  that 
the  exact  tone  shall  be  reproduced.  For  this  purpose 
it  is  necessary  to  make  a  careful  selection  of  the  arti- 
ficial coloring  matters  which  shall  be  used.  Ponceau 
is  therefore  out  of  the  question,  because  it  gives  a 
color  which  is  far  too  brilliant.  A  very  suitable  com- 
bination for  producing  the  comparatively  dull  but 
rich  red  is  magenta,  tartrazine,  and  Neptune  green. 
In  the  Renaissance  style  the  colors  for  carpets  take 
more  after  nature's  colorings,  notably  of  flowers.  The 
beauty  and  purity  of  the  colors  which  were  produced 
by  the  dyers  of  this  period  is  very  well  known  and 
appreciated,  and  many  fine  examples  are  to  be  seen  at 
the  Louvre  of  the  work  of  the  Gobelins  period.  The 
coloring  matters  used  were  madder,  red-wood,  and 
cochineal.  The  colors  of  this  style  are  now  imitated 
successfully  and  even  excelled  in  some  instances  by 
the  use  of  the  artificial  dyestuffs.  For  example,  rhoda- 
mine  is  used  for  very  bright  pinks.  The  dark  colors 
are  obtained  by  using  such  dyes  as  aliiiarine,  alizarine 
blue,  chromatrope  RR,  and  light  yellow.  In  contrast 
to  the  very  complicated  designs  of  the  Renaissance, 
from  the  point  of  view  of  ornamentation  and  of  color- 
ings, those  of  the  Empire  style  stand  out  for  their  ex- 
treme simplicity  and  scrupulous  correctness  in  shad- 
ings. Thus  we  find  a  large  ground  in  a  self-color  on 
which  are  disposed  isolated  crowns  and  wreaths  har- 
monizing in  shaded  color  with  the  main  ground.  The 
reds  of  the  Empire  style  are  mostly  saturated  reds, 
though  bright,  and  tending  towards  claret  or  maroon. 
Great  skill  is  required  on  the  part  of  the  colorist  in 
properly  matching  these  saturated  colors.  The  mod- 
orn  style  is  known  for  the  rectilineal  form  of  the  de- 
signs and  the  uniformity  of  the  shades.  Red  is  seldom 
encountered,  but  as  a  color  it  plays  a  part  in  the  pro- 
duction of  the  deeper  colorings. 


DISPLAY  RACK  FOR  OILCLOTH. 

By  the  use  of  the  iron  pipe  herewith  illustrated  a 
firm  in  Massachusetts  have  doubled  their  sales  of  oil- 
cloth. The  upright  pieces  of  the  rack  are  half-inch 
gas  pipe  and  fastened  to  the  floor  and  wall  with  1-2- 
inch  floor  plates.  The  rods,  which  hold  the  oilcloth 
are  3-8-in.    Couplings  are  made  ^vith  tees,  ells  and 


crosses.  The  tees  at  one  end  are  cut  out  at  the  top 
to  receive  the  horizontal  pipes.  An  enlarged  view  of 
the  tee  is  shown.  Before  the  couplings  were  made  a 
round  stick  was  put  in  each  iipriglit  to  keep  the  cross- 
pieces  from  slipping  in  too  far  and  dropping  out  at  the 
other  end . 

The  rods  are  quickly  lifted  out  and  it  is  a  simple 
matter  to  remove  the  roll  of  oilcloth,  when  the  desired 
amount  may  be  measured. 
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HOW  TO  SELL  WALL  PAPER. 

Selling  Avail  paper  by  means  of  sample  books  is  a 
fair  i)lan  to  adopt,  but  it  has  one  disadvantage  in 
that  not  more  than  one  customer  can  look  at  the  sam- 
ples at  a  time.  Then,  too,  customers  passing  through 
the  store  or  through  the  department  cannot  see  the 
samples  unless  they  look  at  the  book.  Another  disad- 
vantage this  method  has  is  that  when  a  book  of  new 
samples  is  shown  the  old  stock  lies'  on  the  shelves. 

The  Onward  Manufacturing  Co..  Berlin,  Ont.,  have 
introduced  a  rotary  display  rack  which  makes  the  sale 
of  wall  paper  much  easier.  This  stand  is  made  entire- 
ly of  metal,  with  a  decidedly  pleasing  finish.  It  is  6 
feet  in  height,  4  feet  6  inches  in  diameter,  and  is 
ec| nipped  with  50  racks  to  show  100  samples.  It  is 
made  in  two  styles  for  18-inch  paper.    Sliding  furni- 


Rotary  Display  Hack  for  wall  paper 


ture  shoes  arc  provided  for  the  base  so  that  it  can  be 
moved  about  easily  or  made  stationary  on  the  floor, 
as  desired. 

With  a  fixture  such  as  this,  customers  can  look 
through  and  select  samples  without  the  assistance  of 
a  salesman,  and  several  customers  can  look  at  sam- 
ples at  the  same  time.  Samples ifor  a  number  of  rooms 
can  be  liiu'd  up  side  by  side  so  that  the  customer  can 
see  just  how  tliey  harmoni/e.  Should  a  person  desire 
to  examine;  samples  more  closely,  the  racks  can  easily 
he  removed  from  the  c(;ntre  disks,  being  made  inter- 
changeable. 

Like  all  other  merchandise,  the  sale  of  wall  paper 
depends  almost  entirely  on  its  being  properly  displayed 
before  the  customer.  The  cheaper  paper  may  be  sold 
from  sample  books,  but  if  the  best  class  of  trade — the 
kind  that  pays — is  desired,  the  sample  book  is  not  de- 
siral)le.  Showing  rolls  from  bins  is  quite  as  cumber- 
some as  the  sample  book  for  it  nirpiires  too  much  time 
and  leaves  your  store  and  stock  in  a  confused  and  dis- 
orderly corulition  unfit  to  receive  the  next  customer 
that  enters. 


SPRING  EFFECTS  IN  WALL  PAPERS. 

This  season  has  seen  a  great  widening  in  the  range  of 
styles  in  wall  papers,  but  the  fabric  and  leather  effects 
still  remain  the  leading  feature.  The  cut-out  motive 
and  border  also  are  popular. 

The  public  nowadays  is  calling  for  paper  to  match 
the  draperies  and  hangings  in  the  room  and  all  up-to^ 
date  dealers  are  featuring  this.  The  furniture  dealer 
who  pays  attention  to  this  wiil  make  money  on  other 
lines  of  furnshings,  for  paper  of  this  class  cannot  be 
used  unless  the  other  furnishings  in  the  room  are  in 
keeping. 

Plain  grounds  are  called  for  extensively  on  account 
of  the  popularity  of  the  cut-out  effects.  The  plainness, 
however,  is  taken  off  to  a  certain  extent  by  the  use  of 
fancy  hair  line  stripes,  the  linen  crash  finish  or  a  tiny 
trail  in  faint  coloring. 

Strap  effects  with  leather  finished  paper  consist 
mainly  of  narrow  designs,  and  these  are  most  fre- 
quently in  some  conventional  pattern  such  as  the 
Tudor  rose  and  the  Art  Nouveau  effects.  Most  of  the 
leather  decorations  remain  uncut,  though  a  few  are 
used  in  the  other  way. 


COSTLY  WALL  PAPER. 

A  wealthy  New  Yorker  decorated  the  walls  of  his 
home  with  old  bonds  to  the  value  of  several  million 
dollars.  This  recalls  the  action  of  a  Toronto  man  who 
decorated  the  walls  of  his  "den"  with  stock  certifi- 
cates of  wild  eat  and  defunct  mining  companies.  He 
did  it  for  the  piirpose  of  keeping  before  him  the  evi- 
dences of  his  folly. 


A  CREDITABLE  STORE. 

The  retail  furniture  and  undertaking  establishment 
at  114  King  Street  West,  Berlin,  owned  and  operated 
by  Ed.  Lippert,  is  a  store  that  reflects  much  credit  on 
Berlin.  It  occupies  a  space  of  32  x  20  feet,  having 
three  floors  and  basement.  Mr.  Lippert  carries  a  large 
line  of  medium  to  high  grade  furniture,  refrigerators 
and  stoves.  He  claims  the  sale  of  stoves  is  a  great 
factor  in  his  business.  He  has  paid  the  Guelph  Stove 
Co.  over  $25,000  for  stoves  in  the  short  time  he  has 
been  in  business.  Mr.  Lippert  holds  both  a  Colorado 
and  Canadian  license  for  embalming  and  his  general 
funeral  equipment  is  unsurpassed  in  Berlin. 


DEATH  OF  JAMES  HAY. 

Mr.  James  Hay,  who  for  many  years  conducted  the 
furniture  factory  now  known  as  the  Canada  Furniture 
Co.,  at  Woodstock,  died  suddenly  on  May  1.  Mr.  Hay 
for  the  las't  few  years  has  been  head  of  the  pipe  organ 
factory  at  Woodstock.  Though  unwell  for  some  time, 
his  death  was  unexpected,  as  he  was  preparing  to  go 
for  a  drive  when  he  was  suddenly  stricken. 

Besides  his  widow,  one  son  arhl  one  daughter  sur- 
vive. 


The  man  who  can't  climb  up  hill  without  grumbling 
will  slide  down  hill  in  a  business  struggle. 


The  plant  of  the  Anchor  Manufacturing-  Company,  man- 
ufacturers of  iron  beds  and  bedding,  146-154  Niagara 
street,  Toronto,  was  partly  destroyed  by  fire  on  May  16th, 
causing  a  loss  of  $5,000  to  the  building  and  $20,000  to 
the  stock. 
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Stoves  and  Utensils 


REMEDYING  TROUBLE  ON  A  COOK  STOVE. 

There  are  salesmen  in  furniture  stores  who  canfsell  a 
stove  on  account  of  their  smooth  tongues  and  winning 
personality,  but"  when  it  comes  to  explaining  some 
technical  part  in  connection  with  a  range,  they  are  at 
a  loss  to  do  so.  The  flue  is  a  part  that  gives  consider- 
able trouble  and  the  following  article  by  a  manufac- 
turer, in  an  exchange,  will  be  instructive  and  inter- 
esting. 

The  experience  through  which  I  have  recently 
passed  will  demonstrate  that  scientific  management 
may  be  ajtplied  widely  and  not  merely  to  the  conduct 
of  a  ])usiness  but  to  every  detail  that  enters  into  it. 
Of  course  no  better  ranges  are  manufactured  in  the 
world  than  we  make,  yet  we  received  a  letter  the  pur- 
port of  which  was  as  follows : 

"I  installed  one  of  your  ranges  recently  in  my  new 
home  and  have  been  having  no  end  of  trouble  trying 


Elevation  showing  varying  areas  of  chimney  flue. 


to  get  a  hot  fire.  We  first  tried  hard  i)ea  coal  with 
poor  results.  Then  we  tried  soft  pea  coal  with  much 
better  success,  but  are  unable  to  get  a  quick  hot  fire 
except  by  using  wood. 

"I  do  not  believe  the  range  is  in  any  way  defective 
and  that  under  proper  draft  it  will  give  good  results 
for  cooking,  baking  and  heating  the  room.  Herewith 
is  a  rough  sketch  of  the  conditions.  Kindly  have  your 
designer  figure  over  the  same  and  if  possible  suggest 


a  good  way  in  which  to  apply  a  remedy  and  overcome 
any  defects  he  may  find. 

"I  have  figured  into  it  myself  and  find  the  area  ap- 
parently sufficient  all  the  way  around;  also  I  think  I 
have  enough  pipe  to  the  chimney  to  counteract  the 
horizontal  pipe  and  the  elbow.  I  want  to  burn  pea 
coal  on  account  of  the  great  difference  in  co.st  between 
that  and  nut  coal  and  must  have  a  stove  to  do  it. 

"The  difference  in  the  price  of  coal  Avould  soon  buy 
a  new  range.  However,  I  wish  to  give  the  present 
range  a  fair  trial  and  want  your  earliest  reply,  since 
T  cannot  now  produce  heat  enough  to  keep  the  .small 
8  X  10-foot  kitchen  warm,  and  await  your  reply  and 
assistance. " 

Almost  any  one  who  would  read  this  letter  and  look 
over  the  draAving  Avoidd  naturally  want  to  suggest 
changes  in  the  flues  to  help  the  fan  out  of  his  trouble, 
as  will  be  found  if  this  letter  and  drawing  are  pub- 
lished and  the  readers  are  asked  for  a  remedy.  The 
facts,  however,  I  found  on  a  personal  investigation  to 
be  as  follows:  The  flue  had  ample  draft  to  operate 
the  range  satisfactorily,  but  the  users  were  never  in- 
structed how  to  use  the  dampers.  The  fire  was  brought 
from  a  banked  condition  with  pea  coal  in  25  minutes 
to  a  baking  condition,  and  a  cherry  pie  was  baked  in 
17  minutes,  top  and  bottom,  and  browned  practically 
alike.  This  demonstration  left  the  owner  of  the  range 
perfectly  satisfied. 

As  will  be  seen,  the  chimney  has  a  height  above  the 
ground  of  24  feet  to  the  top.  The  base  of  the  chim- 
ney rests  on  a  bracket  and  is  8  x  8  inches  in  size  for  a 
distance  of  about  2  feet,  when  it  is  drawn  iu  and  runs 
for  some  12  feet  4x8  inches  in  size.  At  this  point  it 
again  enlarges  and  for  the  remainder  of  its  height  the 
internal  size  is  8  x  8  inches.  The  range  is  connected 
with  the  chimney  by  a  7-inch  pipe. 

No  instructions  having  been  given  to  the  queen  of 
the  kitchen,  it  was  operated  on  the  direct  draft  all 
the  time  and  in  consequence  only  the  top  surface  of 
the  range  was  available  for  heating.  It  supplied  plenty 
of  hot  water,  but  it  was  impossible  to  do  any  baking. 
When  instructions  were  given  as  to  the  proper  use  of 
the  dampers,  the  result  was  as  described  in  the  tore-, 
going.  This  makes  it  very  clear  that  even  though 
stoves  have  been  used  in  kitchens  for  generations,  it  is 
still  necessary  for  those  who  purchase  to  have  instruc- 
tions on  the  proper  way  to  use  the  dampers  in  order 
to  get  the  right  kind  of  service. 


ORNAMENTAL  AND  WOOD  CARVING. 

Of  interest  to  furniture  manufacturers  is  the  enter- 
prise of  The  Canadian  Ornamental  &  Wood  Carving 
Co.,  Ltd.,  of  Uxbridge.  This  firm,  in  which  jMr.  Sam 
8harpe,  M.P.,  has  a  controlling  interest  and  is  Presi- 
dent, succeeded  the  Toronto  Wood  Carving  Co.,  form- 
erly of  West  Toronto.  Mr.  Joseph  Bone,  who  is  a 
practical  carver  of  long  experience,  is  vice-president 
of  the  new  company. 

Already  they  have  done  considerable  business  with 
the  furniture  trade,  and  among  their  recent  contracts 
was  one  for  the  Cathedral  Church,  St.  Hyacinthe.  They 
also  completed  a  contract  for  ornamental  carving  in 
Chateau  Tjaurier,  Ottawa 's  new  hotel. 

At  the  present  time  they  are  running  at  nights  and 
have  factory  accommodation  to  materiallv  enlarge 
their  output.  Additional  equipment  to  their  plant  is 
now  under  consideration. 
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Opening  of  Bedell's  New  Store 

Bedells  Furnishing-  Co.,  Limited,  are  now  located  in 
their  new  home  at  291-295  Yonge  St.,  Toronto.  The 
formal  opening  of  the  new  store  took  place  on  April 
23.  This  firm  accomplished  a  record  in  building  con- 
struction that  is  to  be  commended.  On  January  15  the 
excavation  for  the  new  building  had  not  been  started, 
while  the  firm  were  forced  to  vacate  their  old  premises 
on  Queen  St.  by  April  1.  The  extremely  cold  weather 
hindered  the  workmen  to  a  great  extent  and  for  a 
while  it  was  thought  that  the  firm  would  not  be  able  to 
get  into  their  new  quarters  in  time.  By  staying  on 
the  job,  however,  the  work  was  completed  in  time  and 
to-day  Ihey  have  one  of  the  most  up-to-date  and  finest 
equipped  furniture  stores  in  the  country. 

For  a  Aveek  previous  to  the  opening,  the  firm  used 
large  space  in  all  of  the  city  dailies,  calling  attention 
to  the  large  range  they  were  showing  and  making 
known  the  fact  that  souvenirs  would  be  given  away. 
As  a  result,  the  store  was  crowded  throughout  the  day 
and  many  complimentary  remarks  were  heard  regard- 
ing the  neatness  of  the  display  and  the  able  manner  in 
which  the  aifair  was  conducted. 

The  store  was  charmingly  decorated  for  the  opening 
with  cut  fiowers  and  fiowering  plants.  Running  the 
entire  length  of  the  centre  aisle  on  the  main  fioor  was. 
grill  work  tastefully  draped  with  artificial  flowers  and 
green.  This  was  interspersed  with  miniature  electric 
lights,  and  when  these  were  turned  on  the  effect  was 
pleasing.  The  grill  work  was  of  birch  bark,  which 
added  greatly  to  the  appearance.  About  100  canaries 
had  been  imported  specially  for  the  occasion  and  placed 
at  intervals  around  the  store.  During  the  day  an 
orchestra  discoursed  sweet  music  and  to  each  of  the 
hundred's  of  ladies  who  visited  the  store  the  firm  gave 
a  bunch  of  fiowers. 

In  the  words  of  the  manager,  the  firm  has  gone  from 
the  ridiculous  to  the  extreme  in  the  matter  of  an  up- 
to-date  store.  On  Queen  St.  the  firm  had  practically 
nothing  but  an  entrance  on  the  ground  floor,  though 
they  had  several  large  floors  upstairs  over  the  other 
stores.  There  was  no  room  to  make  a  good  Mdndow 
display.  Now,  however,  they  have  a  large  frontage 
with  excelh^nt  windows  both  on  the  ground  floor  and 
on  the  floor  above.  These  windows  run  from  the  floor 
to  the  ceiling,  which  shows  the  furniture  to  good  ad- 
vantage. 

The  method  of  lighting  the  store  is  what  is  known 
as  the  semi-indirect  system.  This  consists  of  hanging 
domes  of  imitation  alaba.ster,  which  throws  the  light 
first  on  the  ceiling  and  then  it  is  reflected  on  the 
furniture.  This  does  away  with  the  glare  given  by 
some  systems  of  lighting.  Every  furniture  dealer 
knows  that  a  bright  light  will  show  up  the  least 
scratch  or  bit  of  dust  on  a  piece  of  furniture,  but  with 
the  method  adopted  by  Bedells,  this  annoyance  is  done 
away  with. 

The  new  store  has  five  floors  and  a  basement.  The 
latter  is  given  up  to  chinaware,  stoves,  kitchen  uten- 
sils and  labor-saving  devices.  The  firm  is  making  a 
specialty  of  the  latter  and  also  of  ahuninum  kitchen 
ware.  Demonstratiotis  of  washing  machines,  kitchen 
cabinets  and  other  new  devices  for  saving  steps  to  the 
housewife  are  held. 

The  main  floor  is  made  up  into  one  large  show  room, 
with  samples  from  all  the  diff'erent  floors  shown.  Fine 
settings  of  dining  room,  bedroom  and  living  room  furn- 


iture are  shown.  A  plate  rail  extending  all  the  way 
round  this  floor  was^iised  to  display  many  of  the  hand- 
some lines  of  china  carried  by  the  firm.  All  up-to-date 
builders  are  putting  plate  rails  in  the  living  rooms 
and  dining  rooms  of  new  houses,  and  many  house  own- 
ers who  did  not  have  these  when  their  houses  were 
built  are  having  them  put  in.  Furniture  men  are  tak- 
ing up  the  question  to  quite  an  extent  and  selling  the 
moulding  for  rails.  With  this,  comes  a  demand  for 
fancy  plates  and  a  goodly  number  of  dealers  are  now 
selling  this  fancy  stuff  in  their  china  departments. 

Carpets,  draperies  and  linoleums  occupy  the  second 
floor.   This  is  a  beautiful  display  room  with  large  win- 


New  Homo  of  Bedell's  Fiii  nishiiig  Co.,  Liiiiitetl, 
'291-295  Yoiige  Street,  Toronto. 


(lows  facing  on  Yonge  St.  The  rugs  are  set  aside  in 
different  si/es  and  th(>  different  grades  are  kept  separ- 
ate, so  that  a  custoiner  can  almost  wait  on  himself. 

The  third  Hoor  is  given  up  to  dining  room  atul  bod- 
room  displays.  Special  lines  of  kitchen  cal)iriets  also 
are  shown  on  this  floor.  Drawing  room,  living  room, 
den  and  lil)rary  fui'iiiture  is  (lis|)layed  on  the  floor 
al)ove,  whil(>  flic  toj)  flat  is  devoted  to  setting  up  furn- 
iture and  as'  a  general  store  room. 
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THE  LATE  H.  A.  HARTLEIB. 

Heart  failure,  brought  on  by  anticipation  of  a  slight 
operation,  was  the  cause  of  death  on  April  22nd  of 
i\Ir.  Henry  A.  Hartleib,  a  traveller  for  the  Globe-Wer- 
nioke  Office  Furniture  Company  and  the  Anchor  Man- 
ufacturing Co.,  Toronto. 

His  demise  was  sudden  and  unexpected,  although 
he  had  been  taken  ill  in  Ottawa  the  previous  week  and 
Mrs.  Hartleib  had  gone  to  him  there.  He  came  back 
on  the  Saturday  and  telephoned  his  firm  that  he  was 
in  good  shape,  but  that  the  doctor  recommended  that 
he  have  a  slight  operation  for  a  catarrhal  trouble  The 
docitor  stated  it  was  only  a  small  affair  and  that  he 
would  be  around  again  in  a  day  or  two.  In  view  of 
this  assuring  advice,  the  news-  of  his  death  came  as  a 
great  shock  to  all  who  knew  him. 

Mr.  Hartleib  joined  the  Globe-Wernicke  Co.,  Ltd., 
in  1902,  previous  to  which  he  was  associated  with  the 
Geo.  McLagan  Furniture  Co.,  Ltd.  In  late  years  his 
territory  has  been  Toronto,  Hamilton  and  East. 

The  fact  of  him  having  been  associated  with  the  one 
firm  for  so  long  is  testimonial  of  his  ability,  and  that 
he  was  well  liked  by  all  his  customers  is  evidenced  by 
the  number  of  letters  expressing  sympathy  the  firm 
has  received. 


SEES  A  FUTURE  FOR  LE  PAS. 

Editor  Canadian  Furniture  World  and  The  Under- 
taker,— A  great  many  of  the  trade  have  asked  me 
about  Le  Pas,  N.W.T.,  and  it  may  interest  your  read- 
ers to  know  the  truth  about  this  place,  as  I  have  just 
come  from  Le  Pas  and  that  district  on  a  visit  in  the 
interests  of  my  firm. 

I  am  very  much  impressed  with  the  future  of  this 
town,  and  to  speak  of  present  conditions,  the  people 
of  the  town  and  district  are  waiting  anxiously  for  the 
proclamation  of  the  act  which  will  bring  this  district 
into  the  Province  of  Manitoba.  When  it  is  made,  the 
district  will  become  more  settled  and  the  town  will  go 
ahead  fast. 

At  present  there  are  16  stores,  4  hotels,  and  2  banks, 
and  a  population  of  2.400  people. 

Le  Pas  is  the  headquarters  of  the  Hudson  Bay  Rail- 
way, and  as  the  work  goes  forward  will  greatly  in- 
crease the  business  in  the  town.  The  distance  be- 
tween Le  Pas  and  Port  Nelson  is  almost  the  same  as 
that  between  Winnipeg  and  Fort  William,  so  that  Le 
Pas  is  located  at  a  very  advantageous  point;  in  fact, 
I  understand  that  it  will  be  necessary  for  all  railways 
running  to  Hudson  Bay  to  go  through  the  town,  owing 
to  its  peculiar  natural  advantages,  being  located  at 
the  best  point  for  the  entrance  of  a  railway.  The  dis- 
trict around  Le  Pas  has  fine  swamp  lands  which  will 
make  good  agricultural  lands  when  reclaimed,  and  I 
am  told  this  can  be  easily  done. 

The  main  resources  of  the  district  at  the  present 
time  are  furs,  fish  and  timber. 

The  Finger  Lumber  Co.,  Ltd.,  have  a  million  dollar 
plant  located  there,  and  mineral  and  quarry  beds  will 
be  developed  at  once. 

The  Manitoba  Government  will  build  this  year  a 
court  house  and  posit  office  costing  $50,000,  and  $70,- 
000  will  be  spent  by  the  Federal  Government  on 
wharves  and  docks  this  summer,  railway  construction 
work  is-  being  pushed  rapidly  by  the  C.N.R.  and  the 
Hudson  Bav  Railwav. 

A.  W.  ROBINSON, 
Semmens  &  Eve!  Casket  Co.,  Ltd.,  Winnipeg,  Man. 
Branch. 


The  Catalogue  Shelf 


NEW  "ELMIRA  LINE"  CATALOGUE. 

The  new  catalogue  of  the  Elmira  Furniture  Co.,  El- 
mira,  Ont.,  is  now  completed  and  is  being  mailed  to 
the  trade.  Dealers  who  have  not  as  yet  received  a 
copy  may  obtain  one  by  dropping  a  post-card  to  the 
firm. 

This  firm  is  manufacturing  an  exceptionally  fine 
line  of  diners,  rockers,  chairs  and  den  furniture,  and 
are  upholding  their  reputation  for  goods  of  firs-t-class 
workmanship  and  finish  at  medium  prices. 


THE  BELL  1912  CATALOGUE. 

One  of  the  most  handsome  and  best  gotten-up  cata- 
logues that  has  reached  this  office  is  that  of  the  Bell 
Furniture  Co.,  Limited,  Southampton,  Ont.  The  cover, 
Avhich  is  reproduced  herewith,  is  done  in  a  dark  shade 


of  blue  and  heavily.'embossed.  The  best  quality  coated 
paper  has  been  used  and  the  half  tones  are  all  new. 
making  the  book  a  credit  to  the  manufacturers  and 
one  well  fit  to  adorn  the  desk  of  any  retailer. 


A  HANDSOME  BOOKLET. 

The  many  uses  to  which  a  vacuum  cleaner  can  be 
put  are  well  illustrated  in  a  booklet  being  sent  by 
the  Onward  Manufacturing  Co.,  Bej-lin,  Ont.,  to  deal- 
ers who  handle  their  line.  The  cover  of  this  book  is 
printed  in  three  colors,  fine  coated  paper  has  been 
used  and  the  half  tones  are  all  new,  making  it  a  very 
handsome  affair.  Different  parts  of  the  machine  are 
shown,  together  Avith  illustrations  of  how  a  cleaner 
can  be  used,  such  as  cleaning  upholstered  furniture, 
draperies,  etc.  Manj'  people  are  not  aware  that  a 
vacuum  cleaner  can  be  used  for  such  purposes  as  brush- 
ing clothes,  drying  hair,  for  a  face  massage,  cleaning 
hats,  etc.,  and  illustrations  showing  these  various  oper- 
ations are  given  in  the  book. 

The  object  of  this  book  is  to  show  customers  just 
what  can  be  done  Avith  a  vacuum  cleaner,  and  it  is 
furnished  to  retailers  to  keep  on  the  counter  and  dis- 
tribute to  interested  parties. 
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Over  50  years  of 
experience  guar- 
antees the  Quality 
of  our  Products. 


JAMIESON'S 
LIQUID 
WAX  FINISH 


Contains  no   beeswax,    being   made   from  HARD 

VEGETABLE    WAX    and    is  therefore  far  more 

durable  than  the  ordinary  soft  wax. 

It  is  applied  with  a  brush  and  gives  A  PERFECT 

FINISH. 

Let  Us  Send  You  a  Sample 


R.  C.  JAMIESON  &  CO.,  LIMITED 


MONTREAL 


ESTABUSHED 
IN  1858 


VANCOUVER 


Hoffman  Brothers  Co. 

Fort  Wayne,  Indiana 

Manufacturers  of 

Veneers 

(Sliced  and  Sawed) 

and 

Hardwood  Lumber 


Specialties 

Quartered  Oak 

and 

Mahogany  Veneers 


Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 


Plain  woods — All  kinds;  Domestic 
Figured  Woods — All  kinds;  Circassian 
Walnut  and  Mahagony  ;  Quartered 
White  Oak,  Red  Oak,  S)'camore, 
Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 

Same  Attention  to  Small  Orders  as  Large 

Write  Us 


Indianapolis,  Ind.,  U.S.A. 
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Oil  Finished 


Spanish  Leather 


(Large  Steer  Hides) 


1 0  Grades,  1 0  Grain  Effects, 
20  Colors  to  select  from. 
Wholesale  only. 


Samples  and  Prices  on  Application 


The 


Lackawana  Leather  Co. 


Tanners  and 


Manufacturers 


Hackettstown,  N.J. 


Colt's  Quick  Acting  Clamps 


Ath  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  furn- 
shed. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


ESTABLISHED   20  YEARS 

The  reputation  of  our 
Springs  is  enequalled. 
Our  Guaranteed  Tempered 
Upholstering  Spring  has 
been  pronounced  the 
Best  Yet. 

JAMES  STEELE,  LIMITED 

GUELPH  ONTARIO 


WILCOX  &  KNAPP 

CONNEAUTVILLE,  Pa.  U.S.A. 


Hardwood  Lumber 

Plain   Oak  a  Specialty 

Mills  in 

WEST  VIRGINIA  AND  KENTUCKY 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


GROWING  POPULARITY  OF  GUM  WOOD. 

3y}.  B.  Crosby. 

Red  gum  and  its  twin  brother,  sap  gum,  has  been 
the  most  striking  and  significant  development  in  the 
recent  hardwood  history  of  America — ^striking  because 
of  tlio  rapidity  with  which  new  uses  have  been  found 
for-  rfd  gum  and  sap  gum,  and  of  vast  significance  as 
teaching  us  the  lesson  of  making  use  of  our  home  and 
homely  products  instead  of  looking  far  afield  for  the 
privilege  of  spending  our  money.  While  we  have  been 
delving  into  the  remote  forests  of  other  countries  look- 
ing for  mahogany,  Circassian  walnut  and  other  fine 
cabinet  woods,  we  have  been  typically  American  in 
our  prodigality  with  one  of  the  most  beautiful  woods 
in  the  world  that  is  growing  in  our  lumber  "back- 
yard." As  beautiful  as  mahogany,  as  strong  and  dur- 
able as  oak,  and  as  workable  for  utilitarian  purposes 
as  common  pine  or  popular,  red  gum  is  fast  coming 
into  its  own.  It  "arrived"  in  Europe  many  years  ago, 
and  England,  Germany  and  France  have  long  been 
using  red  gum  under  such  stage  names  as  "satin  wal- 
nut," "hazelwood,"  etc. 

Aliases  Discarded. 

With  the  assistance  of  a  modest  amount  of  united 
and  intelligent  advertising,  sanctioned  by  some  of  the 
more  resourceful  and  far-sighted  of  the  gum  manufac- 
turers, this  wood  has  cast  aside  its  aliases,  and  is  now 
rapidly  becoming  one  of  the  most  popular,  all-round 
every-purpose  woods  known  to  architecture,  building, 
and  the  furniture  trade.  Furniture  dealers  and  furn- 
iture manufacturers  are  advertising  red  gum  under  its 
own  name  and  are  as  proud  of  it  as  its  users  and  own- 
ers. 

It  has  the  rich  warm,  brown  tone  that  has  made 
Circassian  walnut  so  popular  for  furniture  ,of  the  bet- 
ter class.  At  half  the  price  of  this  wood  and  ma- 
hogany, red  gum  has  all  of  their  virtues  and  adorn- 
ments. With  the  increasing  price  and  decreasing  sup- 
ply of  oak,  maple  and  some  of  our  other  popular  hard- 
woods, red  gum  and  sap  gum  will  in  the  next  few 
years  make  even  greater  strides  than  in  the  past  five 
or  six.  Red  gum  is  one  of  the  commonest  of  our  South- 
ern trees  and  to  this  fact  it  owes  its  long  neglect. 

A  Misunderstood  Wood. 

Red  gum  has  been  characterized  as  the  most  mis- 
understood and  most  abused  wood  grown  in  the  United 
States.  For  many  years  red  gum  hung  around  the  out- 
skirts, being  looked  upon  as  an  outcast.  Occasionally 
small  quantities  were  cut  and  used  for  temporary  work 
or  were  used  locally  in  the  construction;  of  cheap  build- 
ings. Every  one  acknowledged  the  beauty  of  its  figure 
and  color;  but,  since  no  one  had  taken  the  trouble  to 
study  its  proper  handling  and  cure,  the  verdict  had 
been  rendered  that  red  gum  was  treacherous;  that  it 
would  warp,  twist,  curl  and  otherwise  disport  itself  in 
an  unseemly  manner — was  rebelliously  impracticable. 
Nothing  could  be  more  untrue  if  gum  was  treated 


right.  An  increase  in  the  demand  for  lumber,  coupled 
with  a  decrease  in  the  supply  and  an  advance  in  the 
cost  of  the  preferred  woods,  enabled  skillful  adver- 
tising (of  a  kind  never  before  attempted)  to  direct 
the  attention  of  consumers  to  red  gum.  It  was  a  wood 
known  to  grow  in  abundance  throughout  the  Southern 
States.  It  could  be  had  in  any  quantity  desired  at  a 
very  low  cost  of  the  standing  timber  and  the  trees 
would  produce  two  to  four  logs  of  large  size,  prac- 
tically free  from  defects.  Nature  had  provided  an 
ample  supply  of  the  raw  material ;  man  had  put  in 
mills  and  kilns  suitable  for  the  manufacture  and  pre- 
sumably the  curing,  of  any  kind  of  lumber.  All  that 
was  required  then  to  turn  this  forest  waste  into  com- 
modities of  great  value  was  to  evolve  a  method  of  over- 
coming the  peculiarities  in  the  physical  makeup  of 
red  gum. 

Has  to  be  Treated  Early. 

A  number  of  large  lumber  producers,  assisted  by 
the  U.  S.  Forest  Service  at  last  took  the  matter  up, 
and,  after  long  investigation,  found  that  the  prepara- 
tion of  red  gum  lumber  for  any  purpose  should  begin 
when  the  tree  is  felled.    To  guard  against  staining 


New  Bcdiooin  ("liair.    Hy  Biiot/.  Bros.  &  Co.,  Berlin 

and  warping,  it  is  handled  in  much  the  same  way  as 
other  woods,  but  with  the  important  difference  that 
when  curing  the  piles  are  narrower,  so  that  the  air 
may  circulate  freely,  and  thus  prevent  fermentation  of 
the  sap,  and  that  the  cross  sticks  must  be  placed  to- 
gether. It  was  also  found  that  a  double  process  of 
drying  and  curing  was  essential.  Gum  lumber  had  to 
be  carefully  piled  and  air  dried  for  one  year  after 
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being  sawed,  and  then  kiln  dried.  New  gum  weighs 
4,750  lbs.  per  1,000  feet.  Air  dried  for  one  year  it 
weighs  a  maximum  of  3,300  lbs.,  and  gum  kimber 
weighing  more  than  3  1-3  pounds  per  foot  contains 
astringent  sap  which  causes  warping.  When  this  sap 
is  thoroughly  dried  out  the  results  are  unqualifiedly 
satisfactory.  For  any  kind  of  architectural  uses  red 
gum  is  ideally  adapted,  as  a  long  and  growing  list  of 
buildings  with  red  gum  trim  in  any  of  the  large  cities 
will  testifj'. 

One  of  the  first  building's  in  which  red  gum  was 
used  was  the  Union  League  Club  of  Brooklyn,  which 
Avas  put  up  nineteen  years  ago,  and  the  red  gum  is  as 
good  to-day  as  when  first  put  in.  Other  buildings  in 
which  red  gum  has  been  successfully  used  for  fine  in- 
terior cabinet  finish  include  the  LaSalle  Hotel  in  Chi- 
cago ;  the  University  Club,  Chicago ;  Ely-Walker  Dry 
Goods  Company,  St.  Louis,  Mo. ;  residence  of  Jay  Hern- 
don  Smith,  St.  Louis,  Mo. ;  the  Paterno  Apartments, 
New  York  City ;  the  Belasco-Stuyvesant  Theatre,  New 
York  City;  the  Beaconsfield  Apartments,  New  York 
City;  the  IMcKee  Apartments,  Pittsburg,  and  the  new 
Sherman  House,  in  Chicago.  It  was  architects  who 
first  began  to  use  red  gum,  employing  it  for  elaborate 
interior  trim,  and  it  was  from  this  that  furniture  mak- 
ers began  to  realize  the  desirability  of  the  wood  un- 
der review. 

Testimony  of  Experts. 

Testimony  as  to  the  usefulness  of  red  gura  comes 
freely  from  practical  and  scientific  men  alike.  Here  is 
how  a  leading  metropolitan  manufacturer  tells  of  his 
conversion :  ' '  Prior  to  two  years  ago  we  were  ver.y 
much  prejudiced  against  red  or  sap  gum  for  the  rea- 
son that  our  experience  in  handling  the  said  wood 
through  our  dry  kilns  and  mill  resulted  very  unsuc- 
cessfully. We  would  like  to  state  that  since  the  time 
the  manufacturers  have  been  able  to  handle  and  pro- 
perly treat  this  lumber  after  sawed,  we  have  become 
very  much  interested,  the  results  of  which  were  that 
we  have  been  able  to  handle  this  stock  through  our 
kilns  and  manufacture  the  same  in  such  shape  that 
we  were  able  to  introduce  it  to  various  architects, 
owners  and  builders  and  even  so  far  as  recommending 
it  in  finely  designed  parquet  flooring.  We  have  gone 
further  in  the  past  eight  months  as  to  experimenting 
with  the  sap  gum  which  has  resulted  quite  favorably 
up  to  the  present  time.  This  wood  will  accept  the 
stain  and  varnish  far  superior  to  a  good  many  of  our 
domestic  woods  which  naturally  shows  a  very  beauti- 
ful effect.  We  sincerely  believe  that  this  is  the  com- 
ing wood." 

And  here  is  what  Dr.  Hermann  von  Schrenk,  one 
of  the  leading  authorities  on  trees  and  forestry  in  the 
United  States  said  in  a  Government  bulletin:  "The 
red  gum  is  a  tree  which  is  singularly  free  from  fungus 
growth  when  compared  with  other  species  of  hard- 
wood trees.  This  comparative  freedom  from  disease 
it  shares  with  many  other  species  of  more  or  less  an- 
cient geological  lineage.  One  of  the  reasons  why  the 
trees  are  so  immune  to  the  attacks  of  fungi  may  be 
sought  for  in  th(t  production  of  a  kind  of  gum  or  resin 
which  is  present  in  almost  all  parts  of  the  trees.  The 
resin  appears  as  a  yellowish-brown  semi-transparent 
liquid  with  a  very  Intter  taste,  in  wounds  and  on  the 
bud  scales  of  our  American  species.  It  is  commercially 
j.-novvn  as  li(|uidambar  or  copal  balm.  Liquidambar 
formosana  produces  a  similar  terebinthinous  resin,  and 
L.  orientalis  has  a  similar  substance  from  which  the 
storax,  another  resin  largely  used  in  China,  is  ob- 


tained. The  principal  reason  for  the  comparative  im- 
munity from  disease  is  probably  the  fact  that  in  the 
course  of  its  development  from  the  early  tertiary  per- 
iod up  to  the  present  time,  a  gradual  elimination  of 
these  individuals  which  tended  toward  becoming  dis- 
eased has  taken  place.  In  other  words,  the  genus  has 
lieen  tending  more  and  more  toward  becoming  im- 
mune, because  of  the  survival  of  such  individuals  as 
showed  greater  immunity  to  infection  by  fungi  which 
tend  to  shorten  the  life  of  the  trees.  The  present  com- 
parative freedom  from  serious  disease  is  therefore  pro- 
bably to  be  explained  by  a  simple  process  of  natural 
selection  which  has  produced  a  race  of  almost  immune 
individuals.  The  evolution  against  disease  is  one 
which  the  red  gum  shares  with  many  other  species 
of  ancient  lineage,  such  as  the  bald  Cypress,  the  red- 
wood and  the  sycamore.  The  heartwood  of  the  red 
gum  is  comparatively  long-lived  Avhen  exposed  to 
weathering  influences." 

Sap  gum  has  followed  closely  the  development  of 
its  more  stylish  relative  and  is  coming  rapidly  to  the 
front  as  a  building  and  constructive  wood. 

Sap  Gum  Basis  for  White  Enamel. 

Sap  gum  is  believed  to  be  beyond  doubt  the  best 
basis  for  white  enamel  c  er  seen  in  the  market.  It 
has  all  the  working  qualities  of  any  soft  woods  and 
a  number  of  others  that  the  best  of  them  never  could 


No.  2220  China  Cabinet,  by  the  Geo.  McLagan  Furniture 
Co.,  Stratford,  Ont. 


claim.  It  takes  glue,  varnish,  and  paint  perfectly,  and 
is  workable  to  a  degree  not  attained  by  any  other 
wood.  An  automobile  manufacturer  forced  to  use  sap 
gum  because  poplar  was  not  available  soon  found  him- 
self in  possession  of  a  new  treasure,  and  he  is  now 
using  it  from  choice,  because  he  likes  it  better.  There 
is  no  kind  of  building  work,  carriage,  or  vehicle  con- 
struction that  cannot  make  use  of  sap  gum.  The  illus- 
trations will  give  a  better  idea  of  the  vast  range  of 
usefulness  of  both  red  gum  and  sap  gum  than  any 
length  of  description.  Whether  discovered,  re-discov- 
ered, found,  or  re-born,  or  just  Avell-advertised,  red 
gum  and  sap  gum  hold  records  for  a  rapid  rise  and  a 
sturdy  hold  on  the  affections  of  their  users  and  work- 
ers that  no  other  woods  have  ever  known. 
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A  HARD  FINISH  FOR  SOFT  WOOD. 

©1)  John  A.  Scott. 

Sometimes  it  is  desirable  to  give  a  very  hard  and 
smooth  surface  to  certain  wood  parts.  When  such 
surface  can  be  given  to  the  softer  woods,  a  cheapness 
of  construction  may  be  realized  under  what  it  would 
cost  to  make  the  same  thing  in  hard  wood. 

When  only  a  very  thin  surface  is  required,  a  fcM- 
coats  of  zinc  white  will  make  the  surface  of  wood  al- 
most as  hard  as  zinc  itself.  Of  course  the  coating  will 
be  a  very  thin  one  and  it  will  yield  to  light  blows  on 
account  of  the  very  soft  wood  underneath  the  coating 
of  zinc. 

To  give  wood  a  thick  and  very  hard  surface,  cover 
it  with  a  paste  made  up  of  the  following  substances: 


Chiffonier.    Part  of  10-pic<  c  hedrooin  suite,  No.  4(1.    By  Dyiuond-Colonial 
Co.'s,  Liiiiitcil,  Striithioy,  Out.    t'ostiiiiiier,  part  of  same  suite 


acid. 


Putty  powder,  1    pound;  jjowdered  oxalic 
pound;  and  powdered  gum,  1  ounce. 

Use  just  enough  water  to  make  the  paste  very 
stiff,  then  spread  upon  the  wood  surface,  smooth  as 
nicely  as  desired,  then  j)lace  aside  to  harden.  If  any 
trouble  is  experienced  in  making  the  coating  adhere 
to  the  surface  of  wood,  give  the  surface  a  coating  of 
thin  glue  sizing  or  mix  a  small  amount  with  the  in- 
gredients wtiiic  making  the  paste. 

It  is  ])f()l)al)iy  unnecessary  to  state  tliat  the  coated 
surface  should  Ije  allowed  to  remain  entirely  undis- 
turbed until  it  is  sufficiently  hardened.  The  eagerness 
of  some  people  to  use  things  before  they  are  half 
ready  leads  to  their  l)eing  put  to  work  before  paint  or 
varnish  is  fit  for  liandling,  much  less  using!  So  let 
the  coated  wood  remain  as  it  is  for  s(!veral  days  until 
the  past(!  has  hardeiu^d  to  a  degree  which  will  stand 
any  usage  it  is  likely  to  get. 


Putty  powder  is  nothing  more  than  a  very  pure 
oxide  of  tin.  It  can  be  purchased  ready  for  use  or  it 
may  be  made  by  melting  tin  with  one  and  one-half 
times  its  weight  of  lead.  Keep  the  metals  at  a  red 
heat  and  the  tin  keeps  coming  to  the  top  in  the  shape 
of  putty,  whence  it  gets  its  name.  It  is  a  fine  polish- 
ing material  for  anything  from  gold  to  varnished  and 
lacquered  surfaces.  Almost  any  kind  of  gum  will  ans- 
wer in  above  noted  mixture. — Wood  Craft. 


THE  EXTRA  DOVETAILER  SPINDLE. 

There  is  a  point  about  furniture  factory  dovetailers 
that  is  well  taken,  even  though  it  is  somewhat  sugges- 
tive of  the  old  superfluous  fifth  wheel  for  a  wagon.  It 
was  brought  to  the  attention  of  a  writer  in  the  Furn- 
iture Manufacturer  recently  by  overhearing  one  furn- 
iture factory  man,  who  contemplated  going  into  the 
case  goods  business,  ask  another  who  had  had  exper- 
ience in  this  line,  about  what  size  dovetailing  machine 
he  should  get.  The  experienced  man  told  him  to  get 
a  machine  one  size  larger  than  he  needed ;  in  other 
words,  get  a  machine  with  an  extra  spindle  for,  no 
matter  M^hat  width  stock  he  intended  to  work  regu- 
larly, the  extra  spindle  would  come  in  conveniently 
for  the  occasional  wider  piece  to  be  worked,  and  be- 
sides, it  would  serve  as  a  safeguard  against  delay  in 
case  of  accidents  or  the  need  of  repair  to  one  spindle. 
Now  and  then  there  is  a  spindle  put  out  of  commission 
for  repairs,  and  if  there  is  an  extra  spindle  for  the 
machine,  it  can  go  right  ahead  and  work  while  the  re- 
pairs are  being  made.  It  costs  only  a  little  more,  and 
it  is  not  any  more  trouble  to  operate.  So,  while,  this 
smacks  a  little  of  the  old  idea  of  carrying  an  extra 
wheel  on  the  wagon,  Avhich  was  finally  laughed  out 
of  practice,  it  is  worth  while  and  has  its  counterpart 
in  the  carrying  of  an  extra  tire  or  two  along  with  the 
automobile. 


NEW  FIRM  IN  HANOVER. 

Walter  Meades  Upholstering  Company  is  the  title 
tiame  of  a  new  concern  recently  established  in  Han- 
over, Out.,  for  the  manufacture  of  upholstered  goods, 


\o.  l.V)<)  Hullctt,  hy  the  Geo.  Mcl>agan  Kuruilurc  Co.,  Stiatford,  Out. 

consisting  of  parlor  suits,  couches,  odd  chairs,  etc. 
I\Ir.  Walter  Meades,  the  head  of  the  concern,  though 
young,  in  years,  is  old  in  experience,  having  been  with 
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the  Morloek  Bros.,  manufacturers  of  iipholstered  goods 
in  Hanover,  in  the  capacity  of  superintendent  for  18 
years.  INIr.  ]\Ieades  is  enthusiastic  over  the  future 
success  of  his  business. 


PROGRESS  IN  MOTOR  TRUCKS. 

The  1912  motor  truck  displays  have  all  shoAvn  how 
varied  and  pronounced  has  been  the  progress  by  these 
manufacturing  concerns  during  the  past  year.  Nu- 
merically concerned,  the  truck  industry  is  attaining 
enormous  proportions.  Over  a  dozen  big  companies 
have  entered  the  field  within  the  last  year,  to  say  noth- 
ing about  more  than  a  score  of  smaller  companies  and 
several  new  builders  of  large  trucks.  Several  of  the 
old  line  companies  have  entered  the  field  with  5-ton 
vehicles,  but  have  announced  that  they  are  already 
working  on  3-ton  types,  which  they  will  market  with- 
in the  next  6  months.  Companies  that  have  been  in 
the  market  for  several  years  with  but  a  single  model 
have  been  forced  to  enlarge  their  line  during  the  past 


Tlie  Motor  Truck  has  greatly  increased  the  Radi\i#  of  Territory 
Withln  easy  reach  of  the  Factory 


12  months.  One  big  company,  that  built  only  3-ton 
sizes,  has  added  a  2-ton  vehicle.  Others  that  built  1, 
2  and  3-ton  types  have  added  a  5-ton  line ;  others  that 
did  not  make  larger  than  5-ton  designs  have  added  a 
6.5  and  a  7,  and  some  companies  now  boast  of  having 
a  complete  line  ranging  from  1  to  10  tons  capacity. 

Viewed  from  a  mechanical  point  of  view,  the  pro- 
f'ress  of  the  year  has  not  been  any  less  important. 
There  has  been  very  much  improvement.  The  experi- 
ence of  the  year  has  taught  many  never-to-be-forgot- 
ten lessons.  These  lessons  have  been  in  nearly  every 
department  of  the  truck.  One  concern  did  not  have 
its  brakes  large  enough ;  they  have  been  increased  in 
drum  diameter  and  width.  ^  second  did  not  have 
sufficient  radiator  capacity  for  slow  work  in  hot  sum- 
mer weather;  the  water  tank  has  been  added  to.  A 
third  found  that  its  governor  was  practically  useless 
unless  all  of  the  connections  were  entirely  enclosed  in 
metal  tubing  and  sealed;  this  has  been  done  and  now 
it  i.s  impossible  for  the  driver  to  meddle  with  this  im- 
portant bulldog  to  look  after  the  interests  of  the  truck 
owner.  A  fourth  has  found  that  he  must  fit  very 
heavy  hub  caps  and  that  these  must  have  plain  semi- 


spherical  ends ;  this  has  been  done  and  the  hub  cap 
secured  with  heavy  bolts  so  that  the  danger  of  being 
torn  oflt*  by  striking  on  door  frames  has  been  elimin- 
ated. With  a  fifth  company  experience  has  shown 
that  the  road  wheels  were  too  light,  the  spokes  too 
weak  close  to  the  inside  of  the  felloe  and  now  these 
are  very  strong.  A  sixth  had  too  light  a  frame  and 
now  each  side  member  is  stitfened  with  brass  rods.  A 
seventh  had  springs  too  stiff  for  the  empty  trucks  and 
scarcely  adecpiate  for  an  overload ;  by  using  a  combin- 
ation scheme,  a  weak  set  carries  the  empty  vehicle  and 
a  secondary  heavy  set  takes  the  load.  Examples  could 
be  cited  by  the  score  telling  what  the  truck  maker 
has  done  to  improve  his  vehicle. 

Looking  over  the  score  or  more  of  new  trucks,  it  is 
a  pleasure  to  see  that  the  old  idea  of  converting  a 
pleasure  car  into  a  truck  has  almost  died.  There  are 
very  few  examples  of  this  to-day.  One  or  two  are 
seen,  but  their  days  are  mimbered.  The  buyer  is  very 
quick  to  spot  such  constructions.  It  can  be  truthfully 
said  that  nearly  all  of  the  large-capacity  new  trucks 
have  motors  that  are  not  pleasure  car  types,  but  de- 
signs specially  intended  for  truck  service.  Often  the 
company  has  not  changed  the  cylinder  dimensions  very 
much,  but  has  added  a  much  heavier  crankshaft,  has 
used  five  bearings  instead  of  three,  and  has  made  the 
crank  case  heavier.  The  gearset  has  been  redesigned, 
with  wider  face  gears,  heavier  shafts  and  shorter  dis- 
tance between  bearings.  The  necessity  for  a  stouter 
gearbox  to  withstand  vibration  caused  by  solid  rub- 
ber tires  and  stiff  springs  has  led  to  the  necessity  of 
much  heavier  castings,  and  in  some  bronze  is  used  in- 
stead of  aluminum  and  not  a  few  employ  cast  iron. 
Strength  is  essential,  a  fact  that  many  engineers  have 
realized. 

The  subject  of  vibration  suggests  the  supporting  of 
the  motor  on  a  subframe  with  spring  support,  these 
springs  absorbing  much  of  the  chassis  vibration.  Last 
year  two  concerns  used  this  and  there  has  only  been 
one  addition  to  the  ranks  within  the  year.  At  that 
time  it  was  thought  that  many  would  follow  this  ex- 
ample. When  discussing  it  makers  take  little  stock 
in  the  effect  of  vibration  on  the  motor.  It  is  made 
strong  enough, for  such  service;  that  is  one  reason  why 
the  motor  of  the  pleasure  car  is  not  well  suited  for 
the  work,  .except  in  one  or  two  cases  where  the  motor 
was  originally  designed  for  both  pleasure  car  and 
commercial  service,  the  motor  being  stronger  than 
really  needed  for  the  pleasure  car. 

The  progress  in  bodies  is  most  apparent  within  the 
past  season.  The  new  steel  body  is  coming  into  vogue. 
Electric  welding  has  eliminated  the  external  rivet 
heads,  and  now  the  exterior  of  a  brewery  or  coal 
wagon  has  as  smooth  a  surface  as  the  piano  in  the 
parlor.  This  use  of  electric  welding  is  also  seen  in 
some  fine  examples  of  stake  trucks,  each  stake  being 
a  hollow  tube,  with  cross  tubes  electrically  welded  in 
position.  Up  to  the  present  time  such  excellent  con- 
struction was  not  dreamed  of,  but,  thanks  to  the  car, 
the  ideas  of  the  horse  regime  are  being  displaced  by 
modern  ones,  and  no  longer  will  brewery  people  be 
troubled  with  the  rotting  wood  stake,  the  imperish- 
able steel  one  has  taken  its  place. 

Hand  in  hand  with  improvement  in  bodies  is  the  im- 
provement in  the  driver's  cab.  Two  years  ago  the 
motor  truck  did  not  have  the  driver's  cab.  He  was 
forced  to  stand  all  kinds  of  weather,  but  in  the  last 
couple  of  seasons  the  pleasure  car  builder  has  pro- 
vided an  enclosed  compartment  in  the  limousine  for 
the  chauffeur,  and  now  the  truck  maker  is  folloAving 
his  example.    Nearly  every  truck  has  some  kind  of 
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driver's  cab.  Some  are  perfect  enclosures,  with  rain- 
vision  wind  shields,  side  curtains  or  doors.  In  some 
lockers  for  extra  clothing  are  provided.  In  a  word, 
the  driver's  cab  has  come  to  stay.  It  is  a  modern  idea. 
The  driver  can  work  better  if  kept  dry  than  if  forced 
to  sit  out  exposed  to  the  driving  rainstorm.  A  good 
cab  is  a  business  investment;  it  is  but  another  example 
of  the  real  revolution  that  the  motor  vehicle  is  accom- 
plishing. 

Much  effort  has  been  expended  in  introducing  time 
saving  factors  in  different  trucks.  This  idea  was 
launched  several  seasons  ago  when  the  rapidly  de- 
mountable motor  was  introduced.  This  is  still  with  us 
but  has  gained  only  a  very  few  adherents  within  the 
last  couple  of  seasons.  One  way  in  which  time  has 
been  saved  is  in  the  use  of  the  demountable  diial  solid 
rubber  tire.  The  days  are  nearly  over  when  it  is  ne- 
cessary to  send  a  truck  wheel  to  the  factory  simply 
because  a  tire  has  come  off.  With  the  demountable 
idea  much  time  and  also  money  have  been  saved. — 
Motor  Age. 


ELEVEN  BOOSTS  FOR  MOTOR  TRUCKS 

The  following  are  good  reasons  for  investigating  and 
using  the  motor  truck  : — 

Because  it  will  increase  the  efficiency  of  your  deliv- 
ery system. 

Because  it  Avill  give  you  prestige. 

Because  it  will  help  to  increase  your  business. 

Because  you  will  be  able  to  cover  a  large  territory 
in  a  given  time. 

Because  the  motor  truck  will  work  for  you  every  day 
in  the  year. 

Because  the  efficiency  of  your  entire  organization  is 
judged  by  the  way  .you  deliver  your  goods. 

Because  the  motor  truck  is  not  affected  by  the  ele- 
ments, heat  or  cold. 

Because  a  motor  truck  is  a  certainty,  having  reached 
a  standardization  that  insures  its  every-day  use. 

Because  up  to  January  1,  1912,  $60,000,000  worth  of 
trucks  have  been  sold  since  the  inception  of  the  in- 
dustry. 

Because  the  motor  truck  is  now  applicable  to  near].> 
all  bu.siuesses,  owing  to  the  wide  range  of  body  designs 
built  and  the  mechanical  equipment. 

Because  each  motor  truck  takes  the  place  of  two  or 
three  teams  and  as  many  wagons,  depending  largely  on 
the  routing  and  extent  of  your  delivery  system. 


MAKING  EMPTY  MOTOR  TRUCKS  RIDE  EASY 

With  the  increase  in  the  size  of  trucks  there  have 
been  some  very  rational  schemes  devised  to  make  them 
ride  easier  when  running  light,  as  well  as  to  take  care 
of  road  conditions  under  full  load.  This  has  been  ac- 
complished in  most  cases  by  an  auxiliary  spring,  gen- 
erally placed  crosswise  over  the  rear  axle,  made  fairly 
stiff  and  short,  and  coming  into  action  only  when  a 
heavy  load  is  on  the  truck. 

On  one  make  there  is  used  a  somewhat  different  ar- 
rangement, making  the  rear  cross  spring  of  their  plat- 
form type  construction  light  enough  for  easy  spring- 
ing when  the  l)ody  is  empty.  When  loaded  full,  bump- 
ers shift  the  load  from  this  spring  to  the  main  heavy 
springs  so  that  they  take  all  the  strain  beyond  a  cer- 
tain point,  thus  saving  the  light  spring  from  overload 
and  unnecessary  strains. 

Two  of  the  trucks  shown  have  the  rear  springs  un- 
derslung.   In  the  latter  case  the  frame  is  curved  above 
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the  axle  to  allow  for  plenty  of  spring  play.  These 
constructions  are  interesting  in  showing  a  tendency 
toward  lowering  the  center  of  gravity  of  trucks.  On 
account  of  the  necessity  of  the  modern  wide  bodies 
extending  out  over  the  wheels  making  for  high  plat- 
forms, there  is  much  space  under  a  truck,  in  many 
eases,  which  might  well  be  utilized  in  lower  construc- 
tions to  give  greater  stability  and  less  liability  to 
skidding.  The  underslung  spring  construction  is  but 
one  way  of  working  out  of  the  low  weight  idea.  One 
of  the  best  schemes  to  lower  the  frame  and  yet  have 
adequate  spring  action  is  in  the  6-5-ton  Sauer,  in  which 
the  side  members  of  the  frame  are  offset,  opposite  the 
rear  wheels,  for  the  entire  length  of  the  semi-elliptic 
rear  springs. 

On  two  makes  of  trucks  the  auxiliary  cross  springs 
are  so  placed  that  they  come  into  contact  only  when 
the  load  reaches  a  certain  weight.  Then,  when  the 
truck  is  carrying  a  heavy  load,  the  cross  springs  assist 
the  side  springs. — Motor  Age. 


A  CHEAP  DELIVERY  OF  GOODS 

The  low  cost  of  delivery  by  means  of  motor  trucks 
was  illustrated  recently  when  a  three-ton  Kelly  motor 
truck  starting  from  Toronto  delivered  the  household 
effects  of  an  eight-room  house  and  about  half  a  ton 
of  coal  at  Oakville.  The  trip  from  Toronto  to  Oak- 
ville  was  made  on  January  15  of  this  year  for  the 
Frazee  Storage  and  Cartage  Co. 

The  motor  truck  left  the  corner  of  College  street 
and  Spadina  avenue,  Toronto,  at  2  p.m.,  on  January 
15,  proceeding  to  Oakville  via  Cooksville  and  the  Lake 


Kelly  Motor  Truck  taking  one  of  the  hills  between  Oakville  and  Toronto 


Shore  road,  a  distance  of  22  miles.  The  truck  reached 
Oakville  at  5.30  p.m.  There  was  considerable  rain  and 
sleet  following  a  snowstorm.  The  motor  truck  was 
speeded  up  and  went  through  all  drifts  up  to  four 
feet,  but  those  over  that  had  to  be  shovelled. 

For  the  delivery  the  Frazee  Storage  and  Cartage  Co. 
received  $25.  They  paid  $15  for  the  delivery  toi  the 
owners  of  the  motor  truck.  The  total  cost  to  the  own- 
ers was  $5.60,  which  included  gasoline,  oil,  wages, 
hotel  bill,  etc. 


The  man  that  can  see  nothing  but  the  dollar  mark 
when  he  is  buying  will  have  nothing  much  but  the 
matter  of  jirice  to  commend  his  offerings,  and  that  is 
really  a  poor  recommendation — even  if  the  Avorld  is 
supposed  to  be  money  mad. 
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The  Globe  Casket  Co. 


In  all  our  products  we  put  quality  first  and  in  buying 
from  us  you  can  feel  sure  you  are  getting  full  value 
for  every  dollar  you  invest. 


Manufacturers  of: 

Fine  Burial  Caskets 
Burial  Robes 
Casket  Hardware 


Wholesale  Jobbers  of : 

Embalming  Fluids 
Embalmers^  Sundries  and 
Funeral  Directors'  Accessories 


LONDON 


CANADA 


No.  501  Solid  Mahogany.    No.  502  Solid  Quarter  Cut  Oak.  ^_ 

Made  in  Canada 

THIS  "STATE"  DESIGN  CASKET 

Is  one  of  the  best  values  ever  offered  in  a  polished  casket.  It  is  of  massive  design,  with  heavy  hand 
carved  corner  pieces.  It  is  highly  polished  bringing  out  the  beauty  of  the  grain  of  the  mahogany  or  the 
oak,  which  in  either  case  is  solid — not  veneer.  It  is  endorsed  by  leading  undertakers.  If  not  included 
in  your  stock  better  get  prices  at  once.  Everything  you  require  in  the  undertaking  business  from  cheapest 
coffins  to  finest  couches,  including  cloth  and  plush  colored  goods,  kept  in  stock.    Prompt  shipments. 

THE  D.  W.  THOMPSON  COMPANY,  LIMITED 

397-399  QUEEN  ST.  WEST 
F.  L.  COLES,  Manager  TORONTO,  CANADA 
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Undertakers'  Department 


COSMETIC  EFFECT  IN  YELLOW  JAUNDICE 
CASES. 

Written  for  Canadian  Furniture  World  and  the  Undertaker  by 
H.  S.  Eckels,  Ph.G. 

For  many  years  no  t>reater  problem  was  presented 
to  the  embalmer  than  that  which  he  confronted  in  his 
endeavors  to  eliminate  or,  at  least,  to  mitigate  the 
familiar  color  found  in  bodies  where  death  had  result- 
ed from  yellow  jaundice. 

]\Iost  emlnvlmers  have  given  iip  the  elimination  of 
the  objectionable  color  as  a  hopeless  task  and  have 
contented  themselves  with  either  tinting  the  face  with 
paints  and  cosmetics,  or  have  restored  to  the  more 
common  expedient  of  exposing  the  body  only  to  arti- 
ficial light.  Either  of  the  two  latter  methods  is  better 
than  nothing.  Unsatisfactory  as  either  is  to  the  em- 
balmer, it  is  exceedingly  difficult  on  the  background 
offered  by  the  yellow  tinted  face  to  clear  a  complexion 
in  a  life-like  way  by  cosmetics ;  especially  is  this  true 
where  the  embalmer  has  not  had  a  great  deal  of  prac- 
tice at  such  work.  Nor  can  he  invariably  secure  the 
consent  of  the  family  to  expose  the  body  under  arti- 
ficial light  only.  Where  the  casket  is  opened  in  the 
church  this  often  is  impossible,  and  even  where  the 
public  see  only  the  gas-lighted  casket,  members  of 
the  family  are  only  too  apt  to  raise  the  blinds  at 
some  time  when  the  undertaker  is  not  present,  and  be 
greeted  by  the  ghastly  ochre  color  that  must  be  a 
shock  to  them,  no  matter  how  perfectly  the  other 
features  of  the  undertaker's  work  may  have  been  per- 
formed. 

Cause  of  Discoloration. 

It  is  well  to  recall  that  while  a  part  of  this  yellow 
tint  is  in  the  skin  itself,  authorities  now  are  agreed 
that  a  large  proportion  of  the  discoloring  pigment  is 
in  the  circulatory  system  at  the  time  of  death  and  that 
if  the  embalmer  uses  thought  and  care  he  can  readily 
rid  himself  of  this  large  proportion  before  beginning 
tlie  work  of  embalming  proper. 

What  then  must  we  do  and  how  best  may  we  lighten 
that  which  we  can  not  eliminate? 

Every  embalmer  realizes  that  reputations  are  made 
in  accom])lishitig  the  seemingly  impossible,  and  that 
if  he  can  i)r'oduce  a  natural  cosmetic  effect  in  a  yel- 
low jaundice  case,  he  is  sure  to  arouse  comment  that 
will  be  distiru'tly  favorable  and  which  will  go  far  to 
the  up-building  of  his  reputation  as  a  scientific  oper- 
ator. 

Here  is  a  method  which  I  have  followed  for  the  past 
two  years — indeed,  ever  since  T  reasoned  out  the  pro- 


cess, and  by  practical  experiment  verified  my  conclu- 
sions. 

Effect  of  Distilled  Water. 

I  take  up  the  carotid  arteries  and  insert  my  arterial 
tube  ui)wards,  using,  as  a  rule,  a  double  tube  with  a 
"y"  attachment  so  that  I  can  inject  into  both  sim- 
ultaneously. I  then  make  an  incision  in  the  arm  pit, 
raising  the  axillary  vein  and  inserting  a  Genung- 
Eckels'  draining  tube.  Then  I  inject  upwards  into 
each  of  the  carotids  about  four  ounces  of  pure  and,  if 
possible,  distilled  water.  Why?  In  order  to  wash  out 
from  the  arteries,  veins  and  capillaries  the  free  por- 
tion of  the  yellow  pigment  which  is  to  be  found  in  the 
circulatory  system.  Eight  ounces  of  distilled  water 
into  the  face  and  head  will,  however,  clear  out  the 
greater  portion  of  this  color  and  in  most  eases  get 
rid  of  practically  the  whole  of  it. 

In  the  meantime  I  allow  the  most  complete  drain- 
age of  blood  from  the  axillary  vein,  if  necessary  assist- 
ing the  flow  by  pumping. 

Having  completed  this  portion  of  the  operation,  I 
take  eight  ounces*  of  peroxide  fluid  of  regular  strength, 
or  if  the  fluid  is  in  concentrated  or  re-concentrated 
form,  eight  ounces  of  the  mixture  as  diluted,  accord- 
ing to  directions.  Then  I  mix  the  fluid  with  an  equal 
part  of  pure  or  distilled  water,  making  sixteen  ounces 
of  peroxide  fluid  of  half  strength.  One-half  of  this 
is  injected  upwards  into  each  of  the  carotids.  The 
effect  secured  is  three-fold. 

First,  my  distilled  water  has  practically  cleared  the 
arteries,  veins,  and  capillaries  of  the  yellow  pigment. 

Second,  my  fluid  having  been  weakened,  and  the 
projiortion  of  formaldehyde  in  the  peroxide  fluid  being- 
small  in  any  event,  and  only  one-half  normal  quantity 
in  the  diluted  fluid,  the  tendency  to  set  the  small  re- 
maining portion  of  yellow  pigment  is  reduced  almost 
to  the  vanishing  point. 

Third,  what  little  remains  in  the  circulatory  system 
and  what  was  in  the  skin  beyond  the  reach  of  the  wash- 
ing-out process  is  bleached  by  the  peroxide  of  hydro- 
gen, the  greatest  bleacher  known  to  chemical  science, 
to  such  an  extent  that  I  have  had  cases  of  this  kind 
in  which  on  the  day  of  the  funeral  I  was  compelled  to 
use  a  little  cosmetic  on  the  cheeks,  not  to  hide  the 
yellow  color,  but  to  mitigate  the  marble  whiteness. 

Bleaching  the  Jaundice  Pigment. 

I  af  quite  aware  that  many  eminent  authorities  de- 
clare that  it  is  imjiossible  to  bleach  out  the  yellow 
jauiulice  i)ignu'nt.  but  T  am  equally  certain  tliat  T  have 
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No.  511  — All  Selected  Quarter-Sawed  Oak,  including  Mouldings,  Hand-Carved  Corners.    Finished  in  Golden 
Oak,  Fine  Polish  Finish,  with  best  Liberty  Satin  under  top  moulding  and  Face  Lid  Crushed. 

Made  in  sizes  6  ft.  and  6  h.  3  in.,  20  ys  ins.  wide. 


The  Goods  we  Manufacture 
are  the  Standard  of  Perfection 


High  Grade  Caskets,  Coffins  and 
Funeral  Furnishings,  Superior  Cover- 
ed Caskets,  Fine  Piano  Polished 
Oak  and  Mahogany  Caskets 


While  our  products  may  be  imitated 
they  cannot  be  equalled 


"We  Never  Miss  a  Train  " 


Experienced  Salesmen  in  our 
factory  and  offices  Night  and 
Day  capable  of  taking  and 
executing  all  orders  promptly 
at  any  hour. 


Head  Office  :    Hamilton,  Ont. 

Telephones  517-3319 


Night  and    /    Phone  5  I  7 
Sunday  Call    I    3319.  1160  or  3353 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton,  Ont.  Winnipeg,  Man. 
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(lone  it  and  that  many  who  have  followed  this  method 
have  had  ecjually  satisfactory  results. 

It  may  be  remarked  in  passing  that  the  body  is  par- 
ticularly easy  to  preserve  in  yellow  jaundice  cases, 
and  that  no  difficulty  is  likely  to  be  experienced  in 
securing-  preservation  in  the  face  with  tiuids  thus 
weakened. 

However,  the  operation  having  been  completed  in 
this  way,  there,  is  no  ap])arent  reason,  if  signs  of  under 
embalming  should  l)e  present  on  the  second  day,  why 
a  .subsequent  re-injection  of  fluid  in  its  ordinary 
strength  would  hamper  the  securing  or  rather  the 
holding  of  the  cosmetic  efiPect. 

The  face  having  been  taken  care  of,  then,  with 
weakened  tluid,  I  would  inject  downward  into  the 
carotid  arteries  the  usual  ((uantity  of  fluid  in  its  regu- 
lar strength  to  complete  the  preservation  of  the  body. 

Get  the  Little  Booklet. 

This  method  of  procedure  with  weakened  fluid  and 
of  subsequent  re-injection  with  fluid  of  regular  strength 
is  quite  similar  to  that  which  I  use  in  my  permanent 
()reservation  process,  a  process,  by  the  way,  in  which 
absolute  preservation  readily  may  be  secured  along 
with  the  most  attractive  cosmetic  effect.  This  latter 
process  is  a  little  too  elaborate  to  be  described  in  full 
here,  but  I  shall  be  very  glad  to  send,  free  of  all 
charge,  my  little  booklet  on  the  subject  to  any  inter- 
ested undertaker  who  will  address  me  at  1922  Arch 
Street,  Philadelphia,  Pa. 

Without  egotism,  I  think  I  may  say  that  this  pro- 
cess of  permanent  preservation,  along  with  perfect 
cosmetic  effect  and  the  elimination  of  the  familiar  yel- 
low color,  are  two  of  the  greatest  achievements  that 
have  been  made  possible  by  the  discovery  of  a  per- 
oxide of  hydrogen  embalming  fluid.  In  a  later  issue 
I  .should  like  to  tell  how  it  is  possible  to  get  better 
results  with  this  fluid  in  dropsical  cases  than  is  pos- 
sible by  ordinary  raw  formaldehyde  fluids,  and  if  the 
editor  will  permit  I  shall  be  glad  to  take  up  this  sub- 
ject at  a  later  date. 


JUDGE  MABEE'S  FUNERAL. 

The  funeral  of  the  late  Judge  Mabee  was  very  quiet  and 
simple,  and  was  in  charge  of  J.  A.  Humphrey  &  Son,  475 
Church  Street,  Toronto.  The  case,  which  was  supplied 
by  Eckardt's  National  Casket  Co.,  Toronto,  was  a 
Chancellor  style,  heavy,  plain  oak  casket,  with  cream 
liberty  satin  interior,  including  mattresses  and  pillow.  It 
was  trimmed  on  the  outside  with  square.  Chancellor  style 
oak  and  copper  steel-braced  handles. 


COMMUNICABLE  DISEASES— BACTERIA. 

By  Prof.  Dohnau. 

In  the  first  place,  as  to  the  definition  of  bacteria,  or 
germ  life.  It  is  the  lowest  form  of  vegetable  life,  and 
we  find  it  develops  by  two  different  processes,  division 
and  sporulation. 

Here  we  have  one,  the  rod-shaped  form  of  germs. 
These  germs  double  their  strength  in  about  an  hour. 
There  are  then  three  i)eriods.  You  have  heard  the 
saying:  "Working  both  ends  towards  the  middle." 
That  is  exactly  what  is  done  here — it  gets  pulling  here 
until  there  is*  a  division  in  the  middle,  which  forms 
two  germs  instead  of  one — by  division.  That  is  how 
this  particular  germ  will  develop — by  division. 

Sporulation. 

Now  the  sporulation  part  of  it.  Here  we  have 
germ  containing  spore — little  seed  inside.    This  will 


be  the  first  part  of  growth.  It  increases  its  size  and 
another  small  one  is  formed  in  one  end  of  it.  The 
third  period  they  are  still  larger  and  both  spores  have 
increased  their  size.  The  fottrth  is  where  they  are 
just  about  to  separate.  Each  spore  carries  off  its  own 
germ,  and  in  the  fifth  period  we  have  2  separate,  com- 
plete germs. 

That  will  give  j'lm  a  very  good  idea  of  the  repro- 
duction of  germ  life.  The  rate  of  reproduction  is  just 
about  once  every  hour,  if  conditions  are  favorable. 
Yon  can  readily  see  that  in  24  hours  the  germs  will 
run  away  into  the  millions.  The  total  number  of  germ 
'ife  in  a  body  after  one  germ  is  present  will  run  over 
three  million  in  24  hours-. 

There  are  a  great  many  things,  however,  that  com- 
bat this  reprcr5^>etion.  In  the  first  place,  the  blood 
maintaining  the  tissues  of  the  body  in  a  healthful,  nor- 
mal state,  prevent  such  reproduction.  And  this  ex- 
plains the  change  that  takes  place  in  a  dead  body  un- 
less you  use  embalming  fluid  to  prevent  it.  I  do  not 
mean  the  same  germs  inhabit  both.  In  the  living  body 
you  have  pathogenic  and  non-pathogenic,  and  in  the 
dead  body  we  have  the  fermentative  and  putrefactive, 
breaking  doAvn  the  tissues  of  the  body  and  reducing 
it  to  nothing.  Avhat  we  call  dissolution  of  the  body, 
which  means  separation  of  all  the  elements  which 
make  up  the  body  and  a  reduction  of  them  into  four 
or  five  elements  present  in  the  body  at  the  time  of  de- 
composition, viz.,  nitrogen,  Avater,  carbon  di  oxide  and 
methane  (marsh  gas).  We  have  reduced  the  body 
down  to  these  four  elements. 

This  methane  or  marsh  gas  is  just  the  same  as  the 
black  fire  damp  in  coal  mines,  and  this  is  what  causes 
the  odor  of  putrefaction.  Its  principal  constituents 
is  sulphuretted  hydrogen  gas,  one  of  the  vilest  odors 
possible  to  find.  The  treatment  of  injecting  embalm- 
ing fluid  into  the  body  is  to  prevent  the  dissolution 
of  the  body,  by  preventing  the  reproduction  of  germs. 

The  principal  forms  of  germ  life  in  the  body  are  the 
pathogenic.  These  are  disease  producers,  and  non- 
pathogenic, which  are  harmless  germs  inhabiting  the 
living  body.  Those  invading  the  body  after  death  are 
fermentation  bacteria  (producing  gas  from  the  con- 
tents of  the  intestines  and  the  blood  vessels).  Putri- 
factive  bacteria  (digesting  the  solid  tissues  of  the  body 
reducing  them  gradually  and  bringing  them  down  to 
the  point  where  we  have  those  four  elements,  nitro- 
gen, water,  etc.). 

The  principal  forms  of  germs  are :  Bacilli  (rod- 
shaped  variety  ;  vibrio  (sometimes  called  spiral 
shape)  ;  cocci  (ball-shaped  variety). 

Most  of  the  disease-producing  germs  are  found  in 
the  rod-shaped  variety,  and  the  most  of  them  non- 
spore  bearing — those  that  multiply  by  division.  The 
spore  bearing  germ  has  remarkable  power  of  life 
against  the  action  of  germicide,  takes  a  stronger  ap- 
plication to  kill  it  than  the  other  variety,  because  the 
real  life  of  the  germ  is  in  the  spore  and  harder  to  get 
at,  while  the  real  life  of  the  germs  that  multiply  by 
div'sion  is'^all  through  the  entire  structure,  consequent- 
ly it  Avill  die  easier  than  the  other. 


When  conversation  with  your  friend  languishes, 
ha.sten  to  make  your  friend  the  STd)ject  of  the  conver- 
sation, and  it  will  probably  revive. 


Our  pride  perhaps  gets  us  more  falls  than  anything 
else,  but  just  the  same  it  is  worth  while,  and  it  is  bet- 
ter to  get  a  few  falls,  now  and  then,  than  to  never 
attain  a  place  high  enough  to  fall. 


48  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.  May,  1912. 


Built  on  Quality 


T^HIS  is  an  illustration  of  our  number  3314  casket,  with 
oak  case,  design  2A5.  This  casket,  which  is  covered 
with  our  best  grade  English  Broadcloth,  is  very  ornate.  It 
has  heavy  hand-carved  corners,  recess  moulding  with  full 
swell  panels,  ball  beading  in  satin  or  cloth  as  desired  and 
best  white  or  cream  satin  around  glass  and  drop  curtain. 


A  very  neat  and  pretty  design 
well  calculated  to  please. 
Write  us  for  quotations  :  : 


EVEL  CASKET  COMPANY 

HAMILTON,  ONTARIO 
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The  Burial  of  the  Titanic  Victims 

The  Undertakers  who  Officiated  and  the  Manu- 
facturers who  Filled  Orders  for  the  Large  Quantity 
of  Coffins,  Caskets  and  Other  Supplies  Demanded 

The  largest  order  ever  received  at  one  time  by  the 
National  Casket  Co.,  Toronto,  was  sent  in  by  Snow 
&  Co..  funeral  directors,  Halifax.  N.S.  Snow  &  Co. 
are  the  largest  undertaking  tirm  in  Halifax  and  when 
it  was  made  known  that  the  ship  bearing  the  remains 
of  the  persons  drowned  in  the  wreck  of  the  Titanic 
would  arrive  at  Halifax,  they  made  preparations  to 
take  ca^re  of  the  bodies.  A  wire  was  sent  to  the  Na- 
tional Casket  Co.  to  rush  500  coffins.  The  telegram, 
which  reached  Toronto  on  Friday  morning,  naturally 
took  the  firm  unawares'  and  the  work  of  filling  the 
order  was  innnediately:  started.    A  large  percentage 


factured  by  the  Springfield  Metallic  Casket  Co., 
Springfield,  Ohio,  was  a  handsome  solid  steel  metallic, 
finished  in  rosewood,  hermetically  sealed,  and  with 
oxodized  extension  handles  and  trimmings. 

A  rate  of  $2.60  per  hundred  pounds  was  secured, 
which  is  a  reduction  of  $1  from  the  regular  express 
rate. 

*         #  ^ 

Christie  Brothers  &  Co.,  Limited,  Amherst,  N.S., 
supplied  large  orders  for  burial  supplies  for  the  205 
victims  of  the  Titanic  disaster,  which  were  brought 
to  Halifax. 

The  first  order  they  received  was  for  two  carloads 
of  coffins  and  caskets  from  Snow  &  Co.,  Halifax,  who 
had  the  contract  from  the  White  Star  Line  to  supply 
the  funeral  goods.  These  tAvo  carloads  were  shipped 
out  at  once  and  were  on  hand  before  the  arrival  of 
the  steamer.    In  addition  to  that  they  sent  a  number 


Lai-ge  motor  truck  used  by  Xational  Casket  Co.,  Toronto,  to  convey  fioni  their  works  to  tlie  station  tlie  large  order 
recently  received  from  Snow  &  Co.,  Halifax.  N.S.   Shown  by  courtesy  of  "Toronto  Sunday  World." 


of  the  caskets  were  ready  with  the  exception  of  the 
outside  shells.  The  power  department  was  started  at 
fiill|Sfieed  and  k('])t  going  all  day  Friday,  Friday  night 
and  all  Saturday,  by  which  time  the  order  was  ready. 
Several  teams  and  a  large  motor  truck  were  brought 
into  commission  to  convey  the  goods  to  the  station, 
and  three  cars  were  loaded  and  rushed  by  express  to 
reach  Halifax  on  Monday. 

Besides  hardwood  caskets,  covered  caskets,  metallic 
caskets,  metallic  linings,  Maxw(^ll  vaults,  plated  ware, 
dresses,  suits  and  robes,  the  shipment  contained  a 
large  quantity  of  concentrated  alchoform  fluid,  manu- 
factured by  the  Egy|)tian  Chemical  Co.,  Boston,  Mass., 
for  which  the  National  Casket  Co.  are  Canadian 
agents. 

In  the  shipment  was  a  casket  for  the  remains  of  the 
late  John  Jacob  Astor.    This  casket,  which  was  manu- 


of  good  caskets  by  express,  also  a  lot  of  outside  oak 
cases. 

As  the  White  Star  Company  reqiiired  an  additional 
lot  of  coffins  for  those  who  were  interred  in  Halifax, 
they  received  a  rush  order  at  9.30  the  following  Thurs- 
day morning  from  Snow  &  Company  for  one  hundred 
coffins  by  express,  and  in  about  three  hours  those 
coffins  were  on  their  way  to  Halifax  in  a  special  ex- 
press car.  In  addition  to  this  they  sup])lied  a  lot  oC 
hardware,  robes  and  linings. 

Mr.  Murray,  of  ('hristie  Brothers  &  Co.,  who  is  an 
exbalmer  of  wide  experience,  was  i)resent  ten  days 
assisting  Snow  &  Co.  day  and  night.  Dioxin  reeon- 
centrated  fluid,  for  which  Christie!  Hrotliers  &  Co.  are 
jobbers  for  the  Maritime  Provinces,  was  used  exclu- 
sively and  gave  the  utmost  s*atisfaction. 

"Snow  &  Co.,"  said  a  representative  of  Christie 
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National  Casket  Co.  (Eckardt  s)  National  Silver  Plate  Co. 
National  Dry  Kilns,  Planing  Mills  &  Woodworking  Co. 

Established  1867  Largest  Funeral  Supply  House' in  Canada  (The  Pioneer  House) 


No.  533  Solid  Oak  Casket.    Also  made  in  Mahogany 

One  of  our  great  winners  and  the  greatest  winner  for  the  money  ever  put  on  the 
market  Write  us  or  ask  our  travellers  for  quotations  on  this  case.  It  will  pay  you. 
We  are  leaders  in  the  following  goods  : 

Fine  Covered  Caskets.    Fine  Polished  Oak  and  Mahogany  Cases 
Fine  PoHshed  Surface  Oak  and  Mahogany  Cases 

Our  great  specialties  are  hardware  generally,  dry  gfoods  generally,  and  sundries  g'enerally.  We  manufacture  all  our 
own  gfoods  including  hardware  and  dry  goods,  including  the  famous  patent  Paramount  Sleeve  for  gents'  robes  and  suits, 
patented  b)'  W.  J.  Worden  of  New  York  City,  for  which  we  are  Sole  Agents  for  Canada. 

Ask  our  representatives  to  demonstrate  these  sleeves  to  you — why  you  should  purchase  gents'  suits  with  sleeves  made 
in  this  way.  They  do  not  cost  you  any  more  in  merino  and  cobourg  suits  or  robes.  There  is  no  up-to-date  funeral  director 
in  the  States  will  purchase  gents'  suits  unless  they  have  Paramount  Sleeves,  as  Paramount  Sleeves  in  gents'  suits  represent 
a  complete  suit.     The  Paramount  Sleeve  is  attached  at  the  coat-sleeve  shoulder,  and  represents  a  complete  shirt  with  bosom. 

.Some  funeral  directors  may  say,  "  The  way  I  place  the  arms,  inside  the  sleeve  part  is  never  seen."  But  just  consider 
this  for  a  minute.  Some  citizens  wonder  how  the  funeral  director  can  supply  such  a  nice  suit  for  so  little  money,  and  after  the 
funeral  director  leaves  the  house,  they  begin  lo  examine  the  suit  and  other  goods  supplied,  also  the  sleeves  and  the  cuffs, 
and  find  the  cuffs  only  pinned  in,  and  they  see  that  there  is  onl}-  a  linen  bosom  or  dicky  as  some  call  them,  a  pair  of  cuffs 
pinned  in,  and  then  naturally  they  get  the  idea  that  everything  is  on  the  same  order — only  a  bluff.  Is  this  not  correct  ? 
Whereas,  if  the  shirt  sleeves  with  the  cuffs  attached  to  them,  just  like  shirt  sleeve  are  sewn  to  the  shoulder  of  the  bodj-  part 
of  a  shirt,  no  one  can  tell  but  what  there  is  a  complete  shirt  on  the  body. 

These  Paramount  Sleeves  are  put  in  all  gents'  merino  and  cobourg  suits  and  robes  free  of  charge,  and  and  a  charge  of 
15  cents  extra  for  Paramount  Sleeves  in  gents'  lawn  robes  or  suits.  A  great  number  of  funeral  directors  will  not  even  have  a 
gents'  tawn  robe  without  Paramount  Sleeves.  BE  SURE  when  ordering  Gents'  Robes  and  Suits,  when  desiring  "  Paramount 
Sleeves"  to  add  the  letter  Z  after  the  number  of  any  Gents'  Robe  or  Suit. 

We  are  the  only  House  in  Canada  with  a  man  at  the  offices  the  year  round,  night  and  day,  who  thoroughly  understands 
the  goods,  for  the  benefit  of  the  profession,  so  that  the}'  can  procure  the  best  possible  results. 

SOLE  AGENTS  FOR  CANADA  for  the  world  renouned  Concentrated  Alcoform  Embalming  Fluid,  manufactured  by  the 
Egyptian  Chemical  Co.,  Boston,  Mass.  We  also  handle  the  Canicula  line  of  fluids.  Full  line  of  embalming  instruments, 
grips  and  sundries  of  all  kinds  always  in  stock.    Headquarters  for  all  kinds  of  funeral  goods. 

Be  sure  and  ask  our  representatives  to  show  you  the  great  values  from  their  trunks  in  the  hotel  sample  rooms.  The  Large 
Departmental  Stores  make  their  enormous  sales  by  the  display  of  big  values  they  offer  in  their  show  windows.  So  be  sure 
to  insist  on  our  representatives  showing  you  the  wide  range  of  new  designs  and  extraordinary  values  they  carry  in  their 
trunks,  including  hardware,  dry  goods  and  funeral  goods  of  all  kinds.  Don't  take  "  no  "  for  an  answer.  See  the  goods  for 
yourself.  When  you  demand  to  see  trunk  samples  some  representative  is  liable  to  say  "can  you  not  purchase  from  my 
hand  grip,"  wishing  to  avoid  the  trouble  of  opening  trunks  and  showing  samples.  You  demand  to  see  the  values  that  are 
in  the  trunks.  It  will  pay  you  to  do  so.  This  is  what  representatives  are  on  the  road  for,  and  when  they  are  doing  this 
little  work,  they  have  a  bigger  snap  than  the  boys  who  are  working  in  the  warehouse.  A  man  who  tries  to  avoid  opening 
up  his  trunks  and  showing  samples  might  make  a  consequential  tourist  but  will  never  make  a  successful  salesman. 

If  vou  cannot  wait  until  our  representative  calls,  send  along  your  valued  orders  by  mail,  and  give  us  all  possible  parti- 
culars, and  same  will  have  our  best  attention  at  all  times.  Remember  Toronto  is  the  great  distributing  point  for  Canada  for 
all  classes  of  funeral  goods.  1,367,000  freight  cars  leave  Toronto  daily,  and  1672  express  trains  leave  Toronto  every  24  hours. 
No  wonder  Toronto  is  the  great  distributing  point  for  Canada  for  all  classes  of  goods. 

National  Casket  Company 

93-109  Niagara  Street  *  ^  "  Eck.rdi,  p,«p.  Toronto,  Canada 

Telephone  Numbers:  General  Office,  Adelaide  454,  455,  456.    Private  Branch  Exchange  connecting  all  departments.    Night  and 

Sunday  Orders  :  Adelaide  454,  Parkdale  1834.  North  4521,  College  5344 

The  only  Caiket  Manufacturing  Company  in  Canada  with  Private  Branch  Telephone  Exchange  Connecting  all  Department* 
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Brothers  &  Go.  to  a  representative  of  The  Furniture 
World  and  the  Undertaker,  "deserve  great  credit  for 
the  way  in  which  they  handled  a  very  difficult  situa- 
tion and  were  very  highly  commended  by  the  friends 
of  the  victims  of  the  greatest  sea  tragedy  the  world 
has  known. " 

*  #    *  * 

The  Semmens  &  Evel  Casket  Co.,  Limited,  Hamilton, 
Ont.,  were  recently  in  receipt  of  an  order  from  one  of 
their  eastern  customers  for  over  300  burial  robes  and 
casket  linings  to  be  used  for  the  bodies  recovered  from 
the  wrecked  steamship  Titanic. 

This  firm  has  one  of  the  most  up-to-date  plants  for 
the  manufacture  of  caskets,  coffins  and  undertakers' 
furnishings  and  their  facilities  are  such  as  to  enable 
them  to  turn  out  burial  robes  and  linings  in  large 
(jnantities  on  short  notice. 

The  business  secured  so  far  this  year  shows  an  in- 
crease over  any  previous  year,  and  the  firm  are  up  to 
their  eyes  in  work. 

^        ^        ^  ^ 

R.  S.  Flint,  2r)9  College  St.,  Toronto,  agent  in  Can- 
ada for  H.  S.  Eckels  &  Co.,  .shipped  per  express  to 
Christie  Bros.,  Amherst,  N.S.,  ten  cases  of  reconcen- 
trated  dioxygen  tiuid,  to  be  used  in  preparing  the  re- 
mains of  the  Titanic  victims.  This  order  was  followed 
by  one  for  fifteen  cases  to  be  .shipped  by  freight.  The 
week  these  goods  were  sold  was  a  record  one  in  Mr. 
Flint's  business,  the  sales  for  the  week  totalling  1,476 
gallons. 

*  *    *  * 

Geo.  Newell,  an  embalmer  of  Yarmouth,  N.S.,  re- 
cently had  a  decidedly  unpleasant  experience  and  one 
he  is  not  likely  to  forget.  Mr.  Newell  was  sent  from 
Yarmouth  to  Halifax  to  aid  in  caring  for  the  bodies 
recovered  from  the  wreck  of  the  Titanic.  Mr.  Newell, 
along  with  several  other  undertakers,  was  working 
on  the  bodies  in  the  temporary  morgue  and  was  hor- 
rified to  discover  that  one  body  given  him  to  embalm 
was  that  of  his  uncle,  A.  L.  Newell,  who  had  sailed  on 
the  Titanic  from  Southampton. 

The  shock  to  Mr.  Newell  can  easily  be  imagined  and 
The  Canadian  Furniture  World  and  the  Undertaker 
expresses  its  sympathy  in  his  loss. 

*  *    *  * 

Among  the  large  number  of  undertakers  at  Halifax 
when  the  MacKay-Bennett  and  the  Minia  arrived 
were:  J.  F.  Rice,  Digby;  Geo.  A.  Chamberland,  A. 
Louis  Brenan,  P.  J.  Fitzpatrick,  St.  John,  N.B. ;  A.  A. 
Tuttle,  H.  B.  Tuttle,  F.  L.  Tuttle,  Moncton;  A.  W. 
Murray,  Amherst;  S.  W.  Campbell,  Pictou;  J.  E.  Bor- 
den, Hantsport;  Frank  II.  Newell,  Yarmouth;  Arthur 
M.  Maher,  Chatham,  N.B. ;  W.  E.  Campbell,  Sackville; 

E.  C.  McLellan,  Tatamagouche ;  A.  B.  Lander,  Ilills- 
boro;  S.  Clair  West,   Liverpool;  W.  H.   Wallace  W. 

F.  Wallace,  F.D.,  Sussex. 

*  *    #  * 

The  Canadian  Express  cars  carrying  the  goods  from 
the  National  Casket  Co.,  Toronto,  to  Halifax,  N.S.,  for 
the  bodies  of  the  victim.s  in  connection  with  the  "Titanic" 
disaster  were  90  ft.  long.  They  are  called  horse  express 
cars,  and  have  these  great  dimensions  on  account  of  not 
bemg  able  to  pack  horses  like  you  can  ordinary  goods, 
and  can't  get  any  great  weight  in  an  ordinary  sized  car. 


BACK  FROM  THE  DEAD. 

A  rather  remarkable  case  of  mistaken  identity  was 
recently  revealed  at  the  Southwark  Coroner's  Court, 
England.  The  body  of  a  man  which  had  been  found 
dead  was  identified  as  that  of  C.  H.  Skinner.  Both  his 
wife  and  daughter  were  among  those  who  identified 
him  and  insurance  to  the  amount  of  £8  was  paid  to 
the  supposed  widow. 

Shortly  afterward  the  supposed  dead  man  turned 
up,  and,  in  order  to  rectify  the  death  certificate  it  was 
necessary  to  bring  the  matter  before  the  Coroner's 
Court,  during  which  it  came  out  that  the  wife  of  the 
supposed  dead  man  had  remarked  when  she  saw  h'm : 

"You  ought  to  be  ashamed  of  yourself  for  causing 
all  this  trouble." 

The  coroner:  "Then  you  were  not  pleased  to  see 
him?" 

"No,"  she  replied,  "I  was  sorry,  because  I  thought 
I  had  seen  the  last  of  him." 


A  PIONEER  DEALER. 

One  of  the  leading  furniture  and  undertaking  re- 
tail stores  in  Berlin,  is  at  63  King  Street  West,  owned 
and  operated  by  Mr.  A.  G.  Schrieter,  assisted  by  his 
two  sons.  It  is  of  brick  construction,  comparatively 
new,  five  stories  high  with  a  floor  space  of  15,000  sq. 
ft.    The  undertaking  department  occupies  one  floor. 

Mr.  Schreiter  is  a  pioneer  having  spent  39  years  in 
the  fiirniture  business,  14  years  of  which  he  was  em- 
ployed by  the  Simpson  store  in  Berlin,  in  the  capa- 
city of  foreman. 

•  The  business  done  in  the  first  four  months  in  1912 
verv  much  exceeds  that  of  the  corresponding  months 

of  igii. 


SLIDING  SHOES  POPULAR. 

The  Onward  Manufacturing  Co.,  Berlin,  Ont.,  manu- 
facturers of  the  Onward  sliding  furniture  shoe,  are 
much  gratified  over  the  continued  increasing  demand 
for  their  shoe. 

These  goods  have  attained  a  high  degree  of  jiopu- 
larity  since  their  introduction  in  Canada,  some  two 
years  ago.  This  is  evidenced  by  the  receipt  almost 
daily  of  orders  from  new  firms,  as  well /as  repeat  orders 
from  old  ones. 

Three  years  ago  the  sliding  shoe  was  practically  un- 
known in  this  country.  To-day,  however,  the  Onward 
sliding  furniture  shoe  is  being  handled  by  eighteen 
hundred  dealers  throughout  Canada.  Among  some  of 
the  recent  orders  the  Onward  firm  has  received  are 
540  sets  from  the  Ives  Modern  Bed  Co.,  Cornwall,  Ont., 
and  100  sets  from  the  Central  Prison,  Toronto. 


James  Ross  has  purchased  the  business  of  McQuarrie 
&  Grant,  New  Glasgow,  N.S.  Mr.  Ross  has  been  man- 
ager for  McQuarrie  &  Grant  for  some  years. 


Mr.  F.  J.  Martyn,  funeral  director,  North  Bay,  On- 
tario, is  taking  a  lively  interest  in  baseball  this  year,  and 
is  looking  after  securing  players  for  the  North  Bay  team. 
May  he  and  his  team  win  out. 
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Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 

And  Solicit  Your  Corres- 


MITCHELL  &  CO.       IngersoU,  Ontario 


Eventually  you  will  use  the 

BOMGARDNER 

Why  Not  Now  ? 

Bomgai-dner  goods  are  built  for  business.  Made  as  light,  and  comp.act 
as  is  consistent  with  strenghth  and  general  reliability  for  the 
service  they  are  to  render. 

Your  Jobber  is  an  Authorized  Agent  for  Bomgardner  Goods 


Bomgardner  Church  Truck 


BEAUTY  IS  IN  SIMPLICITY 

Write  for  prices  on  the 

BOMGARDNER 

Lowering  Device 
Church  Truck 
Pedestal,  Floral 
Rack,  Etc.,  Etc. 

"  We  Guarantee  It  " 


Bomgardner  K.  D.  Lowering  Device  in  Largest  and  Smallest  Adjustments 


The  Bomgardner  Manufacturing  Company,  Cleveland,  Ohio 
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Knobs  of  News 


Geo.  Ritz,  Humboldt,  Sask.,  has  been  succeeded  by 
Thos.  Smith. 

Goossen  &  Barkniau,  furniture  and  harness  dealers, 
Steinback,  Man.,  have  been  succeeded  by  Barkman 
Penner  Co. 

Wo'od  &  Jack,  Napinka,  Man.,  have  succeeded  H.  S. 
De  "Witt  in  the  hardware  and  furniture  business. 

Cowan  &  Russell,  Perdue,  Sask.,  have  gone  out  of 
business. 

The  Dominion  Undertaking  Parlors,  Vancouver,  B. 
C,  have  dissolved. 

F.  Nordquist,  Halbrite,  Sask.,  has  been  succeeded  by 
Nordquisit  Bros.  &  Anderson. 

The  Battleford  Furniture,  Plumbing  &  Heating  Co. 
has  bought  out  H.  Capstick. 

The  Gait  Robe  Co.,  Gait,  Ont.,  are  sending  to  the 
trade  a  neatly  gotten  up  circular  describing  their 
couch  hammocks.  They  are  making  an  exceptionally 
fine  line  and  any  information  as  to  quality,  prices,  etc., 
may  be  had  on  application. 

D.  S.  MacMurray,  representing  The  Semmens  &  Evel 
(basket  Co.,  Limited,  Hamilton,  Ont.,  in  the  Maritime 
provinces,  has  just  returned  from  a  trip  over  his 
ground,  and  reports  that  his  sales  during  the  past 
three  months  have  been  most  gratifying  to  himself 
vind  to  the  tirm  he  represents. 

J.  Knowles  &  Son,  Dundas,  Ont.,  recently  purchased 
a  fine  new  pallbearer's  coach  from  Mitchell  &  Co., 
Ingersoll,  Ont. 

It  was  generally  supposed  that  the  roads  through 
Jlount  Pleasant  Cemetery  had  been  finally  negotiated 
and  all  part'es  to  the  agreement  satisfied,  but  North 
Toronto's  solicitor,  Mr.  T.  A.  Gibson,  was  surprised 
recently  when  he  received  a  letter  from  the  solicitor 
of  the  Burial  Trust  returning  North  Toronto's  check 
for  $15,000,  and  stating  that  as  the  agreement  had  to 
be  ratified  by  the  Legislature  next  session  the  matter 
could  not  be  finally  closed  up  until  next  year. 

Geo.  H.  Rogers,  undertaker,  Ottawa,  Ont.,  has-  taken 
out  a  permit  for  a  new  building  on  Laurier  Av(\  West» 
just  east  of  Bank  Street.  The  plans  call  for  a  $25,000 
building.  The  ground  floor  will  be  used  as  an  imder- 
taking  establisliment,  with  apartments  above. 

Rich.  Tees,  Montreal,  has  left  for  Atlantic  ('ity,  ac- 
companied by  his  Avife.  They  expect  to  be  away  a 
coui)le  of  weeks. 

F.  A.  Latshaw,  undertaker,  Dundas,  Out.,  lias  sold 
out. 

Bailey  &  Grant,  Calgary.  Alta.,  have  dissolved  part- 
nership. 

G.  H.  Kyllo,  furniture  dealer,  Craik,  Sask.,  has  been 
succeeded  by  James  Keil. 

Brophey  Bros.,  furniture  dealers  and  undertakers, 
Goderich,  Ont.,  are  building  a  new  hearse  barn.  It 
will  be  25  x  40  feet  and  arranged  so  that  the  vehicles 
can  be  driven  in  and  out,  which  convenience  has  not 
been  available  in  the  past. 

Clute  &  Walker,  who  for  the  i)ast  six  years  have 
conducted  a  furniture  and  undertaking  esta,l)iishment 
at  Vegreville,  Alta.,  have  sold  their  furniture  stock  to 
the  Vegreville  Furniture  Co,    This  latter  firm  consists 


of  Thos.  Warden  and  J.  Zasiejbida,  both  of  whom 
have  had  some  experience  along  this  line.  Clute  & 
Walker  will  continue  the  undertaking  part  of  the  busi- 
ness. 

R.  W.  Ross  has  retired  from  the  firm  of  Walker, 
Ross  &  Co.,  furniture  dealers,  Brussels,  Ont.,  and  the 
firm  will  now  be  known  as  Walker  &  Black. 

Fred  Archer,  Chilliwack,  B.C.,  has  opened  a  store  in 
South  Vancouver. 

Levi  Seibert  has  been  appointed  manager  of  Simp- 
s'on's  furniture  store,  71  King  St.  West,  Berlin,  suc- 
ceeding Edward  Fehrenbach.  Mr.  Seibert  reports 
that  red  cedar  fur  chests,  as  well  as  bedroom  chests, 
are  in  much  demand. 

H.  Krug,  of  The  H.  Krug  Furniture  Co.,  Berlin,  has 
returned  from  a  two  week's  visit  to  Mt.  Clemens, 
Mich. 

Thos.  Mclntyre,  ^^pholsterer,  has  moved  from  6  to 
No.  14  Lacroix  Slip,"  Chatham,  Ont.  He  is  busy  at 
present  getting  his  esitablishment  in  shape  for  the 
steady  increase  in  spring  business  which  he  has  en- 
joyed this  season.  In  moving  into  his  new  stand,  Mr. 
Mclntyre  has  the  advantage  of  having  more  room  for 
carrying  on  his  work.  He  has  two  rooms  noAV,  either 
of  which  is  larger  than  the  one  formerly  occupied. 

The  Domestic  Specialty  Co.,  Limited,  Hamilton,  Ont., 
are  making  an  aggres'sive  advertising  campaign  for 
their  Veribrite  Venoil.  Sample  bottles  are  sent  to 
women  in  all  parts  of  the  country,  with  a  circular  re- 
questing that  they  try  same  and  if  satisfied  purchase 
from  their  local  furniture  dealer.  Several  other 
schemes  are  being  worked  to  help  the  retailer. 

Mr.  Jurgensen  has  recently  joined  the  staff  of  Pratt 
&  Lambert,  Bridgeburg,  Ont.  He  is  representing  the 
firm  in  Toronto.    For  several  years,  Mr.  Jurgensen 


H.  Jui'Ken.scn 

has  been  a  manufacturers'  representative  in  Illinois. 
Since  coming  to  this  country  he  has  met  with  great 
success  in  the  sale  of  the  high  grade  products  manu- 
factured by  his  firm. 

The  1).  Ilibner  Furniture  Co.,  Berlin,  has  just  in- 
stalled a  sprinkler  system  throughout  their  factory, 
and  expect  to  commence  to  build  an  addition  to  the 
already  capacious  plant  in  the  near  future. 

Canada  Furniture  Monufacturers,  Limited,  are  build- 
ing an  addition  to  their  jiresent  factory  on  King  St., 
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Berlin.  The  new  addition  will  be  153  x  60  feet  and 
four  stories  high,  and  will  be  completed  by  August  1. 
High  grade  bedroom  and  dining  room  goods  are  made 
in  this  factory.  Mr.  A.  Witmer,  manager,  said  "the 
demand  outgrew  our  facilities." 

Harry  Ellis,  the  well  known  College  Street  (Toron- 
to), undertaker,  has  just  added  to  his  well-equipped 
plant  a  new  40  h.p.  motor  ambulance.  Everything 
that  skill  and  inventive  genius  could  devise  is  em- 
bodied in  this  modern  first  aid  machine. 

W.  G.  and  F.  C.  King  have  opened  an  upholstering 
and  mattress  business  at  No.  1  Queen  St.,  Guelph,  Ont. 

Convey  &  Sallows,  North  Battleford,  Sask.,  have 
purchased  100  feet  of  land  on  the  northwest  corner 
of  Edward  Street  and  First  Avenue,  Calgary,  Alta., 
on  which  thev  propose  erecting  a  furniture  store  50 
X  90  feet,  at  a  cost  of  $30,000. 

Disney  Bros,  opened  their  fine  new  furniture  store  in 
the  Bounsall  Block.  Bowmanville,  Ont.,  on  May  4. 
They  are  carrying  a  comj)lete  line  of  house  furnishings. 

Armstrong  &  Edwards,  funeral  directors,  Vancou- 
ver, B.C.,  have  dissolved  partnership,  Thos.  Edwards 
continuing  alone. 

The  Standard  Furniture  Co.,  Nelson,  B.C.,  suffered 
a  fire  loss  in  their  branch  known  as  the  Old  Curiosity 
Shop. 

J.  H.  Clark  is  now  representing  Baetz  Bros.  &  Co., 
Berlin,  Ont.,  in  the  territory  north  and  east  of  To- 
ronto, as  far  as  Ottawa  and  Montreal. 

The  Berlin  Table  Co.  have  recently  been  re-organ- 
ized. With  the  introduction  of  additional  capital  and 
the  installation  of  new  machinerj^  of  the  most  mod- 
ern type,  the  company  will  not  only  be  able  to  increase 
their  output,  hut  to  make  goods  at  a  minimum  cost. 
Mr.  Edward  Scully,  late  of  the  Berlin  Glue  Co.,  is  the 
latest  acquisition  to  the  official  staff. 

The  name  of  the  Canada  Casket  &  Lumber  Co.,  Ltd., 
has  been  changed  to  the  Lusty  Lumber  Co.,  Ltd. 

The  Albert  J.  Smith  Lumber  Co.,  Ltd..  Montreal, 
Que.,  has  been  granted  Dominion  charter.  They  will 
manufacture  furniture  window  sash,  etc. 

Geo.  McLaren  &  Sons.,  Pictou,  N.S.,  have  purchased 
a  new  hearse  from  Mitchell  &  Co.,  Ingersoll,  Ont. 

Mr.  and  Mrs.  Geo.  McLagan,  of  the  Geo.  McLagan 
Plirniture  Co.,  Ltd.,  of  Stratford,  have  returned  from 
a  six  weeks'  pleasure  trip  to  Charleston,  South  Caro- 
lina, looking  well  and  vigorous. 

The  Dymond-Colonial  Co.,  Ltd.,  Strathroy,  Ont.,  has 
issued  a  supplementary  catalogue,  showing  new  lines 
brought  out  since  the  last  one  was  printed,  and  some 
of  the  older  lines  that  were  not  contained  in  the  regu- 
lar catalogue.  Parlor,  bedroom  and  living  room  furn- 
iture are  featured. 

C.  Waterman,  buyer  for  Weiler  Bros.,  furniture 
dealers,  Victoria,  B.C.,  spent  several  days  in  Toronto 
recently,  calling  on  the  furniture  manufacturers. 

Mitchell  &  Co.,  Ingersoll,  Ont.,  recently  sold  a  cas- 
ket waggon  to  J.  P.  McLaughlin,  Alexandria,  Ont. 

I\Ir.  Edwards,  local  representative  of  the  Toronto 
Furniture  Co.,  Toronto.,  recently  left  here  on  a  trip 
to  the  Pacific  Coast  looking  for  the  "Period  Furni- 
ture" buyers. 

Prospects  of  a  new  furniture  concern,  to  be  known 
as  The  Belleville  Furniture  Manufacturing  Co.,  Belle- 
ville, Ont.,  has  been  issued.  The  companv  is  capital- 
ized at  $30,f)00. 

Henry  Peppier,  lately  of  the  Knechtel  Furniture 
Co.,  Hanover,  is  contemplating  starting  another  fac- 


tory there,  provided  he  can  secure  a  free  sight  and 
some  other  minor  concessions. 

0.  B.  Dreyer,  Swift  Current,  Sask.,  have  purchased 
from  Mitchell  &  Co.,  Ingersoll,  Ont.,  a  fine  new  com- 
bination casket  waggon  and  ambulance. 

Wm.  McNeil  has  resigned  from  his  position  with 
the  Hespeler  Furniture  Co.,  Hespeler,  Ont.,  and  taken 
a  position  with  J.  Wayfer  at  the  latter 's  summer  re- 
sort at  Puslinch  Lake. 

Grant  &  Armstrong,  furnitiire  dealers,  Guelph.  Ont., 
are  retiring  from  business,  after  10  years  in  the  trade. 
These  two  men  have  become  associated  with  the  Royal 
Spring  &  Bedding  Co.,  and  have  secured  the  sole 
agency  for  Canada.  This  firm  will  manufacture  the 
Ingle  patent  bed  spring  at  Guelph  and  will  place  the 
goods  on  the  market  in  the  near  future. 

F.  J.  Martin  funeral  director.  North  Bay,  has  pur- 
chased the  business  of  Bell  Bros.,  furniture  dealers 
and  undertakers,  of  the  same  town. 

F.  W.  Matthews,  funeral  director,  Spadina  Ave..  To- 
ronto, accompanied  Dr.  Ffed  Jackson,  Winnipeg, 
brother-in-law  of  the  Mr.  Graham  who  Avent  down  with 
the  Titanic,  to  Halifax  to  look  after  the  body  of  Mr. 
Graham. 

F.  A.  Latshaw,  funeral  director,  Dundas,  Ont.,  has 
disposed  of  his  business  to  Lewis  Brown.  Mr.  Brown 
is  at  present  taking  a  course  in  embalming  with  Blach- 
fo,rd  &  Son,  at  the  eonclus'ion  of  which  he  will  take 
over  the  business.  Mr.  Latshaw  is  looking  after  it  in 
the  meantime.  Mr.  Brown  will  move  into  a  new  store 
and  stock  a  most  complete  line  of  undertaking  siip- 
plies.  The  Latshaw  business  is  one  of  the  oldest  in 
the  town  of  Dundas,  having  been  conducted  by  the 
family  s'nce  1837. 


TORONTO  UPHOLSTERING  PLANT. 

J.  C.  Mundell  &  Co..  furniture  manufacturers.  Flora, 
Ont.,  opened  an  upholstering  factory  in  Toronto  about 
.\pril  1,  and  occupy  the  bnilding  on  Lake  Street  form- 
erly used  by  the  Cobban  ]\Ianufacturing  Co.  They 
have  a  large  staff  employed  turning  out  goods  for  To- 
ronto and  vicinity.  The  trade  has  shown  appreciation 
of  the  enterprise  of  the  firm  in  this  venture. 


CABINET  MAKERS  WANT  HIGHER  WAGES. 

An  agitation  is  under  way  in  the  Cabinet  ]\Iakers' 
Union,  Toronto,  for  an  increase  in  wages,  but  np  to 
the  time  of  going  to  press  it  does  no't  appear  to  have 
taken  definite  shape.  Should  an  advance  take  place 
it  would  naturally  strengthen  the  proposal  of  the 
manufacturers  to  increase  prices  on  at  least  some  lines 
of  fiarniture. 


A  FAIR  PROPOSAL. 

The  F.  E.  Coombe  Furniture  Co.,  Kincardine.  Ont., 
has  asked  the  Board  of  Trade  of  the  toAvn  for  a  re- 
newal of  the  exemption  from  taxation,  which  the  old 
firm  of  Coombe  &  Watson  enjoyed  for  a  period  of  10 
years.  They  ask  for  another  agreement  over  a  period 
of  10  years  more.  Last  January  a  by-law  was  to  have 
been  siibmitted  to  the  rate  payers  of  the  town,  but 
owing  to  a  probable  change  in  the  company,  which 
has  since  taken  place,  the  matter  was  laid  over.  The 
firm  wants  to  have  an  election  now,  instead  of  waiting 
till  next  January,  and  offers  to  pay  all  expenses  con- 
nected with  same. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Brockville — 

Quirmbaeh,  Geo.  R.,  162 
King  St. 
Campbellford — 

Jiw  in,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff— 

Boyd,  W.  C. 
Button — 

Scliultz,  B.  L. 
Elmira — 

Dreisinoer,  Chris. 
Fenelon  Falls — 

Dcyinan,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Arinstronfr,  M.  F. 

'I  lioinson,  John  &  Son. 
Fort  William— 

Canieron  &  Co.,  711  Vietoi'i  i 
Ave. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait— 

.\ii(lerson,  J.  &  Son. 
Hamilton — 

(ireen  Bros.,  124  Kin<r  St.  E. 

Robinson,  J.  II.  &  Co.,  li»-21 
John  St.  N. 
Hanover — 

Willi iicnberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Down.s,  E.  J. 
Inwood — 

Ijorriman,  K.  S. 
Kemptville — 

.McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

(.'orbett,  S.  S, 
LakeHeld — 

ilendren.  Goo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

.Millard,  J.  11. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L. 
Oshawa — 

Disney  Bros.' 

\iuke  Bros. 
Ottawa — 

Rogers,  Geo.  11.,  128  Bank 
St. 


Petrolia — 

Stead  man  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  E.  &  Sons,  519 
Talbot  St. 
Scotland — 

\'aui;han,  Jos.  H.  M. 
Sudbury — 

Ileiny,  J.  G. 
Toronto — 

Cobbledifli,  N.  B.,  2068 
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Vaiicaniji,  J.  C,  ;50  Bloor  St. 
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QUEBEC. 

Buckingham— 

Pafjuet,  Jos. 
Cpwansville — 

Judson,  M.  B. 
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Woodstock — 
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Ferrona — 
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Snow  &  Co.,  90  Argyle  St. 
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MANITOBA. 
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Paull,  Geo. 
Winnipeg — 

Bardal,  A.  S.,  843  Shorbrooko 
St. 
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Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 
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Gull  Lake — 

Morrow,  Fred.  A. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Rush  Lake — ■ 
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Speers,  George. 
Semans— 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 


Wolseley — 
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ALBERTA. 

Alix— 

Darland,  G.  E. 
Calgary — 
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Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 
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Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


HOTEL  D'ECKARDT  BUFFET 

The  Toronto  Exposition  is  near  at  hand.  It  will  not  be  long 
before  September  is  here  again,  when  the  famous  Hotel  D'Eckardt 
will  be  fully  renovated  and  refurnished,  with  new  Axminster 
carpets,  new  silk  curtains,  and  fly  paper  on  the  walls  to  catch  the 
busy  flies;  thus  saving  our  friends  from  any  contagious  diseases 
which  might  arise  from  fly  poisoning,  etc.  Our  Medical  Health 
Officer  here  in  Toronto  claims  that  flies  germinate  more  diseases 
than  any  other  insect  or  animal  in  existence. 

Every  funeral  director  should  arrange  his  affairs  so  as  to  be 
present  this  year  during  the  Funeral  Directors'  Convention,  as  this 
will  be  the  first  year  under  the  Funeral  Directors'  Act,  passed  by 
the  Legislature  towards  the  latter  part  of  1911. 

Hotel  D'Eckardt,  as  everyone  knows,  is  run  in  connection 
with  Eckardt's  National  Casket  Co.,  so  come  and  be  our  guests 
during  the  great  Toronto  Exposition,  when  the  Funeral  Directors' 
Association  is  in  session.  We  will  try  to  make  your  visit  as 
pleasant  as  possible;  so  come  one,  come  all  and  join  the  happy 
band.    A  full  orchestra  will  play  every  afternoon  and  evening. 

No  hotel  is  perfect  without  a  roof-garden,  and  the  Hotel 
D'Eckardt  roof-garden,  which  gives  a  grand  view  of  the  City  and 
overlooks  Hotel  D'Eckardt,  the  Bay,  Lake,  Exhibition  grounds, 
will  be  fully  illuminated  every  evening  during  the  Toronto  Exposition 
and  Funeral  Directors'  Convention,  for  the  benefit  of  our  guests 
and  their  friends. 

We  might  also  add  that  our  display  and  also  the  great 
Toronto  Exposition  will  both  be  on  a  grander  and  larger  scale 
than  ever  before. 

NATIONAL  CASKET  CO. 
ECKARDT'S 

93-109  Niagara  Street  A.  J.  ECKARDT 

Toronto,  Ont.,  Canada  -PmpnWor 
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For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


FOR  SALE — Splendid  opportunity  to  ijrocure  a  j^rofitable, 
old  established  funeral  directing  business.  Good  town,  short 
distance  from  Toronto.  No  competition.  Good  reasons  for  sell- 
ing. Can  be  purchased  at  a  bargain.  Apply  National  Casket 
Company,  Toronto,  Ont.  5-12-1 

FOR  SALE — Good  second-hand  up-to-date  funeral  ear,  in 
first-class  order,  almost  new,  equipped  complete.  Also  one  first- 
elass  second-hand  delivery  wagon,  double  decker.  These  goods 
must  be  sold  at  once  to  settle  up  an  estate.  Great  bargain. 
Tor  photos  and  further  particulars  apply  National  Casket  Co., 
107  Niagara  St.,  Toronto,  Ont.  5-12-1 

FOR  SALE — Furniture  and  undertaking  business,  Eastern 
Ontario.  Population  about  4,000.  Large  surrounding  country. 
Good  reason  for  selling.  Only  those  who  mean  business  need 
apply.  Box  91S,  Canadian  Furniture  World  and  the  Under- 
taker, 408  McKiunon  Building,  Toronto.  5-12-3 

FOR  SALE — Hearse,  double  deck  casket  wagon,  church 
truck,  embalming  case,  in  first-class  condition.  Rigs  freshly 
painted.  Suitable  for  large  or  small  town.  Will  sell  right. 
Apply  Box  92,  Canadian  Furniture  World  and  the  Undertaker, 
408  McKinnon  Building,  Toronto.  5-12-1 

FOR  SALE. — 80  Horse-power  Engine  and  Boiler,  in  splen- 
did condition;  also  dry  kiln  system  and  fan  complete;  also 
shaving  fans  and  exhaust  fans,  hangers,  shafting  and  pulleys 
in  great  variety,  all  sizes;  also  all  kinds  of  wood-working 
machinery  in  the  best  of  order.  Great  snap  for  anyone  requiring 
this  class  of  goods.  National  Casket  Co.,  109  Niagara  Street, 
Toronto.  5  1.2-1 

FOR  SALE.— Pair  Black  Hearse  Horses,  about  16  hands 
high,  well  broken,  perfect  match  as  regards  temperament  and 
ranginess,  beautiful  apjjearance,  sound  as  far  as  known;  age. 
eight  past,  splendid  condition.  Good  reasons  for  selling.  Na- 
tional Casket  Co.,  109  Niagara  Street,  Toronto.  5  12  1 

FOR  SALE. — "Victoria  Carriage,  rubber  tired,  in  splendid 
condition,  complete  with  pole,  shafts  and  splinter-bar.  Will 
hold  six  j)eo})le — one  on  the  drixci  's  seat  with  driver  and  four 
behind.  A  very  suitable  carriage  for  the  funeral  directing  pro- 
fession, and  will  pay  for  itself  in  a  very  few  months.  Great 
snaj),  must  be  sold  at  once,  as  party  now  owning  it  is  leaving 
for  California.  This  carriage  when  new  cost  in  the  neighbor- 
hood of  $800.  Price  for  quick  sale,  $165  f.o.b.  cars  Toronto, 
cash  in  advance.  Photograph  and  all  particulars  forwarded  on 
application.  We  have  at  times  great  snaps  to  offer  in  the  way 
of  carriages  very  suitable  for  the  funeral  directing  profession, 
such  as  Broughams,  Victorias,  Laudaus,  Coupes,  Coupelettes, 
Laudaulettes,  Rigolets,  etc.  Photos  and  all  particulars  sent  on  ' 
application.    National  Casket  Co.,  107  Niagara  St.,  Toronto. 

5-12-1 


WANTED — Position  as  salesman  in  furniture  and  stoves  by  cap- 
able man,  twelve  years'  experience,  four  as  buyer.  Box  246T,  410 
McKinnon  Bldg-.,  Toronto.  .5-12-1 

WANTED — Position  by  experienced  embalmer  and  funeral 
director,  capable  of  taking  entire  charge.  The  West  i)referred. 
Best  of  references.  Apply  Box  89,  Canadian  Furniture  World 
and  the  Undertaker.  5-12-1 

WANTED — To  purchase  umlertaking  establishment,  or 
would  consider  partnership  agreement  with  first-class  man,  On- 
tario or  Northwest.  Give  full  information  first  instant.  Box 
90S,  Canadian  Furniture  World  and  the  Undertaker,  408  Me- 
Kiunon  Building,  Toronto.  5-12-1 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and   Funeral  Directing 

PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 

UXBRIDGE,  ONT. 

We  make  a  specialty  of  Machine  and 
Hand  Carvings  of  all  descriptions  for 
Churches,  Houses,  Furniture, 
Pianos,  etc.  We  can  save  you 
at  least  25  %  on  your  present  prices. 

Send  us  Samples  or  Drawings  for  a  Trial  Order 


The  clerk  that  is  actually  more  concerned  at  the 
moment  for  the  welfare  of  the  house,  than  with  his 
own  personal  advancement,  will  generally  move  up 
faster  than  the  one  that  keeps  self  in  the  foreground 
laersistently. 


Cheap  looking,  poorly  printed  circulars  are  too  sug- 
gestive of  shoddy  stock  in  the  store,  and  the  difference 
in  cost  between  it  and  real  artistic  print  work  will  be 
more  than  made  up  for  by  the  advertising  value  of  the 
latter. 
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Under  New  Management 

When  the  Canadian  Furniture  World  and  The  Undertaker  was 
established  nearly  a  year  ago  it  was  felt  that  there  was  a  field  in  Canada 
for  a  monthly  paper  devoted  to  the  interests  of  Canadian  furniture 
dealers  and  undertakers,  no  other  paper  being  published  in  the  interests 
of  these  closely  related  trades.  Success  came  quicker  than  anticipated 
and  the  rapid  growth  of  the  Canadian  Furniture  World  and  The 
Undertaker  in  circulation  and  advertising  made  necessary  affiliation  with 
a  larger  organization.  Arrangements  were,  therefore,  completed  to 
include  the  Furniture  World  in 


The  Commercial  Press  Group  of  Trade  Newspapers 


which  now  comprises 


Canadian  Furniture  World 
and  The  Undertaker 

Canadian  Hardware,  Stove 
and  Paint  Journal 

The  Merchants'  Magazine 


The  Canadian  Manufacturer 
Railway  Journal  of  Canada 
Canadian  Clayworker 
Canadian  Builder 
Canadian  Nurse 


The  enterprise  and  activity  of  the  Commercial  Press  organization  is 
evidenced  by  the  progress  of  the  Canadian  Hardware,  Stove  and 
Paint  Journal  during  the  past  year,  its  circulation  mcreasing  from  900 
to  2200  and  the  number  of  its  advertisers  from  39  to  115. 

With  its  former  staff  and  its  larger  organization,  the  Canadian  Furniture 
World  and  The  Undertaker  will  be  able  to  give  greater  service  than 
in  the  past  and  merit  even  larger  support  than  it  has  been  favored  with 
from  manufacturers  and  retail  dealers. 


Re  "Arrangement  of  Ads.     New  Advertising  Rates 


The  advertisements  in  this  issue,  with  the  ex- 
ception of  those  in  the  manufacturers'  and 
undertakers'  departments,  are  grouped  together 
at  the  front,  this  giving  a  better  typographical 
appearance  to  the  paper. 

Commencing  with  this  issue  an  index  of  adver- 
tisements is  published  on  the  last  page  of 
reading  matter. 


On  account  of  the  advance  of  printers'  wages 
and  cost  of  paper,  rates  for  advertising  have 
been  advanced,  the  new  rates  being  $300  per 
page  per  year,  $  I  80  half  page  and  $  1 00  for 
quarter  page  yearly. 

Commencing  with  our  September  issue  the 
front  cover  position  will  be  open  for  use  by  a 
different  advertiser  each  month. 


Commercial  Press,  Limited 

408  McKinnon  Building 

1 0th  Floor  Eastern  Townships              rr,  ^  j-j  ^  AT        r\  ^  Broadway,  New  York 
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THE  IMPERIAL  UNE 

has  a  place  in  the  store  of  every  retailer. 
There  is  an  all  the  year  demand  for  these 
goods  of  which  quality  is  always  the  under- 
lying idea. 

It  is  important  to  all  the  trade  and 
especially  to  Western  retailers  that  Stratford 
is  a  carload  centre  for  furniture  of  quality. 


IMPERIAL  RATTAN  COMPANY,  Limited 


STRATFORD 


CANADA 


Dining  Chairs  of  Quality 

What  kind  of  chairs  do  you  handle?  The  kind  that  bring 
trade  and  leaves  satisfied  customers,  or  the  kind  that  are  simply 
cheap,  regardless  of  QUALITY  and  after  results? 

  We  make  chairs  with  Quality,  Style  and 

Finish  and  they're  priced  so  as  to  ensure  a 
good  margin  of  profit  to  the  dealer. 

Let  us  have  an  opportunity  to  show  you 
oiir  line.  Drop  us  a  postcard  if  you  haven't 
one  of  our  latest  catalogues.  We  sell  to 
dealers  only  and  we  load  with  the 
Stratford  shipping  combination. 


Stratford  Chair  Co.,  Limited 

Stratford^        -  Canada 


Vol.  1    No.  10 
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ii  — 


One  of  the  Commercial  Press,  Limited,  Group, of  Trade  Newspapers 


THIS  MEDIUM  SIZED  SUITE  FROM  THE  McLaGAN  LINE  OF 
DINING  ROOM  FURNITURE  WILL  WIN  INSTANT  FAVOR.  EACH 
PIECE  IS  A  GREAT  SELLER  AND  EXCEEDINGLY  GOOD  VALUE. 


THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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SOMETHING 
NEW 


A  FURNITURE 
EXHIBITION 
AT  ELORA 


And  you  are  invited 
to  attend  it 


John  C.  Mundell  &  Co. 

and 

The  Elora  Furniture  Co. 


Will  together  make  a  display  of  Fine  Furniture  of  their  own 
manufacture,  during  the  month  of  July,  in  the  Armouries, 
Elora.  This  spacious  building  will  be  filled  with  pieces  of 
furniture  illustrating  the  quality  and  workmanship  of  the 
goods  we  produce,  samples  of  practically  every  line  of  goods 
we  manufacture,  the  whole  making  up  an  Ejchibit  both 
impressive  and  educative  for  the  Furniture  Dealer  and  one 
that  he  cannot  miss  without  placing  himself  at  somewhat  of  a 
disadvantage  in  a  business  sense. 

We  want  you  to  come  to  Elora  and  visit  this  Exhibition. 

You  will  be  warmly  welcomed.  Messrs.  John  C.  Mundell, 
S.  B.  Jeanneret,  John  Stockford  and  John  Mundell,  jr.,  will 
take  you  in  hand,  show  you  the  Furniture  Exhibit,  and  do 
what  they  can  to  make  the  time  pass  pleasantly  and  profit- 
ably for  you. 

Elora  is  readily  reached  from  most  points  of  the  compass. 
It  is  on  both  the  Grand  Trunk  and  the  Canadian  Pacific 
Railways,  in  the  centre  of  the  central  county  of  Western 
Ontario.  The  scenery  is  picturesque  in  the  extreme,  and 
the  citizens  hospitable  and  friendly,  and  it  goes  without 
saying  that  you  will  long  remember  with  pleasure  and  profit 
any  visit  you  may  make  to  our  Furniture  Exhibit. 


John  C.  Mundell  &  Co.     The  Elora  Furniture  Co. 

Elora,  Ontario 
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The  "IDEAL"  Hammo-Couch 


ON  THE  PORCH 

Can  be  suspended  from  ceiling.  Room 
and  strength  enouph  to  hold  three  or 
four  persons 


IN  THE  CAMP 
A  portable  bed  that  keeps  you  oif  the 
ground — wind  protection  all  round. 


THE  BABY  BUNTING 
A  smaller  size,  for  baby's  out-door 
naps.    Wind-shield  all  round  keeps 
him  safe  and  comfortable. 


THE  SPRING 


Famous  Simmons  fabric,  with  fourteen 
spirals  at  each  end.    Strong,  resilient. 
Experience  has  demonstrated 
superiority  of  this  construction! 


THE  FRAME 
Note  construction.    1^ -inch  steel 
tubing,  supporting  spring  from  ends, 
leaving  no  unyielding  edge. 
Strongest  and  most  comfortable. 


Compare  the  " IDEAL'*  Hammo- 
Couch  with  any  other  "couch  ham- 
mock" offered  you.  You'll  find  it  excels 
in  every  point  of  comfort,  strength 

and  durability.      For  example: 

Frame  of  the  "IDEAL"  Hammo-Couch  is  round  1  %  irich  steel  tubing,  con- 
nected at  the  ends  with  angle  steel.  (See  illustration  below.)  Other  couch 
hammocks  have  an  uncomfortable,  insecure  wooden  frame,  which  may  break 
under  weight  of  several  persons. 

Spring  in  the  "IDEAL"  Hammo-Couch  is  the  famous  Simmons  fabric — 
suspended  from  the  ends,  free  of  frame,  no  contact  with  haid  edges  as  on 
other  kinds.    Every  move  of  occupant  yields  ease  and  rest. 

The  back  of  the  "IDEAL"  Hammo-Couch  is  just  right  height  for  perfect  com- 
fort. A  light  slat,  concealed  in  top  edge  of  wind-shield,  gives  sure  support. 
Other  kinds  have  an  unsupported,  "baggy"  flap,  which  you  cannot  lean 
against. 

Seat  is  just  the  right  width  for  either  sitting  or  reclining  position.  Other 
kinds  are  suitable  only  for  one  person  lying  down.  Mattress  cushion  is  3 
inches  thick,  filled  with  soft,  sanitary  cotton.  High  quality,  khaki-colored  duck 
is  used  throughout.  Magazine  pockets  securely  sewed  and  riveted  to  each 
end  of  couch.    Adjustable  canopy  sun-shade  is  another  exclusive  feature. 

Length  is  6  feet;  width,  2  feet  2  inches.  Sold  with  the  steel  frame  support 
for  use  on  lawn,  or  without  frame  when  to  be  hung  from  verandah  roof. 

Easily  carried  from  place  to  place. 

Every  Home  Wants  One 

And  every  dealer  who  wants  to  liven  up  his  business  during  Summer 
months  will  be  quick  to  order  sufficient  Hammo-Couches  for  all  the  good 
homes  in  his  locality. 

We  cannot  guarantee  to  fill  all  orders  promptly.  Some  days  the  orders 
come  too  fast,  so  great  is  the  demand  now  the  season  is  on.    Order  ahead ! 


IDEAL  BEDDING  C?, 

10  JEFFERSON  AVENUE,  TORONTO 


LIMITED 
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Two 
Popular 
Samples 
from  our 
line  of 
Dressers 


YOU  KNOW  IT  TO  BE  A  FACT 


That  if  a  dealer  can  give  a 
better  quality  of  goods  with- 
out increasing  the  price  he  is 
certain  to  increase  his  trade, 
because  satisfied  customers 
will  tell  their  friends  and 
advertise  your  store. 


Why  not  be  that  dealer  who 
is  gradually  enlarging  the 
circle  of  his  customers? 

You  can  be  if  you  put  in  a 
stock  of  "Orillia  Furniture." 


The 


Orillia  Furniture  Company,  Limited 


Orillia,  Ontario 
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No.  31  Bedroom  Suite  in  Mahogany 


Furniture  with  Individuality 

Distinctive  character  is  unmistakably  exemplified  in  the 
Dymond-Colonial  line,  our  simple,  but  strong,  designs 
appealing  to  people  of  taste,  culture  and  refinement. 

In  the  entire  Dymond-Colonial  line  you  won't  find  a  poor 
seller  or  a  badly  constructed  piece.  The  very  best  of 
material  is  combined  v^ith  the  most  expert  workmanship. 

The  No.  3 1  BEDROOM  SUITE,  illustrated  above,  is 
of  neat  Colonial  design,  finished  in  either  M AHOGH AN Y 
or  CIRCASSION  WALNUT.  It  is  high  in  quality  but 
moderate  in  price  and  is  proving  to  be  a  splendid  seller. 

A  few  Dymond-Colonial  patterns  on  your  floor  will  enable 
you  to  satisfy  the  most  exacting  customers. 


One  of  our  latest  catalogues  awaits  you 
Tell  us,  by  postcard,  where  to  send  it 


The  Dymond-Colonial  Co's,  Limited 

Strathroy       -  Ontario 
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Gentlemen,  when  you  contemplate  installing  a  Rug  Rack,  look  for  the  one  that  has  all  the  latest 
and  most  complete  up-to-date  improvements. 

Send  for  our  catalog.    You  will  see  at  once  that 

The  Moncrief  Rug  Rack 

is  the  one  that  stands  alone,  in  quality  and  durability.  It  is  made  of  steel,  stands  braced  from  the 
floor,  with  all  the  finest  qualities  that  make  it,  the  only  one  to  buy.  It  has  a  guard  on  every  bar, 
the  only  rack  that  has  it,  which  protects  every  rug,  keeps  them  from  rubbing  and  does  not  allow 
the  rugs  to  wear  or  discolor  each  other.  Our  adjusting  bar  raises  and  lowers  the  arms.  Just 
one  turn  of  the  brace  either  way  sends  it  up  or  down  without  trouble.  The  pins  are  on  an  angle 
which  makes  it  easy  to  place  or  replace  the  rugs.    It  is  only  a  boy's  work  to  handle  our  RACK. 

Look  at  the  reputation  of  The  Moncrief  Rug  Rack.  Come  to  our  home.  All  of  the 
largest  houses  in  the  city  of  Providence  use  our  RACKS,    Here  are  the  names  : 


i^nthony  &  Cowell  Co. 
The  Boston  Store 
Outlet  Co. 

A.  G.  Scattergood  Co. 
Household  Furniture  Co. 
Burke  &  Curran 
R.  I.  Supply  Co. 
C.  H.  Robinson  Co. 

Moncrief  RugsRacks  used  by  Anthony  &  Cowell  Co.    Chas-  J.  PrOCtor 
Providence,  R.I.  |-,| 

steel  gilder  building.   Height  of  ceiling  under  girders,  14'  5".  W  .  llilO VltZ 

Three  double  side  or  V  racks,  tw  o  of  80  arms,  40  on  a  side,  and  one  of  132 
arms,  6fi  on  a  side.  The  largest  V  rack  ever  built.  These  racks  are  fastened 
by  means  of  |  bolts  dropped  from  flange  of  girdei-s  fastening  top  beam  to  stx^el 
girders.  Bottom  beam  is  trussed  down  2' 2",  enabling  rugs  to  hang  from  3"  to 
6"  fiom  floor. 

They  would  be  pieased  to  tell  you  what  they  think  of  our  RACK.  Any  one  that  has  our 
fixture  would  not  change  it  for  any  other.  It  has  replaced  many  other  racks  and  continues  to  do 
so.    When  you  buy  off  us,  our  RACK  goes  with  our  full  guarantee  of  its  durability  and  quality. 

It  is  a  pleasure  to  send  catalogs.    Let  us  send  one  to  you. 


MONCRIEF  MANUFACTURING  CO. 

7-9-11  Sheridan  Street 

CENTRAL  FALLS,  .  -  -  R.  L,  U.S.A. 
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BAETZ  BROTHERS  &  CO. 

BERLIN,  ONTARIO 


Pretty 
Parlor 
Pieces 


till 


T 


SPECIALIZING  IN  CHAIRS 


No.  239 

Three  Piece  Suite 
Mahogany 
Veneered 
Panels 

Made  in  Loose 

Reversible 

Cushions 


Made  in  Oak  or  Solid  Mahogany 

Saddle  or  Upholstered  Seats  and  Leather  Backs 


No.  Bank  of  England  Office  Arm  Chair 


N}.  Bank  of  England  Office  Arm  Rotary 


The  H.  Krug  Furniture  Company,  Limited,  Berlin,  Ont. 
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Handsome  Designs  in 

BEDROOM  CHAIRS  AND  ROCKERS 


The  kind  that  will  appeal  to  your 
customers.  We  make  a  specialty 
of  Bed  room  Chairs  and  Rockers. 
Let  us  show  you. 


Write  for  Catalogue 
and  Price  List 


The 


Lippert  Furniture 
Company,  Limited 


Rocker  No.  237i 
Solid  Mahogany  or  Quartered  Oak 


Berlin,  Ont. 


Chair  No.  237 
Solid  Mahogany  or  Qusutered  Oak 


Church,  School  and  Opera  Furniture 

You  Should  Be  Interested 

in  the  furnishing  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  and  community.  If  3  0U  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  style  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  dui-ability  and  comfort  predominate 
dlWc  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Slielves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

Write  as  to-day 

Church  Furniture — Ask  for  Catalogue  C 
School  Furniture — Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 


THE 


GLOBE  FURNITURE 


CO. 


WATERLOO 


ONTARIO. 


lis    LABtL  IS 


OF  aUALlTV 
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MORE 
WATERLOO 

"MONIMAKERS" 

IN 


List  $16.00 


List  $17.00 


DEN  OR  UBRARY  PAIRS 

Made  in  Selected  Quarter  Cut  Oak,  Fumed, 
Early  English,  or  Cathedral  Finish  with  Auto 
Spring  Seats  and  in  leathers  to  match. 

They  are  Sales  Repeaters 

LOOK  "EM  OVER  AND  TELL  US 
HOW  MANY  TO  SHIP  YOU 


"Our  boys  get  credit 
for   mail  orders" 


WATERLOO 
FURNITURE 
COMPANY 

Limited 

WATERLOO  ONTARIO 


List  $17.00 


List  $18.00 
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Made  with  glass 
base  and  mott  metal 
base  in  all  sizes  and 
styles  suitable  for  all 
kinds  of  furniture 
and  metal  beds. 

Get  a  supply  of 
them,  display  them 
on  some  of  your 
furniture  and  beds 
and  they  will  help 
sell  your  goods. 


When  Placing  Your  Orders 

for  Furniture  or  metal  beds  with  the  manufacturer 
specify  the  ONWARD  SLIDING  FURNITURE 
SHOE  in  place  of  the  old-fashioned  wheel  caster 


Write  for  our  new  illustrated  circular  and  discounts 


If  there  is  a  Hos- 
pital, Hotel  or 
Office  in  your  town 
in  which  the  furni- 
ture is  not  fitted 
with  Sliding  Fur- 
niture Shoes  put  a 
sample  in  your 
pocket  and  demon- 
strate to  the  men 
in  charge  the  ad- 
vantages of  furniture 
shoes  over  old  style 
casters.  You're  al- 
most certain  to  get 
an  order. 


Onward  Manufacturing  Company,  Berlin,  Ont. 

Western  Distributing  Agents  :  Moncrieff  &  Endress,  Limited,  Scott  Block,  Winnipeg,  Man. 


WANTED 


Good  Wages  and 
Steady  Employment 


met  Male  ers 
Upholsterers 
Machinery  Hands 
and  Finishers 


Apply  to  "The  Secretary" 

EMPLOYERS'  ASSOCIATION 

59  King  Street  West  Berlin,  Ontario 
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AUSTRIAN 
BENTWOOD 
FURNITURE 

Is  a  Popular  Line 


for  every  dealer  to  carry.  Appeals  to  the  good  taste  of  your  customers  and  are 
always  good  sellers.  They  are  Light,  Durable,  Comfortable  and  Sanitary. 
Particularly  adapted  for  use  in  Reception  Halls,  Boudoirs,  Dining  Rooms,  Cafes, 
Bed  Rooms,  Parlors,  Hotels,  Hospitals  and  Libraries. 


Manufactured  by 


Jacob  &  Josef  Kohn 

Vienna,  Austria 


We  are  specialists  in  this  line  of 
goods  and  employ  I  1,000  hands 
in  five  factories,  supplying  the  needs 
of  the  entire  world. 


Canadian  Branch 

215-219  Victoria  Street 
TORONTO  -  CANADA 


You  should  have  our  catalogue 
Write  for  a  copy 


SORT  UP  NOW 


WE  SHIP  PROMPTLY 


VERANDAH     LAWN  FURNITURE 


Summer  has  been  a  long  time  coming  but  its  here. 
Are  you  ready  for  it  with  a  stock  of 


GARDEN  SEATS 

Our  No.  0  seat  is  made  of  strong-  beech,  with  seat 
and  back  slats  screwed  firmly  to  the  supporting  frame, 
which  is  painted  red  or  green,  the  balance  being  in 
the  natural. 


LAWN  SWINGS 

The  Stratford  Lawn  Swing  is  the  strongest  on  the 
market,  being  made  from  selected  hardwood.  Seats  and 
back  are  adjustable  to  form  a  bed  or  hammock. 


We  are  Specialists  in  the  Manufacturer  of 

BOYER'S  GLIDING  SETTEES  SUSPENDED  VERANDAH  SEATS  FOLDING  CHAIRS  AND  TABLES 

CAMP  FURNITURE  SEND  FOR  OUR  CATALOUGE 


STRATFORD 

MFG.  CO.,  LTD. 

STATFORD  ONT. 
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TORONTO 

Offers  Special  Advantages   to  retailers  as  a 

MIXED  CARLOAD  CENTRE 


Gold  Medal  Furniture 
Mfg.  Co.  Ltd. 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames, 
"Hercules"  Bed  Springs  and  Steel 
Couches,  "  Gold  Medal "  Mattresses, 
Furniture  Coverings  and  Upholsterers' 
Supplies. 

Van  Home  St.  and  Bartlett  Ave. 
Toronto 


Standard  Bedding  Co. 

Manufacturers 

Seagrass  and  Cotton  Mattresses 


4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent,  and  Invictus 
Felt  Mattresses 


27-29  Davies  Ave. 
Toronto        -        -  Ontario 


Otto  T.  E.  Veit  &  Co. 

Headquarters  for 

Imported  Seamless 
Axminster  Squares 


Wrile  us  for  prices  and  set  of  color-cards 


(EMPIRE  BUILDING) 

58-64  Wellington  Street  West 
Toronto 


Time,  Money 
and  Worry 
will  be  Saved 

By  buying  from  these  firms 
who  have  arranged  to  co- 
operate in  shipping  m  mixed 
car  lots. 

Prompt  Delivery  is  assured 
as  an  average  of  87  freight  treiins 
leave  Toronto  daily  in  every 
direction. 

A  Greater  Variety  is  also 
possible  when  you  buy  in  a  larger 
centre. 

Larger  Sales  can  be  made  if 
you  are  able  to  back  up  the 
maker's  guarantee  vs^ith  your  own 
experience. 

Visit  Our  Factories,  there- 
fore, when  you  visit  Toronto  and 
see  how  our  goods  are  made. 


BUY  IN 
TORONTO 


The  Toronto  Furniture 

Co.,  Limited 

Manufacturers   of  the 

"Better  Make"  of 
Canadian  Quality 
Furniture      :  : 

Dufferin  Street,  Toronto 

(Neai  Exhibition  Gioundt) 


The  Toronto  Feather  & 
Down  Co.,  Ltd. 

Manufacturers  of 

Pillows,  Comforters,  Cushions 
35  Britain  St.,  Toronto 


Hopwood  &  Bryant 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 


The  Kindel  Bed  Co. 

Limited 


Davenport  Beds 
Divanettes 
Chair  Beds 


Toronto 


Ontso'io 


Imperial  Furniture  Co. 


Manufacturers  of 

Turkish  Rockers,  Leather 
Upholstered  Couches,  High 
Grade  English  Chairs,  and 
Chesterfields. 


585  Queen  St.  W.  Toronto 
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THE  GOLD  MEDAL  LINE 


New  Couches 

Here  are  three  new  designs  in  large  size  couches,  made 
spring  edges  and  small  diamond  tufted.  Covered  in  a 
special  line  of  imitation  leather.  Ask  our  travellers  to 
show  you  these  photographs.  The  low  prices  will 
surprise  you. 


No.  648}4  Couch 

30"  wide 
Quarter  Cut  Oak 
Carved  Feet 


No.  669  Couch 
30"  wide 

Carved  and  Embossed  Oak  Moulding 


No.  670  Couch 
30"  wide 
Carved  Quarter  Cut  Oak 


Our  new  catalogue  of  all 
kinds  of 


Upholstered  Furniture 
Steel  Couches 

Hercules  Bed  Springs 
and  Mattresses 


will  be  ready  in  a  few  weeks 


Gold  Medal  Furniture  Mfg.  Co. 


Limited 


Toronto 


Montreal 


Winnipeg 
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Easy  Prices 

MAKE  BIG  PROFITS 

The  Style,  Finish  and  Worl^manship 
of  the  Furniture  we  manufacture  makes 
it  suitable  for  the  finest  trade — while 
its  moderate  price  makes  it  a  popular 
seller  to  any  trade. 

Quality  and  Reasonable  Prices  are  thus 
combined  by  our  specialized  methods 
of  manufacture,  we  owning  our  own 
timber  limits,  saw  mills  and  furniture 
factories. 

Only  one  conclusion  can  be  drawn  from 
the  big  rush  of  orders  placed  with  us 
for  early  shipment —  Victoriaville  Furn- 
iture must  be  ahead  in  value — much 
better  than  the  average. 


A  word  to  the  wise  is  sufficient.  If 
you  want  goods  with  class,  write  us 


The  Victoriaville  Furniture  Company 

Victoriaville  Quebec 
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Victoriaville 
Chairs 


High-grade  in  Design  and 
Thoroughly  Up-to-date 


Rapid  every  day  sellers  of  the  sort 
every  furniture  dealer  can  handle. 

VICTORIAVILLE  CHAIRS 
are  strictly  high-grade  in  both  con- 
struction and  finish  although  sold  at 
POPULAR  PRICES. 

We  are  specialists  in  chair-making 
and  ship  with  the  VICTORIA- 
VILLE MIXED  CARLOAD 
COMBINATION. 

The  Victoriaville  Chair 

Manufacturing  Co. 

Victoriaville       -  Quebec 


THE  BEST  SALES 
ARGUMENT 


On  the  rapid  selling  "Canadian  Rattan 
Chairs"  is  the  chair  itself.  Put  us  to  the 
test  by  trying  out  a  shipment.  You  can 
make  no  mistake  in  handling  a  line  of  sub- 
stantial, reasonable  -  priced  well  -  designed 
goods  that  are  bound  to  sell  rapidly.  Our 
guarantee  is  back  of  every  piece  that  leaves 
the  factory. 

Every  dealer  cannot  buy  a  carload  at  a 
time  from  us — but  remember  RATTAN 
CHAIRS  ARE  INCLUDED  IN  THE 
NUMEROUS  MIXED  CAR  LOTS 
THAT  LEAVE  VICTORIAVILLE. 


There  is  satisfaction  and  profit 
for  you  in  selling  our  lines. 

No  Delay — No  Duty 


THE 


CANADIAN  RATTAN  CHAIR 

COMPANY,  LIMITED 
VICTORIAVILLE,  QUEBEC 
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Notice  to  the  Trade 


It  has  become  necessary  for  us  to  deny 
the  various  rumors  circulating  among  the 
trade  to  the  effect  that  our  recent  trivial 
fire  has  completely  held  up  all  shipments 
from  our  factory. 

On  the  contrary,  we  beg  to  emphatically 
state  that  the  trade  can  absolutely  rely 
on  us  for  prompt  shipment  of  all  orders. 


ANCHOR  MFG.  CO. 

Limited 

June,  1912  Niagara  Street,  Toronto 
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THE  STERLING 
BANNER  RANGE 

To  The  Furniture 
Dealers  of  Canada 

An  increasing'  number  of  furniture  dealers 
are  adding  Stoves  and  Ranges  to  their  line 
of  Furniture  and  Housefurnishings. 

We  Can  Increase  Your  Trade 

by  supplying  you  with  a  moderate-priced 
line  of  cast  and  steel  ranges  which  you 
can  sell  with  profit  on  cash  or  time 
paj'ments. 

The  STERLING  BANNER  Range 

is  a  high  grade,  cast-iron  range  of  semi- 
plain  though  attractive  design. 

The  PERFEQ  BANNER  Range 

is  a  new  steel  range  which  we  will  have  on 
the  market  early  this  season,  which  is 
particularly  adapted  for  dealers  selling  on 
the  easy  payment  plan. 

Consult  us  before  buying  your  1912  stock 
Catalogue  mailed  upon  request 

THE 

Gait  Stove  and  Furnace 
Company,  Limited 

GALT,  ONTARIO 


Bedding  that  Brings 
Customers  Back 

The  great  reputation  of  our  mattres- 
ses, throughout  Canada,  has  been 
achieved  by  the  honesty  of  their  con- 
struction. In  no  other  make  of  mat- 
tress will  be  found  such  high  grade 
workmanship  and  materials,  which  is 
of  the  best  that  money  can  buy.  We 
particularly  draw  j  our  attention  to  our 

Lee-Burrell,  Rex, 
Regent  and 
Invectus 
Felt  Mattresses 

which  are  in  a  class  by  themselves. 
They  are  made  of  the  purest  of  cotton 
felt,  built  up  in  layers,  being  h\gienic 
and  healthy  and  of  great  lasting 
quality.  While  only  the  very  best  of 
materials  are  used,  yet  the  economic 
organization  of  our  factory  and  sell- 
ing forces  enables  us  to  market  these 
goods  at  a  figure  that  will  enable  you  to 
talk  both  price  and  quality  in  selling. 

StandardBeddingCo. 

Sole  Manufacturers  and  Distributors 

27-29  Davies  Ave.,       Toronto,  Ont. 
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Jewel  Stoves  and  Ranges 


Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 
The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 
The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 
it  never  comes  back,  but  is  always  a  work- 
ing advertisement.  One  sale  makes  another 
and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 
your  leader  and  you  are  sure  of  the 
best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel. 


STYLE  R.  F. 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 
Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 

Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 
Winnipeg  Branch,  N o.  130  James  Avenue 
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KNECHTEL 

CHAMBER 

FURNITURE 


There  is  a  steadily  growing  tendency  on 
the  part  of  careful  home-makers  towards 
buying  the  better  grades  of  furniture. 

That's  why  it  will  pay  you  to  carry  a  stock 
of  "KnechteF'  Furniture  the  kind  that's 
recognized  as  the  standard  for  quality  on 
the  Canadian  market. 


We  illustrate  here  two  samples  of  our  large  line  of  Chamber  Furni- 
ture -and  worthy  samples  they  are  too-  made  of  the  very  best 
lumber  in  our  own  mills  and  by  our  skilled  factory  workmen. 

But  that's  only  one  of  many  lines  we 
make,  as  our  several  factories  produce  fur- 
niture for  every  room  in  the  house.  We 
can  supply  a  complete  stock  for  a  store  but 
whether  you  send  a  carload  order,  or  specify 
shipment  of  a  smgle  piece  only,  the  crating 
and  packmg  will  be  most  carefully  done. 


Owning  our  own  timber  limits  and  our  own  saw 
mills  we  are  able  to  thoroughly  season  and  kiln- 
dry  our  lumber  before  manufacturing  into  furni- 
ture. This  means  much  for  retail  dealers  who 
wish  to  retain  the  good  will  of  their  customers. 


The  Knechtel  Furniture  Co.,  Limited 

Hanover  Ontario 


June,  1912 
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A  Furniture  The  elevation   of  Berlin,  On- 

City,  tario,  to  the  rank  of  a  city  is 

of  more  than  passing  interest 
to  those  engaged  in  the  furniture  trade  of  Canada. 
Furniture  nianufaetiiring  is  one  of  the  new  city's  chief 
industries.  There  are  more  than  a  dozen  factories 
turning  out  furniture  of  various  descriptions.  They 
ar<^  rated  by  Bradstreets  as  lieing  worth  in  the  aggre- 
gate over  a  million  dollars.  Some  of  them  are  very 
extensive  concerns. 

There  is  no  mushroom  growth  aliout  Berlin.  Its 
growth  has  been  solid  and  substantial,  and  the  furn- 
iture industry  is  one  of  the  chief  factors  that  has  con- 
ti'il)nlcd  to  make  it  so. 

A  pleasant  countenance  was  never  known  to 
drive  a  customer  away  from  the  store. 

An  Evidence  of  Whatever  the  effect  the  back- 

Canada's  Growth.  ward  character  of  the  spring 

weather  may  have  had  upon 
the  business  of  the  Dominion  it  is  not  reflected  in  the 
bank  clearings.  On  the  contrary  they  show  that  ex- 
pansion is  going  on  at  an  extraordinary  rate  in  all 
parts  of  the  Dominion.  And  among  the  barometers  of 
trade  there  are  none  better  than  the  bank  clearings. 

Rince  the  l)eginning  of  the  yenr  the  returns  have 
been  almost  uniformly  record-breaking.  For  the  first 
five  months  of  the  vear  the  returns  for  fifteen  cities 
aggregated  i|':5,4l7,990.2r)7  comjvared  with  $2,704,196,- 
:?f)9  for  the  same  period  in  1911.  This  is  a  gain  of  27 
pel-  cent. 

Some  idea  of  the  extent  to  which  this  country  is 
developing  fintiiicially  may  l)e  gathered  from  the  fact 
tluit  tlie  bank  ch-arings  for  IMay  of  the  fifteen  Cana- 
dian cities  exceeded  the  returns  furni.'<hed  by  the 
twenty-one  cities  conifjosing  what  is  known  as  the 
Western  groiij)  in  the  United  States.  And  in  this  group 
ai-e  such  cities  as  Cincinnati,  Cleveland.  Detroit,  Louis- 
ville, Indianapolis,  Columbus,  Toledo,  Grand  Rapids, 
Dayton,  Canton,  Springfield,  Jackscm.  etc.  They  also 
exceed  by  over  a  hundred  million  dollars  the  Soutli- 


Avestern  group  of  11  cities  which  compose  such  cities 
as  St.  Louis,  Kansas  City,  Houston,  Topeka ;  the  South- 
ern group  of  23  cities,  which  compose  such  cities  as 
Baltimore,  New  Orleans,  Atlanta,  Washington,  Mem- 
phis, Savannah,  etc. ;  and  the  far  Western  group  of  15 
cities,  which  compose  such  cities  as  San  Francisco, 
Los  Angeles,  Seattle,  Portland,  Denver,  Salt  Lake  City, 
Spokane,  etc. 

The  fact  that  the  Americans  who  are  coming  into 
Canada  from  the  Western  States  with  many  millions 
of  dollars  help  to  swell  the  bank  clearings  adds  to 
the  interest  regarding  the  Canadian  figures.  All  au- 
thorities, it  will  be  remembered,  practically  agree  that 
the  average  amount  each  American  brings  with  him 
into  Canada  is  a  thousand  dollars. 

It  is  no  wonder  the  Americans  are  using  heaven  and 
earth  to  try  and  stem  the  tide  of  men  and  money  which 
is  crossing  their  northern  border  into  Canada. 

A  great  deal  is  heard  these  days  about  the 
cost  of  doing  business.  It  costs  a  great  deal 
to  do  business  under  obsolete  methods. 

The  Quality  Frankness  is  in  the  long  run 

of  Frankness.  a  much  more  profitable  (piality 

than  deception.  Business  men 
the  world  over  are  recognizing  this  fact  more  than 
they  ever  did  before. 

At  one  time  there  were  a  good  many  who  counted 
it  an  evidence  of  business  acumen  to  be  able  to  per- 
suade a  customer  that  the  quality  of  an  article  that 
was  being  offered  for  sale  was  a  little  better  than  it 
really  was.  To  do  this  was  accounted  smart  salesman- 
ship. In  the  preparation  of  copy  for  advertisements 
it  was  thought  to  be  particularly  legitimate.  To-day 
such  practices  are  accounted  most  short-sighted  indeed, 
aside  altogether  from  their  moral  aspect.  As  a  mat- 
ter of  fact  it  doesn't  pay  to  have  even  the  semblance 
to  deception  in  statements  either  in  regard  to  quality 
or  price. 

In  Germany  the  law  gets  after  the  business  man  who 
makes  untrue  statements  regarding  his  merchandise. 
In  Canada  we  scarcely  need  such  a  law.  Customers 
will  punish  he  who  attempts  it  by  patronizing  the  many 
stores  whose  statements  can  be  relied  upon. 

Dealers  should  impress  these  facts  upon  young  and 
inexperienced  salesmen  who,  in  their  eagerness  to 
make  sales,  may  sometimes  be  tempted  to  transgress. 

To  sell  below  cost  in  order  to  build  up  a  busi- 
ness is  like  opening  an  artery  in  order  to 
strengthen  the  body. 

Scarcity  of  The  effect  of  the  absence  of  a 

Upholsterers.  system    of    a])prenticesliip  in 

the  upholstering  trade  is  being 
more  and  more  keenly  felt  by  furniture  manufactur- 
ers. The  supply  is  gradually  becoming  relatively  smni- 
ler  until  to-day  the  working  upholsterer  is  practically 
"cock  of  the  walk."  The  fact  that  the  workmen  dis- 
courage in  every  way  possible  boys  from  learning  the 
trade  is  not  the  only  contributory  factor.  The  work 
itself  is  not  one  that  is  very  inviting  to  boys  on  ac- 
count of  the  ([uantity  of  dust  that  is  encountered.  Be- 
tween the  two  infiuences,  therefore,  the  manufactur- 
er's lot  is  not  cast  in  pleasant  places.  His  wage  l)ills 
are  naturally,  under  the  circumstances,  gi-adiially  work- 
ing uyiwards.  And  as  prices  cannot  always  be  ad- 
vanced with  the  same  readiness  that  higher  wages  can 
be  paid,  it  follows  that  the  increased  cost  of  labor 
comes  out  of  the  manufacturer's  profits,  in  most  in- 
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stances  at  any  rate.  But,  of  course,  this  cannot  al- 
ways be  so. 

The  position  of  the  manufacturer  in  the  smaller 
towns  throughout  the  country  is  even  worse  than  that 
of  his  confreres  in  the  larger  cities  as  far  as  the  supply 
of  labor  is  concerned.  Notwithstanding  the  fact  that 
while  the  lower  cost  of  living  in  the  smaller  towns 
gives  the  workmen  a  larger  surplus,  as  a  rule,  between 
his  earnings  and  expenditures,  yet  the  attractions  of 
the  large  cities  lure  him  away  from  the  former. 

Ask  the  manufacturer  what  the  remedy  is  for  the 
scarcity  of  upholsterers,  and  he  has  to  confess  that  he 
doesn't  know.  He  hopes  that  the  law  of  supply  and 
demand  will  regulate  it  in  time.  But  the  trouble  with 
this  law  is  that  it  is  slower  to  operate  than  even  most 
laws.  There  is,  therefore,  apparently  no  remedy  near 
at  hand. 

Everybody  is  interested  in  furniture,  and 
therefore  the  dealer  who  devotes  attention  to 
window  displays  may  possibly  interest  every- 
body in  his  locality. 

Importance  of  Every   business   man,   be  he 

Trade  Marks.  manufacturer  or  merchant,  as- 

pires to  individuality.  In  other 
words,  he  aims  to  give  the  merchandise  he  either  man- 
ufactures or  sells  a  distinctiveness  which  will  readily 
be  recognir.ed  by  his  customers. 

In  spite  of  this,  however,  there  are  relatively  few 
who  use  a  trade  mark  or  brand.  One  occasionly  runs 
acro.ss  a  manufacturer,  for  example,  who,  while  he  is 
i-eady  to  acknowledge  that  a  trade  mark  or  brand 
would  not  be  a  bad  idea,  never  takes  the  matter  up 
seriously.  And  year  after  year  his  factory  turns  out 
products  without  any  mark  of  distinction  upon  them. 

There  can  be  no  question  in  regard  to  the  value  of 
a  trade  mark  or  brand.  In  not  a  few  instances  money 
could  not  buy  it.  There  are  manufacturers  who  would 
just  about  as  soon  close  up  their  business  as  to  sell 
their  trade  marli.  The  jealously  with  which  the  cut- 
lery manufacturers  of  Sheffield  guard  their  trade  marks 
is  an  illustration  of  the  importance  which  they  set 
upon  them.  They  even  have  an  organization  to  pro- 
tect them,  and  woe  betide  manufacturers  in  any  part 
of  the  world  who  attempt  an  infringement.  Money 
appears  to  be  no  object  to  them  when  they  bare  their 
arm  to  bring  imitators  into  the  law  courts. 

In  Great  Britain  a  strong  organization  has  been  at 
work  for  the  last  few  years,  having  for  its  object  a 
trade  mark  for  all  articles  manufactured  within  the 
British  Empire. 

It  is  taken  for  granted  that  a  trade  mark  indicates 
{juality.  This  is  the  very  foundation  of  its  origin. 
Every"  manufacturer,  therefore,  who  is  not  ashamed 
of  the  quality  of  the  goods  his  factory  turns  out,  should 
take  steps  to  establish  a  distinctive  trade  mark  or 
l)rand  and  to  keep  it  regularly  before  his  customers. 

The  dealer  who  links  arms  with  the  traveller 
creates  a  chain  of  friendship  which  may 
prove  valuable  occasionally. 

What  About  Although  summer  is  still  ling- 

Your  Vacation?  ering  in  the  lap  of  a  diliatory 

spring  the  time  is  near  at  hand 
when  every  business  man  should  be  thinking  about 
vacation  time. 

By  a  little  forethought  one  can  often  get  a  little 
more  out  of  one's  vacation.  To  start  upon  a  holiday 
trip  on  the  impulse  of  a  moment  is  often  to  fail  to  get 


the  most  out  of  it.  Before  we  start  off  we  ought  to 
have  some  well  defined  idea  as  to  how  and  where  we 
are  going  to  spend  our  vacation. 

Every  merchant  is  entitled  to  a  vacation  at  least 
once  a  year.  And  not  only  is  he  entitled  to  it,  but  it 
will  pay  him  to  do  so.  He  comes  back  lubricated,  in 
better  running  order  and  a  more  efficient  human  ma- 
chine. 

And  what  is  good  for  the  merchant  is  good  for  the 
clerk. 

Not  to  kyiow  the  cost  of  doing  business  is  to  be 
ignorant  of  the  very  fundatne7itals  of  a  profit- 
able business. 

Standing  of  the  "  In   a   communication   to  the 

Undertaking  State  officials  of  the  National 

Profession.  Funeral  Directors'  Association 

of  the  United  States  by  Pre- 
sident J.  W.  Cookerly,  there  is  the  following:  "There 
is  no  reason  why  our  chosen  profession  should  not 
be  looked  upon  by  the  world  with  as  much  honor 
as  that  of  the  doctor,  lawyer,  minister  or  pedagogue: 
and  if  we  unite  our  forces,  work  in  harmony,  as  I  know 
we  shall,  and  persistently  strive  to  arouse  every  fun- 
eral director  in  the  State  to  a  realization  of  what  the 
association  means,  I  am  sure  that  our  profession  will, 
within  a  very  short  time,  receive  the  respect  and 
prestige  that  should  be  accorded  it  by  the  general 
public." 

There  is  no  small  truism  in  what  he  says.  There 
is  no  reason  why  the  undertaking  profession  should 
not  occupy  as  high  a  position  in  the  world  as  that  of 
any  other  profession. 

There  is  an  old  saying  something  to  the  effect  that 
no  one  can  injure  a  man  but  himself.  It  can  with 
equal  truth  be  said  that  no  one  can  injure  the  under- 
taker but  himself. 

If  his  business  ideals  are  high  and  his  methods  scien- 
tific and  up-to-date,  there  is  no  question  regarding 
the  position  he  will  ultimately  occupy  in  the  commun- 
ity.   He  is  his  own  architect. 

In  Canada  the  undertaking  profession  has  made 
enormous  strides  during  the  last  ten  or  twenty  years. 
Men  of  middle  age  can  well  remember  when  its  stand- 
ing was  a  great  deal  different  from  what  it  is  to-day. 
A  generation  ago  undertaking  was  not  looked  upon 
as  a  science  except  by  the  few  who  possessed  vision 
enough  to  see  the  possibilities  of  the  profession.  We 
are  now  in  the  renaissance  of  the  undertaking  profes- 
sion. It  is  recognized  that  a  scientific  knowledge  of 
the  human  body  is  essential  to  an  undertaker  as  well 
as  to  a  physician.  Nothing  has  probably  contributed 
more  to  this  than  the  education  which  has  come  to  the 
profession  through  associated  effort  of  men  of  ideals 
who  are  engaged  in  it.  And  the  good  work  is  going 
on  the  world  over. 


Who  is  the  oldest  undertaker  in  Canada? 
As  it  would  be  interesting  to  know,  the 
8  Furniture  World  and  The  Undertaker  would 
like  to  get  photos  and  short  sketches  of 
those  who  are  likely  to  qualify  for  the  class. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


A  NEW  LINE  FOR  FURNITURE  FIRMS. 

It  seenis'  a  rather  unusual  thing  for  a  retail  furn- 
iture firm  to  hold  a  sale  of  flowering  plants,  yet 
Bedell's  Furnishings  Co.,  Limited,  Toronto,  did  this 
(hiring  the  week  preceding  May  24,  and  made  money 
ont  of  the  venture.  The  object  of  sale,  however,  was 
not  to  make  money,  but  for  the  purpose  of  drawing 
the  public  into  the  basement  of  the  store  where  the 
(>lectri(t  fixtures,  crockery  and  kitchen  utensils  are 
stocked. 

Pearly  in  the  year,  arrangements  were  made  with 
a  firm  of  florists  to  plant  a  large  number  of  plants  and 


very  little  furniture  buying.  Our  main  object  was  to 
get  the  people  in  off  the  street  and  show  them  what 
we  had  in  the  line  of  electrical  goods,  garden  tools 
and  kitchen  utensils.  I  think  we  chose  a  particularly 
good  time,  for  during  a  week  in  Avhich  tliere  is  a  holi- 
day, people  are  contemplating  what  they  will  do  in 
their  garden  and  are  looking  for  suggestions.  We  fixed 
the  prices  so  that  they  could  not  afford  to  buy  else- 
where if  they  wanted  to  save  money." 

Unique  sales  such  as  this  are  what  draws  the  crowd. 
Originality  is  a  great  trade  winner.  Methods  such  as 
this  get  people  talking  about  your  store,  and  if  they 
get  one  bargain,  it  stands  to  reason  they  will  think 
there  are  more  to  be  had  at  the  same  place  and  will 
come  back. 


Ditiing  Room  Table,  by  the  Geo.  McLiigan 
Kuriiitue  Co.,  Limited,  Stratfoi'd,  Ont. 

cultivate  them  in  snch  a  niaiuier  as  to  have  them  ready 
for  th(>  week  of  the  lu)liday.  The  efforts  of  the  florists 
were  successful  and  the  plants  were  in  excellent  con- 
dition when  the  proper  time  arrived. 

On  tlieir  arr'ival,  they  were  arranged  in  a  neat  dis- 
play in  the  basement,  where  it  was  cool.  The  stock 
included  hanging  baskets,  geraniums,  pansies,  asters, 
tonuito  plants  and  other  outdoor  flowers. 

To  draw  the  crowds,  the  sale  was  featured  promin- 
ently in  the  firm's  advertising  in  the  local  dailies,  and 
an  attractive!  window  display  was  put  in.  The  whole 
window,  however,  Avas  not  devoted  to  these,  but  the 
plants  were  neatly  arranged  in  the  centre,  against  a 
Itackground  of  dining-room  furniture.  Incduded  in  the 
display  was  an  assortment  of  garden  tools,  such  as 
lawn  iriowers,  rakes,  hose,  shears,  etc.  The  two  lines 
worked  well  together  and  a  good  business  was  done 
in  these,  to  say  nothing  of  the  increased  trade  in  elec- 
trical goods,  crockery  and  other  lines  in  the  depart- 
ment where  the  goods  were;  displayed. 

The  prices  at  which  the  ])lants  were  sold  were  con- 
siderably below  the  then  |)revailing  price  at  florists' 
find  gardeners'  shops,  yet  snfficiently  high  to  enable 
Bedell's  to  make  a  profit.  Well-arranged,  beautiful 
hanging  basketts  sold  at  the  low  ])rice  of  75  cents  each, 
while  geraniums  H!)ld  at  three  plants  for  twenty-five 
•eiits.  The  result  of  this  was  that  an  (moi-jnous  busi-, 
ness  was  done.  People  came  back  to  duplicate  their 
oi'dei-s,  but  the  firm  found  if  impossible  to  do  this  ex- 
ec |)t  in  a  very  few  cases. 

"The  sale  did  not  in  a«y  way  interfere  with  our 
regular  business,"  said  Manager  Bissell,  "for  on  the 
afternoon  and  evening  preceding  a  holiday  there  is 


MAKING  FURNITURE  PRICES. 

"I  was  talking  to  a  travelling  man  a  .short  time  ago 
in  relation  to  making  prices  on  a  line  of  furniture," 
says  a  writer  in  Furniture  World.  "He  claimed  that 
as  a  rule  25  cents  higher  or  lower  would  make  or  mar 
the  salability  of  a  sideboard  or  buffet  of  about  $20 
value.  I  contend  that  a  piece  of  furniture  has  a  sell- 
ing value  as  a  work  of  art.  A  piece  of  canvas,  say 
40  X  60  inches  in  si;;e,  with  a  picture  painted  on  it 


China  Cabinet,  by  the  Geo.  McLagan 
Furniture  Co.,  Ltd.  Stratford,  Ont. 


may  be  w^orth  $50  or  $500,  according  to  the  work  and 
the  artist.  The  average  $20  sidel)oard  can  be  sold  as 
readily  for  $22  as  for  $20,  it  l)eing  largely  depeiulent 
on  the  mer(;antile  ability  of  the  manufacturer  ami  the 
"get-up-aiul-git"  of  the  salesmen.  Any  salesman  who 
lays  down  on  price  should  advertise  for  another  job, 
as  he  has  evidently  grown  rusty,  and  on  the  prin- 
ciple that  "a  change  of  pasture  makes  fat  calves"  it 
would  be  a  good  thing  for  all  concerned  to  have  a 
dissolution  of  existing  obligations." 
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A  PLAN  THAT  SOLD  GOODS. 

A  furuitiire  dealer  in  a  middle  western  city  who  had 
enjoyed  a  good  trade  in  otBee  furniture  without  any 
special  effort  on  his  part  to  secure  it,  says  Business, 
commenced  to  feel  the  keen  competition  of  stationery 
houses  just  entering  the  office  furniture  field.  He  did 
not  wish  to  lose  this  profitable  end  of  his  business,  but 
as  he  had  made  no  particularly  effort  to  develop  this 
trade,  he  was  in  a  fair  way  to  do  so.  His  disadvan- 
tage was  increased  by  the  fact  that  he  had  made  no 


Cheval  glass,— part  of  10  piece  bedroom 
suite,  by  Dymond  Colonial  Co's 
Limited,  Strathroy. 


study  of  the  requirements  of  different  lines  of  busi- 
ness with  the  exception  of  a  few  he  had  happened  to 
come  in  contact  with. 

The  dealer  knew,  however,  that  there  was  no  rea- 
son Avhy  he  should  not  be  controlling  the  trade  of  those 
customers  who  were  buying  much  of  their  furniture 
elsewhere,  and  after  much  study  and  thought  he  de- 
cided on  this  plan:  First  he  took  a  telephone  direc-, 
torv,  looked  over  the  classified  business  list  and  when- 
ever he  found  a  possible  customer,  whom  he  knew 
personally,  he  checked  off  the  name.  After  he  had 
made  up' a  list  of  names  he  arranged  them  according 
to  class  of  business,  then  he  scheduled  appointments 
for  daily  interviews.  He  made  it  plan  at  the  start 
that  these  interviews  were  arranged,  not  for  the  pur- 
pose of  making  any  immediate  sale,  but  to  ascertain 
what  were  the  actual  requirements  of  his  prospective 
customers'  business.  For  example,  one  day  he  had 
interviews  with  three  different  purchasing  agents  and 
learned  exactly  what  they  were  using  and  how  they 
used  it;  what  their  former  methods  had  been  and  what 
clerical' work  was  saved  by  the  installation  of  the  sys- 
tem thev  had  adopted.  The  dealer  took  the  precau- 
tion to  mark  in  the  catalogues  which  he  carried  the 
character  of  filing  cabinets  which  these  firms  used. 
Then  he  cut  out  of  the  catalogues  pictures  of  the 


equipment  indicated,  the  number  used  in  any  certain 
system,  the  make  and  where  they  bought  it. 

As  a  result,  in  one  day's  time  he  had  obtained  a 
fairly  good  idea  of  what  the  requirements  of  a  pur- 
chasing agent  Avere  and  not  only  that  but  he  had  pic- 
tured diagrams  showing  what  each  particular  office 
was  actually  using.  His  first  day  was  so  successful 
that  on  the  second  day  he  took  his  head  salesman  with 
him,  and  they  followed  the  same  plan  for  over  a  week 
— hard  digging  it  was,  too;  but  the  plugging  unearthed 
some  very  interesting  and  valuable  facts  and  gave  the 
furniture  dealer  a  line  on  filing  cabinet  business  that 
was  far  in  advance  of  all  the  theoretical  knowledge  he 
could  have  learned  from  catalogues  or  trade  papers. 

The  actual  results  of  the  week's  Avork  were  as  fol- 
lows: The  dealer  learned  what  was  being  used  by 
four  attorneys,  two  banks,  four  insurance  agents,  three 
purchasing  agents,  one  mining  engineering  company, 
one  mail  order  house,  two  abstractors  and  six  retail- 
ers in  different  lines  of  business.  He  and  his  salesman 
not  only  had  the  viewpoints  of  all  these  different  busi- 
ness men  as  to  what  was  and  what  was  not  practical 
for  their  particular  businesses,  but  secured  an  insight 


No.  Hi  Hall  Rack  of  quarter  cut  oak.  by  The  Lippert 
Furniture  Co.,  Limited.  Berlin 


as  to  the  staple  patterns  used  by  these  different  firms, 
so  that  in  making  up  his  stock  order  it  was  not  neces- 
sary to  include  sections  for  which  there  was  likely  to 
be  little  demand.  By  this  simple  but  effective  method 
this  dealer  built  up  his  office  department  to  be  a  profit- 
able adjunct  to  his  business. 


If  business  happens  to  be  dull  for  a  time,  then  is  the 
opportunity  for  the  wise  man  to  study  the  situation 
and  lay  his  plans  for  future  success.  Time  thus  utilized 
will  prove  to  be  more  profifable  than  the  average  busy 
seasons. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


Lighting  the  Show  Window 

By  Harold  Cantwell 

The  progressive  merchant  of  to-day  must  be  contin- 
ually alive  to  the  changing  conditions  of  this  progres- 
sive age.  It  is  this  type  of  merchant — alert,  keen  and 
quick  to  adopt  every  improvement  or  device  which 
wiW  improve  his  business  or  facilitate  its  administra- 
tion— who  is  usually  found  to  be  successful. 

Humankind,  as  a  rule,  however,  are  creatures  oi 
habit,  and  once  a  habit  is  formed  it  is  with  difficulty 
that  one  gets  out  of  the  ever  deepening  rut. 


Xolu  llic  uH'iH-tivcness,  simplicity  and  naturalness  of  the  background.  The 
bird  perched  on  the  rail  gives  the  finishing  touch  to  the  display. 

Too  many  merchants  are  satisfied  with  the  old  ways 
of  doing  business.  They  are  satisfied  that  they  do 
not  know  of  a  better  way,  or  else  do  not  fully  realize 
the  benefits  which  should  be  derived  from  making  a 
change. 

The  best  informed  among  the  trade,  whether  they 
be  buyers  or  sellers  of  merchandise,  are  quick  to  dis- 
cover, even  by  the  show-windows  which  line  a  business 
thoroughfare,  which  of  the  establishments  back  of 
those  show  windows  are  progressive  and  which  are 
not.  Even  the  shopping  public  is  able  to  discriminate 
in  this  respect;  in  fact,  the  average  shopper  does  thus 
discriminate,  even  though  he  or  she  may  not  be  eon- 
.scious  of  the  fact. 

The  average  merchant  is  not  alive  to  the  possibilities 
of  high-class  scientific  window  lighting  and  to  the  im- 
provements in  show  window  lighting  which  have  been 
made  within  the  last  two  or  three  years. 

Most  retailers,  however,  are  more  or  less  cognizant 
of  the  immen.se  advertising  value  of  the  show  window, 
which  is  evidenced  in  numerous  instances  by  the  ela- 
borate fittings  which  characterize  modern  display  win- 
dows, and  also  by  the  constantly  increasing  demand 
for  thoroughly  competent  window  dressers. 


Eloquent  testimony  to  the  merchant's  appreciation 
of  the  advertising  value  of  his  window  frontage  is 
shown  in  the  frequent  alterations  of  old-time  srtore- 
fronts,  involving  in  many  instances  the  sacrifice  of 
beautiful  monolithic  marble  columns  and  other  artis- 
tic and  massive  structural  features,  in  order  to  gain  a 
few  more  feet  of  window  space. 

That  a  show  window  attractive  by  day  can  be  made 
doubly  attractive  by  night  is  realized  by  some  con- 
cerns, but  few  merchants  are  fully  aware  of  the  possi- 
bilities of  staging  this  effect  to  the  best  advantage 
and  with  the  minimum  cost  of  maintenance.  It  is  now 
coming  to  be  more  generally  recognized  that  the  win- 
dow display  can  best  be  brought  out  in  sharp  relief 
by  focusing  the  light  upon  the  merchandise,  and,  at 
the  same  time,  without  the  light  source  being  visible 
to  the  eye. 

It  is  a  well-known  fact  that  visual  acuity  is  lessened 
by  the  ej^e  being  directly  exposed  to  a  brilliant  source 
of  light,  and  that  details  clearly  discernible  with  the 
source  shaded  are  frequently  lost  and  always  dimmed 
when  a  bright  light  is  directly  exposed  to  the  retina. 

The  explanation  of  the  phenomenon  is  simple;  the 
pupil  of  the  eye  requires  time  in  which  to  accommodate 
itself  to  a  strong  light  and  is,  under  that  light,  unable 
to  at  once  clearly  distinguish  details.  A  person  look- 
ing in  the  direction  of  the  sun  is  unable  to  distinguish 
details  until  the  eye  has  accommodated  itself  to  the 
glare  which  confronts  the  retina.  Persons  accustomed 
to  motoring  at  night  will  recall  that,  by  means  of  the 
illumination  of  the  u.sual  acetylene  lamps,  objects  in 
the  road  ahead  are  clearly  visible,  but  when  approach- 
ing an  arc  lamp  these  same  objects  become  less  promin- 
ent and  at  times  almost  invisible. 

This  result  is  not  brought  about  because  there  is  a 
lessening  of  the  illumination,  but  the  objects  appear 
less  distinct  because  the  brilliant  illumination  from 


Model  kitchen  window  display  that  might  bo  adopted  by  furniture 
dealers  handling  this  line  of  goods. 
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the  arc  light  is  in  the  direct  line  of  vision  and  there  is 
a  partial  blinding  of  the  vision. 

An  important  factor  in  the  effectiveness  of  an  even- 
ing display  is  found  in  the  distribution  of  the  light  in 
such  a  way  as  to  materially  affect  the  tone  of  the 
illumination.  Many  a  show  window  is  well  lighted 
in  the  front  half,  while  the  display  in  the  back  of 
the  enclosure  is  in  comparative  shadow. 

Frequently  these  conditions  are  reversed,  with  an 
excess  of  illumination  in  the  rear  of  the  window  and  a 
low  degree  of  intensity  at  the  front,  near  the  plate 
glass.  The  window  that  is  ideally  illuminated  is  the 
one  in  which  there  are  no  light  streaks  or  shadows. 

Because  the  average  merchant  has  given  little  atten- 
tion to  the  matter  it  is  difficult  for  him  to  realize  what 
a  slight  variation  in  a  reflector  design  will  bring  about 
in  the  way  of  improved  illumination  for  his  window 
display.    A  small  difference,  however,  in  the  design 


the  window  will  be  left  in  comparative  shade,  thus 
giving  conditions  most  favorable  for  focusing  atten- 
tion where  desired,  namely,  on  the  goods  displayed. 

Reflectors  are  now  available  which  are  made  of  cold- 
drawn  bronze  and  other  materials  and  in  fancy  or 
simple  moldings,  thus  serving  as  ornaments  by  day 
and  adding  materially  to  the  beauty  of  the  transom 
as  viewed  from  within  the  store. 

A  fault  generally  found  in  otherAvise  good  window 
lighting,  and  one  which  can  be  easily  overcome,  is  the 
annoying  back-glare  of  the  lamps  and  reflectors  in  the 
polished  back  or  mirrors  of  a  window  and  frequently 
upon  the  glass  above  the  lower  background. 

If  accurate  data  as  to  the  details  of  a  window  are 
given  to  the  intelligent  manufacturer  of  reflecting  de- 
vices it  is  a  simple  matter  to  construct  a  window  re- 
flector in  such  a  way  as  to  entirely  overcome  these 
back  objectionable  reflections. 


A  u  iridovv  displaj'  o(  the  Bedell's  Fiii'iiishiiig  Co.,  Toronto.    Note  the  utilisiation  of  flowering  plants  and  paluis 


of  a  reflector  will  frequently  effect  a  considerable  dif- 
ference in  the  window  illumination. 

Take,  for  instance,  a  window  ten  feet  high,  at  the 
top  of  which  is  a  reflector  with  the  planes  or  panels 
set  at  slightly  varying  angles.  Two  rays  of  light  from 
two  of  these  panels  may,  at  a  distance  of  twelve  in- 
ches, be  only  an  inch  or  two  apart,  but  when  these 
rays  reach  the  floor,  ten  feet  away,  they  will  diverge 
to  a  distance  of  several  feet.  The  slight  tilt  of  a  hand- 
mirror  reflecting  the  sun's  raj^s  and  the  wide  arc  of 
the  resulting  beam  of  light  aptly  illustrate  this  point. 

It  is  possible,  when  given  the  exact  dimensions  of  a 
window  with  the  exact  position  where  the  reflector 
must  be  placed  in  that  window,  and  the  height  to 
which  the  goods  are  generally  dressed,  to  design  a 
reflector  that  will  distribute  the  light  so  that  it  will 
exactly  and  evenly  cover  the  goods  on  display,  and 
the  goods  only.    The  sidewalk  and  top  background  of 


MODEL  WINDOW  KITCHEN  DISPLAY. 

The  accompanying  illustration  shows  a  window  dis- 
play of  a  model  kitchen,  fitted  up  by  May  Bros.,  hard- 
ware dealers,  West  Toronto. .  The  display  consisted 
of  one  of  the  new  Gurney-Oxford  Compact  Cabinet  gas 
ranges,  on  which  was  shown  an  alarm  clock  and  sev- 
eral cooking  utensils,  a  range  boiler  and  a  Cnrney- 
Oxford  gas  heater.  The  result  of  this  was  that  two 
complete  outfits  were  sold,  as  well  as  several  other 
smaller  sales. 

While  this  display  does  not  show,  with  the  excep- 
tion of  stoves,  the  lines  handled  by  furniture  dealers, 
the  suggestion  is  good  and,  with  a  little  thought,  an 
excellent  display  along  this  line  can  be  made.  Instead 
of  the  gas  heater  and  boiler  might  be  shown  a  kitchen 
cabinet  or  some  other  suitable  article  carried  in  a 
furniture  store. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Topograph}) 


Positive  Side  of  Advertising* 

(By  J-  F.  Wildman. 

Men  all  over  the  world  are  coming  to  realize  that 
the  positive  thought  is  the  best  to  build  on,  and  like- 
wise it  is  the  most  difficult  to  live  up  to. 

We  are  all  in  a  way  dependent  on  outside  agencies 
for  almost  every  thing  we  have  and  do.  Hence  ad- 
vertising is  not  only  possible  but  positively  necessary, 


Tapestry  Stair  and 
Corridor  Carpets 
at  Special  Prices 


I  litu  >iiviii;;  if  iIu-\  laKt 

Thc-i-  carpel-  aw  uf  .i  splcmlifl  ;i 


lir  .il.lc  lo  hn' 
I  ihis  >3lc. 


Ill  llic  icK^t"*  ^^■i*>  ^^^y  i^rc  «;xccl!tnt  values,  far 
in  fad  ttian  arc  usually  (irocurabic  at  tlic  prices. 

W  c  I)uukIk  three  pieces  of  caeli.  where  one  woul 
I»e  Mlfficient.  hiil  b>  (loiijj;  so  we  reaped  tlic  bcnent 
-liccial  prices,  uliich  ive  share  with  you.  and  whie 
make  this  sale  possible. 

Ill  cultirctl.  floral,  lattice  and  .  nn- 
lentiiitial  deiiijtis.  on  fawn  anil  srcin 
lrt'Hind-5,  pl;iju  itr>  liorflcr  cfl'.c.-. 
iviilth-      and  J7  inches. 

^•■Snlar  .;3i-  yaril  f..r  15* 

Ke^-ular  i-v  yard  for  50r 

kc^nlar  .Sje  yard  tor  TOc 

ReKnIar  got-  \rad  for  75^ 

Rei;ubr  Si-iio  vard  fur  80<? 

On  Sale  All  This  Week: 
See  Centre  St.  Window,   arid  Floor 

Reproduced  from  part  of  ad.  of  the  Hud.soii's  Bay  Co.,  C  algary. 
The  original  was      by  fij  inches  and  was  striking 
and  effective. 

to  point  out  and  show  "where"  and  "how"  and  "what 
to  do."  A  great  many  ads  are  educational  through 
intent.  The  literature  in  them  has  a  technical  value 
not  found  elsewhere.  Most  catalogues  are  real  text 
books,  full  of  information  on  the  articles  they  list  and 
describe,  consequently  they  are  of  great  value,  much 
more  than  is  ordinarily  appreciated.  It  is  not  long 
since  a  catalogue  simply  consisted  of  the  picture  of 
the  article,  a  very  brief  and  inadequate  description  of 
it,  and  possibly  the  price.  This  idea  is  still  held  to 
by  many  concerns,  but  to  my  mind  the  catalogue  which 
is  the  most  successful  business  getter  is  the  one  which 
is  i)ositive  in  the  description,  accurate  in  the  re-pro- 
duction of  the  articles  and  clear  and  concise  and  eas- 
ily understood  even  by  inexperienced  persons.  This  is 
the  positive  side  of  advertising.  We  are  surrounded 
on  every  side  by  artificial  and  mechanical  aids  to 
assist  us  in  our  daily  work  and  play.  In  fact,  we  are 
accustomed  to  the  tools  of  modern  use  that  we  do  not 
consider  them  at  all  and  very  frequently  use  them 
without  being  conscious  of  the  assistance  they  are  ren- 
dering to  us. 

The  man  who  makes  ends  meet  by  using  his  brain 
and  paper  and  pencil  uses  in  the  first  instance  that 
which  was  born  with  him,  but  in  the  second  and  third 
instances  that  which  is  the  product  of  many  brains. 

•Part  of  an  addrcs.s  recently  delivered  before  the  Toronto  Ad  Club. 


And  usually  each  individual,  therefore,  has  a  prefer- 
ence for  a  positive  kind  of  pen  or  pencil  and  paper. 

Glancing  back  to  the  primeval  period  in  the  world's 
history  we  find  that  the  savage  man,  who  for  weapons 
hurled  the  stone  and  wielded  the  club,  or  later  on 
aimed  the  arrow,  and  then  advanced  to  the  blunder- 
bus,  and  in  our  year  we  have  the  automatic  gun.  Each 
used  the  aid  in  offensive  or  defensive  which  was  the 
best  product  of  his  time,  and  we  may  be  sure  that  the 
savage  selected  the  stone  or  the  club  or  the  arrow  with 
the  best  knowledge  at  his  command,  even  as  the  crack 
shot  of  to-iday  selects  his  rifle.  The  knowledge  which 
showed  him  the  best  kind  of  stone  to  use  may  have 
been  gained  through  experience,  but  it  was  probably 
gained  through  the  advertised  fact  of  the  stones  which 
other  savages  hurled  at  him,  or  the  Indian  in  his  turn 
probably  examined  with  great  interest  the  arrows  of 
the  rival  tribe  and  thus  bettered  his  own  product  in 
arrows. 

All  information  passed  on  to  others  by  word  of 
mouth  or  other  channels  becomes  multiplied  accord- 
ing to  its  utility  and  the  vehicle  used  to  dissiminate 
the  information. 

So  we  find  in  just  proportion  that  we  can  attach, 
apply  and  use  outside  helps  as  auxiliary  agencies  to 
our  own  use  and  under  the  direction  and  control  of 
our  own  trained  will,  and  it  is  in  this  positive  use  of 
advertising  that  we  tell  to  others  the  utility  of  our 
goods  and  attain  success  in  the  sale  of  them  to  others 
whom  they  will  benefit.  To  my  mind,  advertising  is 
the  third  side  of  the  pyramid,  the  two  other  sides  re- 
present making  and  selling. 

Without  advertising  the  pyramid  is  not  complete. 
We,  therefore,  see  how  very  important  it  is  to  be  in- 


Sale  of  Curtains, 

SCRIMS.  MUSUNS  and  MADRAS. 


Wc  l-.H\e  a  lot  oF  odd  Curtains,  one,  two  and  thrte 
I^aiis  o  ily  alike,  some  a  little  soiled,  that 
we  are  cioiing  out  at 

JUST  HALF  PRICE. 


Some  Beautiful  Curtains  at  $1.00  to  $10.00 
To  be  Sold  at  From  50c.  to  $5.00. 


Monctoii  Carpet  &  Fumiture  Co. 

Opposite  Post  Office. 


An  ad.  wliit  li  would  lia\  i'  loukoil  Ijctlcr  hail  fmvev  kinds  of  type 
been  used.   Original  \\  in.  by  o  in. 
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formed  in  the  most  direct  way  possible  on  all  the  me- 
chanical means  of  making  goods  in  shorter  time  and 
on  better  quality,  of  doing  more  work  in  a  shorter 
space  of  time,  and  reducing  our  costs  of  production. 
We  get  this  information  through  advertising.    We  read 


Murray- Kay,  Limited 

A  Great  Assortment  of  Well  De- 
signed and  Comfortable  Furni- 
ture for  the  Porch  and  Verandah 


hinlHir 
lor  "II 


frnm 


KEEP  OUT  ?    A  sicn  on 
(-oone''tioDS  also.    Doptors  prescnbp  i 
door  life  is  belUr  than  .tonics,  and  i: 
out  anf]  breathe  fresh  air    The  prescription  i 
Dished  verandah,  there  ia  very  little  temptation  to  \v^sU-  m. 
lovel.v  days  of  early  Summer.    As  for  the  fiimishinc,  it  ran  h 
pense  from  the  preat  cblkelicn  of  eomfortahle  outdoor  fnroi 
Ihe  whole  of  a  big  annex  to  the  second  floor    H-'re  yon  wnll 
Rocking  Chairs  in  \TinoiiK  si7.ps.  from  the  biR,  roomy  lype  i 

piled,  do"-n  to  lieht,  .-ompnct  piece-;  thnt  take  up  liMI*  room,  b  „  .  , 

place  to  place  'These  are  reprwroted  in-Reed,  Chila  Rush  or  Willo^v.  finished  nahira!,  en- 
amelled white  or  prev.  or  <;tained.  Many  of  the  denims  are  dL-^incth  novel  and  ai^iStiC.  and 
the  prices  are  uniformly  reasonable.    There  are  ; 

Comfortable  Willow  Arm  Chairs,  at  $3  50,  $6.00  and  $8.60. 

Reed  or  Rattan  Arm  Chairs  and  Rockers  at  $6.60.  $7,00,  $9.00  and  up  to  $18.00. 
Clota  R«eh  Curate*,  at  $2.75  and  $3.00, 

Also  Settees,  Tabfes,  Book  Racks,  Magazine  Stand*.  Umbrella  Holders,  Electric  Lampe. 
Trays,  eU.,  at  similarly  low  prices, 
A  line  not  easilv  spoiled  bv  an  ocoa.sional  shower  comes  from  Anfitria.    It  ineiides  Chairs, 
Rockers  and  Tables,  very  stroncty  buill  and  painted   green,     The  seats   are  made  of  slats, 
cleverly  curved  and  eomfortah|p.    These  pieces  are  very  moderately  priced  : 
The  SmaU  Chairs  selling  at  $1,75  The  Arm  Rockers  at  $4.00 

The  Arm  Chairs  at  $3,25  And  the  Tables  at  $4,75  and  $5,75 

pen  verand=»h5  eon-ri-^ts  of  stronelv  built   Chaira,   Rockers,  Settees. 
1  Ihe  lower  iUnslration^,    These  are  made  of  touEth  hardwood,  finished 
natural,    or    painted    green  or 
hi-nwn.  vnth  seats  or  seats  and 
IjHcbs  of  plaited  reed.   There  arc  ■ 

Small  Chain  or  Rocker*  at  $1.05. 

$1,10,  $1,65  and  $2.16, 
Arm  Chairs  or  Rockers  to  match, 
at  SI. 90,  $2  00.  $2.76,  $3,00  and 
53.76. 

Sclteer  at  52,50  and  $6.75. 

We  invite  you  to  see  this  displav 
of  Furniture,  and  also  the  show- 
ing  of  Riig«  and  Mattings  for  ver- 
andah use  on  the  ground  floor. 


.Another  rood  line  fr 
•tc  .  of  th-^  typo  show 


ARM  CHAjn  No, 


Cat&logue 
Ao.  6.  B. 


Oitt-oi-town  residents  should  write  for 
Catalogue  No.  6,  B.  A  book  of  170  pages 
devoted  to  Furnilurt:  and  Furnishings. 


MURRAY- KAY,  Limited 

AT  THE  KAY  STORE) 

36  and  38  KING  STREET  WEST 


An  adveiti.setiient  lh.it  vv;is  both  \V(;I1  written         wt  ll  ili^played. 
Very  much  reduced  from  oriKiii'il- 

advertising  because  it  give.s  us  the  information  or 
should  give  us  the  iiifonnation  that  will  enable  us  to 
judge  quickly  and  accurately  the  usefulness  in  work 
of  the  article  advertised.  Advertising  is  the  world's 
greatest  index.    Yet,  it  is  more  than  the  ordinary  in- 


dex, as  the  description  in  the  advertising  gives  us  the 
information  about  the  article  as  well  as  attracts  our 
attention  to  it. 

I  recently  called  in  at  an  evening  party  of  ladies 
and  was  asked  to  join  in  a  game  of  naming  ads,  which 
were  pinned  on  to  the  walls  and  curtains;  the  names 
of  the  firms  and  articles  were  cut  off  or  obliterated 
from  the  advertisements,  which  were  mostly  full  pages 
taken  from  the  leading  weekly  and  monthly  magazines. 
They  Avere  conundrums  alright.  And  it  struck  me 
that  they  were  not  positive  enough  to  enable  one  to 
give  the  name  of  the  firm  advertising. 

Now,  if  these  advertisements  had  been  more  posi- 
tive in  their  descriptions  of  the  article  advertised,  1 
could  have  named  probably  90  per  cent,  of  the  articles 
and  the  firms  who  had  paid  for  the  advertising,  which 
proves  that  there  is  too  much  stress  placed  on  the  head 
line  and  the  firm  name.  The  descriptive  matter  in 
advertising  .should  not  be  regarded  simplj^  as  a  fill-in 
between  the  heading  and  the  signature,  but  should  be 
so  worded  that  when  the  surrounded  scenery,  so  to 
speak,  was  removed  that  the  article  Avould  still  be 
known. 

Advertising  pays.  I  believe  in  right  advertising  and 
T  believe  that  we  are  only  beginning  to  reali/e  the 
power  of  advertising.  I  do  not  need  to  be  told  to  eat, 
but  the  bill  of  fare  and  price  does  concern  me.  Why? 
Simply  because  it  names  the  different  dishes  and  dir- 
ects me  what  to  ask  for.    If  the  bill  of  fare  is  honest, 

Mr.  J.  F.  Wildman,  whose  address  is  herewith  published,  is 
general  manager  of  the  Office  Specialty  Manufacturing  Com- 
pany Limited,  and  on  May  1 4  completed  25  })ears  of  service 
with  that  concern,  which  Was  made  the  occasion  of  a  fitting 
testimonial  from  his  staff. 

it  tells  me  what  I  am  to  get  and  what  it  will  cost 
definitely  and  positively.  If  it  is  not  honest  and  I  do 
not  get  the  food  which  the  bill  of  fare  leads  me  to 
expect,  then  I  am  dissatisfied  and  disgusted  and  I 
will  return  no  more  to  that  place. 

Our  ideals  must  always  be  higher  than  our  present 
attainments  to  be  of  any  real  value  to  us.  One  writer 
has  said,  "Ideals  are  like  stars."  You  will  not  suc- 
ceed in  touching  them  with  your  hands,  but  like  the 
sea-faring  man  in  the  midst  of  the  ocean,  you  choose 
them  as  your  guides  and  follow  them  until  you  reach 
your  destination.  In  advertising  this  also  applies. 
Some  of  our  best  prospects  we  see  at  first  in  faint 
jirospective  and  after  a  time  (sometimes  a  long  time 
after),  we  reach  the  objective. 

Some  one  has  said  that  "like  faith,  advertising  with- 
out works  is  dead."  To  succeed  there  must  be  co- 
operation. The  heads  of  many  firms,  I  fear,  regai'd 
the  advertising  man  in  the  same  manner  that  the  or- 
ganist regarded  the  boy  who  pumped  the  organ  and 
was  very  much  interested  in  his  job.  One  day,  during 
a  practice  he  ventured  the  remark  to  the  organist : 
"We  made  some  good  music  last  Sunday."  "We," 
scornfully  said  the  organist,  "I  play  this  organ,  what 
have  you  to  do  with  it?"  The  boy  said  no  more  until 
the  middle  of  the  voluntary  the  next  Sunday  when  he 
stoi)ped  pinni)ing.  The  organist  in  great  excitement 
called  out  for  him  to  pump  up.  The  boy  looked  at 
the  organist  and  said:  "Say,  we  play  the  organ," 
and  the  organist  was  forced  to  admit  the  fact. 
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Card  Writing  Suggestions 

By  Charles  A.  Miller,  Spatula  Publishing  Co. 


Surprising  results  obtained  through  practice — Con- 
servative principles  elucidated  by  monograms — Impor- 
tance of  draAving  board  and  T  square — The  necessity 
of  practicing  curves,  parallel  and  oblique — penc'l  out- 
line. 

AVhen  show  card  writing  is  mentioned  and  the  ne- 
cessity of  acquiring  skill  in  free  hand  work  is  con- 
sidered, many  say:  "Wish  I  could  do  it,  but  it  re- 
quires an  artist  to  do  that,"  forgetting  that  we  all 
possess  about  an  average  ability  as  an  usual  condition, 
and  that  what  looks  very  difficult  and  unattainable,  is 
not  the  result  of  unusual  natural  qiialities,  but  of  sys- 
tematic study  and  analysis-  of  fundamental  facts,  com- 
bined with  practice.  It  is  equally  true  that  any  one 
who  can  learn  to  write  can  learn  how  to  draw  or 
paint  letters  for  the  show  card. 

By  a  series  of  geometrical  monograms  the  definite 
relations  which  all  letters  of  an  alphabet  bear  to  each 
other  will  be  shown,  and  in  detail  the  mechanical 
method  of  drawing  them. 

The  student  who  will  follow  these  monograms  with 
reasonable  study  of  each  letter,  using  rule,  compass 
and  drawing  board  at  first,  will  find  that  though  me- 
chanical ass'istance  is  a  great  convenience  in  elemen- 
tary efforts,  after  he  has  drawn  a  complete  alphabet, 
as  detailed,  of  each  letter,  character  by  character,  he 
has  acquired  a  readiness  of  foi-ming  letters  with  more 
accuracy  than  would  be  possible  to  attain  by  rambling 
copying  or  a  desultory  sketching  of  curves,  parallels 
and  oblique  lines. 

It  is  not  the  intention  to  convey  the  impression  that 
practice  in  copying  and  sketching  are  not  very  essen- 
tial, but  for  the  purpose  within  the  limits  which  I  am 
covering,  more  creditable  work  may  be  accomplished 
if  the  suggestions  in  connection  with  the  geometry  of 
letters  be  understood,  for  these,  if  applied  to  practice 
in  free  hand,  assure  greater  accuracy  and  a  quicker 
acquisition  of  the  art.  Speed  acquired  by  bold  care- 
less strokes  at  the  expense  of  accuracy  is  usually  diffi- 
cult to  correct.  , 

It  will  be  found  of  great  convenience  if  a  good  sized 
drawing  board  suitable  for  the  largest  card  to  be  used, 
is  procured,  together  with  half  a  dozen  thumb  tacks 
and  a  large  wooden  T  scpiare. 

The  board  has  many  advantages  over  a  table  or 
desk,  as  it  can  be  placed  at  various  angles  or  removed 
to  different  locations,  uncompleted  on  it  when  put 
a.side  hastily  is  better  protected  from  damage,  and 
will  be  found  in  the  same  position  for  completion  at 
any  time. 

Curves,  parallel  and  oblique  lines  are  the  few  simple 
important  strokes  that  should  be  practised  until  they 
have  been  mastered.  There  are  odd  moments  when 
these  exorcises  may  be  practised  with  pencil  or  pen 
by  any  one  who  has  a  laudable  ambition  to  succeed. 

Learn  to  draw  with  a  careful  but  fearless  stroke, 
for  it  is  better  that  an  effort  be  made  to  aequ're  speed 
gradually  and  easily  with  a  fair  degree  of  exactness 
than  by  attempting  to  secure  it  through  a  strained 
effort. 

The  T  square  is  a  very  convenient  aid  in  spacing  and 
Tor  denoting  the  exact  position  of  Ihe  various'  letters 
before  they  are  indicated  by  sketching. 


It  should  be  understood  that  after  the  i)rinciple  of 
the  monograms  has  been  understood,  that  in  general 
work  it  is  not  necessary  to  draw  the  lines  of  the  rect- 
angle, but  simply  denote  their  four  corners  by  a  dot, 
or,  better,  a  short  slight  pencil  stroke  crossing  the 
horizontal  lines.  This  may  be  observed  in  the  sign 
awaiting  the  "cleaning  up"  which  is  attached  to  the 
drawing  board. 

The  pencil  being  the  first  tool  the  student  will  use, 
should  be  a  No.  2,  or  HB,  and  properly  pointed.  Pro- 
vide a  few  sheets  of  white  cardboard  having  a  soft 
surface  (avoid  a  glazed  card).  A  heavy  manila  paper 
is  very  satisfactory. 

Let  the  perpendicular,  oblique,  right  and  left  curve 
stroke  l)e  always  drawn  from  the  top,  down.  Horizon- 
tal strokes  from  left  to  right.  The  arrows  will  indi- 
cate the  usual  method  employed  by  modern  card  writ- 
ers. 

These  i)ractical  lines  or  strokes,  as  shown  in  the 
plate,  are  really  the  essential  movements  necessary  to 
acquire  control  of  brush  or  pen,  and  when  once  the 
ability  to  execute  them,  even  fairly  well,  is  acquired, 
there  is  I'ttle  difHcidty  experienced  in  the  execution  of 
any  letter  which  one  may  please  to  select,  providing 


First  Lesson  in  Card  Writing 


a  knowledge  of  the  proper  application  of  the  strokes, 
of  mechanical  constructions  and  the  basic  principle 
of  all  letter  building  is  well  understood. 

Having  ruled  a  light  pencil  line  denoting  height, 
which  should  be  one  and  a  half  inches,  the  height  of 
original  design  from  which  this  plate  was  made,  which 
is  a  convenient  sire  for  practice  strokes,  the  intended 
strokes  may  at  'first  be  slightly  indicated  in  pencil 
^see  dotted  lines),  though  th's  must  be  eventually  dis- 
carded and  a  facility  of  executing  them  without  guide 
lines  acquired. 

The  Soenneckcn  Pen  No.  2  may  first  be  used,  as  this 
enables  one  to  control  the  direction  of  stroke  better, 
its  use  permitting  more  boldness  and  establishing  con- 
fidence. 

Then  try  the  No.  4  brush,  making  all  strokes  as 
with  the  pen  and  always  in  the  direction  of  the  arrows. 
Figures  1  to  6  need  no  further  explanation.  Figure  7. 
The  stroke  left  to  right  it  will  be  noted  in  the  middle 
part  of  S,  and  the  right  to  left  stroke  the  centre  of 
Figure  2.  These  are  difficult  strokes-  to  acquire,  but 
when  they  can  be  successfully  haiulled,  it  Avill  be 
found  to  be  much  easier  to  execute  the  strokes  re- 
quired for  combined  perpendicular  and  curved  letters 
or  for  letters  I'ke  0,  fr,  etc.  Figures  8  and  9  are  de- 
signed more  especially  to  secure  brush  control.  In 


30 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


June,  1912 


attempting  them  hold  the  brush  nearly  upright  and 
have  it  well  charged  with  color. 

The  strokes  indicated  should  be  made  in  order  oi 
1,  2,  3,  the  first  stopping  at  A.  Without  changing  the 
direction  of  the  brush,  but  simply  raising  it  just 
enough  to  clear  the  paper,  swing  it  to  B  and  make  the 
stroke  where  the  parts  connect.  Pass  the  brush  be- 
yond the  junction  in  order  to  insure  clean  lines.  These 
two  figures  should  be  made  with  one  stroke,  and  when 
skill  has  been  acquired,  this  will  not  be  found  diffi- 
cult, and  will  be  found  an  excellent  test  of  control. 

Figure  10  can  hardly  be  draAvn  a  perfect  circle. 
When  perfection  is  necessary  the  compass  is  always 
used.  Considerable  skill  is  required  to  make  a  fairly 
good  one.  but  repeated  trials  are  surprisingly  satis- 
factory. First  attempts  with  the  pencil  are  best,  and 
when  the  use  of  the  brush  is  taken  up,  it  is  often  that 
a  slight  retouching  brings  it  into  symmetrical  line. 

A  good  way  to  do  is  to  draw  a  small  circle,  say  one 
inch  diameter,  and  then  surrounding  it  with  another, 
one-fourth  inch  larger,  and  so  on,  until  four  or  five 
have  been  made.  The  circle  ought  to  be  made  in  two 
strokes,  swinging  the  brush  from  A  to  B  (No.  1 
stroke),  and  completing  with  No.  2  stroke.  It  is  good 
"control"  practice  to  try  and  make  a  perfect  circle 
in  one  stroke.  This  may  not  for  some  time  produce 
very  pleasing  results,  but  it  will  give  the  hand  and 
wrist  a  movement  that  lends  ease  and  confidence  to 
the  other  easier  and  more  frequently  used  strokes. 
11  and  12  are  readily  seen  to  be  important  strokes 
when  combined. 

It  is  a  secret  of  the  art  to  learn  to  skillfully  raise 
the  brush  from  the  stroke  and  to  adroitly  replace  it; 
this  is  an  important  factor  in  all  practice  work,  and 
should  be  given  specially  careful  attention. 


HOW  SOME  BUYERS  BUY. 

"It  always  struck  me  as  peculiar,"  said  a  well- 
known  commercial  traveller  to  an  exchange,  "that 
there  are  so  many  buyers  who  seem  to  think  that 
the  time  they  spend  looking  at  samples,  or  buying 
goods,  is  largely  wasted.  They  rush  that  kind  of  a 
job  like  they  had  to  catch  a  train.  They  will  crowd 
in  an  order  in  an  hour  that  they  would  really  do  better 
to  take  a  half  day  over,  forget  half  the  things  they 
need,  leave  out  half  of  the  detailed  specifications,  and 
make  such  careless  and  hurried  examinations  of  new 
offerings  as  to  leave  them  little  or  no  idea  of  their 
relative  merits,  in  order  to  rush  back  to  less  important 
details  of  their  business. 

"In  this  class  falls  also  the  type  of  buyer  who  will 
put  off  seeing  the  salesman,  or  having  his  stock  looked 
up,  until  after  the  business  day  is  over,  and  then  have 
the  salesman  back  at  the  store  in  the  evening,  rush 
the  deal  throiigh  half  considered  and  then,  perhaps, 
remembering  an  evening  engagement,  hand  the  sales- 
man an  almost  unintelligible  memorandum,  and  leave 
the  detailed  selection  of  the  order  to  the  salesman. 
Gentlemen.  I  may  be  prejudiced,  but  this  seems  like 
mighty  poor  buying.  If  the  salesman  were  to  show 
the  same  laxity  in  his  methods,  where  would  it  land 
liim,  I  wonder?" 


Each  time  an  advertisement  is  repeated  it  is  read 
by  a  less  number  of  people.  To  get  the  most  readers, 
change  copy  every  issue. 


THE  MODERN  SALESMAN. 

The  age  has  advanced,  the  drummer  of  the  olden 
days  has  gone;  the  whole-souled,  easy-going,  good-na- 
tured, the  story-telling  drummer  has  past  into  his-tory. 
The  evolution  of  the  "drummer"  into  the  "travelling 
salesman"  has  been  swift  and  sure.  The  salesman  of 
to-day  is  a  biisiness  man,  keen,  alert,  wide  awake,  and 
the  man  who  thinks. 

Give  me  the  bright,  keen-eyed  salesman  who  is  at 
home  in  the  office,  or  across  the  desk  of  the  biggesi: 
and  most  successful  merchants  of  the  country,  and  can 
by  thoroughly  acquainting  himself,  tell  him  approx- 
imately the  number  of  buggies,  wagons,  plows,  culti- 
vators, reapers,  mowers,  engines  and  other  articles  sold 
out  of  that  town  per  annum,  should  he  be  an  imple- 
ment salesman ;  or  stoves,  lawn  mowers,  screen  doors, 
washing  machines,  etc.,  should  he  be  a  hardware  sales- 
man. 

Every  live  and  uj)-to-date  merchant  will  readily  give 
his  time  and  attention  to  the  man  who  is  well  posted 
in  the  business  and  will  often  realize  that  he  is  not 
getting  his  share  of  the  trade. 

It  is  the  salesman,  the  thinker,  who  can  hand  such 
information  in  a  nice  smooth  manner,  and  in  s-o  doing, 
the  merchant  is  unconscious  of  the  foundation  the 
salesman  is  laying  for  an  order  and  build  up  the  busi- 
ness. 

A  salesman  is  a  man  who  can  readily  impart  to  the 
merchant,  mechanic,  or  consumer,  the  points  of  merits 
of  his  goods  and  who  takes  it  as  his  further  duty  to 
educate  every  clerk  in  the  store  at  every  opportunity, 
on  his  particialar  line,  not  on  the  demerits  of  other 
lines,  but  strictly  on  the  merits  of  his  oavu  line.— W.  G. 
Tippett. 


BE  LOYAL  TO  YOUR  EMPLOYER. 

Personal  loyalty  to  one's  employer  is  the  kejTiote 
to  success ;  in  a  measure,  we  are  all  employes. 

The  greatest  number  of  workers,  men  and  women 
alike,  fail  to  understand  the  meaning  of  the  word  loy- 
alty. 

If  you  seek  employment  and  it  is  given  you — then 
for  heaven's  sake  work  for  the  man  and  do  your  best.. 
Don't  begin  in  a  short  time  to  kick  and  grumble  to 
other  employes,  and  above  all  don't  be  dishonorable 
by  seeking  other  employment  while  taking  your  em- 
ployer's money,  for  if  your  mind  and  interests  are 
elsewhere,  you  are  not  giving  him  your  best  service. 

If  you  are  not  satisfied  with  your  job — quit  and  be 
a  man.  Get  out  and  find  another  more  to  your  liking 
and  ability.  Don't  be  a  sneak.  Don't  consort  with 
the  enemies  of  your  employer.  Don't  permit  yourself 
to  be  made  a  cat's  paw  by  acting  as  a  spy  and  in- 
former on  your  employer  for  the  benefit  of  those  who 
seek  his  undoing.  Don't  be  a  thief  of  your  present 
employer's  time  and  interests. 
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SUGGESTION  FOR  DISPLAYING  LINOLEUMS. 

A  Avriter  in  the  Auierit-an  Carpet  and  Upholstering 
Review  makes  a  good  suggestion  in  regard  to  dis- 
playing linoleums.  He  says':  Why  not  curtain  off  a 
small  part  of  your  store  or  department  with  heavy 
burlap  to  represent  the  walls  of  a  kitchen.  Then  fit 
up  this  portion  for  any  room  in  the  home  that  can 
suitably  be  covered  Avith  linoleum  or  oil-cloth. 

On  lightweight  wooden  frames  nail  down  several 
square  yards  of  certain  grades  of  this  line  of  mer- 
chandise that  yoi;  desire  to  sell,  and  after  showing  the 
various  samples  to  the  prospective  purchaser  have  the 
salesman  place  on  the  floor  the  prepared  frames  with 
the  style  or  pattern  that  appeals  most  to  the  house- 
Avife,  thus  showing  the  exact  effect. 

If  the  intended  purchaser  seems  to  think  the  floor 
too  l)are  with  linoleum,  a  small-size  rug  could  be  placed 
upon  it.  using  some  taste  in  the  arrangement,  and 
Avithont  doubt  one  or  more  of  these  rugs  could  be 
disposed  of. 

The  frames  containing  the  patterns  could  be  placed 
at  one  side  of  the  curtained  room,  and  the  merits  of 
the  higher  priced  goods  can  be  emphasized  before 
placing  (m  the  floor.  These  frames  should  be  of  light, 
but  strong  material,  and  could  be  easily  handled  by 
the  salesman  Avithout  the  assistance  of  the  porter,  as 
the  Aveight  of  a  fcAV  square  yards  of  CA'en  the  heaA'iest 
linoleum  should  not  tax  the  strength  or  ingenuity  of 
the  man  Avho  is  on  the  joh. 

In  this  connection  a  false  AvindoAv  fitted  Avith  frames 
could  be  used  to  advantage  by  draping  them  Avith  a 
desirable  patttrn  and  quality  that  the  merchant  de- 
sired to  exploit.  ]\lany  an  order  for  the  linen  curtains 
that  have  proA-en  so  popular  this  spring  could  be  se- 
cured by  having  the  entire  scheme  harmonize  Avith 
almost  any  jiattern  of  lightweight  coA'ering  that  Avould 
be  desii-ablc  for  kitchen  or  pantry. 


RUG  RACKS  FOR  WINDOW  DISPLAYS. 

By  Louis  Brenlnall. 

For  a  general  shoAving  of  rug-s  in  the  AvindoAV  a  rug- 
rack  or  holder  is  very  useful.  Only  a  fcAV  rugs  should 
be  shown  at  a  time.  This  shoAvs  them  up  effectively. 
There  are,  of  course,  exceptions  to  this  rule,  AA'hich 
pertain  more  generally  to  a  classical  display.  Rugs 
may  be  tastily  (lisi)layed  in  the  Avindow  in  coiuiection 
Avith  a  rug  salesday  by  shoAving  a  certain  line  of  rugs 
or  those  of  a  certain  size — showing  tAvo  or  three  of 
the  rugs  in  plain  view,  and  then  stacking  a  stock  of 
the  rugs  along  the  AvindoAV  background.  A  display 
of  small  rugs,  a  yard  or  more  in  length,  makes  a  stocky 
Avindow  disi)lay.  It  gives  people  the  idea  that  the 
store  has  a  good  stock,  and  sort  of  takes  their  minds 
oft'  the  price. 

Showing  the  rug  as  it  would  look  in  a  furnished 
room  attracts  attention  to  it.  This  generally  requires 
a  sub-floor  in  the  windoAv,  so  as  to  elevate  the  rug 
into  plain  sight,  and  the  rug  must  be  gotten  well 


toAvards  the  front  of  the  AvindoAv.  If  it  is  a  parlor 
]'ug,  it  may  be  displayed  as  though  in  the  parlor,  Avith 
meagre  AvindoAV  trimmings,  so  the  rug  Avill  receiA^e 
the  attention  it  deserA^es. 

Rug's  for  summer  use,  as  porch  rugs,  may  also  be 
!-:hoAvn  in  this  Avay.  by  making  the  elcA'ated  platform 
as  a  porch,  Avith  the  rugs  placed  here  and  there,  as 
they  Avould  be  if  in  use.  To  .side  of  i)orch  a  porch- 
curtain  may  be  hung.  Door  mats  may  be  placed  at 
bottom  of  porch  steps. 

Almost  any  little  demonstration  Avith  rugs  in  the 
display  Avindow  attracts  attention.  A  pretty  girl  in 
the  Avindow,  demonstrating  the  meritorious  points  in 
rugs  of  quality — bringing  out  the  strong  features  or 
"talking  points"  by  shoAving  them  up  by  means  of 
comparison  Avith  samples  of  plainer  rugs,  etc.,  creates 
considerable  interest  in  them.  The  demonstration 
must,  of  course,  be  all  action,  like  a  photo-play  or  moA'- 
ing  picture — self-explanatory,  for  there  can  be  no  talk- 
ing. 


SEASONABLE  TIME  TO  PUSH  LINOLEUMS. 

Dealers  in  housefurnishing  goods  need  not  to  be 
reminded  that  this  is  the  time  of  the  year  to  feature 
articles  Avhich  the  average  housewife  finds  necessary 
in  replenishing  her  furnishings  during  the  course  of 
her  annual  spring  housecleaning. 

Many  dealers,  hoAvcA^er,  oA'erlook  the  fact  that  cer- 
tain floor  coverings  can  be  piished  to  advantage  in 
this  seasonable  advertising.  For  instance :  this  is  the 
time  Avhen  the  kitchen  needs  new  oilcloth  or  linoleum, 
and  the  bathroom  Avould  look  much  better  Avith  a  ncAv 
tile  pattern  linoleum.  Don't  hesitate  to  point  out 
these  facts  and  emphasize  them.  They  Avill  help  your 
linoleum  sales. 

The  furnishing  of  offices,  too,  aff'ords  an  excellent 
outlet  for  floor  coA'erings  of  this  type. 

The  average  houscAvife  knoAvs  Avhen  she  needs  a  rug, 
but  it  is  sometimes  necessary  to  call  her  attention  to 
her  needs  for  linoleum  and  oilcloth. 

In  the  local  acU'ertising.  carpets,  rugs,  mattings  and 
linoleums  should  receiA^e  much  attention  noAV,  and 
shoiild  not  be  neglected  or  overshadoAved  by  the  prom- 
inence of  spring  millinery. 


CARPETS  AND  LINOLEUMS. 

BroAvns.  faAvns  and  greens,  in  small  patterns,  sold 
the  best  during  the  past  season  and  Avill,  therefore,  be 
the  leading  styles  for  fall. 

There  has  been  a  lot  of  talk  about  increased  prices, 
but  so  far  these  have  not  gone  into  effect.  It  is  prac- 
tically certain,  however,  that  befoi'e  next  October, 
Avhen  the  half  yearly  ad.justment  Avill  be  made,  ad- 
vances Avill  have  to  be  made  to  meet  the  sharp  rise  in 
the  cost  of  the  raAv  material.  About  five  per  cent.  Avill 
be  the  avei*age,  although  lines  such  as  Axminsters, 
Avhich  have  jute  backs,  are  likely  to  go  higher. 

The  main  reason  of  the  higher  prices  is  the  increased 
co.st  of  .iute.  The  recent  sti'ike  in  the  .iute  mills  at 
Dundee,  Scotland,  has  affected  the  situation  consider- 
ably and  prices  have  advanced  tAvice  since  the  men 
returned  to  Avork. 

This  increased  cost  of  jute  will  affect  liiuileinns  even 
more  than  carpets  and  higher  jirices  in  the  finished 
article  are  certain.  The  pres-ent  demand  for  these 
goods  is  much  greater  than  it  has  been  for  some  time. 
Light  effects  and  block  designs  are  selling  best. 
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WALL  PAPER  SELLING  SUGGESTIONS. 

By  Bessie  L.  Putman. 

There  are  many  who  would  gladly  renew  their  wall- 
paper at  this  season  were  it  not  for  the  expense  of 
hanging,  which  almost  douhles  the  cost.  A  few  hints 
Avould  render  those  who  have  more  time  than  money, 
able  to  do  the  work  themselves;  yet  without  these 
helps  for  beginners  they  do  not  realize  that  it  is  a 
trade  which  may  be  picked  up  readily.  And  while  it 
is  true  that  large  rooms,  especially  if  high,  should  not 
be  attempted  by  the  amateur,  the  average  home  of  the 
family  of  moderate  means  may  be  made  more  beauti- 
ful and  more  sanitary  by  this  simple  renovating,  and 
at  very  little  expense. 

Catalogue  houses  have  made  the  most  of  this,  and 
there  is  no  reason  why  you  should  let  them  gain  the 
advantage  by  so  simple  a  plan.  Paper  and  printer's 
ink  are  cheap,  and  a  folder  with'  even  more  explicit 
directions  than  those  which  preface  their  wall  paper 
catalogues  will  be  effective  in  inducing  your  patrons 
to  do  a  bit  of  decorating  in  a  most  economical  Avay. 
Give  full  details  of  how  to  make  the  paste,  treat  new 
or  old  walls,  cut  and  fit  the  paper,  and  hang  it  in  ceil- 
ing, and  side  wall.  The  really  necessary  tools  may  be 
summed  up  in  a  smoothing  brush,  though  you  should 
be  able  to  supply  the  more  elaborate  conveniences  if 
desired.  Put  yourself  in  the  place  of  the  woman  who 
wants  to  make  the  most  of  every  penny,  and  who  will 
gladly  throw  in  her  time  for  the  sake  of  making  home 
more  homelike.  She  will  buy  enough  more  paper  to 
make  up  for  the  trouble  you  have  taken. 

What  if  you  do  furnish  paper  hangers !  They  will 
still  have  enough  to  keep  them  busy  in  homes  where 
professional  service  is  desired  and  can  be  afforded.  No 
doubt  your  men  are  already  pushed  during  the  busy 
season.  But  if  so,  never  allow  them  to  promise  work 
which  they  cannot  accomplish  within  the  time  speci- 
fied. There  is  nothing  more  vexatious  to  the  tidy 
housewife  than  to  have  her  rooms  dismantled  for  days 
or  weeks  awaiting  the  tardy  paperhanger.  If  he  is 
promised  two  weeks  ahead,  how  much  better  to  say 
so ;  then  she  will  not  be  compelled  to  endure  the  en- 
forced confusion  of  being  ready  unnecessarily.  Prompt- 
ness and  veracity  are  special  virtues  here. 

Help  her  to  make  a  wise  selection.  Patterns  this 
year  are  more  charming  than  ever.  The  beautiful 
floral  designs,  so  appropriate  for  bedrooms,  simply 
sell  themselves.  The  combinations  of  ribbon  and  flow- 
ers are  especially  acceptable.  Some  of  the  patterns 
show  an  exquisite  blending  of  soft  colors  upon  a  back- 
ground of  subdued  tones.  And  the  satin  stripes  or 
tiouches  of  silver  give  a  richness  and  elegance  to  even 
the  cheaper  papers.  There  are  the  quaint  chintz  pat- 
terns, and  the  more  formal  designs  for  library  or  din- 
ing-room. It  will  be  noted  that  the  bright  reds  of  the 
past  are  toned  down  to  dull  colors,  softened  but  not 
faded.  The  designs  and  coloring  are  more  artistic 
than  ever  before.  This,  in  itself,  should  be  an  incen- 
tive to  re-yiaper.  There  are  styles  so  hideous  that  we 
refrain  from  using  them;  but  this  is  a  season  when  a 


refined  taste  may  be  fully  satisfied  in  both  cheap  and 
expensive  papers. 

Some  of  your  customers  know  just  what  they  want 
and  Mnll  accept  no  substitute.  It  is  up  to  you  to  make 
good  the  scheme  as  outlined.  But  a  large  proportion 
of  them  are  open  to  suggestions,  while  some  few  rely 
upon  your  advice.  With  the  artistic  creations  at  your 
command  it  becomes  a  real  pleasure  to  cater  to  the 
latter,  and  to  direct  along  lines  which  shall  reflect 
credit  upon  your  house.  It  is  one  thing  to  make  a 
sale,  and  quite  another  to  make  one  Avhich  will  leave 
a  favorable  impression.  The  wall  paper  which  stares 
unpleasantly  at  the  occupants  of  a  room  every  day  for 
a  year  is  a  continual  curse  to  you,  while  that  which  is 
artistic,  restful,  pleasing,  is  a  perpetual  reminder  of 
your  ability. 

Avoid,  for  purel.v  personal  reasons  if  for  no  other, 
a  sale  which  you  know  will  be  a  mistake.  Place  your- 
self in  the  position  of  the  buyer,  even  though  it  does 
not  rid  your  house  of  a  style  which  sticks.  Discour- 
age a  purchase  which  is  a  violation  of  propriety.  A 
flashy  design  will  soon  lose  favor  in  the  room  of  an 
invalid.  Rooms  abounding  in  sunshine  do  not  need 
the  yellows,  and  cold  blue  and  gray  do  little  to  bright- 
en the  dull  north  room.  A  large  figure  will  never  do 
you  credit  upon  a  small  room ;  but  a  low  room  vrill 
seem  to  have  the  ceiling  raised  by  a  striped  effect  with 
narrow  border.  These  and  many  other  little  details 
which  are  trite  to  you  are  unknown  to  some  of  your 
customers. 

Having  found  out  the  nature,  size,  and  location  of 
the  room,  together  with  the  probable  price,  strive  to 
adapt  yourself  strictly  to  the  lines  defined.  If  your 
own  opinion  happens"  to  be  at  variance  with  the  per- 
sonal taste  of  the  customer,  strive  to  catch  the  wants 
of  the  purchaser  unless  there  is  a  reason  for  dissent- 
Yon  can  soon  discover  whether  a  dull  green  or  tan 
and  brown  background  appeals :  and  when  these  are 
equallv  desirable  from  the  professional  point  of  view, 
concentrate  your  efforts  upon  the  preferred  color. 

The  home  beautiful  is  a  lofty  aim.  The  sanitary 
home  is  still  more  a  thing  to  be  sought.  These  are 
the  tAvo  points  upon  which  arguments  for  a  rencAval 
of  wall  paper  rests.  We  maA'  like  a  change,  A-et  this  is 
not  an  essential.  But  the  daintiness  of  fresh  paper  is 
accentuated  by  the  fact  that  it  is  necessary  to  health. 
Microbes  cling  to  the  old  Avails,  even  under  the  ut- 
most vigilance.  Tuberculosis  and  host  of  other 
platyues  find  in  the  frequent  rencAA'al  of  Avail  paper  an 
efficient  check.  The  best  cleaners,  of  AA'hich  you  carry 
a  good  stock,  cannot  equal  the  fresh  surface.  With 
fresh  naper  and  fresh  paint  one  may  accomplish  fairy- 
like feats  in  the  home.  And  the  paper  renoA^ates  a 
Avider  surface  more  quickly  than  even  paint,  and  at 
less  cost. 


FILL  THE  ORDER  AT  ALL  COSTS. 

If  you  'find  it  necessary,  Avhen  filling  an  order,  to  use 
a  better  article  than  that  called  for,  ncA^er  let  the  cus- 
tomer knoAV  you  are  cutting  the  price.  If  you  do. 
you'll  have  him  come  back  at  vou  and  want  you  to  do 
the  same  thing  over  again.  Take  wall  paper,  for  in- 
stance. 

'Suppose  a  man  orders  several  rolls  of  a  cheap  grade, 
and  on  fillina-  the  order  a'ou  find  you  are  one  or  two 
rolls  short.  It  will  not  do  to  fall  doAvn  on  the  order, 
and  it  is  unlikely  that  the  customer  aa^II  pay  the  higher 
price  for  a  better  grade  in  the  same  pattern.  There- 
fore it  is  better  to  take  the  required  amount  from  the 
better  stock,  fill  the  order  and  say  nothing  about  it. 
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Stoves  and  Furnishings 


SELLING  STOVES  AND  RANGES  PAYS. 

The  stove  department  of  your  business  can  be  made 
not  only  to  produce  a  direct  profit  on  the  actual  sales 
made,  but,  if  intelligently  and  s'killfully  handled,  it 
will  serve  the  purpose  likevi^ise  of  attracting  w^omen 
to  the  store,  and,  if  the  line  stocked  is  first-class  and 
appeals  to  customers,  the  latter  wall  have  confidence 
also  in  the  house  furnishing  goods  which  you  carry. 

Sell  Standard  Lines  Only. 

The  furniture  dealer  should  handle  but  one  make 
of  stoves,  unless  it  seems  necessary  to  have  both  high 
and  low-priced  goods,  in  which  case  he  should  have 
but  one  of  each.  I  am  of  the  opinion,  says  a  writer  in 
House  Furnishings  Review,  that  he  will  do  better  with 
one  fairly  good  stove  than  with  the  best  half  do:;en. 
But  it  must  be  a  good  stove.  No  dealer  can  do  well 
with  poor  stoves  anywhere.  The  beginner  should 
study  the  needs  of  his  territory  and  confine  himself 
to  supplying  the  principal  demand  rather  than  to  try 
to  catch  the  stray  customer,  Avho  wants  something 
much  out  of  the  common  run.  I  believe  the  one  way 
to  build  up  a  profitable  stove  trade  is  to  get  a  legitim- 
ate profit  and  sell  the  best  standard  grades.  A  pro- 
minent western  dealer,  who  has  been  selling  stoves  for 
nearly  a  quarter  of  a  century,  attributes  his  success 
largely  to  carrying  standard  lines  of  stoves  and  con- 
tinuing from  year  to  year  in  advertising  and  pushing 
the  same  lines.  During  all  this  length  of  time  he  has 
carried  but  one  make  of  gasoline  stoves,  two  makes 
of  gas  range,  one  make  of  base  burners,  and  two 
makes  of  steel  ranges. 

Select  a  Quality  Line. 

Don't  think  because  you  live  in  a  small  town  that  a 
cheap  line  will  be  plenty  good  enough.  Our  big  cap- 
tains of  industry  are  men  who  have  always  planned 
ahead.  If  you  put  in  a  cheap  line  one  of  our  competi- 
tors may  wake  up,  and  by  going  you  better  on  quality 
install  a  high-grade  line  that  will  throw  yours  com- 
pletely in  the  shade.  By  putting  in  a  cheap  line,  you 
give  him  an  incentive  to  do  this  very  thing.  Take  a 
long  look  ahead.  Remember  in  selling  stoves  and 
ranges  you  are  not  merely  building  for  the  present, 
but  also  for  the  future.  To  the  wide-awake  dealer 
the  stocking  of  a  line  of  stoves  and  ranges  is  a  hard- 
headed,  long-headed  business  deal — a  purchase  for  the 
future  as  well  as  the  present. 

A  Stove  Department. 

When  the  line  is  settled  upon,  pick  out  a  man  to 
take  charge  of  the  department.  Get  the  best  man  you 
can  find,  and  make  him  responsible  by  giving  him  full 
charge. 

In  the  smaller  stores,  of  course,  it  is  usually  impos- 
sible to  have  one  man  devote  all  of  his  time  to  the 
stove  end  of  the  business.  In  such  cases  it  is  not  a 
bad  idea  to  put  the  care  of  the  stove  department  up  to 
one  particular  clerk,  who  Avill  give  all  the  attention 
he  can  to  it,  and  become  the  stove  exi)ert  of  the  store, 
studying  all  the  time  to  become  thoroughly  pos'ted  on 
the  stove  and  range  sub.jects.  If  you  put  your  de- 
partment into  the  hands  of  a  young  fellow  who  is 


bright  and  intelligent,  make  his  bread  and  bixtter  de- 
pendent on  the  success,  and  encourage  him  all  you 
can,  you  will  find,  if  your  man  is  any  good,  the  stove 
department  will  begin  to  show  results  right  away. 
Make  the  manufacturer  of  your  line  tell  you  all  there 
is  to  tell;  make  him  give  you  all  the  information  he 
can,  for  the  better  posted  you  are  the  more  faith  you 
will  have  in  the  stoves  and  the  harder  you  will  push 
them.  All  this  means  more  stove  sales,  more  business, 
and  extra  profits  for  you. 

Advertising  the  Line. 

This  is  an  advertising  age  and  it  is  a  good  thing  to 
keep  your  stove  department  well  before  the  public. 
The  finest  product  on  earth  will  go  to  waste  unless 
people  know  that  you  have  it. 

General  advertising  of  almost  any  sort  will  help 
your  stove  business.  With  stoves,  as  with  other  lines, 
a  considerable  amount  of  advertisiiig  should  be  done 
.just  before  and  just  after  the  season  opens..  The  old 
saying  about  the  "early  bird"  applies  pretty  well  to 
the  advertising  of  goods  which  have  a  certain  selling 
season. 

Some  people  will  think  of  their  stove  needs  before 
the  season  really  opens,  but  more  will  think  of  them 
just  after  the  opening.  It  is  then  that  the  old  stoves 
are  brought  to  light  and  replaced  with  new  where  the 
necessity  requires  it.  Others  will  notice  the  advertis- 
ing before  the  season  opens,  and  will  look  to  their 
stove  needs  early.  More,  however,  will  wait  until 
their  stove  needs  are  evident,  and  then  will  begin  to 
think  of  a  place  to  buy.  It  is  evident,  then,  that  the 
advertising  should  continue  into  the  season  as  well  as 
before  it.  There  is  certain  to  be  more  or  less  of  a  rush 
for  seasonable  goods  soon  after  the  season  opens.  The 
furniture  dealer  who  does  the  best  advertising-  is  sure  to 
derive  the  most  benefit  from  this  rush,  other  things  being 
equal. 

To  Get  the  Best  Results. 

In  connection  with  advertising,  the  fact  cannot  be 
too  strongly  impressed  that  the  merchant  who  adver- 
tises best  is  not  always  the  largest  advertiser.  Good 
advertising  does  not  solely  consist  of  spending  a  large 
amount  of  money.  Advertising  stoves  and  ranges  has 
been  compared  to  steam  in  a  locomotive.  It's  a  good 
comparison.  Both  steam  and  advertising  are  prime 
movers — they  start  things  and  keep  them  moving. 
Rteam  alone,  however,  never  made  a  railroad  and  ad- 
vertising alone  never  made  a  business.  One  of  the 
oldest  business  axioms  is  "A  satisfied  customer  is  the 
best  advertisement."  Now  let  us  stop  and  analyze 
just  what  this  means.  A  satisfied  customer  is  a  good 
advertisement  for  three  reasons:  First,  he  becomes  a 
repeat  customer — he  re-orders.  Second,  he  recom- 
mends to  others  the  product  which  has  given  him  satis- 
faction. Third,  he  talks  about  the  good  value  he  has 
found  in  the  stove  and  his  talk  often  reaches  the  ears 
of  other  prospective  customers  and  thereby  influences 
trade.  In  that  sense  a  satisfied  customer  is  not  the 
least  advertisement  simply  because  he  is  satisfied — 
but  because  of  what  his  satisfaction  leads  him  to  do. 


O'lTara  once  saw  an  advertisement  in  a  street  car, 
reading:  "Buy  your  stove  at  O'Brien's  and  save  lialf 
your  coal." 

"Bcgorra, "  he  said,  "I'll  buy  two  stoves  aiul  save 
all  me  coal." 
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STORING  STOVES  A  PROFITABLE  BUSINESS. 

The  storing  of  stoves  during  the  summer  months  is 
not  generally  practised  by  hardware  dealers,  but  to 
those  who  have  tried  it,  it  has  proved  a  profitable 
business.  Not  only  is  there  a  profit  in  taking  care  of 
the  ranges,  but  the  people  who  store  them  become  in- 
terested in  the  dealer's  store  and  this  means  extra 
business. 

Of  course,  one  must  have  room  if  he  is  going  into 
this  Avork,  but  the  basement,  a  shed  at  the  back  of 
the  store,  or  any  place  where  the  goods  will  not  be 
exposed  to  the  elements,  will  do  admirably. 

One  firm  who  have  done  this  for  two  or  three  years, 
last  year  handled  500  stoves.  At  a  charge  of  $5  per 
stove,  this  Ijrought  in  $2,500.  For  this  $5  they  take  the 
stove  down,  store  it  for  the  summer  and  set  it  up 
again.  During  the  srimmer,  they  do  over  each  stove, 
give  it  a  thorough  cleaning  and  clean  and  polish  all 
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Storage  Receipt  made  out  when  Stove  Tag  placed  on  Stove  before 

reaches  store  and  mailed  to  customer  removing  it  from  house 

the  nickel.  If  any  are  found  in  need  of  repair,  the 
owner  is  notified,  and,  if  the  repairs  are  made,  the 
amount  is  charged  against  the  customer.  This  is  an- 
other source  of  profit. 

For  cleaning  the  nickel  parts,  a  buffing  machine  has 
been  installed.  This  has  since  paid  for  itself  in  the 
increased  number  of  stoves  handled. 

By  using  tags  similar  to  those  here  reproduced,  a 
careful  tab  is  kept  on  each  stove.  The  smaller  tag  is 
filled  in  and  put  on  the  stove  before  it  leaves  the  cus- 
tomer's house,  and  when  the  stove  reaches  the  store 
room  a  receipt  is  made  out  on  the  larger  form  and 
mailed  to  the  customer. 

The  person  who  is  putting  the  stove  into  storage  is 
obliged  to  state  what  value  is  placed  on  it,  and  then 
the  firm  places  insurance  to  cover  this  amount. 

It  is  natural  that  when  a  cold  spell  comes  in  the 
fall  there  will  be  a  big  rush  for  stoves.  To  offset  this, 
the  customer  should  be  notified  when  the  stove  is 
being  taken  away  in  the  spring  that  three  days'  notice 
must  be  given  when  it  is  wanted  again  in  the  fall. 

Besides  the  profit  on  the  storage  and  on  the  repairs, 
there  is  another  point  in  favor  of  this  work.  It  en- 
ables a  retailer  to  see  when. a  stove  is  almost  beyond 
repair  and  a  new  one  needed.  These  prospects  can 
be  followed  with  a  personal  canvass,  with  frequently 
good  results. 

Dealers  who  intend  going  into  this  work  can  point 
out  to  the  customer  that  it  is  worth  $5  to  have  the 


stove  given  a  thorough  over-hauling  by  experienced 
men  and  that  the  range  is  out  of  the  way  during  the 
hot  summer  months. 


AS  IT  WAS  AND  HOW  IT  MIGHT  HAVE  BEEN 

Quite  recently  a  representative  was  in  the  store  of  a 
man  who  handles  house  furnishings,  stoves,  etc.,  when 
a  customer  came  in  and  asked  to  see  some  brass  stove 
fenders.  The  shopkeeper  showed  him  several,  the  larg- 
est of  which  was  five  feet. 

"The  one  I  want  must  be  five  and  a  half  feet  high," 
said  the  customer. 

"I'm  sorry,"  said  Mr.  Dealer,  "but  five  feet  is  the 
largest  I  have." 

The  customer  walked  out  and  no  sale  was  made, 
but  it  is  an  almost  certain  fact  that  some  other  dealer 
in  the  town  got  the  order.  If  dealer  number  one,  in- 
stead of  bringing  the  matter  to  such  a  sudden  closb, 
had  said,  "I'm  sorry  I  haven't  got  it  in  stock,  but  can 
procure  it  for  you  in  a  very  short  time,  without  an\^ 
extra  cost  to  j'ou,"  he  would  have  secured  the  profit 
dealer  number  two  got  and  still  retained  the  man's 
custom.  If  a  customer  is  led  to  believe  you  do  not 
carry  a  fairly  complete  stock  or  cannot  procure  a 
seldom-asked-for  article,  he  begins  to  go  somewhere 
where  he  can  purchase  with  less  trouble  and  his  trade 
is  lost  to  you  altogether. 


A  METHOD  THAT  BRINGS  RESULTS. 

Geo.  Colegate,  dealer  in  tinware  and  furniture,  St. 
Catharines,  Ont.,  has  a  practical  method  of  selling  oil 
stoves  and  heaters.  When  a  customer  purchases  a 
stove,  Mr.  Colgate  makes  it  a  point  to  personally  set 
it  up,  and,  if  possible,  arrives  at  the  customer's  house 
about  an  hour  before  meal  time.  After  getting  the 
stove  in  place,  he  asks  permission  to  cook  the  first 
meal  on  it,  fully  explaining  the  working  of  the  stove 
to  the  housewife. 

In  this  way  he  secures  enthusiastic  customers  who 
talk  about  his  stoves,  and  the  six  dozen  sold  last  season 
indicates  that  his  method  is  successful. 


STOVE  ON  A  GAS  JET. 

An  ingenious  gas  jet  attachment  has  been  designed 
by  an  Englishman.  It  is  said  it  can  be  used  both  as 
a  heater  and  as  a  cook  stove,  and  it  is  further  claimed 
that  it  will  do  anything  that  an  ordinary  kitchen  gas 
range  will  do.  The  apparatus  is  made  in  four  parts 
that  are  easily  separated  for  cleaning  and  it  screws 
on  any  gns  jet  without  changing  the  tip.  According 
to  the  claims  of  the  inventor,  the  heat  of  the  flame  is 
increased  500  times,  yet  the  flame  is  entirely  confined 
within  the  heater  and  there  is  no  danger  of  fire  nor  of 
the  flame  being  blown  out  by  the  wind,  no  matter  how 
strong  the  latter  may  be.  There  is  also  no  danger  of 
asphyxiation. 


CHANGE  IN  FIRM  NAME. 

The  Down  Draft  Furnace  Co.,  Gait.,  have  adopted 
a  new  title  and  will,  in  future,  be  knoAvn  as  the  Gait 
Stove  &  Furnace  Co.,  Ltd.,  continuing  under  the  man- 
agement of  Mr.  J.  Sohort. 

This  company  have  made  a  rapid  progress  and  are 
running  their  foundry  plant  to  the  extreme  of  its  capa- 
city adding  several  new  lines  to  their  product  each 
year. 

An  improvement  this  year  also  is  the  establishment 
of  fine  new  offices  in  the  corner  of  the  foundry  plant. 

Under  its  new  name,  the  Gait  Stove  &  Furnace  Co. 
should  have  a  very  successful  career. 
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Furniture  Manufacturers  Advancing  Prices 

Higher  Cost  of  Material  and  Wages  make  the  Mooement  Necessary — Average 
IV ill   Probably   be    10   per  cent. — Retailers   Should  Protect  Themselves 


The  retail  furniture  dealers  should  jwepare  at  once 
to  revise  the  selling  prices  on  most  of  the  lines  of 
furniture  they  are  handling,  as  manufacturers  are 
finding  it  necessary  to  advance  prices  on  an  average 
of  probably  10  per  cent.  For  two  or  three  years  past, 
upholsterers,  cabinet  makers,  and  other  workers  in 
furniture  factories,  have  been  hard  to  procure,  and 
most  factories  have  been  undermanned.  Spurred  on 
by  the  increased  cost  of  living  and  taking  advantage 
of  'the  shortage  of  men,  mamifacturers  have  had  to 
advance  wages  all  along  the  line,  and  as  raw  materials 
have  also  gone  up  in  price,  it  has  been  found  impos- 
sible to  maintain  the  present  list  prices  asked  for  their 
products. 

Several  manufacturers  have  already  advanced  prices 
while  others  have  for  months  past  been  adopting  the 
policy  of  stopping  the  manufacture  of  lines  on  which 
they  cannot  break  even.  At  the  present  time,  new 
catalogues  and  price  lists  are  being  prepared  by  pro- 
bably a  score  of  furniture  manufacturers,  the  major- 
ity setting  July  1  as  the  date  on  which  the  new  prices 
ofo  into  eflfect.  The  advances  run  from  5  per  cent,  to 
15  per  cent.,  the  average,  however,  being  about  10 
per  cent.,  while  on  some  lines  there  will  be  no  change 
in  prices  at  all. 

Manufacturers  of  upholstered  lines  have  probably 
the  advantage  over  the  makers  of  staple  goods,  such 
as  chairs,  tables,  etc.  When  a  parlor  or  library  suite 
is  costing  more  than  it  pays  to  sell  it  at,  the  uphol- 
stered goods  manufacturer  can  easily  discontinue  its 
sale,  bringing  out  new  lines  on  which  they  can  get  the 
required  margin  of  profit,  keen  competition  amongst 
the  different  manufacturers  keeping  the  margin  at  a 
fair  figure  to  protect  the  retailer  and  the  consumer. 

Furniture  maniifacturers  have  no  greater  problem 
confronting  them  than  that  of  securing  competitive 
help  and  plenty  of  it.  Upholsterer's  wages  have  in 
recent  years  advanced  25  to  30  per  cent.,  and  even 
now  it  is  impossible  to  secure  as  many  as  are  needed, 
several  factories  this  month  having  nearly  two-thirds 
the  number  they  require.  Cabinet  makers  too,  have, 
in  recent  years,  taken  advantage  of  the  shortage  of 
men  in  the  building  trades,  and  while  they  are  willing 
to  work  in  the  furniture  factories  during  the  winter, 
they  .jump  their  jobs  in  the  spring  to  take  outside 
work  as  carpenters,  etc.,  during  the  summer  months, 
the  <'haiige  of  work  in  many  cases,  demoralizing  the 
workmen  and  encouraging  many  to  loaf  during  the 
winter  rather  than  go  back  to  their  old  employment. 

Retail  furniture  dealers,  understanding  the  difficul- 
ties under  which  manufacturers  are  laboring,  should 
co-operate  in  making  the  present  advance  in  prices. 
The  advances  have  been  held  off  as  long  as  possible, 
and  the  manufacturers  appearing  to  be  thoroughly  jus- 
tified in  asking  for  higher  prices.  The  wise  thing  to 
do,  therefore,  is  to  keep  step  with  the  changing  con- 
ditions, to  mark  up  retail  prices  as  soon  as  notices  are 
received  from  the  manufacturers,  the  retailer  "being 
entitled  to  any  enhancement  there  is  in  stocks  on 
hand. 

Conditions  were  never  more  prosperous  in  Canada 
than  to-day,  and  particularly  in  the  furniture  trade, 
furniture  manufacturers  reporting  that  the  unusual 
condition  exists  of  furniture  manufacturers  being 
booked  up  for  their  output  for  two  or  three  monthsi 


in  advance.  Orders  for  fall  shipment  have  been  re- 
ceived in  fair  quantities  by  many  manufacturers  dur- 
ing June,  and  in  order  to  insure  the  receipt  of  goods 
when  they  are  required,  retailers  will  act  wisely  in 
placing  orders  for  their  fall  requirements  much  earlier 
than  in  previous  years. 

A  complaint  received  is  that  some  manufacturers  are 
giving  preference  to  carload  shipments  and  neglecting 
small  orders  received  through  the  dealers  who  replen- 
ish their  stock  in  the  "hand-to-mouth"  method.  While 
Western  retailers  are  compelled,  business  policy, 

to  purchase  in  carload  quantities,  Eastern  retailers, 
have  gradually  acquired  the  habit  of  ordering  goods 
in  small  quantities  as  desired. 

It  is  human  nature  for  manufacturers  to  pay  greater 
attention  to  carload  orders  than  to  small  orders  of  a 
few  pieces'  of  furniture.  By  doing  so,  however,  an 
injustice  is  done  to  the  retailer  who  buys  in  small 
quantities  but  "goes  often  to  the  well, "  and  in  the 
aggregate  his  purchases  are  probably  as  large  as  the 
carload  buyer.  The  system  also  works  out  to  the  dis- 
advantage of  the  furniture  traveller,  who  sells  on  com- 
mission, as  the  man  who  brings  in  a  number  of  small 
orders  is  as  entitled  to  fair  treatment  on  the  part  of 
the  shipping  department  as  the  salesman  who  sends 
in  the  carload  orders. 

Complaints  of  curtness  on  the  part  of  retailers  in 
their  treatment  of  travellers  are  also  becoming  more 
frequent,  and  as  travelling  sales'men  can  give,  particu- 
larly in  these  times  of  change,  very  practical  advice 
and  information  regarding  the  change  in  prices  and 
what  is  being  done  by  dealers  in  other  towns,  the  in- 
telligent retailer  will  make  it  a  rule  of  his  business 
policy  to  treat  salesmen  as  courteously  as  his  custom- 
ers expect  the  retailer  to  treat  them.  ? 


THE  BATTLE  FOR  SUPREMACY 

Business  is  warfare.  It  is  a  hard,  constant 
fight  to  the  finish.  The  moment  a  contestant 
enters  the  field  of  commerce  he  is  challenged  by 
a  host  of  competitors.  All  his  movements  are 
disputed  and  opposed  by  those  already  in  pos- 
session of  the  field.  He  must  fight  to  live.  He 
must  conquer  to  succeed. 

So  it  is  that  a  man  of  business  is  like  a 
soldier  of  the  regiment.  And  like  the  well- 
trained  soldier  who  delights  in  the  clamor  of 
battle,  the  enterprising  business  man  is  eager 
for  the  struggle  of  competition.  He  likes  the 
excitement  of  contending  for  supremacy.  He 
delights  to  overcome  those  who  oppose  him  and 
he  finds  genuine  pleasure  in  outwitting  his 
rivals. 

It  is  this  spirit  of  rivalry  that  sharpens  a 
mean's  intellect  and  spurs  on  his  energy.  And 
unless  a  man  is  possessed  of  this  desire  to  over- 
come, to  surpass,  to  stand  first  in  his  line,  he 
can  never  hope  to  carry  the  day,  he  will  never 
succeed  in  the  fight. — Walter  H.  Cottingham. 
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Knobs  of  News 


John  Friesen,  Rush  Lake,  Sask.,  has  given  up 
business. 

Wilson  &  Co.,  North  Edmonton,  Alta.,  have  been 
succeeded  by  How  Bros. 

Hoover  &  Ball.  Clinton,  Out.,  have  sold  the  furni- 
ture and  undertaking  business  but  will  continue  in  the 
marble  trade. 

E.  D.  MclMartin,  Camrose,  Alta.,  has  sold  to  L.  E. 
^lartin. 

Grand  &  Armstrong,  upholsterers,  Guelph,  Ont.,  are 
retiring  from  business. 

Alex.  Lindsay,  Ingersoll,  Ont..  is  closing  up  his  busi- 
ness. 

John  J.  Ridpath  will  continue  the  business  of  The 
(~*abinet  Shop,  manufacturers  of  art  furniture,  Yonge 
Street,  Toronto. 

The  stock  of  C.  L.  Bustin  &  Co.,  St.  John,  N.B.,  was 
recently  damaged  hy  water,  but  the  stock  was  fully 
insured. 

IMcClay,  McAlpine  &  Co.,  Glencoe,  Ont.,  have  dis 
solved. 

The  Burnstein  Furniture  Co..  Vaneauver,  B.C.,  re- 
cently sustained  a  heavy  loss  by  tire. 

Wm.  Meighen,  of  Henderson  &  Meighen,  furniture 
dealers.  Prince  Albert,  Sask.,  has  returned  to  business 
after  visiting  his  father  at  St.  Mary's,  Ont.  Mr. 
J\leighen  was  seriously  ill  for  some  time  but  has  now 
(luite  recovered. 

Hutchings  &  Co.,  spring  bed  and  mattress  manufac- 
turers, St.  John,  N.B..  suffered  a  $6,000  fire  loss  re- 
cently. ■  ;  ( 

During  a  very  severe  electrical  storm  on  May  24,  the 
tall  chimney  of  Hibner's  furnitiire  factory,  Berlin, 
Ont.,  was  struck,  but.  fortunately,  no  damage  was 
done  beyond  removing  a  few  bricks. 

The  annex  to  the  Battleford  Furniture  Company's 
store,  Battleford,  Sask.,  has  been  completed  and  is  now 
c(| nipped  with  an  up-to-date  plumbing  and  steam-fit- 
ting establishment.  One  feature  of  the  newly  appoint- 
ed store  is  a  bathroom  displav,  which  is  verv  attrac- 
tive. *  ■    "  ■  Ml 

Louis  Gillich,  an  employe  of  the  Globe  Furniture 
(Jo.,  Waterloo,  Ont.,  recently  sustained  a  painful  in- 
iury  while  at  work.  He  was  passing  a  piece  of  board 
over  a  twin  saw  and,  losing  his  grip,  Avas  struck  on 
the  a})domen,  fracturing  a  rib. 

Albert  IMcCullum,  manager  of  the  Windsor  Furni- 
ture Co.,  Windsor,  N.S.,  recently  spent  a  few  days  at 
his  home  in  Douglastown,  N.B. 

J.  C.  Gourlay,  Eganville,  Out.,  has  started  the  erec- 
tion of  a  large  furniture  store  and  re,sidence  combined. 

W.  S.  Penny,  dealer  in  furniture  and  stoves,  Tillson- 
burg,  Ont.,  has  sold  his  business  to  W.  J.  Wilkins  and 
CI.  J.  Jackson,  two  local  men.  A  complete  and  well 
assorted  line  of  furniture  will  be  stockecl  and  the  store 
T)iit  in  attractive  shape. 

The  Vegreville  Furniture  Co.,  Vegreville.  Alta.,  have 
been  .snicceeded  by  Clute  &  Walker. 

Robert  B.  Adams,  Fredericton,  N.B.,  has  taken 
f'harge  of  Vanwart's  undertaking  establishment, 
Woodstock,  N.B. 


There  is  an  opening  for  a  furniture  store  at  Young, 
Sask.    Write  the  Secretary  of  the  Board  of  Trade. 

iMark  Rowe,  of  the  AYoodstock  branch  of  the  (.'an- 
ada  Furniture  Manufacturers',  Limited,  recently  de- 
livered an  address  before  the  National  Credit  Men's 
Association  in  Toronto. 

F.  W.  &  S.  ]\rason,  furniture  dealers,  St.  Andrews, 
N.B.,  have  made  a  further  enlargement  to  their  store. 

The  Big  Four  Furniture  Co..  Calgary,  has  been  suc- 
ceeded by  Walker  &  Stokes. 

The  Canadian  Rattan  Chair  Co.,  Victoriaville,  Que., 
are  putting  up  an  extension  80  x  100  feet  to  their 
plant. 

On  July  15-20  a  big  celebration  will  be  held  in  Ber- 
lin, Out.,  to  commemorate  that  town  becoming  a  city. 
Amusements,  such  as  balloon  ascensions  and  the  lii\p, 
will  take  place  and  a  big  time  will  be  had. 

Fj.  O.  Weber,  of  the  Waterloo  Furniture  Co..  Water- 
loo, has  returned  from  a  successful  Western  trip  ex- 
tending to  Vancouver.  "The  greatest  demand  in  the 
West,'^'  says  Mr.  Weber,  "is  for  medium-priced 
goods. " 

Wilkins  &  Jackson  have  purchased  the  furniture 
b'-siuess  of  J.  E.  Weston,  at  Tillsonburg. 

J.  A.  Mundell.  son  of  John  Mundell,  furniture  man- 
ufacturer. Flora,  has,  since  the  first  of  the  year,  been 
covering  the  ground  east  of  Toronto  in  Ontario  and 
in  the  west  as  far  as  Brandon.  J.  A.  was  born  next 
to  the  furniture  factory  and  Avas  brought  up  in  the 
business. 

Arthur  Garner  recently  started  on  a  trip  through 
Northern  Ontario  as  representative  of  The  Ontario 
Spring  Bed  and  Mattress  Co.,  carrying  their  full  line. 

The  Kelowna  Furniture  Co.,  Kelowna,  B.C.,  have 
purchased  the  undertaking  .stock  of  The  Kelowna  Alan- 
ufacturing  Co. 

G.  Dorsay,  of  Dorsay  Brothers,  Fort  William,  was 
hauling  a  load  of  furniture  from  Fort  AYilliam  to  Port 
Arthur,  when  it,  in  some  unaccountable  wa.v,  caught 
fire.  The  tire  was  not  noticed  by  j\h-.  Dorsay  until 
a  man  on  a  passing  car  drcAV  his  attention  to  it.  Such 
headway  had  been  made  by  the  tlames  that  the  driver 
could  do  nothing  but  unhitch  his  horses  from  the  burn- 
ing load.  The  box  of  the  wagon  was  burned  as  Avell 
as  the  furniture.  The  loss  is  estimated  at  between 
*400  and  $500. 

James  Dunford.  of  Clinton,  and  J.  D.  Atkinson,  of 
Exeter,  have  purchased  the  furniture  and  undertak- 
ing business  of  Hoover  &  Ball  at  Clinton.  The  new 
firm  will  be  known  as  Atkinson  &  Dunford. 

The  annex  built  at  the  rear  of  the  Crown  Furniture 
('ompany's  factory  is  now  nearing  completion,  and 
will  be  used  as  an  elevator  shaft,  stairways  and  lava- 
tory space.  The  space  occupied  is  18  x  20  feet,  the  full 
length  of  the  factory. 

Lockhart  Bros.,  furniture  dealers,  Cochrane.  Out., 
have  dissolved. 

Rufus  Miller,  an  employee  of  the  Oxford  Furniture 
Co.,  Oxford,  N.S.,  had  the  end  of  his  little  finger  taken 
oti"  by  being  caught  in  a  wood  moulder.  Although  he 
has  lieen  with  this  firm  for  10  years,  this  is  the  first 
mishap  he  has  had. 

About  $1,000  damage  was  done  to  the  furniture 
store  of  D.  A.  McClelland,  301  Cordova  Street,  by  fire. 

A.  A.  Godden,  Duncans,  B.C..  has  been  succeeded 
liy  R.  A.  Thorpe. 

The  new  premises  of  J.  E.  McNabb.  furniture  dealer 
and  undertaker,  Cobalt,  Ont.,  are  considered  the  best 
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in  the  north  country.  The  three-storey  building  is 
fitted  up  in  stained  oak.  The  lane  at  the  rear  affords 
excellent  facilities  for  loading.  The  undertaking  rooms 
are  complete  and  up-to-date.  In  addition  to  the  em- 
balming quarters  there  is  a  first-class  morgue,  inquest 
room  and  show  room. 

With  a  fine  assortment  of  first-class  furniture.  B.  T. 
(Jray  opened  his  handsome  store  at  Bassano,  Alta.,  on 
iMay  2.   In  conneetitn  therewith  he  is  running  a  i)h()T() 
graph  studio. 

The  Installment  Men's  Protective  Association  of  the 
United  States  will  hold  a  convention  in  New  York  on 
July  29,  30  and  31. 

li.  Krug  Furniture  Co.,  Berlin,  are  issuing  a  new 
catalogue  illustrating  their  complete  line  of  chairs, 
etc.,  and  will  have  it  ready  for  distribution  about  July 
1st. 

Baetz  Bros.  &  Co.,  Berlin,  have  a  new  catalogue  of 
their  specialized  line  of  chairs  in  the  printer's  hands 
and  expect  to  mail  copies  to  retail  dealers  about  July 
1st. 

John  R.  Osgood,  who  has  been  representing  George 
Gale  &  Sons,  Waterville,  Que.,  in  Northern  Ontario  and 
at  Winnipeg,  has  just  completed  a  trip  over  the  Western 
Ontario  ground,  and  will  probably  be  transferred  to 
Toronto  to  cover  this  territory  permanently.  Mr.  Osgood 
is  no  slouch  at  telling  fish  stories,  but  is  very  modest 
about  telling  the  story  of  his  narrow  escape  from  a  pack 
of  wolves  in  the  north  country. 

Daniel  Rosche  has  established  an  instalment  house- 
furnishing  store  at  227  Second  Avenue,  south,  Saskatoon. 

The  Globe  Furniture  Co.,  Waterloo,  Ont. ,  are  erecting 
a  new  warehouse  at  their  plant.  The  firm  has  recently 
contracted  for  a  new  automatic  machine  for  making 
school  desks,  and  are  now  equipped  to  supply  the  trade 
with  the  latest  improved  school  desks  and  church  furniture 
of  all  descriptions.  They  are  also  handling  folding  and 
opera  chairs. 


BUSINESSES  CHANGE  HANDS. 

Two  important  real  estate  deals  were  recently  eom- 
I)leted  in  Berlin,  Ont.,  when  A.  G.  Schreiter,  furniture 
dealer,  purchased  the  Simpson  store  and  its  contents, 
and  Aid.  Pieper  became  the  owner  of  the  Schreiter 
Block. 

The  sale  of  Schreiter 's  and  the  purchase  of  Simp- 
sou's  by  A.  G.  Schreiter  draws  attention  to  the  rapid 
and  interesting  career  of  Mr.  Schreiter.  He  started 
in  the  furniture  business  in  1873;  his  father,  Julius 
Schreiter,  was  in  the  furniture  business  for  fifty  years 
in  the  Old  Country.  A.  G.  Schreiter  started  with  the 
Sim])son  (Jompany  in  1855  as  foreman  of  the  uphol- 
stering department.  He  held  that  position  for  four- 
teen years.  In  1899  he  started  in  business  for  himself 
in  the  small  !)uilding  now  occupied  by  The  Electric 
(!onstruction  Company  at  64  King  Street  west.  After 
two  years  he  moved  into  larger  quarters,  now  occupied 
by  Ilessenauer's  at  50  King  Street  west.  Two  years 
later  he  built  the  Schreiter  block,  a  three-storey  build- 
ing having  a  frontage  of  32  feet  and  a  depth  of  110 
with  over  1,500  scjuare  feet  of  fioor  s[)ace  inchuling  the 
upholstery  dejiartment. 

The  Sim[)son  l)l()(^k  has  a  frontage  of  45  feet,  a  de])th 
of  125  feet,  four  fioors  giving  sjjace  of  over  28,000 
s(puire  feet. 

Irududed  in  the  purchase  of  the  Simpson  stock  is  the 
tnulertakiiig  department,  lately  managed  for  the  Simp- 
son Comj)aiiy  l)y  Mr.  Levi  Seibert,  who  enjoys  the 
uni(|ue  dis-tinction  of  having  managed  this  departnu'tit 
for  an  uninterrupted  i)eriod  of  thirty  years. 


The  immediate  result  of  the  sale  of  the  Schreiter 
block  is  that  they  must  vacate  by  July  2nd. 

Until  July  1st  Mr.  Schreiter,  Sr.,  will  (assisted  by 
his  son  Herbert),  carry  on  the  original  store,  and  Mr. 
Armand  Schreiter,  assisted  by  Mr.  Seibert,  will  carry 
on  the  sale  at  the  Simpson  store. 


UPHOLSTERED  GOODS  FOR  QUICK  SHIPMENT. 

The  Gold  Medal  Furniture  Company  announce  that 
their  Winnipeg  branch  is  now  carrying  a  stock  of  up- 
holstered goods  ready  packed  for  immediate  delivery 
in  Winnipeg  and  points  west.  A  neat  little  catalogue 
has  been  prepared  showing  the  lines  kept  there  and 
prices  f.o.b.  Winnipeg.  This  will  no  doubt  prove  a 
great  convenience  to  the  western  dealers  who  may  re- 
(juire  goods  quickly  for  rush  orders. 

Dealers  are  requested  to  write  the  Gold  Medal  Furn- 
iture Company,  591  Henry  Ave.,  Winnipeg,  for  cata- 
logue. 


ONWARD  MANUFACTURING  CO.'S  NEW  STORE. 

The  Onward  Manufacturing  Co.,  Berlin,  Ont.,  has 
opened  a  new  retail  store  at  423A  Yonge  St.,  Toronto, 
in  charge  of  Geo.  A.  Cox.  It  was  found  that  the  old 
quarters  at  28  Yonge  Street  Arcade  were  too  small, 
Init  in  the  new  store,  actual  demonstrations  of  their 
machines  in  operation  will  be  possible.  Besides  vaeuum 
cleaners,  a  full  line  of  all  firm's  products  will  be  carried. 


DISNEY  BROS.'  NEW  STORE. 

Referring  to  the  opening  of  the  new  furniture  store 
of  Disney  Bros.,  Bowmanville,  the  Statesman  of  that 
town  says:  "The  'Girl  in  the  Window'  attracted 
crowds  to  the  front  of  Disney  Bros.'  new  store  in 
Bounsall's  Block,  and  the  beautiful  drawing  room,  sit- 
ting room,  dining  room  and  bedroom  furniture  attract- 
ed citizens  inside  in  crowds  on  their  opeuiug  day  in 
Bowmanville.  This  store  has  been  beautifullj'  remod- 
elled, with  elaborate  plate  glass  front,  tasty  painting 
and  papering  which  along  with  the  high-class  furni- 
ture and  home  furnishing  goods  shown  gives  it  a  very 
pleasing  and  aristocratic  appearance.  The  window 
display  was  partictilarly  unique  and  inviting  and 
might  truly  be  said  to  compare  favorably  with  stores 
in  our  cities.  Mr.  R.  S.  Disney  is  in  charge  and  wel- 
comed the  people  courteously.  The  success  of  the  firm 
in  Oshawa  during  the  last  three  years  has  been  very 
creditable,  indeed,  and  citizens  were  pleased  to  join 
with  his  many  friends  in  wishing  Mr.  Disney  even 
greater  success  in  Bowmanville.  Undertaking  in  all 
its  branches,  embalming,  picture  framing  and  house 
furnishing  will  receive  prompt  attention." 


FALL  FURNITURE  EXHIBITION  IN  NEW  YORK 

New  York  will  be  a  particularly  attractive  place  for 
furniture  manufacturers  and  dealers  from  July  15  to 
August  3. 

In  the  first  place  there  will  be  held  under  the  auspices 
of  the  Furniture  Exchange  an  exhibition  of  furniture 
especially  manufactured  for  the  fall  trade.  The  products 
of  350  factories  will  be  represented,  an  exceptionally 
.  good  opportunity  will  be  afforded  the  trade  to  see  designs 
and  makes  that  will  be  in  vogue  next  fall. 

The  exhibit  will  occupy  nine  floors,  each  200  by  250 
feet,  or  the  size  of  an  ordinary  city  block. 

The  second  reason  why  New  York  will  be  particularly 
attractive  to  furniture  men  at  this  time  is  that  from  July  29 
to  31  inclusive  the  installment  furniture  dealers  will  he  in 
convention  there. 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


Points  on  Making  Cheap  Furniture 

By  W.  B.  Johnson 

So  much  has  been  printed  of  late  aboiit  veneering 
and  the  manufacture  of  high-grade  furniture,  that  we 
are  almost  led  to  believe  the  manufacturers  of  cheap 
furniturt;  are  becoming  extinct,  or  that  their  business 
is  of  so  little  importance  as  not  to  be  worth  discussion, 
or  else  they  have  attained  a  state  of  perfection  where 
discussion  would  be  of  no  benefit.  But  this  is  not  the 
case.  The  manufacturer  of  cheap  furniture  is  very 
much  alive — and  truly  he  needs  to  be.  His  business 
is  just  as  important  now  as  it  ever  was.  but  he  has 
by  no  means  reached  such  a  state  of  perfection  that 
there  is  no  more  to  be  attained.  He  has  now,  as  in 
the  past,  problems  that  are  just  as  difficult  of  solution 
as  those  met  with  in  the  manufacture  of  higher  grades, 
although  they  are  usually  of  a  different  nature. 

High-Grade  Glue. 

Comparatively  speaking,  he  is  a  small  user  of  glue, 
but  the  nature  of  his  work  requires  a  higher  ,  grade  of 
glue  than  that  usually  used  in  the  veneer  department 
of  the  high-grade  factory.  This  was  clearly  demon- 
strated not  long  ago,  when  a  manufacturer  of  cheap 
ease  goods  turned  his  attention  to  a  different  class  of 
raw  material.  He  had  been  a  heavy  consumer  of  elm 
and  ash  lumber,  but  the  scarcity  of  the  supply  and 
the  steady  increase  in  price  at  last  made  it  necessary 
for  him  to  discontinue  their  use. 

He,  like  a  good  many  others,  saw  a  good  market  for 
the  surface-grained  goods,  and  with  an  abundance  of 
raw  material  in  sight  it  looked  like  easy  sailing:  but, 
alas,  when  the  different  class  of  raw  material  began 
to  go  through  the  factory  there  was  a  different  storv 
to  tell.  This  raw  material  happened  to  be  hard  maple, 
and  its  effect  on  saws  and  knives  was  somewhat  differ- 
ent from  that  of  elm  or  ash.  The  most  trouble  was 
experienced  in  the  glue  joints.  On  the  first  batch  that 
was  glued  up  fully  fifty  per  cent,  of  the  joints  had  to 
be  ripped  and  jointed  and  glued  again.  This  meant 
considerable  extra  expense,  and  made  a  big  hole  in 
the  already  small  profits,  for  as  most  manufacturers 
of  cheap  goods  can  testify,  the  margin  of  profit  is  al- 
together too  small  to  permit  of  any  loss  such  as  bad 
glue  joints  would  incur. 

Cause  of  Bad  Joints. 

On  investigating  the  cause  of  the  bad  joints,  it  was 
found  that  the  glue-jointer  cutters  were  in  the  same 
condition  as  usual,  but  the  appearance  of  the  joint  on 
the  maple  was  quite  different  from  that  of  the  elm. 
Before  a  satisfactory  joint  could  be  made  on  the 
maple  it  was  necessary  to  grind  each  bit  on  the  cutter- 
ftead  to  exactly  the  same  bevel;  and  instead  of  setting 
them  with  the"  gauge  in  the  usual  way,  a  tracker  was 
necessary,  whereby  each  cutter  was  set  up  to  the  cut- 
ting line.  In  this  way  each  cutter  would  do  its  share 
of  the  work,  whereas  in  the  old  way  of  setting  the 
cutters  by  gauge,  the  slightest  variation  in  the  bevel 
of  the  cutter  altered  its  cutting  line,  and  as  we  all 


know,  the  cutters  having  the  most  projection  are  the 
ones  that  do  the  cutting,  and  in  making  a  glue  joint 
on  hard  maple  it  is  necessary  for  them  all  to  cut,  in 
order  to  get  a  satisfactory  joint. 

However,  after  a  very  careful  readjusting  of  the 
cutters  on  the  glue  jointer,  a  very  satisfactory  joint 
was  obtained,  which  helped  to  lessen  the  number  of 
bad  joints  considerably,  but  did  not  eliminate  the 
trouble  altogether.  There  were  still  too  many  joints 
to  make  over  again,  so  further  inve.stigation  was  ne- 
cessary. This  time  it  was  the  glue  room  that  was  in- 
spected. Here  were  found  glue  pots  and  kettles  that, 
in  all  probability,  hadn't  been  cleaned  out  in  months. 
No  attention  whatever  had  been  given  the  glue  further 
than  to  soak  a  supply  when  needed  and  to  melt  it  in 
the  pots  as  required  for  use.  It  Avas  deemed  advis- 
able to  la.v  down  a  set  of  rules  for  this  department, 


Style  No.  4  comforter,  by  Toronto  Feather  &  Down  Co.,  Toronto, 
This  is  a  standard  style  and  always  popular,  made  in  flowered 
sateens,  with  two  plain  panels,  which  may  match  or  contrast  the 
ground  color  of  the  flowered  section  as  desired. 

the  first  of  which  was  that  all  glue  receptacles  must 
be  thoroughly'  cleansed  once  each  day.  To  this  the 
glue  man  offered  some  objection  at  first,  out  after  the 
details  were  explained  to  him  he  responded  nobly  to 
the  demands  of  the  foreman,  and  each  day  at  ten  min- 
utes before  quitting  time  all  the  glue  in  the  pots  was 
put  into  i>ails  provided  with  lids  to  keep  out  the  dust 
and  dirt,  and  the  glue  pots  filled  with  clean  water. 
By  morning  all  the  glue  on  the  pots  would  be  so  soft- 
ened that  it  was  only  the  work  of  a  few  minutes  to 
thoroughly  clean  them. 

Testing  Glue. 

The  glue  left  from  the  day  before,  which  was  kept 
in  the  pails  over  night,  was  put  in  pots  by  itself,  and 
fresh  glue,  which  had  been  put  to  soak  the  night  be- 
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Come  to  New  York  in  July 

This  invitation  is  extended  to  all  furniture  dealers  in 
the  United  States  and  Canada,  because  in  New 
York  ^^ly  y<^u  see  the  new  fall  designs  of 
more  than  three  hundred  and  fifty  furniture  factories 
all  under  one  roof  and  distributed  over  nine  floors, 
each  tw^o  hundred  by  two  hundred  and  fifty  feet 
or  each  the  size  of  a  New  York  city  block. 

July  ISth  to  August  3rd 

You  must  see  these  exhibits,  because  at  no  other 
place  will  you  see  such  opportunities  for  judicious 
selection.  Then  there  is  so  much  of  interest  to  see 
in  this  great  metropolitan  city  that  you  can  combine 
business  and  pleasure.  And,  don't  forget  the  Annual 
Convention  of  Installment  Furniture  Dealers  which 
will  be  in  session,  July  29.  30,  3 1 ,  at  the 


New  York  Furniture  Exchange 

Lexington  Avenue  46th  to  47th  Street 

New  York  City 
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fore,  was  put  in  other  pots  to  melt  down.  As  there 
was  considerable  basswood  and  other  soft  woods  to 
be  glued,  arrangements  were  made  so  these  could  be 
worked  on  first  thing  in  the  morning  and  the  old  glue 
used  up.  By  carefully  noting  the  amount  of  glue  each 
day,  it  was  an  easy  matter  to  put  to  soak  the  proper 
quantity,  so  that  the  amount  of  soft  wood  glued  up 
each  morning  would  always  use  up  the  glue  left  from 
the  day  before.  By  the  time  the  soft  woods  were 
glued  up  the  fresh  glue  would  be  melted  down  and 
in  good  shape  to  go  on  gluing  the  hard  maple.  A 
hydrometer  was  added  to  the  glue  room  equipment, 
and  glue  that  worked  well  and  gave  good  results  was 
tested,  the  amount  of  dry  glue  per  hundred  pounds 
glue  solution  ascertained,  then  as  long  as  that  partic- 
ular shipment  of  glue  lasted  the  proper  proportions 
were  put  to  soak.  This  testing  was  only  done  on  start- 
ing a  new  shipment  of  glue.  By  the  time  the  glue 
room  staff  had  the  new  system  working  properly,  the 
bad  joints  had  vanished  and  the  trouble  and  annoy- 
ance from  that  source  had  ceased. 

Skill  in  Making  Cheap  Goods. 

It  is  the  erroneous  opinion  of  a  great  many  wood- 
workers engaged  in  the  manufacture  of  high-grade 
goods  that  there  is  very  little  skill  required  to  make 


the  bench  men  make  good  wages  at  it,  too.  Now,  to 
make  good  wages  at  such  a  price  seems  ridiculous, 
and  it  is  only  possible  under  the  best  of  conditions.  In 
this  case  the  conditions  are  all  that  could  be  desired. 
The  machine  work  is  really  a  credit  to  the  men  who 
do  it,  but  back  of  this  are  the  facilities-,  for  good  ma- 
chine work  is  only  ])()ssible  Avith  proper  facilities.  So 
in  this  case  the  proprietor  niu.st  come  in  for  his  share 
of  the  credit,  for  it  is  he  who  furnishes  the  facilities. 

Left-Overs  From  Cabinet  Room. 

The  machine  work  in  this  factory  is  all  done  to 
gauges,  there  being  gauges  for  the  length,  width  and 
thickness  of  every  part,  so  there  is  no  excuse  for  poor 
fits.  The  advantage  of  this  is  obvious.  Left-overs  from 
the  cabinet  room  can  be  used  in  the  next  batch  Avith- 
out  any  trouble  whatever.  This  is  a  very  important 
consideration,  and  one  that  should  engage  the  atten- 
tion of  every  manufacturer  of  cheap  case  goods.  As 
I  stated  before,  the  margin  of  profit  is  too  small  to 
permit  'of  any  tverstock  that  can  not  be  used  on  the 
next  batch  of  the  same  kind  of  cases. 

This  sort  of  thing  frequently  happens  in  the  high- 
grade  factory.  I  have  seen  as  much  as  one-qnarter 
inch  difference  in  the  length  of  draAver  fronts  on  the 
same  style  of  case  made  at  different  times,  and  done 


Dressing  Table  with  mirror  and  lady's  secretary— Part  of  10  piece  bedroom  suite 
No.  40  brought  out  by  the  Dymond-Colonial  Companies,  Limited,  Stathroy 


good  in  the  cheap  case  goods  factory,  but  anybody 
who  has  had  a  turn  at  both  can  only  say  that  there  is 
just  as  much  skill  required  to  successfully  operate  a 
cheap  case  goods  factory  as  any  other  kind,  even 
though  it  doesn't  require  so  much  capital.  One  thing 
is  certain — that  with  the  competition  there  is  to-day, 
cheap  ease  goods  must  be  made  by  machinery,  and 
speaking  as  one  who  has  had  considerable  experience 
in  both  grades,  I  mu'4  say  I  have  seen  some  very  in- 
genious devices  and  Lil>or-saving  appliances  in  the 
cheap  case  goods  factory,  also  machine  work  that  for 
accuracy  and  good  fits"  Avould  put  many  high-grade 
Avood-working  machine  hands  to  blush. 

A  sample  of  excellent  machine  work  on  cheap  case 
goods  can  be  seen  not  very  far  from  Avhere  the  Avriter 
is.  In  this  shop  the  piece  work  price  for  the  bench 
Avork  on  a  three-draAver  dresser  is  fourteen  cents,  and 


by  machine  men  aa'Iio  thought  they  Avere  a  different 
class  from  the  cheap  case  goods  machine  hands — and 
thev  certainh'  AA^ere. 


BERLIN'S  CITYHOOD  CELEBRATION. 

On  account  of  the  busy  condition  of  all  the  furniture 
manufacturers  in  Berlin  and  Waterloo,  it  has  been  de- 
cided that  no  summer  exhibition  of  furniture  wi\l  be 
held  but  that  special  efforts  Avill  be  made  to  make  next 
January's  exhibition  far  larger  and  more  important 
than  the  shoAV  held  last  January.  Steps  are  being 
taken  to  make  next  January's  exhibition  representa- 
tive of  Waterloo  County  rather  than  of  Berlin  and 
Waterloo  alone,  and  it  is  probable  that  furniture  manu- 
facturers from  Elmira,    Hespeler,  Preston  and  NeAV 
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Over  50  years  of 
experience  guar- 
antees the  Quality 
of  our  Products. 


JAMIESON'S 
UQUID 
WAX  FINISH 


Contains  no    beeswax,    being   made   from  HARD 

VEGETABLE    WAX    and    is  therefore  far  more 

durable  than  the  ordinary  soft  wax. 

It  is  applied  with  a  brush  and  gives  A  PERFECT 

FINISH. 

Let  Us  Send  You  a  Sample 


R.  C.  JAMIESON  &  CO.,  LIMITED 


MONTREAL 


ESTABUSHED 
IN  1858 


VANCOUVER 


You  cannot  afford  to  trifle 
with  the  good-will  of  your 
customers. 

Sell  them  Ontario  Springs  and  rest  assured 
of  increased  sales.  The  spring  shown  below 
is  an  exceptional  favorite  with  the  trade. 


No.  58  Spring— List  Price  $3.50.      Guranteed  not  to  sag. 
Have  you  received  our  1912  Catalog  ? 

The 

Ontario  Spring  Bed  and  Mattress 

Company,  Limited 

Ontario  Quality  Bedding  London,  Ont. 


Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,any  thickness. 


Plain  woods — All  kinds;  Domestic 
Figured  Woods — All  kinds;  Circassian 
Walnut  and  Mahagony  ;  Quartered 
White  Oak,  Red  Oak,  Sycamore, 
Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 

Same  Attention  to  Small  Order*  as  Large 

Write  Us 


Indianapolis,  Ind.,  U.S.A. 
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Hamburg,  will  secure  display  rooms  in  Berlin  or 
Waterloo  for  the  month  of  January. 

To  celebrate  its  entry  into  cityhood,  a  week's  jubilee 
will  be  held  from  July  15  to  20,  and  a  "made-in-Ber- 
lin"  exhibition  be  one  of  the  features  of  the  celebra- 
tion, all  Berlin  manufacturers  being  given  an  oppor- 
tunity to  make  displays. 

On  account  of  the  small  space  available,  however, 
many  of  the  furniture  manufacturers  will  not  exhibit, 
it  being  impossible  for  them  to  make  representative 
displays  in  the  10  x  12  spaces  offered  to  exhibitors. 
Aiuongst  those,  however,  who  have  taken  space,  are 
the  following:  Onward  Manufacturing  Co.,  Anthes 
Furniture  Co.,  Baetz  Bros..  Wonder  Furniture  Co., 
Berlin  Bedding  Co.,  Beilstein  &  Kranz  (sleighs  and 
vehicles),  Berlin  Interior  Hardwood  Co.,  D.  Hibner  & 
Co.,  G.  Haehborn  &  Co.,  A.  G.  Schreiter  &  Co.,  Walker 
Bin  &  Store  Fixture  Co..  Lippert  Furniture  Co.,  Ber- 
lin Table  Co. 

Two  aeroplane  flights  will  be  made  daily  during  the 
celebration  and  while  the  .jubilee  will  be  largely  a  local 
affair,  it  is  probable  that  many  buyers  will  take  ad- 
vantage of  the  opportunity  to  visit  the  furniture  fac- 
tories at  Berlin  and  place  orders  for  fall  business. 


EXHIBITION  AT  ELORA  IN  JULY. 

An  enterprising  step  has  been  decided  upon  by  the 
John  C.  Mundell  &  Co.  and  the  Elora  Furniture  Co., 
they  having  secured  the  large  armories  in  Elora  for 
the  month  of  July,  and  will  make  elaborate  displays 
of  the  various  lines  of  furniture  manufactured  by 
these  two  progressive  companies,  the  idea  being  to 
illustrate  the  high  grade  of  quality  and  workmanship 
of  their  various  lines  of  manufacture. 

The  exhibit  will  include  samples  of  practically  every 
line  manufactured  by  the  two  companies,  thus  making 
a  most  extensive  and  educative  display  for  retail  deal- 
ers, and  it  will  be  well  worth  while  for  any  retailer 
who  can  arrange  to  spend  a  day  or  two  at  Elora  next 
month. 

Aside  from  it's  importance  as  a  furniture  manufac- 
turing centre,  Elora  is  well  worth  visiting,  it  being 
one  of  the  most  picturesque  towns  in  Ontario,  high 
rocks  through  which  the  river  has  worn  a  passage 
forming  a  rocky  canyon,  the  like  off  which  can  only 
be  found  in  the  mountainous  regions.  Both  Grand 
Trunk  and  Canadian  Pacific  Railways  pass  through 
the  town  and  a  warm  welcome  will  be  extended  to 
visiting  furniture  men  by  Messrs.  Jeannerett,  Stock- 
ford  and  John  Mundell,  Jr. 

The  main  features  of  the  exhibit  will  be  Morris 
chairs,  Morris  rockers,  fancy  chairs,  and  fancy  rockers, 
red  room  chairs  and  rockers,  diners,  office  tilters,  office 
arm  chairs,  side  chairs,  hotel  chairs  and  tables,  mission 
chairs  and  rockers  to  match,  couches,  K.D.  rockers  in 
drill,  pantasote,  davenports,  settees,  setdes,  ladies' 
writing  desks,  etc. 


SNYDER  BROS'  NEW  FACTORY. 

Snyder  Bros.,  upholsterer  manufacturers,  Waterloo, 
have' erected  a  fine  60-foot  extension  to  their  factory 
on  King  Street,  Waterloo,  and  during  the  coming 
mtnth  will  move  into  the  magnificent  new  offices  which 
have  ])een  laid  out  in  front  of  the  new  building. 

The  addition  to  their  plant  practically  doubles  their 
cai)acity,  larger  work  and  ware  rooms  being  made  pos- 
sible bv  the  increased  floor  space. 

Snyder  Bros,  have  one  of  the  finest  upholstering 
workrooms  in  Canada,  the  room  being  very  large  and 


airy  with  skylights  and  windows  on  three  sides,  there 
being  working  space  for  about  sixty  upholsterers  un- 
der the  new  arrangement. 


REBATES  ON  BEDSTEADS. 

The  British  Bedstead  ^Manufacturers'  Federation 
have  inaugurated  a  new  rebate  scheme.  The  plan,  as 
outlined  by  a  circular  sent  out  to  the  trade,  is  as  fol- 
lows : — 

"Upon  application  a  rebate  of  10  per  cent,  will  be 
paid  by  the  secretary  of  the  federation,  which  will  be 
adjusted  half-yearly  and  due  for  payment  six  months 
later,  provided  that  until  such  due  date  you  have  con- 
fined your  purchases  to  metallic  bedsteads  of  feder- 
ation make,  and  bearing  their  trade  mark,  and  charged 
on  invoices  bearing  federaticm  stamp 

"In  no  circumstances  Avill  the  rebate  be  paid  by  in- 
dividual members,  and  no  liability  exists  against  them. 


A  new  dining  chair  by  the  Stratford 
Chair  Co.,  Stratford,  Ont. 


Claims  will  not  be  admitted  by  the  federation,  and 
even  after  admission  become  void : — 

"(a)  If  you  are  interested  directly  or  indirectly 
from  the  date  hereof  in  the  manufacture  of  metallic 
bedsteads. 

"(b)  If  you  have  agreed  to  purchase  metallic  bed- 
steads between  the  date  hereof  and  the  date  when  the 
deferred  rebate  would  otherwise  become  due,  from 
other  than  one  or  more  of  the  members  of  the  feder- 
ation. 

"(c)  If  you  have  not  made  full  settlement  for  all 
go'ods  purchased  from  the  members  of  the  federation 
for  which  payment  is  due. 

"The  first  claim  for  rebate  will  be  payable  during 
January,  1913,  on  account  of  goods  ordered  after  May 
1,  and  dispatched  before  June  30,  1912." 


LARGE  ORDER  FOR  SLIDING  SHOES. 

The  Ives  Manufacturing  Co.,  Cornwall,  makers  of 
iron  beds,  have  recently  filled  an  order  for  600  beds 
fitted  with  600  sets  of  Onward  sliding  furniture  shoes, 
the  order  being  secured  by  the  furniture  department 
of  the  Hudson  Bay  Co.,  Vancouver,  for  installation 
in  a  new  asylum  being  erected  in  that  city.  This  is 
one  'of  the  largest  orders  for  beds  and  sliding  furni- 
ture shoes  ever  secured  in  Canada. 
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Oil  Finished 


Spanish  Leather 


(Large  Steer  Hides) 


1  0  Grades,  1  0  Grain  Effects,' 
20  Colors  to  select  from. 
Whol  esale  only. 


Samples  and  Prices  on  Application 


The 


Lackawana  Leather  Co. 


Tanners  and 


Manufacturers 


Hackettstown,  N.J. 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  larg'est  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  furn- 
shed. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


Colt's  Quick  Acting  Clamps 


Ask  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


ESTABLISHED   20  YEARS 

The  reputation  of  our 

Springs  is  enequalled. 

Our  Guaranteed  Tempered 

Upholstering  Spring  has 

been  pronounced  the 
Best  Yet. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ::  ONTARIO 


WILCOX  &  KNAPP 

CONNEAUTVILLE,  Pa.  U.S.A. 


Hardwood  Lumber 

Plain   Oak  a  Specialty 

Mills  in 

WEST  VIRGINIA  AND  KENTUCKY 


44 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


June,  1912 


SPECIAL  DRAPE  ROCKFORD  COUCH 

From  the  D.  W.  THOMPSON  CO.  LINE 


There  is  not  a  defective  piece  of  material  or  workmanship  in  this  case.  In  design  it  is  rich  and  impressive,  and  the  covering' 
material  is  of  a  quality  and  texture  in  keeping.   This  is  a  particularly  desirable  example  for  all  funeral  directors  to  carry  in  stock 

Write  for  full  particulars 

THE  D.  W.  THOMPSON  COMPANY,  LIMITED 

397-399  QUEEN  ST.  WEST 
F.  L.  COLES,  Manager  TORONTO,  CANADA 


The  Globe  Casket  Co. 


In  all  our  products  we  put  quality  first  and  in  buying 
from  us  you  can  feel  sure  you  are  getting  full  value 
for  every  dollar  you  invest. 


Manufacturers  of: 

Fine  Burial  Caskets 
Burial  Robes 
Casket  Hardware 


Wholesale  Jobbers  of : 

Embalming  Fluids 
Embalmers*  Sundries  and 
Funeral  Directors'  Accessories 


LONDON 


CANADA 


Undertakers'  Department 


Sanitation  and  the  Undertaker 

ByH.  S.  Eckels,  Ph.G. 

Too  many  undertakers-  leave  sanitary  work  to  tlieir 
k)cal  Board  of  Health,  ignoring  the  fact  that  the  au- 
thorities disinfect  only  in  three  or  four  of  the  commun- 
icable diseases.  It  may  be,  that  generally  speaking, 
they  believe  from  the  standpoint  of  the  health  of  the 
community  at  large,  it  will  be  necessary  to  do  this  only 
Avhen  the  disease  is  one  in  which  quarantine  is  en- 
forced. We,  however,  who  constantly  are  coming  in 
contact  with  the  elements  of  disease,  know  that  it  is 
equally  necessary  in  all  of  the  commiuiicable  diseases. 

The  undertaker  is  employed  .by  the  family,  and  it 
seems  to  me  that  it  is  his  duty  to  do  evei-.^'thing  pos- 
sible to  safeguard  their  Avell-being,  and  that  whenever 
he  is  called  into  a  home  in  which  any  of  the  thirty- 
three  communicable  diseases  have  been  diagnosed,  that 
he  should  disinfect  at  once  and  thoroiTghly,  irrespec- 
tive of  the  liability  of  the  disease  to  become  epidemic. 
There  are  many  diseases  that  are  communicable  while 
not  dangerous  are  certainly  troublesome,  and  the  fam- 
ily has  a  right  to  expect  from  him  that  he  shall  use 
every  ])recaution  in  seeing  that  the  disease  is  not  com- 
municated to  any  other  member  of  the  family. 

Undertaker  Would  Gain  in  Prestige. 

The  undertaker  does  not  do  enough  disinfection,  and 
T  am  thoroughly  convinced  that  if  he  did  more  in  cases 
u'here  death  has  resulted,  he  would,  before  long,  be 
recognized  throughout  his  entire  oommimity  as  a  thor 
ough  sanitarian  and  woixld  very  frequently  be  called 
upon  to  disinfect  premises  in  which  patients  has  re- 
covered. 

Not  all  physicians  care  to  take  the  time  or  trouble 
to  observe  all  of  the  sanitary  precautions  that  prud- 
ence would  dictate,  and  most  of  them  woiild  be  ex- 
tremely glad  to  call  upon  and  recommend  any  one,  be 
he  undertaker  or  otherwise,  who  had  proven  his  capa- 
city for  this  class  of  work.  It  seems  to  me  that  by 
this  means  the  undertaker  could  procui-e  immedia'te 
recognition  from  brother  professional  men,  and  the 
l>est  ])ossil)le  introduction  into  homes  into  which  he 
otherwise  would  stand  no  chance  at  all  of  being  called. 

The  Future  of  the  Undertaker. 

The  future  of  the  undertaker  lies  along  scientific 
lines.  ITe  was  a  commercial  man,  perhaps  not  even 
tluit,  until  the  development  of  arterial  embalming,  and 
then  in  one  stey)  he  rose  into  the  ranks  of  a  profession 
and  became  so  accepted  by  the  general  public. 

Does  his  progress  stop  there?  Is*  he  content  to  rest 
on  his  laurels?  T  think  not.  and  T  am  firmly  convinced 
that  in  sanitary  science  a  new  vista  of  opportunity  is 
opened  to  him.  The  germ  theory  revolutioned  medi- 
cal  work,  and  none  the  less  certainly  it  has  revolu- 
tioned the  undertaking  profession.  I  may  perhaps 
lie  forgiven  if  I  quote  from  a  recent  article  of  mine 
upon  this  feature  of  the  situation.  T  do  not  know  that 
I  can  better  express  the  idea  than  in  the  words  then 
used  : 

"As  an  undertaker  he  is  as  much  of  a  commercial 
man  as  he  is  a  professional.   As -a  sanitarian,  his  duties 


are  entirely  scientific.  Obviously  he  may  increase  his 
own  standing  in  the  community  by  fair  treatment, 
good  work  and  exem])lary  personal  conduct,  but  if  he 
is  to  raise  the  standard  of  the  profession  at  large  he 
must  embrace  every  opportunity  to  increase  his  attain- 
ments along  those  scientific  lines  which  already  have 
done  so  much  to  increase  public  appreciation  of  the 
high  character  of  his  calling. 

"In  many  ways  he  has  very  distinct  advantages  over 
the  physician  in  carrying  on  sanitary  work.  In  the 
first  place,  every  invalid  is  not  a  menace  to  the  public. 
Even  those  ill  with  infectious  and  contagious  diseases 
usually  are  isolated  as  much  as  possible  for  their  own 
comfort  and  safety,  as  well  as  to  protect  their  friends 
and  relatives.  Hence,  while  life  remains  with  the  pa- 
tient, every  natural  instinct  exerted  for  the  good  of 
the  sick  one  also  acts  as  a  protection  for  his  or  her 
fellows.  While  the  physician  may  do  much  to  miti- 
gate the  dangers  which  surround  his  patient  by  adopt- 
ing such  means  of  disinfection  as  are  possible  without 
endangering  either  the  sick  one's  comfort  or  health, 
nevertheless,  methods  that  are  absolutely  certain  to 
destroy  all  these  disease  germs  are  impossible  at  this 
time.  This  is  true  not  only  because  such  measures 
might  seriously  affect  the  health  or  comfort  of  the 
patient,  but  because,  in  other  words,  the  sick  body  is 
a  fecund  breeding  ground  for  bacteria.  The  physi- 
cians fight  the  microbe,  to  be  sure,  but  victory  does 
not  always  rest  with  him.  When  he  conquers,  the  pa- 
tient recovers;  when  he  fails,  the  patient  dies,  and  the 
undertaker  is  called  in,  not  only  to  take  care  of  the 
dead  but  als'o  tt  protect  the  living.  From  that  mo- 
ment he  is  in  charge,  and  upon  his  head  rests  all  res- 
ponsibility. 

Duty  Toward  Survivors. 

"As  I  have  said,  every  invalid  is  not  a  menace  to 
the  public  health,  but  every  dead  body  contains  with- 
in itself  germs,  which,  if  allowed  to  multiply  and 
spread,  are  potential  in  their  evil  possibilities-.  Tlie 
sanitarv  task  for  the  funeral  director,  therefore,  is 
more  difficult  even  than  that  of  the  physician.  Indeed, 
the  first  duty  of  the  latter  is  toward  the  patient,  while 
the  first  duty  of  the  undertaker  is  toAvard  the  surviv- 
ors." 

The  undertaker,  through  his  constant  contact  Avith 
the  germs  of  disease,  is  tempted  too  often  to  believe 
that  he  himself  is  immune  to  them.  By  every  natural 
laAV  of  self-protection  he  should  be  the  first  man  to 
insist  ui)on  disinfection,  if  oidv  for  his  own  protection 
and  that  of  his  family.  Docs  he  OAve  no  duty  to  them, 
even  thougli  he  ignores  his  duty  to  himself,  for  he 
docs  oAve  a  duty  to  himself  that  he  is  only  too  apt  to 
overlook. 

T  have  Avritten  often  upon  subjects  dealing  Avith 
sanitary  science,  perhaps  more  oft(>n  than  any  other 
Avriter  in  constant  contact  Avith  the  undertaking  pro- 
fession, and  the  deeper  I  have  delved  into  the  subject, 
the  nmre  firmh'  it  has'  fixed  my  conviction  that  the 
vanifarian  of  the  future  Avill  be  the  undertaker,  aiul 
that  this  position  is  to  be  his,  Avhether  or  not  the  dis- 
ease results  in  death.    I  have  partially  explained  this 
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No.  511  — All  Selected  Quarter-Sawed  Oak,  including  Mouldings,  Hand-Carved  Corners.    Finished  in  Golden 
Oak,  Fine  Polish  Finish,  with  best  Liberty  Satin  under  top  moulding  and  Face  Lid  Crushed. 

Made  in  sizes  6  ft.  and  6  ft.  3  in.,  20/i  ins.  wide. 


The  Goods  we  Manufacture 
are  the  Standard  of  Perfection 


High  Grade  Caskets,  Coffins  and 
Funeral  Furnishings,  Superior  Cover- 
ed Caskets,  Fine  Piano  Polished 
Oak  and  Mahogany  Caskets 


While  our  products  may  be  imitated 
they  cannot  be  equalled 


''We  Never  Miss  a  Train 


Experienced  Salesmen  in  our 
factory  and  offices  Night  and 
Day  capable  of  taking  and 
executing  all  orders  promptly 
at  any  hour. 


Head  Office  :    Hamilton,  Ont. 

Telephones  517-3319 


Night  and     (    Phone  5  1  7 
Sunday  Call   \     3319,  II  60  or  3353 


The  Semmens  &  Evel  Casket  Co.,  Limited 


Hamilton,  Ont. 


Winnipeg,  Man. 
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view  iu  preceding  lines  of  this  article,  but  in  closing  I 
Avish  again  to  impress  it  upon  my  readers. 

There  is  a  need  for  a  reasonable  sanitarian.  There 
is  a  need  for  disinfection.  Even  the  heedless  public  is 
more  and  more  recognizing  this  plainly  apparent  fact. 
The  man  who  will  undertake  this  duty  of  protecting 
the  community  will  reap  his  reward  in  public  appre- 
ciation.   There  is  no  doubt  of  this. 

Disinfection  Profitable. 

The  act  of  disinfection  itself  will  be  profitable  from 
a  financial  standpoint.  By  modern  means  of  disinfec- 
tion a  room  can  be  thoroughly  freed  of  disease  germs 
in  a  few  hours  with  no  more  trouble  than  the  mixing 
of  a  Seidlitz  powder  and  at  scarcely  more  expense. 
Somebody  must  do  it.  Why  should  it  not  be  the  un- 
dertaker, who  more  than  all  other  men  is  by  the  very 
nature  of  his  calling  fit  to  assume  this  additional  work 
when  it  will  bring  them  additional  profit,  added  honor 
and  a  wider  elientile. 

There  remains  Init  one  more  question.  Is  the  under, 
taker  of  to-day  cpialified  for  the  task?  Unquestion- 
ably many  are,  but  it  is  undoubtedly  true  that  the 
very  large  majority  are  not.  'Certainly  no  class  of 
professional  men,  however,  have  more  leisure  for  study 
fhan  has  the  average  funeral  director.  When  he  is 
not  busy,  his  time  is  absolutely  his  own.  and  the  man 
who  does  not  use  at  least  a  few  of  these  precious  hours 
in  self-improvement  and  in  widening  his  opportunities, 
is  hardly  the  type  who  is  apt  to  bring  to  the  profes- 
sion wider  honors  and  increased  recognition. 


WESTERN  CANADA  FUNERAL  DIRECTORS' 
ASSOCIATION. 

The  eighth  annual  convention  of  the  Western  Can- 
ada Funeral  Directors'  and  Embalmers'  Association 
will  be  held  at  Winnipeg,  July  16,  17,  18,  during  the 
week  of  the  Canadian  Industrial  Exhibition.    The  pro- 


CHAS.  O.  DlIONNAU, 

Who  will  read  papers  at  the  convention 


gramme  of  the  (jonveiition  is  now  being  distributed. 

The  opening  session  will  he  held  in  the  Oddfellows' 
Hall,  Princess  Street  and  M(d)ermott  Avenue,  July  16, 
at  10  a.m.,  where  Mayor  Waugh  will  tender  a  civic 
welcome  to  the  delegates.  After  the  opening  session, 
the  delegates  will  adjourn  to  the  Manitoba  Medical 
College,  where  subsecpieiit  sessions  will  be  held. 

This  association  has  always  been  fortunate  in  secur- 
ing th(^  b(;st  possible  lecturers  in  the  art  of  embalming, 
and  in  pursuance  of  this  policy  have  secured  for  this 


year's  convention,  the  services  of  Chas.  O.  Dhonan, 
President  of  the  Cincinnatti  College  tf  Embalming, 
who  lectured  to  the  Canadian  Embalming  Association 
last  year.  Mr.  Dhonan  will  have  full  charge  of  the 
lectures.  The  subjects  on  which  he  will  speak  are  as 
follows : — 

The  circulatory  system  and  arterial  embalming. 

Visceral  anatomy  and  its  relation  to  the  treatment 
of  infiammatory  diseases. 

Morbid  discolorations,  their  prevention  and  removal. 

Oommunicable  diseases  and  the  sources  of  danger 
from  them.  Prophylactic  precautions  against  the  con- 
traction of  disease  from  the  body. 

The  blood,  its  actions  before  and  after  death.  Re- 
moval of  blood.  Actions  of  blood  solvents  in  prevent- 
ing 1hese  changes. 

The  changes  in  the  body  after  death,  and  the  actions 
of  fluid  in  preventing  these  changes. 

Care  of  the  exposed  parts  of  the  body,  securing  both 
preservation  and  cosmetic  effect.  Greater  importance 
of  penetration  as  against  astringency. 

Disinfection  and  disinfecting  agents.  Actions  of  dis-- 
infecting  agents. 

Other  papers  on  important  topics  will  be  read  by 
well  known  funeral  directors.  An  opportunity  will  be 
afforded  to  those  desirous  of  securing  Diplomas  of 
Proficiency  to  take  an  examination  for  same. 

The  closing  feature  of  the  convention  will  be  a 
steamboat  excursion  on  the  Red  River  to  the  park,  as 
guests  of  the  Annual  Outing  Club.  A  splendid  pro- 
gramme of  sports  and  games  has  been  arranged  and 
the  excursion  will  wind  up  with  a  siimptuous  banquet. 

Application  fees  for  membership  in  this  association, 
including  first  year  dues,  is  $10 ;  thereafter,  $5  per 
annum. 


IMPORTANCE  OF  THOROUGHNESS. 

Speaking  of  his  experiences  an  undertaker  recently 
said :  I  would  advise,  in  all  cases  of  embalming,  never 
alloM'  yourself  to  be  hurried.  Remember,  your  repu- 
tation as  an  embalmer  is  at  stake.  Do  your  work  Avell 
and  thoroughly  in  all  cases;  never  take  it  for  granted 
that,  because  the  case  is  not  a  difficult  one,  partial 
work  will  answer.  Treat  each  case  just  as  though 
you  were  reasonably  certain  your  work  would  be  a 
failure  if  yon  did  not  do  your  best,  and  your  efforts 
will  nearly  always  l)e  crowned  with  succe.ss.  I  do  not 
like  to  do  Avhat  we  term  partial  embalming.  It  is  not 
always  successful,  and  if  you  do  not  produce  good  re- 
sults you  most  assuredly  get  credit  for  being  a  failure. 
Where  embalming  is  absolutely  necessary,  and  the 
party,  though  well  able  financially  to  pay  for  it,  though 
not  willing  to  pay  for  thorough  arterial  and  cavity 
injection,  and  you  must  do  partial  work,  simply  tell 
them  you  can  do  "disinfecting"  for  a  minimum  charge 
and  guarantee  preservation  for  a  limited  time,  but  you 
can  not  guarantee  the  cosmetic  effect.  I  will  not  do 
s'hipping  work  at  all  without  thorough  embalming. 
If  the  party  is  not  able  to  pay  for  this.  I  will  do  it 
gratis.  Experience,  though  sometimes  a  severe  lesson, 
is.  after  all,  the  best  teacher.  It  has  taught  me  that, 
M^hen  called  to  prepare  a  body  for  shipment  any  great 
distance,  to  give  them  to  understand,  before  beginning, 
that  I  must  be  the  judge  as  to  when  the  l)ody  is  ready 
for  shipment;  and  in  no  case  allow  it  shipped  until 
several  hours  after  my  work  is  completed.  I  feel  that 
my  reputation  is  at  stake,  and  the  parties  at  the  other 
end  of  the  line  know  nothing  of  the  conditions  or  diffi- 
culties under  which  I  labored,  and  if  the  body  is  re- 
ceived in  bad  condition,  the  shii)])ing  undei'taker  gets 
all  the  blame,  and.  no  (loul)t,  the  family  given  to  un- 
derstand you  are  incompetent. 
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Undertaker  Did  Not  "Snatch"  Body 

"Very  indecent  were  the  words  used  by  Coroner  L. 
Pickering  to  describe  the  manner  in  which  an  Eglinton  under- 
taker carried  off  the  body  of  John  J.  Hart,  the  G.T.R.  brake- 
man  who  fell  from  his  train  at  the  foot  of  Bathurst  street 
shortly  after  midnight  on  Saturday  and  sustained  a  broken 
neck  from  which  he  died  in  Grace  Hospital  next  evening. 

"It  appears  that  the  body  was  taken  before  even  a 
death  certificate  had  been  made  out,  and  by  the  time  Coroner 
Pickering  recovered  it  for  post-mortem  examination  it  had 
been  embalmed  by  the  undertaker. 

"  'I  suppose  it  does  not  matter  to  you,  so  long  as  you 
get  pai<l,'  was  the  Coroner's  comment,  and  at  his  suggestion 
the  jury  in  bringing  in  their  verdict  of  accidental  death 
recommended  that  the  matter  be  reported  to  the  proper 
authorities  in  order  to  prevent  the  recurrence  of  such  cases. ' ' 

In  the  above  words  the  Toronto  Grh)be  of  Friday, 
June  14,  records  the  finding  of  the  jury  at  the  inquest 
on  the  dead  man.  The  public,  on  reading  the  report, 
would  be  lead  to  believe  that  the  undertaker  was 
guilty  of  "body  snatching."  When  the  Canadian 
Furniture  World  and  The  Undertaker  saw  this  item, 
F.  B.  Myers,  the  funeral  director,  who  took  charge  of 
the  body,  was  interviewed,  to  get  his  statement  re- 
garding the  matter.    Mr.  Myers  says: 

"The  family  of  the  deceased  young  man  are  per- 
sonal friends  of  mine,  and  phoned  be  about  8  o'clock 
on  Sunday  night  that  the  boy  had  died  and  told  me 
to  get  the  body  and  prepare  it  for  burial.  I  telephoned 
the  hospital  and  asked  how  soon  I  could  get  the  body. 
The  hospital  authorities  informed  me  that  I  could  get 
it  in  20  minutes.  I  got  the  family  to  sign  an  order 
for  the  body  and  presented  it  at  the  hospital  abotit 
]1  o'clock  and  received  the  remains.  I  brought  the 
body  home  to  my  establishment,  embalmed  it  and 
never  heard  anything  more  about  it  till  the  following 
Monday  night,  when  the  police  authorities  phoned  me 
and  asked  if  I  had  the  body.  Shortly  afterwards,  the 
coroner  phoned  and  asked  if  I  had  the  body,  and,  on 
being  told  that  I  had,  said  that  he  wanted  it  for  a 
post  mortem  examination.  I  told  him  he  could  have 
it,  so  the  next  day  drove  the  remains  to  the  city 
morgue.  The  parents  of  the  deceased  did  not  Avant  a 
post  mortem  held  and  kicked  strongly  against  it 
through  their  lawyer.  Finally  they  agreed  that  the 
city  authorities  should  have  their  way.  I  then  phoned 
the  coroner  and  asked  him  when  the  inquest  would 
be  over  and  when  I  could  get  the  body.  He  told  me  it 
would  be  shortly  after  1  o'clock,  so  at  1  p.m.  I  went 
down  to  the  morgue  and  there  found  the  body  lying 
face  down  on  the  slal)  and  cut  to  pieces  just  like  a 
butcher  woidd  cut  up  a  hog.  This  alone  was  enough 
to  make  a  man  sore  after  all  his  work.  I  fixed  it  up 
and  brought  it  back  to  my  place  again,  and  the  fun- 
eral was  held  on  the  Thursday.  The  inquest  Avas  to 
be  held  on  Friday  night  and  I  received  a  notice  to 
attend.  T  went  down  and  the  evidence  was  taken. 
The  evidence  of  the  hospital  authorities  was  enough 
to  clear  me,  for  they  told  the  coroiu^r  that  it  was  their 
custom  to  allow  an  tnidertaker  to  take  a  body  as  long 
as  he  showed  a  written  order.  However,  the  man  who 
was  running  the  incjuest  could  not  see  that  this  was 
enough  and  accused  me  of  body  snatcihing,  and  said 
that  the  family  had  no  right  whatever  to  give  me  an 
order  for  the  body.  T  told  him  that  there  was  no  body 
snatching  as  far  as  I  was  concerned,  and  tluit  T  was 
acting  on  authority  from  the  family  of  the  deceased, 
lie  told  me  it  was  against  the  law  to  toncili  a  body 
until  a  death  certificate  has  been  obtniiied.  Now.  T 
l-now  that  this  is  true,  but  what  jjosition  would  we 
fellows  be  in  if  a  doctor  calls  on  a  i)atient  and  leaves 
town  for  a  few  davH,  and  in  the  meantime  the  patient 
dies?    If  we  could  not  embalm  the  body  for,  say,  tlire(; 


days,  the  result  would  be  horrible.  Some  doctors  are 
reasonable  and  just  and  will  sign  a  certificate  just 
as  soon  as  a  person  dies,  or  as  soon  after  as'  possible, 
but  others  will,  for  reasons  best  known  to  themselves, 
put  it  oft'.  Many  and  many  a  time  I  have  had  to  chase 
doctors  aroimd  the  city  trying  to  get  a  certificate.  The 
(lovernment  passes  a  law  making  it  illegal  for  a  fun- 
eral director  to  touch  a  body  until  he  has  obtained 
a  certificate,  yet  it  does  not  attempt  to  make  it  com- 
pulsory for  a  physician  to  make  out  that  certificate 
just  as  soon  as  he  can  after  the  death  of  the  patient." 


EMBALMING:  HOW  IT  ORIGINATED. 

The  subject  of  embalming  is  one  that  is  always  new; 
yet,  strange  as  it  may  seem,  it  is  one  that  is  always 
old,  says  a  contemporary.  Embalming  dates  as  far 
back  as  4.000  years  B.C.  Bodies  in  those  days  Avere 
preserved  by  the  ai)plication  of  ointments  and  other 
preservatives  and  by  bandaging  the  entire  body,  in 
Avhieh  manner  they  Avere  kept  for  ages.  This  method 
is  not  knoAvn  in  our  progressive  age,  hence  other  meth- 
ods are  employed  Avith  results  that  are  marvelous. 

Embalming  thirty-five  yea,rs  ago  Avas  a  very  crude 
science,  but  to-day  by  the  knoAvledge  of  anatomy  and 
sanitary  science,  embalmers  are  enabled  to  thoroughly 
disinfect,  prepare  and  preserve  a  human  dead  body, 
so  that  the  laws  Avill  permit  the  carrying  of  a  body  to 
any  part  of  the  Avorkl. 

The  body  of  a  human  being  Avho  has  died  from  any 
contagious  or  infectious  disease,  Avith  the  exception  of 
five  maladies,  can  noAV  be  transported  from  one  state 
to  another  of  this  country.  The  diseases,  the  death 
from  Avhich  prohibits  the  shipping  of  a  dead  body  are: 
Smallpox,  As'atic  cholera,  yellow  fever,  typhus  fever 
and  bubonic  plague,  and  in  some  States  there  is  no 
restricting  in  the  transportation  of  bodies  of  persons 
Avho  have  died  from  any  one  of  those  five  diseases. 
Only  tAvo  of  the  aforesaid  diseases  are  common  in 
America,  and  it  is  only  a  question  of  a  comparatively 
short  time  when  transportation  can  be  given  the  body 
of  a  person  having  died  from  these  maladies. 

There  are  three  very  important  reasons  why  the 
public  is  benefited  by  having  licensed  embalmers:  that 
the  family  of  the  deceased  may  keep  their  loved  ones; 
to  protect  the  health  of  the  living;  to  prevent  crime. 
The  body  of  a  person  Avho  has  d'ed  from  any  disease 
can  be  so  prepared  and  placed  in  a  state  to  be  pre- 
served for  an  almost  unlimited  time.*  Some  bodies 
cannot  be  made  to  look  or  even  resemble  the  ay)pear- 
ance  of  the  person  while  in  life,  this  being  because 
death  AA^as  due  to  burning  or  mutilation. 

Embalming  is  a  very  interesting  subject,  as  it  ap- 
plies to  our  oAvn  l)odies  even  though  after  death,  and 
AA'hat  is  more  interesting  than  a  study  Avhicli  applies 
to  our  oAvn  bodies  and  anatomies  ?  Embalming  is  done 
hy  making  an  inc'sion  in  anr  part  of  a  body  in  order 
to  reach  the  circulatory  system.  In  this  way  the  em- 
balming fluid  finds  its  way  to  the  furthermost  tivSsues 
of  the  body,  and  it  is  the  fluids  Avhich,  injected  into 
the  body,  serve  it  after  death. 

Fully  no  per  cent,  of  the  failur-es  to  ])roperly  i)re- 
pare  and  preserve  a  body  is  due  to  the  hurriecl  man- 
ner of  performing  the  Avork.  Too  much  time  cannot 
be  given  in  the  prci)ai-ation  of  a  body  for  burial  and 
the  AVork  of  end)alnung. 


Don't  l)e  the  iiu'rchfiiit  who  runs  hy  his  store,  in- 
stead oi'  running  it.  'i'lie  lirst  Avay  produces  failure; 
1he  second  Avay.  success. 


50  CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER.  June,  1912 


National  Casket  Co.  (Eckardi  s)  National  Silver  Plate  Co. 
National  Dry  Kilns,  Planing  Mills  &  Woodworking  Co. 

Established  1867  Largest  Funeral  Supply  House  in  Canada  {The  Pioneer  House) 


No.  533  Solid  Oak  Casket.    Also  made  in  Mahogany 

One  of  our  great  winners  and  the  greatest  winner  for  the  money  ever  put  on  the 
market  Write  us  or  ask  our  travellers  for  quotations  on  this  case.  It  will  pay  you. 
We  are  leaders  in  the  following  goods  : 

Fine  Covered  Caskets.    Fine  Polished  Oak  and  Mahogany  Cases 
Fine  Polished  Surface  Oak  and  Mahogany  Cases 

Our  great  specialties  are  haidware  g'enerally,  dry  g-oods  g'enerally,  and  sundries  g-enerallj'.  We  manufacture  all  our 
own  goods  including  hardware  and  dry  goods,  including  the  famous  patent  Paramount  Sleeve  for  gents"  robes  and  suits, 
patented  by  W.  J.  Worden  of  New  York  City,  for  which  we  are  Sole  Agents  for  Canada. 

Ask  our  representatives  to  demonstrate  these  sleeves  to  you — why  you  should  purchase  gents'  suits  with  sleeves  made 
in  this  way.  They  do  not  cost  you  any  more  in  merino  and  cobourg  suits  or  robes.  There  is  no  up-to-date  funeral  director 
in  the  -States  will  purchase  gents'  suits  unless  they  have  Paramount  Sleeves,  as  Paramount  Sleeves  in  gents'  suits  represent 
a  complete  suit.     The  Paramount  Sleeve  is  attached  at  the  coat-sleeve  shoulder,  and  represents  a  complete  shirt  with  bosom. 

-Some  funeral  directors  may  say,  "  The  way  I  place  the  arms,  inside  the  sleeve  part  is  never  seen."  But  just  consider 
this  for  a  minute.  Some  citizens  wonder  how  the  funeral  director  can  supply  such  a  nice  suit  for  so  little  money,  and  after  the 
funeral  director  leaves  the  house,  they  begin  to  examine  the  suit  and  other  goods  supplied,  also  the  sleeves  and  the  cuffs, 
and  find  the  cuffs  only  pinned  in,  and  they  sec  that  there  is  onh'  a  linen  bosom  or  dicky  as  some  call  them,  a  pair  of  cuffs 
pinned  in,  and  then  naturally  they  get  the  idea  that  everything  is  on  the  same  order — only  a  bluff.  Is  this  not  correct  ? 
Whereas,  if  the  shirt  sleeves  with  the  cuffs  attached  to  them,  just  like  shirt  sleeve  are  sewn  to  the  shoulder  of  the  bod}'  part 
of  a  shirt,  no  one  can  tell  but  what  there  is  a  complete  shirt  on  the  body.  These  Paramount  Sleeves  are  put  in  all  gents' 
merino  and  cobourg  suits  and  robes  free  of  charge,  and  a  charge  of  15  cents  extra  for  Paramount  Sleeves  in  gents'  lawn 
robes  or  suits.  A  great  number  of  funeral  directors  will  not  even  have  a  gents'  lawn  robe  without  Paramount  Sleeves.  BE 
SURE  when  ordering  Gents'  Robes  and  Suits,  when  desiring  "  Paramount  Sleeves"  to  add  the  letter  Z  after  the  number  of 
any  Gents'  Robe  or  Suit.  We  are  the  only  House  in  Canada  with  a  man  at  the  offices  the  vear  round,  night  and  da}',  who 
thoroughly  understands  the  goods,  for  the  benefit  of  the  profession,  so  that  they  can  procure  the  best  possible  results. 
SOLE  AGENTS  FOR  CANADA  for  the  world  renowned  Concentrated  Alcoform  Embalming  Fluid,  manufactured  by  the 
Egyptian  Chemical  Co.,  Boston,  Mass.  We  also  handle  the  Canicula  line  of  fluids.  Full  line  of  embalming  instruments, 
grips  and  sundries  of  all  kinds  always  in  stock.    Headquarters  for  all  kinds  of  funeral  goods. 

Be  sure  and  ask  our  representatives  to  show  you  the  great  values  from  their  trunks  in  the  hotel  sample  rooms.  The 
Large  Departmental  Stores  make  their  enormous  sales  by  the  display  of  big  values  they  offer  in  their  show  windows.  So  be 
sure  to  insist  on  our  representatives  showing  you  the  wide  range  of  new  designs  and  extraordinary  values  they  carry  in  their 
trunks,  including  hardware,  dry  goods  and  funeral  goods  of  all  kinds.  Don't  take  "no"  for  an  answer.  See  the  goods  for 
yourself  When  you  demand  to  see  trunk  samples  some  representative  is  liable  to  say  "can  you  not  purchase  from  my 
hand  grip,"  wishing  to  avoid  the  trouble  of  opening  trunks  and  showing  samples.  You  demand  to  see  the  values  that  are 
in  the  trunks.  It  will  pay  you  to  do  so.  This  is  what  representatives  are  on  the  road  for,  and  when  they  are  doing  this 
little  work,  they  have  a  bigger  snap  than  the  boys  who  are  working  in  the  warehouse.  A  man  who  tries  to  avoid  opening 
up  his  trunks  and  showing  samples  might  make  a  consequential  tourist  but  will  never  make  a  successful  salesman. 

What  would  you  think  of  a  salesman  for  a  clothing  house,  dry  goods  house  or  millinery  house  going  to  a  town  and  not 
opening  up  his  samples?  The  real  salesmen  of  these  different  lines  open  up  their  samples  from  their  trunk  before  they  go  to 
see  a  customer  in  each  town  and  have  their  snmples  readv  to  show  their  customers.  No  business  man  can  successfully 
purchase  goods  from  photographs  or  illustrations  such  as  hardware,  dry  goods  and  sundries,  etc.,  which  represent  goods  in 
the  Casket  line  and  when  a  travelling  salesman  says  the  trunks  have  gone  astray  remember  one  thing,  they  cannot  go  astray 
all  the  lime.     Every  travelling  saleman  for  the  National  Casket  Co.,  is  supposed  to  have  his  trunk  samples  with  him  all  the  time. 

If  vou  cannot  wait  until  our  representative  calls,  send  along  your  valued  c>rders  by  mail,  and  give  all  possible  parti- 
culars, and  same  will  have  our  best  attention.    Remember  Toronto  is  the  great  distributing  point  for  Canada  for  funeral  goods. 

National  Casket  Company 

93-109  Niagara  Street  a.  j.  h.  Eck.rd(,  p,op.  Toronto,  Canada 

Telephone  Numbers:  General  Office,  Adelaide  454,  455,  456.    Private  Branch  Exchange  connecting  all  departments.    Night  and 

Sunday  Orders  :  Adelaide  454,  Parkdale  1834.  North  4521,  College  5344 
The  only  Casket  Manufacturing  Company  in  Canada  with  Private  Branch  Telephone  Exchange  Connecting  all  Departments 
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REASON  FOR  THE  CHANGE. 

It  has  been  asked  why  casket  manufacturers  have 
discontinued  the  practice  of  putting  beading,  curtain 
and  silk  slides  in  No.  411  caskets.  The  Canadian  Furn^ 
iture  World  and  The  Undertaker  has  seen  one  of  the 
largest  manufacturers  who  gives  as  the  reason  the  fact 
that  formerly  No.  409  and  No.  411  caskets  looked 'too 
nearly  alike,  and  that  a  number  of  leading  funeral 
directors  desired  that  No.  411  be  made  perfectly  plain^ 
without  curtain,  beading  or  silk  slide,  in  order  that 
they  could  ask  a  larger  price  for  No.  409,  which  was 
impossible  when  the  two  were  made  up  alike.  A  No. 
'Ill  made  with  the  same  interior  as  No.  409  costs 
exactly  the  same  to  produce,  but  by  leaving  the  bead- 
ing, curtains  and  silk  slide  off,  there  is  a  difference  of 
r)0  cents.  Citizens,  when  death  visits  thei:"  home  and 
they  go  to  the  undertakers  and  see  the  iwo  caskets 
trimmed  up  alike,  invariably  pick  out  No.  411,  but 
when  No.  411  is  mado  up  without  curtain,  beading  and 
silk  sihae.  the  funeral  director  can  ask  a  much  larger 
price  for  No.  409.  This  move,  it  was  claimed,  was 
made  by  the  manufacturers  in  the  interests  of  the  un- 
dertaker, and  if  the  latter  adopts  this  way  of  selling 
these  cases,  he  Avill  make  more  money  at  the  end  of 
the  year. 

The  profession,  however,  wants  a  cheap  appearing 
f'loth  casket  for  people  who  cannot  afford  to  pay  a 
fair  price  for  a  casket  of  the  appearance  of  No.  409  as 
it  is  nmd(!  to-day,  but  people  who  have  more  means, 
will  take  a  No.  409  and  pay  the  extra  price  for  it. 


VISIT  TO  ELLIOTT  &  SON'S  FACTORY. 

A  representative  of  The  Furniture  World  and  The 
Undertaker  recently  called  on  James-  S.  Elliott  &  Son, 
.Prescott,  Ontario,  and  was  conducted  through  the 
modern  plant  by  F.  W.  Elliott.  lie  Avas  surprised  to 
find  such  an  extensive  floor  space  devoted  to  the  nian- 
ufacture  of  burial  supplies.  Mr.  Elliott  showed  the 
•<mall  room  about  12  feet  x  20  feet  first  used  as  a  cov- 
ering room  when  they  used  to  solicit  orders  by  driv- 
ing over  their  vicinity  with  horse  and  buggy.  This 
room  did  not  long  suffice  for  their  growing  trade,  and 
two  more  buildings  were  constructed  which  were  con- 
sidered am{)le  for  their  needs.  Their  old  trade,  coupled 
with  the  new  business  they  received,  however,  com- 
pelled them  to  again  build,  and  their-  present  large 
three-storey  stone  factory  is  the  result.  This  iiuild- 
ing  is  well  laid  out  and  the  departments  are  so  ar- 
ranged that  'One  i)r()cess  follows  the  other  in  natural 
se((uence.  The  goods  received  from  their  factory  across 
+he  road  go  to  the  wood  shop  where  they  are  assembled 
and  i)ass  into  the  covering  room  then  out  to  the  ship- 
ping room. 

Mr.  Fjlliolt  iid'oi'iiied  the  writer  that  they  have  al- 
ways maintain(Ml  the  (juality  of  their  goods  and  con- 
sider their  increased  trad(!  due  in  a  great  measure  to 
this  reason,  lie  stated  they  were  as  ])articular  with 
what  was  covered  as  they  were  with  what  was  ex- 
posed. From  i)ersonal  observation  we  believe  this,  for 
their  uncovered  cases  appeared  of  sound,  good  mater- 
ial. 

The  firm  suffered  a  hard  blow  in  Westcirn  Ontario 
through  the  death  of  the  late  Chas.  E.  Twifchcll,  but 
that  they  have  secured  John  M.  Adams  to  represent 
them  in  that  tca-ritory,  and  ho\w  their  old  friends  will 
accord  Mr.  Adams  a  good  reception. 

James  S.  P^lliott  &  Son  cover  the  entire  Dominion, 
and  are  represented  by  Messrs.  Harry  S.  Elliott  and 
Allan  I).  Wilson  in  the  Western  provinces,  John  M. 
.Adams  in  Western  Ontario,  M.  Uonley  in  Eastern  On- 


tario and  Quebec,  and  J.  W.  Ellsworth  in  the  Maritime 
Provinces.  They  want  a  representative  in  Northern 
Ontario. 

Their  facilities  for  shipping  are  of  the  best.  The 
G.T.R.  runs  through  their  property,  the  C.P.R.  is  con- 
venient, while  they  can  also  ship  by  boat.  By  special 
arrangement  they  can  ship  on  Sundays  by  express. 
Being  on  the  direct  route  from  New  York  to  Van- 
couver, C.P.R.,  they  can  make  prompt  delivery  to  the 
Northwest  as  bonded  freights  are  transhipped  at  Pres- 
cott, and  the  firm  has  arranged  to  get  the  advantage 
of  enclosing  their  shipments  with  this  rush  freight. 

F.  W.  Elliott  finds  time  to  devote  to  public  affairs, 
and  is  so  regarded  by  his  fellow  citi/ens  that  he  was 
elected  Mayor  of  the  town  of  Prescott  at- the  last  elec- 
tion. He  has  the  honor  of  being  the  A^oungest  mavor 
of  the  old  "Fort  Town." 


ELLIOTT  AND  SONS'  NEW  REPRESENTATIVE. 

Jas.  Elliott  &  Son,  casket  maimfaeturers,  Prescott, 
Ont.,  have  added  John  M.  Adams,  London,  Out.,  to 
their  staff  of  travelling  salesmen.  Mr.  Adams  already 
represents  the  Toronto  Furniture  Company  and  the 
Kensington  Furniture  Company  in  Western  Ontario 
and  east  along  the  Avater  front  as  far  as  Cornwall.  He 


has  been  associated  with  furniture  since  he  was  fif- 
teen years  of  age  and  knows  the  business  thoroughly 
in  all  its  branches.  He  is  a  practical  man  in  its  con- 
struction both  on  machinery,  cabinet  work  and  finish. 
On  top  of  this  he  has  hacl  retail  experience  both  in 
Ontario  and  in  the  West. 


THE  FINAL  WORD. 

Dr.  Wiley,  the  late  U.  S.  (iovernnu'id  pure  food  ex- 
pert, tells  the  following  of  the  Peinisylvania-Germans, 
among  whom  he  used  to  live: — 

"It  was  a  custom  at  funerals  that  after  the  casket 
was  lowered,  no  clod  of  earth  should  be  thrown  in  until 
some  one  of  those  gathered  around  should  step  up  to 
the  side  of  the  grave  and,  with  uncovered  head,  pay 
a  tribute  to  the  departed. 

"It  was  a  cold,  rainy  day  when  we  buricul  old  man 
Hansen.  The  casket  was  lowered,  and  we  all  stood 
shivering  in  the  chilly  sleet  and  rain,  waiting  for  somci 
on(^  to  volunteer  a  good  word  for  the  departed: 

"An  hour  passed,  and  no  one  stirred.  Two  hoiu-s 
passed,  and  still  we  stood. 

"Finally,  when  the  situation  had  grown  desperate, 
one  of  the  neighbors  a|)])roached  the  gi-nve  and  took 
off'  his  hat. 

"  'Friends.'  he  said,  T  vim  say  of  him  that  he  wasn't 
as  bad  all  the  time  as  he  was  most  of  the  time.'  " 
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Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 


And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       IngersoU,  Ontario 


Eventually  you  will  use  the 

BOMGARDNER 

Why  Not  Now  ? 

Bomgardner  goods  are  built  for  business.  Made  as  liglit  and  compact 
as  is  consistent  with  strenghth  and  general  reliability  for  the 
service  they  are  to  render. 

Your  Jobber  is  an  Authorized  Agent  for  Bomgardner  Goods 


Bomgardner  Church  Truck 


BEAUTY  IS  IN  SIMPLICITY 

Write  for  prices  on  the 

BOMGARDNER 

Lowering  Device 
Church  Truck 
Pedestal,  Floral 
Rack,  Etc.,  Etc. 

"  We  Guarantee  It  " 


Bomgardner  K.  D.  lowering  Device  in  Largest  and  Smallest  Adjustments 


The  Bomgardner  Manufacturing  Company,  Cleveland,  Ohio 
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Gossip  of  the  Profession 


It  is  reported  from  Elora,  Ont.,  that  skilled  furni- 
ture operators  are  hard  to  secure,  in  spite  of  attractive 
wages. 

David  F.  Graham,  Campbelltown,  N.B.,  has  pur- 
chased a  fine  new  hearse  from  Mitchell  &  Co.,  Ingersoll, 
Ont. 

A.  Dodds,  funeral  director,  Bolton,  Out.,  recently 
visited  his  son  in  Syracuse,  N.Y. 

Mitchell  &  Co.,  Ingersoll,  Ont.,  recently  sold  a  fine 
new  double-deck  casket  wagon  to  H.  B.  Beckett,  Brant- 
tord.  Ont. 

A.  J.  H.  Eekardt,  of  the  National  Casket  Co.,  To- 
ronto, took  a  business  and  pleasure  trip  through  the 
State  of  Michigan. 

J.  J.  Evel,  of  the  Evel  Casket  Co.,  Hamilton,  was 
in  Toronto  recently.  Another  visitor  was  Alf.  George, 
funeral  director,  I'ort  Hope. 

Danuige  anrounting  t/j  $4,000  was  recently  done  to 
the  building  occupied  by  J.  G.  Adams,  undertaker,  St. 
John,  N.B. 

J.  D.  Atkinson  and  R.  N.  Rowe,  undertakers,  Exeter, 
Ont.,  have  dissolved  i)artnership.  Mr.  Rowe  will  con- 
tinue. 

A  new  firm  has  recently  started  an  undertaking  es- 
tablishment in  Kamloops,  B.C.  0.  Gordon,  late  of 
Center  &  Hannah,  Vancouver,  is  in  charge.  They  have 
commodious  premises  on  Victoria  Street. 

John  G.  Adams,  undertaker,  Fredericton,  N.B.,  re- 
cently suffered  a  fire  loss,  but  fortunately  there  was 
suffk'ient  insurance  to  cover. 

A.  Walters,  funeral  director,  Grenfell,  Sask.,  is 
away  on  a  visit  to  friends  in  England. 

J.  A.  Raymond,  who  has  represented  Eckardt's  Na- 
tional ('asket  Co.  in  Ontario  for  some  time,  left  a  few 
days  ago  for  the  West,  and  will  call  on  the  trade  from 
I*iort  Arthur  to  Vancouver.  Mr.  Raymond  takes  this 
territory  owing  to  the  illness  of  A.  N.  Eekardt,  who  is 
now  slowly  recovering,  but  still  is  unable  to  resume 
his  usual  work. 

.Milburn  &  Mill)urn  have  opened  an  undertaking 
business  at  Hawarden,  Sask. 

(Jeorge  Speers.  Regina,  Sask.,  has  purchased  the 
stock  and  e(|uipment  of  the  E.  L.  Green  Co.,  who  re- 
cently started  in  the  undertaking  business  in  Regina, 

Boeing  &  Brass,  Hedley,  B.C.,  have  started  in  the 
niuh'rtaking  business. 

I).  M.  Treach,  I'rinceton,  B.C.,  has  started  in  the 
undertaking  business. 

W.  Small  &  Co.,  Wainwright,  Alfa.,  had  a  severe 
loss  by  fin^,  when  their  entire  furniture  and  under- 
taking stock  was  destroyed. 

li.  II.  Lowe,  Tuskagee,  Sask.,  Ikus  opened  an  under- 
takiiig  business  in  that  town. 

Wm.  Kearney,  Vancouver.  B.C.,  and  Frank  Lowe, 
LawNon  (!ity,  have  jinrchased  the  business  of  the  Do- 
minion Undertaking  Co.,  Vancouver. 

Ira  W.  Shoop,  Bassano,  Alta.,  has  sold  out  his  un- 
dertaking business  to  B.  T.  Gray,  furniture  dealer, 
lias-.sano. 

L.  W.  Yocom,  Medicine  Hat,  Alta.,  has  takcm  over 
the  umlertaking  liusiness  formerly  conducted  uiuler 
^hc  firm  nanu^  of  Patterson  &  Co.  Mr.  Yoeom  is  a  man 
with  a  wide  experience  and  .should  meet  with  great 
success  in  his  new  enterprise. 


BRADY  &  HARRIS'  NEW  ESTABLISHMENT. 

Brady  &  Harris,  undertakers,  who  for  the  past  twen- 
ty years  have  been  located  on  Wellington  Street,  Ot- 
tawa, Ont.,  have  moved  to  new  premises  at  375  Lisgar 
Street.  The  building,  built  after  their  own  design,  is 
a  three-storey  structure  of  brick  and  is  a  skyscraper 
in  comparison  with  the  surrounding  houses.  It  occu- 
pies a  space  of  33  feet  frontage  by  50  feet  depth. 
The  two  upper  flats  are  living  apartments,  and  the 
entire  ground  floor  is  devoted  to  business. 

On  entering  the  business  door  you  come  into  a  large 
and  bright  reception  room.  Opening  off  of  this  is  the 
private  office.  From  this  office  you  pass  into  the  show- 
room. This  room,  which  is  about  22  x  30  feet,  is  en- 
tirely closed  off' 'from  the  rest  of  the  fiat,  the  idea 
being  to  keep  is  as  dust  proof  as  possible.  It  is  used 
only  when  displaying  cases  and  robes.  Its  size  will 
permit  the  display,  without  crowding  and  on  trucks', 
of  about  sixteen  caskets.  Coffins  are  kept  in  cabintts 
at  the  rear  end  of  this  room.  A  trimming  room  and 
a  mortuary  complete  this  flat.  The  basement  is  high 
enough  to  take  a  6/3  casket  on  end.  There  is  an  em- 
balming room  here,  well  ventilated  and  Avith  hot  and 
cold  water.  Spacious  stable  and  coach  houses  are  at 
the  rear  of  building.  A  private  phone  system  runs 
throughout  the  entire  l)uilding. 

Mr.  D.  J.  Harris  is  sole  proprietor  of  the  business, 
Mr.  Philip  Brady  being  deceased  seven  years.  Mr. 
Harris  is  assisted  by  his  sons  D.  Roy  and  Frank  W- 
Harris. 


MR.  HOGAN  IN  ILL  HEALTH. 

Mr.  Frank  L.  Hogan,  who  was  manager  for  John 
McCarthy's  Sons,  Syracuse,  N.Y. ,  for  eight  years,  has 
returned  to  Canada.  Although  his  relatives  reside  in 
Kingston  he  has  been  in  Toronto  during  the  last  few 
weeks  under  the  doctor's  care.  During  the  last  few 
years  his  work  has  been  strenuous,  his  firm  last  year 


having  about  700  funerals.  A  rest  is  necessary  as  a 
result.  He  had  secured  an  engagement  with  J.  H.  Glass, 
Vancouver,  as  manager,  but  has  been  compelled,  on 
account  of  bis  health,  to  cancel  it.  Although  still  a  young 
man,  Mr.  Hogan  has  been  engaged  in  undertaking  for  12 
years.     His  friends  hope  his  recoxery  will  be  speedy. 
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TO  THE 

FUNERAL  DIRECTORS 

of  Canada  Prescott,  Ont.,  June  1  5,  1912 

Gentlemen : 

In  making  our  decision  to  use  space  in  this  periodical,  we  were  influenced  by  several  reasons.  We 
wish  first  to  thank  our  many  friends  for  their  confidence  in  us  as  shown  by  their  orders  during  the  past  and  to 
assure  you  of  our  appreciation.    Our  aim  shall  be  to  merit  a  continuance  of  this  confidence. 

We  also  wish  to  reach  those  of  the  profession  with  whom  we  do  not  come  in  touch,  to  let  them  know 
of  our  ability  to  carefully  attend  to  their  wants  and  why  they  should  give  us  a  share  of  their  business. 

Years  of  experience  have  proven  to  us  that  sound  value  for  money  expended  gives  the  best  satisfaction 
and  ultimately  retains  the  business.  We  realize  this  and  hence  strive  to  furnish  the  best  of  materials  consistent 
with  the  price  we  obtain. 

Our  caskets  are  of  sound  wood,  either  White  Pine,  Chestnut,  or  Oak  as  the  specifications  demand. 
We  use  no  Ash,  Elm  or  Basswood  in  our  covered  caskets.  Our  outside  cases  are  of  sound  White  Pine, 
roomy,  neat  and  well  manufactured — no  apologies  necessary  for  them.  We  import  our  cloths  from  England, 
our  silks  from  Switzerland  and  our  satins  and  trimmings  mostly  from  France.  We  believe  we  buy  closely, 
hence  can  supply  genuine  value.  Our  factory  is  not  run  on  a  piece-work  basis  therefore  our  employees  have 
no  incentive  to  slight  their  work.  Careful  supervision  is  exercised  by  a  competent  foreman,  before  goods 
leave  us,  to  ensure  them  being  '  right "  when  they  reach  you. 

For  these  reasons  we  believe  we  are  to-day  manufacturing  a  hne  of  burial  supplies  superior  to  that  of 
any  other  manufacturer.  We  would  be  very  pleased  to  receive  your  enquiries  or  orders  which  we  can  ship 
promptly  by  G.T.R.,  C.P.R.  or  boat. 

Yours  faithfully, 

Wholesale  Manufacturers  of  JAMES  S.  ELLIOTT  &  SON 

Cloth  and  Plush  Covered  Caskets  i-x  • 

Robes  and  Lining  PrCSCOtt,  Ontario 


Are  You  Using 

Concentrated  Alcoform? 

Gold  Seal  Alcoform? 
Crown  Alcoform? 


(Without  strong 
Formaldehyde) 


More  Undertakers  in  the  United  States, 
Great  Britain  and  Canada  are  using  these 
fluids  than  all  others  combined. 

Why? 

Because  these  are  made  from  the  Original 
Patented  Formula  and  all  the  imitations 
are  nothing  but  imitations. 

All  lack  the  Superior  Qualities  of  Alcoform. 


Sold  by  all  Jobbers 


Compounded  By 


Egyptian  Chemical  Co. 


Boston,  U.S.A. 


Twill  Do  Your  Advertising 

This  new  book  on  advertising  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 

Jr^twAtS::    Retail  Advertising 

Complete 

By  FRANK  FARRINGTON 

$1.00  Postpaid 

With  this  book  on  your  desk  you  are 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully : 

Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. 
Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales 
Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  the  kind  at  any  price.  You  can't  afford 
to  get  along  without  it. 

Absolutely  New  Just  Published 

Send  us  a  dollar  for  this  book  and  a  six 
months  trial  subscription  for  this  paper 

Commercial  Press,  Limited 

Publishers 

Canadian  Furniture  World  and  the  Undertaker 
408  McKinnon  Building  Toronto,  Ontario 


272  pages 
Bound  in  Cloth 
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ONTARIO. 

Aurora — 

Dunliam,  Charles. 
Earrie — 

iSniith,  G.  G.  &  Co. 
Brockville — 

(^uiimbacli,  Geo.  "R.,  162 
Kinj^  St. 
Campbellford— 

Trwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff— 

Hoy.l,  W.  C.  ^ 
Dutton —  , 

Schultz,  B.  L. 
Elmira — 

Dreisiiiger,  Chris. 
Fenelon  Falls — 

Deyiiiaii,  L.  &  Son. 
Fenwick —  \, 

Canhy,  Alfred  H. 
Fergus — 

Ariiistron<r,  M.  F. 

Thomson,  John  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoil.i 
Ave. 

Morris,  A. 
Haileybury — 

'riior])e  Bros. 
Gait— 

Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  II.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wuiinenberg,  Norman. 
Hastings- 
Howard,  P.  N. 
Hepwcrth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

i\rc('augliey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

llendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L. 
Oshawa — 
Disney  Bros. 
Taike  Bros. 
Ottawa — 

Kogers,  Geo.  H.,  128  Bank 
St. 


Petrolia — 

— ^Steadman  Bros. 
Port  Arthur — • 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O  'Connor,  Wm. 
St.  Mary's— 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury- 
Henry,  J.  G. 
^  Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 
Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 

Petltcodiac — 

.fonali,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona— 

Eraser,  D.  &  Co. 
Halifax — ■ 

Snow  &  Co.,  90  Argylc  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
(icorge  St. 

MANITOBA. 

Brandon —  • 

Vincent  &  McPherson. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,  A.  S.,  843  Sherbrooke 
St. 


Thompson,  J.  Co.,  501  Main 
SI. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

^lorrow,  Fred.  A. 
Kamsack — 

Russell,  G.  E.  I. 
Lanigan — 

Robertson,  Wm. 
Rush  Lake — • 

Friesen,  John  M. 
Regina — 

.Speers,  George. 
Semans — 

Haygarth,  Jas. 


Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 
Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 
Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


RETAIL  FURNITURE  BUSINESS  FOR  SALE— In  an  Ontario 
city  of  1(3,000  with  large  surrounding  country  of  prosperous  farmers  ; 
only  two  furniture  stores  in  the  city.  Apply  the  Knechtel  Furniture 
Co.,  Limited,  Hanover,  Ont. 

FOR  SALE — Splendid  opjjortunity  to  procure  a  profitable, 
old  established  funeral  directing  business.  Good  town,  short 
distance  from  Toronto.  No  competition.  Good  reasons  for  sell- 
ing. Can  be  purchased  at  a  bargain.  Apply  National  Casket 
Company,  Toronto,  Ont.  5-12-1 

FOR  SALE — Good  second-hand  up-to-date  funeral  car,  in 
first-class  order,  almost  new,  equipped  complete.  Also  one  first- 
class  second-hand  delivery  wagon,  double  decker.  These  goods 
must  be  sold  at  once  to  settle  up  an  estate.  Great  bargain. 
For  photos  and  further  particulars  apply  National  Casket  Co., 
107  Niagara  St.,  Toronto,  Ont.  5-12-1 

FOR  SALE. — 80  Horse-power  Engine  and  Boiler,  in  splen- 
did condition;  also  dry  kiln  system  and  fan  complete;  also 
shaving  fans  and  exhaust  fans,  hangers,  shafting  and  pulleys 
in  great  variety,  all  sizes;  also  all  kinds  of  wood-working 
machinery  in  the  best  of  order.  Great  snap  for  anyone  requiring 
this  class  of  goods.  National  Casket  Co.,  109  Niagara  Street,, 
Toronto.  5  12-1 

UPHOLSTERERS  WANTED—For  medium  class  work.  Good 
wages  and  steady  emplo3'ment  offered.  Apply  to  Snyder  Bros., 
Waterloo,  Ontario. 

WANTED — Position  as  salesman  in  furniture  and  stoves  by  cap- 
able man,  twelve  years'  experience,  four  as  buyer.  Box  93,  Cana- 
dian Furniture  World,  410  McKinnon  Bldg.,  Toronto.  .5-12-1 


WANTED — Position  by  experienced  embalmer  and  funeral 
director,  capable  of  taking  entire  charge.  The  West  preferred. 
Best  of  references.  Applj^  Box  89,  Canadian  Furniture  World 
and  the  Undertaker.  5-12-1 

WANTED — To  purchase  undertaking  establishment,  or 
would  consider  partnership  agreement  with  first-class  man,  On- 
tario or  Northwest.  Give  full  information  first  instant.  Box 
90S,  Canadian  Furniture  World  and  the  Undertaker,  408  Mc- 
Kinnon Building,  Toronto.  5-12-1 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and   P'uiu'ral  Directing 

PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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W 
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The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 

UXBRIDGE,  ONT. 

We  make  a  specialty  of  Machine  and 
Hand  Carvings  of  all  descriptions  for 
Churches,  Houses,  Furniture, 
Pianos,  etc.  We  can  save  you 
at  least  25  %  on  your  present  prices. 

Send  us  Samples  or  Drawings  for  a  Trial  Order 


WHEN  YOU  WANT  TO 
SELL  YOUR  BUSINESS 

You  want  to  get  the  best  possible  offer.  The  more 
possible  buyers  you  get  in  touch  with  the  better 
chance  you  have  of  making  a  good  sale.  The 
"For  Sale"  and  "Want"  ads.  in  the  C.ANADL4N 
FURNITURE  WORLD  are  read  every  month 
b}-  over  two  thousand  manufacturers,  travellers, 
retail  dealers  and  store  salesmen. 


Four  Cents  a  Word 

One  Insertion 


Ten  Cents  a  Word 

Three  Insertions 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
g-rain  of  the  wood  to  its  ordinal  newness, 
leaving"  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
ded,  if  not  delighted. 


your 
refun 


Domestic  Specialty  Co. 


Hamilton,  Ontario 


Limited 


REED  FURNITURE 


For 

BOATS 

LAWNS 

VERANDAHS 

and  the 

HOME 


Our  line  is  quite 
large. 


Write  for  QraJe 
"B"  Catalogue 


tr 

THE  GENDRON  MFG.  CO. 


TORONTO 


Limited 


June,  1912 


CANADIAN  FURNITURE  WORLD  AiND  THE  UNDERTAKER. 


A  Popular  Sample 
at  a  Popular  Price 

FROM  LLOYD 
&  SONS,  LTD. 
LINE  OF 

Go-Carts 

Our  carriages  reach  you 
showing  all  the  evidences 
of  careful  workmanship, 
rigid  inspection  and  best 
grade  of  material. 


It  will  pay  you  to 
write  us  for  cuts  and 
price  list. 


View  Showing  Construction  of  Our  Wheels 


Our  No.  2  One  Motion  Collapsible  Go-cart 

The  Strongest  and  Best 
Wheel  in  the  World 

is  made  and  used  by  us  on  our 
vehicles.  This  wheel  is  all  made 
by  press  work  which  makes  every 
wheel  solid  and  true.  The  strength 
is  in  the  compression  outwards  on 
the  spokes. 


We  Guarantee  Satisfaction  in  Our  Goods 

We  also  can  guarantee  shipment  of  any  order  one  week  f^om 
receipt  of  same  giving  "Lloyd"  attention  in  every  department 


LLOYD  &  SONS,  Umited  TRENTON,  ONT. 

The  Largest  Exclusive  Manufacturers  of  Children's  Vehicles  in  Canada 
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REED  AND  UPHOLSTERED  FURNITURE 
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THE  IMPERIAL  UNE 

has  a  place  in  the  store  of  every  retailer. 
There  is  an  all  the  year  demand  for  these 
goods  of  which  quality  is  always  the  under- 
lying idea. 

It  is  important  to  all  the  trade  and 
especially  to  Western  retailers  that  Stratford 
is  a  carload  centre  for  furniture  of  quality. 


IMPERIAL  RATTAN  COMPANY,  Limited 


STRATFORD 


CANADA 


QUAUTY  vs.  PRICE 

The  price  you  pay  isn't  nearly  as  important  as  what  you  get 
for  your  money — and  measured  on  the  basis  of  "what  you 
get"  STRATFORD  CHAIRS  are  the  cheapest  to  buy. 


Smart  styles,  combined  with  the 
best  of  material  and  workmanship, 
make  the  STRATFORD  line  the 
standard  of  quality  and  one  of  the 
easiest  selling  lines  offered  to  the 
trade. 


Let  us  figure  on  your  next  order.  We've  got  the  goods 
at  right  prices  and  Stratford  is  a  mixed  carload  center 


Stratford  Chair  Co.,  Limited 


Stratford 


Ontario 
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THE  CHARM  OF  DESIGN  OF  OUR  HALL  FURNITURE  IS  ENHANCED 
BY  CAREFUL  WORHMANSHIP  AND  SUPERIOR  FINISH.  WE  HAVE 
SPLENDID  SELLING  PIECES  SUITABLE  FOR  ALL  STYLES  OF  HALLS. 


THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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COUCHES  "     uu    r  m"  Til  1  r  ' 

  John  L.  Mundeil  &  Los 


Our  list  of  couches  is  a  long  one— almost  every  kind  is 
represented  in  our  line  and  a  large  stock  of  these  goods  and 
a  capable  staff  of  workman  enables  us  to  fill  orders  promptly. 

We  quote  these  couches  in  many  covers — in  velours,  imita- 
tion leather,  denim,  tapestry  and  genuine  leathers.  The 
upholstering  is  in  either  plain  or  tufted  and  the  prices  are 
very  low  indeed. 

We  feel  confident  of  our  ability  to  be  of  service  to  you 
when  m  the  need  of  quick  selling  couches  and  shall  be  glad 
to  mail  you  blue  prints  and  prices  at  any  time  you  may 
wish  us  to  do  so. 


JOHN  C.  MUNDELL  &  COMPANY 

ELORA,  ONTARIO 


Lee-Burrell,  Rex, 
Regent  and 
Invectus 

Felt  Mattresses 


are  in  a  class  by  themselves.  They  are  made 
of  the  purest  of  cotton  felt,  built  up  in  layers, 
being^  hygienic  and  healthy  and  of  great  lasting 
quality.  While  only  the  very  best  of  materials 
are  used,  yet  the  economic  organization  of  our 
factory  and  selling  forces  enables  us  to  market 
these  goods  at  a  figure  that  will  enable  you  to  talk 


both  price  and  quality  in  showing-  to  customers. 
The  great  reputation  of  our  mattresses,  through- 
out Canada,  has  been  achieved  by  the  honesty  of 
their  construction.  In  no  other  make  of  mat- 
tress will  be  found  such  high  grade  workman- 
ship and  materials,  which  are  the  best  money 
can  buv. 


STANDARD  BEDDING  COMPANY 


Sole  Manufacturer*  and  Dittributors 


27-29  Da  vies  Ave. 


Toronto,  Ont. 
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Easy  Prices 

MAKE  BIG  PROFITS 

The  Style,  Finish  and  Workmanship 
of  the  Furniture  we  manufacture  makes 
it  suitable  for  the  finest  trade — while 
its  moderate  price  makes  it  a  popular 
seller  to  any  trade. 

Quality  and  Reasonable  Prices  are  thus 
combined  by  our  specialized  methods 
of  manufacture,  we  owning  our  own 
timber  limits,  saw  mills  and  furniture 
factories. 

Only  one  conclusion  can  be  drawn  from 
the  big  rush  of  orders  placed  with  us 
for  early  shipment —  Victoriaville  Furn- 
iture must  be  ahead  in  value — much 
better  than  the  average. 


We 
Ship 

With  the 
Victoria- 
ville 

Big  Five 

Combina- 

tion 


A  word  to  the  wise  is  saFficient.  If 
you  want  goods  with  class,  write  us 


The  Victoriaville  Furniture  Company 


Victoriaville 


Quebec 
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Victoriaville 
Chairs 


High-grade  in  Design  and 
Thoroughly  Up-to-date 


Rapid  every  day  sellers  of  the  sort 
every  furniture  dealer  can  handle. 

VICTORIAVILLE  CHAIRS 
are  strictly  high-grade  in  both  con- 
struction and  finish  although  sold  at 
POPULAR  PRICES. 

We  are  specialists  m  chair-making 
and  ship  with  the  VICTORIA- 
VILLE MIXED  CARLOAD 
COMBINATION. 

The  Victoriaville  Chair 

Manufacturing  Co. 

Victoriaville       -  Quebec 


THE  BEST  SALES 
ARGUMENT 


On  the  rapid  selling  "  Canadian  Rattan 
Cheiirs"  is  the  chair  itself.  Put  us  to  the 
test  by  trying  out  a  shipment.  You  can 
make  no  mistake  in  handling  a  line  of  sub- 
stantial, reasonable  -  priced  well  -  designed 
goods  that  are  bound  to  sell  rapidly.  Our 
guarantee  is  back  of  every  piece  that  leaves 
the  factory. 

Every  dealer  cannot  buy  a  carload  at  a 
time  from  us — but  remember  RATTAN 
CHAIRS  ARE  INCLUDED  IN  THE 
NUMEROUS  MIXED  CAR  LOTS 
THAT  LEAVE  VICTORIAVILLE. 


There  is  satisfaction  and  profit 
for  you  in  selling  our  lines. 

No  Delay    No  Duty 


THE 


CANADIAN  RATTAN  CHAIR 

COMPANY,  LIMITED 
VICTORIAVILLE,  QUEBEC 
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IDEAL  BRASS  BEDS 


Made  for  the  Better  Trade 


Before  the  first  brass  bed  was  turned  out  of  our 
factory  we  made  sure  that  "IDEAL"  Brass 
Beds  would  not  be  excelled  by  any  bed  made 
anywhere. 

It  is  not  a  difficult  process  to  cut  up  brass  tubing 
and  fasten  it  together  in  the  shape  of  a  bed 
sufficiently  good  looking  to  insure  a  sale.  But 
not  all  makers  are  particular  about  the  fine 
points  of  quality  which  msure  permanent  satis- 
faction to  the  buyer.  Some  brass  beds  deterior- 
ate before  they  leave  the  dealer's  floor. 

The  "IDEAL"  policy  is  to  produce  the  best 
possible  bed  of  most  permanent  quality  and  sell 
it  at  a  reasonable  price.    No  other  maker  in 


Canada  is  so  well  equipped  to  turn  out  brass 
beds  of  the  very  highest  quality  in  both  design 
and  finish. 

Our  processes  of  polishing  and  lacquering  are 
fully  protected  by  patents,  and  produce  the  most 
permanently  beautiful  finish.  Our  guarantee  is 
not  a  carefully  worded  one  intended  to  deceive 
— but  a  broad  guarantee  of  entire  satisfaction, 
with  the  sincere  purpose  of  "making  good"  in 
any  and  every  case  where  there  is  cause  for 
dissatisfaction. 


If  you  want  the 
create  "good  will" 
"IDEAL"  line. 


brass  beds  you  sell  to 
for  your  business,  sell  the 


Write  for  Photos  and  Prices  of  some  of  our  Newest  Designs 

IDEAL  BEDDING 


LIMITED 


10  JEFFERSON  AVENUE,  TORONTO 

Winnipeg  Warehouse:    110  Princess  Street 
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Two 
Popular 
Samples 
from  our 
line  of 
Dressers 


YOU  KNOW  IT  TO  BE  A  FACT 


That  if  a  dealer  can  give  a 
better  quality  of  goods  with- 
out increasing  the  price  he  is 
certain  to  increase  his  trade, 
because  satisfied  customers 
will  tell  their  friends  and 
advertise  your  store. 


Why  not  be  that  dealer  who 
is  gradually  enlarging  the 
circle  of  his  customers? 

You  can  be  if  you  put  in  a 
stock  of  "Orillia  Furniture.** 


The 


Orillia  Furniture  Company,  Limited 


Orillia,  Ontario 
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Something  New  in 

Living  Room  Furniture 


No.  1309  — Perfecto 
Revolving  Seat  Dav- 
enport Bed,  is  a  sample 
of  what  we  are  making 
in  this  line,  it  makes  a 
complete  Davenport, 
and  has  not  the  ap- 
pearance of  a  bed,  but 
simple  revolution 
turns  it  into  a  most 
comfortable  and  com- 
plete bed.  A  child  can 
operate  it.  It  is  simpli- 
city itself,  and  a  busi- 
ness stimulant. 


Nos.  606  and  606  Yz  show  a  handsome  Arm  Chair  and  Rocker,  in  quartered  oak,  upholstered 
in  Spanish  leather.  Nos.  653  and  659  show  a  decidedly  new  Foot  Stool  and  Leg  Rest. 
These  articles  all  help  to  ease  up  that  tired  feeling  in  this  hot  weather. 

The  Dymond-Colonial  Go's,  Limited 

Strathroy       -  Ontario 
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Gentlemen,  when  you  contemplate  installing  a  Rug  Rack,  look  for  the  one  that  has  all  the  latest 
and  most  complete  up-to-date  improvements. 

Send  for  our  catalog.    You  will  see  at  once  that 

The  Moncrief  Rug  Rack 

is  the  one  that  stands  alone,  in  quality  and  durability.  It  is  made  of  steel,  stands  braced  from  the 
floor,  with  all  the  finest  qualities  that  make  it,  the  only  one  to  buy.  It  has  a  guard  on  every  bar, 
the  only  rack  that  has  it,  which  protects  every  rug,  keeps  them  from  rubbing  and  does  not  allow 
the  rugs  to  wear  or  discolor  each  other.  Our  adjusting  bar  raises  and  lowers  the  arms.  Just 
one  turn  of  the  brace  either  way  sends  it  up  or  down  without  trouble.  The  pins  are  on  an  angle 
which  makes  it  easy  to  place  or  replace  the  rugs.    It  is  only  a  boy's  work  to  handle  our  RACK. 

Look  at  the  reputation  of  The  Moncrief  Rug  Rack.  Come  to  our  home.  All  of  the 
largest  houses  in  the  city  of  Providence  use  our  RACKS.    Here  are  the  names  : 


i^  nthony  &  Cowell  Co. 
The  Boston  Store 
Outlet  Co. 

A.  G.  Scattergood  Co. 
Household  Furniture  Co. 
Burke  &  Curran 
R.  I.  Supply  Co. 
C.  H.  Robinson  Co. 
Chas-  J.  Proctor 
W.  Elovitz 


Moncrief  Rug  Racks  used  by  Anthony  &  Cowell  Co. 
Providence,  R.I. 

steel  girder  building.   Height  of  ceiling  under  girders,  14'  5". 

Three  double  side  or  V  racks,  two  of  80  arras,  40  on  a  side,  and  one  of  132 
arms,  66  on  a  side.  The  largest  V  rack  ever  built.  These  racks  are  fastened 
by  means  of  ?  bolts  dropped  from  flange  of  girdei-s  fastening  top  beam  to  steel 
girders.  Bottom  beam  is  trussed  down  2'  2",  enabling  rugs  to  hang  from  3"  to 
6"  from  floor. 


They  would  be  pleased  to  tell  you  what  they  think  of  our  RACK.  Any  one  that  has  our 
fixture  would  not  change  it  for  any  other.  It  has  replaced  many  other  racks  and  continues  to  do 
so.    When  you  buy  off  us,  our  RACK  goes  with  our  full  guarantee  of  its  durability  and  quality. 

It  is  a  pleasure  to  send  catalogs.    Let  us  send  one  to  you. 


MONCRIEF  MANUFACTURING  CO. 

7-9-11  Sheridan  Street 

CENTRAL  FALLS,  -  -  -  R.  L,  U.S.A. 
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TORONTO 

Offers  Special  Advantages   to  retailers  as  a 

MIXED  CARLOAD  CENTRE 


Gold  Medal  Furniture 
Mfg.  Co.  Ltd. 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames, 
"  Hercules "  Bed  Springs  and  Steel 
Couches,  "  Gold  Medal "  Mattresses, 
Furniture  Coverings  and  Upholsterers' 
Supplies. 

Van  Horne  St.  and  Bartlett  Ave. 
Toronto 


Standard  Bedding  Co. 

Manufacturers 

Seagrass  and  Cotton  Mattresses 


4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent,  and  Invictus 
Felt  Mattresses 


27-29  Davies  Ave. 
Toronto        -        -  Ontario 


Otto  T.  E.  Veit  &  Co. 

Headquarters  for 

Imported  Seamless 
Axminster  Squares 


Wrile  us  for  prices  and  set  of  color-cards 


(EMPIRE  BUILDING) 

58-64  Wellington  Street  West 
Toronto 


Time,  Money 
and  Worry 
will  be  Saved 

By  buying  from  these  firms 
who  have  arranged  to  co- 
operate in  shipping  in  mixed 
car  lots. 

Prompt  Delivery  is  assured 
as  an  average  of  87  freight  trains 
leave  Toronto  daily  in  every 
direction. 

A  Greater  Variety  is  also 
possible  w^hen  you  buy  in  a  larger 
centre. 

Larger  Sales  can  be  made  if 
you  are  able  to  back  up  the 
maker's  guarantee  with  your  own 
experience. 

Visit  Our  Factories,  there- 
fore, when  you  visit  Toronto  and 
see  how  our  goods  are  made. 


BUY  IN 
TORONTO 


The  Toronto  Furniture 

Co.,  Limited 

Manufacturers   of  the 

"Better  Make"  of 
Canadian  Quality 
Furniture      :  : 

Dufferin  Street,  Toronto 

(Near  Elxhibition  Ground*) 


The  Toronto  Feather  & 
Down  Co.,  Ltd. 

Manufacturers  of 

Pillows,  Comforters,  Cushions 


35  Britain  St.,  Toronto 


Hop  wood  &  Bryant 

Agents  for  Montreal  and  Quebec 

59  St.  Peter  Street  Montreal 


The  Kindel  Bed  Co. 

Limited 


Davenport  Beds 
Divanettes 
Chair  Beds 


Toronto 


Ontario 


Imperial  Furniture  Co. 


Marjufaclurers  of 
Turkish   Rockers,  Leather 
Upholstered  Couches,  High 
Grade  English  Chairs,  and 
Chesterfields. 


585  Queen  St.  W.  Toronto 


10 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


July,  1912 


THE  GOLD  MEDAL  LINE 


NEW  COUCHES 


Here  are 
three  new 
designs  in 
large  size 
Couches, 
made  with 
spring  edges 
and  small 
diamond 
tufted,  cov- 
ered m  a 
special  line 
of  imitation 
leather 


No.  669  Couch        30"  wide 
Carved  and  Embossed  Oak  Moulding 


Ask  our 
travellers 
to  show 
you  these 
photographs. 
The  High 
Quality 
and  Low 
Prices  wiW 
surprise  you. 


Our  new 
catalogue  of 


Upholstered  Furniture 
Steel  Couches 

Hercules  Bed  Springs 
and  Mattresses 

will  soon  he  ready — Send  for  a  copy. 


Gold  Medal  Furniture  Mfg.  Company 


Limited 


Toronto 


Montreal 


Winnipeg 
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Jewel  Stoves  and  Ranges 


STYLE  R.  F. 


Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 
The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 
The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 
it  never  comes  back,  but  is  always  a  work- 
ing advertisement.  One  sale  makes  another 
and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 
your  leader  and  you  are  sure  of  the 
best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel. 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 
Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 
Office*  also  at  MONTREAL,  TORONTO  and  WINNIPEG 


Western  customers  please  write  for  information  and  send  orders  to  our 
Winnipeg  Branch,  No.  130  James  Avenue 
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An  Entirely  New 
Three-Piece  Suite 


Handsome,  heavy  and  exceed- 
ingly well-made,  this  new  suite 
is  proving  to  be  one  of  the 
most  rapid  sellers  in  our  fine 
line  of  Upholstered  Furniture. 

It's  a  business  maker.    May  we 
quote  you  prices  ? 


Ellis  Furniture  Co. 

Ingersoll,  Ont. 


ft 


,1 


I 


ADD  STOVES 
TO  YOUR  LINE 

Scores  of  the  most  progressive  furni- 
ture merchants  have  found  it  profitable 
to  sell  stoves  and  ranges  wdth  their 
other  housefurnishings. 

When  a  newly  married  couple,  for 
instance,  comes  to  your  store  for  a 
bed,  a  kitchen  table  and  other  house- 
keeping requisites,  you  have  the  first 
opportunity  to  sell  the  kitchen  range. 

Be  prepared  by  having  a  stock  of 
BANNER  Stoves  and  Ranges  on 
your  floor.  They  carry  a  good  profit 
and  vv^ill  help  to  build  up  your  house- 
furnishing  business. 

Send  for  a  copy  of  our  catalogue  so 
that  we  can  demonstrate  to  you  the 
many  special  selling  features  of 
BANNER  Stoves  and  Ranges. 

The  Gait  Stove  and 
Furnace  Co.,  Limited 


GALT 


ONTARIO 
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BAETZ  BROTHERS  &  CO 

BERLIN,  ONTARIO 


1 


604C 


SPECIALIZING 
IN  CHAIRS 


Send  for  our  new 
Catalog 


DINING  CHAIRS 
BED  ROOM  CHAIRS 
MISSION  CHAIRS  AND  SUITES 
PARLOR  CHAIRS  AND  SUITES 


r 


604R 


ANOTHER  RAPID  SELLER 


No.  813 
Three  Piece 
Den  Suite 
in  Solid 
Quartered  Oak 


In  any 

Oak  Finish  and 
Upholstered  in 
Leathers  to 
Match 


The  Lippert  Furniture  Company,  Limited 

Berlin  Ontario 


14 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


July,  1912 


ONWARD  SLIDING  FURNITURE  SHOES 


The  bu3'ers  of  fine 
Furniture  want  the 
best  and  most  up- 
to-date  devices,  and 
the  dealer  who 
shows  his  goods  on 
Sliding  Furniture 
Shoes  is  certain  to 
interest  his  custom- 
er. Every  furniture 
user  has  had  un- 
fortunate e  X  p  e  r  i- 
ences  with  the  old 
style  wheel  casters 
and  sliding  shoes 
can  be  made  a 
powerful  selling 
argument  by  you. 


Will  Help  You  to  Make  Sales 


Sliding  Furniture 
Shoes  aremade  with 
glass  base  and  mott 
metal  base  in  all 
sizes  and  styles  suit- 
able for  all  kinds  of 
furniture  and  metal 
beds.  Don't  fail  to 
canvass  the  hospi- 
tals and  hotels  in 
your  town  or  district 
for  an  order.  The 
profit  on  50  or  100 
sets  is  worth  going 
after.  When  plac- 
ing your  orders  for 
furniture  or  metal 
beds  insist  on  hav- 
ing same  equipped 
with 

"  ONWARD" 
SHOES 


Write  for  our  new  illustrated  circular  and  discounts 

Onward  Manufacturing  Co. 

Berlin,  Ontario 

Western  Distributing  Agents  :  Moncrieff  &  Endress,  Limited,  Scott  Block, 

Winnipeg,  Man. 


Church,  School  and  Opera  Furniture 


I 


You  Should  Be  Interested 

in  the  furnishing  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  and  community.  If  3  0U  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  st3le  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate 
We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

Write  us  to-day 

Church  Furniture — Ask  for  Catalogue  C 
School  Furniture — Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 


FtheGlobe  furniture 


CO. 


WATERLOO 


THIS    LABEL  16 


ONTARIO. 


OF  QUALITY 
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All  things  come  to  him  who  waits, 
But  here's  a  rule  that's  slicker; 
The  man  who  buys  the  line  that  sells. 
Will  be  the  "  Monimaker." 


OUR  ADVICE  to  you  is  to 
place  orders  early  for  your  fall 
stock  of  the  popular 

WATERLOO 

"MONIMAKERS 

which  have  proven  great  sales 
repeaters.  TheyVe  kept  us 
busy  and  they'll  help  make 
things  lively  for  you. 


How  many  shall  we  ship  you? 


Waterloo  Furniture  Company 

Waterloo,  Ontario 

  Our  Boys  Get  Credit  for  Mail  Orders   
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Comfortable 


Office  Chairs 

There  is  an  ever  increasing  demand  for  well  built  and 
comfortable  office  chairs. 

Let  the  furniture  dealer  supply  this  demand  by  carrying 
our  line  in  stock.    They  are  constructed  and  finished 
in  the  best  possible  manner  and  sell  at  reasonable 
prices.    Get  our  catalogue. 


Manufactured  by 


Jacob  &  Josef  Kohn 

Vienna,  Austria 

Canadian  Branch 

215-219  Victoria  St.,  Toronto,  Canada 


No.  6. 

Good  Luck  Table  Support 

An  all  iron  table  support  that  holds  any  extension  table  perfectly 
secure  and  never  fails.  The  rocking  and  tilting  device  allows  you  to 
show  the  table  top,  a  great  convenience  to  both  the  salesman  and  the 
customer.  It  insures  clean,  perfect  table  tops  and  eliminates  the  cas- 
ter cup  troubles.  They  cannot  break  or  wear  out  and  will  last  a 
lifetime.  No  matter  what  they  cost  it  is  a  matter  of  economy  to  use 
these  table  holders.  There  are  thousands  of  these  racks  in  use  all 
over  the  U.  S.  and  growing  more  popular  all  the  time.  Every  fumi- 
lure  store  should  have  them.  Price  $2.50  each,  f.o.b.  factory. 
Warren.  Ohio.  They  ship  as  iron  and  castings  and  take  a  low 
freight  rate.    Write  and  ask  about  them  at  once. 

Made  by 

THE  EUREKA  MFG.  CO. 

WARREN,  OHIO 


STRATFORD 

FOLDING 
CHAIRS 


In  Season 
all  the  Year 


MADE  WITH  WOOD 
OR  CARPET  SEATS 


EVERY  FAMILY  AND 
PUBLIC  INSTITUTION 

requires  a  number  these  handy  and  convient  folding 
chairs  and  it  is  merely  a  matter  of  pushing  their  sale 
by  displaying  in  your  store  and  canvassing  the  Public 
Halls,  Hotels  and  Resorts,  Club  Houses,  etc. 
Orders  are  easy  if  you  go  after  them. 

Have  you  one  of  OUT  No.  3  Catalogue* 

STRATFORD  MFG.  CO. 


STRATFORD,  ONT. 


LIMITED 
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OVER  $13,000.00 

Spent  during  the  past  seven  months  by  the  KNECHTEL 
FURNITURE  CO.,  LIMITED,  forLind  erman  Automatic 
Dovetail  Glue  Jointing  Machines  in  their  Hanover,  Walkerton 
and  Southampton  factories,  and  in  the  near  future,  they  will 
spend  approximately  $9,000.00  more  to  like- wise  equip 
their  other  two  factories. 

Many,  unacquainted  with  the  benefits  derived  from  a  Linder- 
man  machine,  may  not  understand  or  appreciate  such  an  ex- 
penditure, but  after  eight  months  thoroughly  testing  out  the 
machine,  the  Knechtel  Furniture  Co.  were  convinced  of  the 
wisdom  of  this  step  as  they  realized  not  only  the  economies 
derived,  but  also  the  advantage  of  having  all  their  product 
built  up  with  a  permanent,  reliable,  Dovetail  joint,  which 
eliminates  entirely  all  danger  of  open  joints,  the  nightmare  of 
all  Furniture  Manufacturers  as  well  as  of  Furniture  Dealers. 


Economy  in  Production  and  Increased  Quality  of  Product 
Warranted  such  an  Expenditure  by  one  of  the  Largest 
and  Most  Progressive   of  Canadian  Manufacturers. 


Canadian  Linderman  Co.,  Limited 

Works  at 

Muskegon,  Mich.       Woodstock,  Ont. 
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KNECHTEL 

CHAMBER 

FURNITURE 

There  is  a  steadily  growing  tendency  on 
the  part  of  careful  home-makers  towards 
buying  the  better  grades  of  furniture. 

That's  why  it  will  pay  you  to  carry  a  stock 
of  ''Knechtel"  Furniture  the  kind  that's 
recognized  as  the  standard  for  quality  on 
the  Canadian  market. 


We  illustrate  here  two  samples  of  our  large  line  of  Chamber  Furni- 
ture and  worthy  samples  they  are  too  made  of  the  very  best 
lumber  in  our  own  mills  and  by  our  skilled  factory  workmen. 

But  that's  only  one  of  many  lines  we 
make,  as  our  several  factories  produce  fur- 
niture for  every  room  in  the  house.  We 
can  supply  a  complete  stock  for  a  store  but 
whether  you  send  a  carload  order,  or  specify 
shipment  of  a  single  piece  only,  the  crating 
and  packing  will  be  most  carefully  done. 


Owning  our  own  timber  limits  and  our  own  saw 
mills  we  are  able  to  thoroughly  season  and  kiln- 
dry  our  lumber  before  manufacturing  into  furni- 
ture. This  means  much  for  retail  dealers  who 
wish  to  retain  the  good  will  of  their  customers. 


The  Knechtel  Furniture  Co.,  Limited 

Hanover  Ontario 


July,  1912 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


19 


PUBLISHED  THE  FIFTEENTH  OF  EACH  MONTH  BY 

THE  COMMERCIAL  PRESS,  Limited 

408  McKINNON  BUILDING,  TORONTO 
Phones  Main  1274  and  Main  3071 

D.  O.  McKiNNON,  President 
Weston  Wrigley  John  A.  Fullerton 

Managers 
W.  L.  Edmonds,  Managing  Editor 
Harvey  A.  Jones  E.  A.  Forson 

Associate  Editors 
N.  D.  Webster.  Geo.  H.  Honsbkrger 

Advertising  Representatives 
F.  C.  D.  Wilkes,  Eastern  Manager 
10th  Floor  Eastern  Township  Bank  Bldg.,  Montreal 
John  A.  Gibson,  Circulation  Manager 

Suhscriptions 

Canada,  Great  Britain  and  the  United  States,  $1.00  a  year 
Other  Countries,  |2.00  a  year 


Vol.  1  JULY,  1912  No.  11 


Promising  Trade  Trade    conditions   in  Canada 

Conditions.  continue  to  be  of  a  gratifying 

character.  Benefieient  rains 
have  fallen  in  the  Western  Provinces.  The  crops  there, 
as  a  result,  have  so  developed  that  they  are  now  re- 
ported to  be  about  a  M^eek  ahead  of  normal  years  and 
to  have  advanced  beyond  the  danger  point.  This  has 
naturally  had  a  most  reassuring  effect  upon  the  gen- 
eral trade  situation  not  only  in  the  West,  but  through- 
out the  whole  Dominion. 

Railway  earnings,  bank  clearings  and  the  monthly 
statements  of  the  chartered  banks  continue  to  reflect 
a  healthy  condition  of  business. 

A  matter  of  no  small  interest  to  furniture  manufac- 
turers and  dealers — indirectly  though  it  may  be — is 
the  steady  increase  in  immigration  and  building  oper- 
ations.. Immigrants  are  coming  in  at  the  rate  of  over 
a  thousand  a  day  and  permits  for  the  erection  of  build- 
ings in  39  cities  and  towns  issued  during  the  first  six 
months  of  the  year  aggregated  in  value  over  ninety-one 
million  dollars,  as  compared  with  a  little  over  sixty- 
nine  million  dollars  during  the  same  period  of  1911, 
an  increase  of  32  per  cent. 

These  increases  must  necessarily  be  ultimately  re- 
flected in  the  furniture  business  of  the  country. 

He  who  is  indiscriviinate  in  the  granting  of 
credit  is  opening  up  the  way  for  his  ozmi 
destruction. 

Furniture  It  is  not  always  an  easy  mat- 

Trade  Marks.  ter  to  secure  a  trade  mark  that 

will  be  striking  and  easily  fixed 
upon  the  mind  of  those  who  see  it.  Rut  the  fact  that 
it  is  not  easy  makes  the  trade  mark  all  the  more  val- 
uable when  it  is  designed.  Whether  easy  or  difficult 
to  acquire,  that  its  acquirement  is  a  matter  of  import- 
ance few  will  deny. 

To  the  manufacturer  who  puts  quality  into  his  goods 
there  is'  no  question  in  regard  to  the  value  of  a  trade 
mark.   It  is  the  "guinea  stamp"  of  quality.  The  mat- 


ter, therefore,  is  worth  a  great  deal  of  thought  and 
trouble. 

One  of  the  most  difficult  things  to  trade  mark  is 
liquids,  and  yet  ingenuity  has  enabled  the  difficulty  to 
be  overcome.  Furniture  manufacturers  have  no  such 
difficulties.  Their  products  can  be  trade  marked  with 
comparative  ease.  The  chief  difficulty  lies  in  the  secur- 
ing of  the  mark  itself.  And  that  is  by  no  means  an 
insurmountable  one.  Where  there's  a\vill  there's  a 
way. 

He  who  is  honest  may  have  to  climb,  but  he 
never  gets  ofi  the  toboggan  slide. 

Trade  Marked  Goods  Valuable  as  a  trade  mark  un- 
and  the  Retail  Dealer,    doubtedly  is,  it  does  not  follow 

that  the  retail  dealer  can  be 
eliminated  as  a  factor  in  the  selling  process. 

No  matter  hoAv  well  known  a  line  of  furniture — or 
in  fact  any  other  line  of  merchandise — may  be  through 
the  publicity  that  may  be  given  to  its  trade  mark,  the 
influence  of  the  retail  dealer  cannot  be  overlooked. 

A  retail  salesman,  no  matter  how  much  he  tried, 
could  not  persuade  every  customer  to  purchase  other 
than  a  certain  line  of  furniture  which  had  obtained 
his  favor  on  account  of  the  advertising  which  had  been 
done  on  its  behalf.  But  the  better  the  salesman  the 
greater  are  his  chances  of  inducing  the  customer  to 
purchase  other  than  that  upon  Avhich  he  had  origin- 
ally set  his  heart. 

A  retailer  Avho  is  a  good  salesman  is  a  factor  that 
no  manufacturer  can  afford  to  ignore.  In  order,  there- 
fore, to  get  the  best  out  of  his  trade  mark  he  is  a  Avise 
manufacturer  who  lays  out  his  plans  to  secure  the  good 
will  and  the  co-operation  of  the  retail  dealers.  He 
f-hould  in  the  first  place  co-operate  with  them  as  much 
as  possible  to  secure  a  fair  profit.  In  his  trade  paper 
advertising  he  should  essay  to  provide  dealers  and 
clerks  with  talking  points  for  selling  his  goods.  Book- 
lets which  the  retailers  can  hand  out  to  their  customers 
wonld  be  helpful  in  at  least  some  instances.  As  a 
further  adjunct  travelling  salesmen  might  offer  a  few 
suggestions  regarding  window  dressing  where  such  sug- 
gestions are  necessary. 

The  average  retailer  is  not  unappreeiative  of  the 
manufacturer  whose  concern  is  not  confined  merely  to 
the  taking  of  his  order,  hut  is  willing,  when  possible, 
to  co-operate  with  him  in  disposing  of  the  goods. 

A  good  trade  mark  on  a  good  line  of  manufactured 
products  is  a  great  selling  force,  but  do  not  weaken 
its  force  by  ignoring  the  retail  dealer  factor  in 

the  selling  process. 

The  dealer  does  not  need  to  be  a  politician  in 
order  to  be  politic. 

Modern  Furniture  One  thing  that  impresses  one 
Trade  Tendencies.  in  running  throught  the  up-to- 
date  furniture  stores  of  to-dav 
is  the  efforts  that  are  being  made  to  lighten  the  bur- 
dens of  the  housekeeper  and  to  make  the  home  more 
attractive. 

To  the  furniture  dealer  who  is  on  the  alert  this  means 
a  great  deal.  It  means  a  steadily  enlarging  field  with 
almost  unlimited  possibilities.  Many  are  the  ideas  that 
are  lying  around  to  be  picked  up  by  those  who  are 
looking  for  them. 

To  file  "hum-drum"  dealer  who  is  satisfied  to  go  in 
the  same  old  way  it  does  not  mean  a  great  deal.  In 
fact  it  means'  a  diminishing  business,  for  customers 
nrefer  to  deal  with  the  merehatit  whose  methods  are 
in  keeping  with  the  times. 
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The  fact  that  so  many  new  ideas  are  continually  com- 
ing out  makes  alertness  more  necessary  than  ever.  The 
trade  papers  need  to  be  closely  watched  and  every 
source  of  new  ideas  carefully  studied.  Selling  meth- 
ods need  to  be  carefully  studied,  window  and  interior 
displays  systematically  made  and  advertising  regular- 
ly and  effectively  done. 

He  who  keeps  his  stock  in  poor  condition  can 
scarcely  hope  to  attract  good  trade.  Like 
begets  like. 

Grave  Charge  A  Winnipeg  undertaker,  Bert 

Against  an  McCallum  by  name,  has  recent- 

Undertaker,  iy  been  committed  for  trial  on 

the  charge  of  improperly 
treating  dead  bodies  given  into  his  care  for  burial. 
The  bodies  were  those  of  children  which  had,  it  is 
alleged,  been  secreted  in  his  cellar  instead  of  being 
properly  interred.  ' 

While  as  a  rule  there  is  no  more  conscientious  and 
painstaking  men  than  those  engaged  in  the  undertak- 
ing profession  exceptions  such  as  is  now  being  ventil- 
ated in  the  Winnipeg  courts  creates  a  suspicion  in  the 
minds  of  some  people  in  regard  to  the  undertaking  pro- 
fession as  a  whole. 

If  there  is  one  class  of  men  who  should  aim  to  have 
their  professional  conduct  above  suspicion  it  is  the 
undertakers.  Fortunately  that  is  the  ideal  which  the 
very  great  majority  set  before  them.  The  fact  that 
improper  conduct  is  so  very  rare  is  proof  of  this. 

The  recent  revelations  in  Winnipeg  may  be  expected 
to  inspire  the  undertakers  of  Canada  to  even  a  greater 
desire  for  the  attainment  of  their  professional  ideals. 

Everybody  is  interested  in  furniture.,  and 
therefore  the  dealer  who  devotes  atteniion  to 
wifidow  displays  may  possibly  interest  every- 
body in  his  locality. 

Buy  Stoves  He  will  be  a  wise  dealer  who 

Early.  places  his  orders  for  stoves  at 

as  early  a  date  as  possible. 
There  will  undoubtedly  be  a  large  trade  in  stoves  and 
ranges  next  Fall  and  Winter. 

Not  only  is  there  the  prosperous  condition  of  the 
country  to  take  into  account  as  a  stimulus  to  the  stove 
trade,  but  it  must  not  be  forgotten  that  our  popula- 
tion is  being  augmented  at  the  rate  of  a  thousand  peo- 
ple every  day  by  immigration  alone.  To  supply  stoves 
and  ranges  to  this  new  population  will  be  in  itself  no 
small  task. 

When  people  want  stoves  and  ranges  their  want  is 
usually  urgent.  They  cannot  afford  to  wait.  And  the 
dealer  who  has  not  his  full  complement  in  stock  may 
lose  many  a  sale — not  of  stoves  only,  but  other  lines 
of  furnishings  and  hardware  as  well. 

With  the  demand  promising  to  be  heavy  the  manu- 
facturers will  have  no  easy  task  before  them.  Biat  as 
the  manufacturers  are  preparing  for  a  heavy  season 
the  chief  difficulty  in  getting  delivery  will  not  be  on 
their  account.  One  of  the  greatest  difficulties  the  re- 
tailers may  have  to  face  will  be  that  of  getting  delivery 
from  the  transportation  companies.  The  fact  of  the 
matter  is  that  the  railways  of  the  country  are  not  even 
now  equal  to  the  task  of  coping  with  the  demands  that 
are  being  made  upon  them.  Every  business  man  knows 
this-  too  well  to  be  told. 

Obviously  it  is  in  the  interest  of  the  retail  dealer  to 
get  his  stoves  and  ranges  into  stock  as  early  as  pos- 
sible. 


July,  1912 

Guarding  Against  There  are  some  order  takers 
Over-bujring.  who  do  not  hesitate  to  oversell 

a  retailer.  Not  being  salesmen 
in  the  true  sense  of  the  word,  their  chief  concern  is  in 
regard  to  the  bulk  of  the  orders  they  can  turn  in  to 
the  house  they  represent  at  the  end  of  the  trip.  They 
are  not  concerned  about  the  business  of  to-morrow. 
Their  concern  is  for  the  business  of  to-day.  There  may 
not  be  many  of  them  who  are  so  short-sighted.  But 
that  there  are  some  every  business  man  is  well  aware. 

All  the  blame  cannot,  of  course,  be  laid  at  the  door 
of  the  order  taker.  The  retailer  who  allows  himself 
to  be  inveigled  into  buying  more  than  the  requirements 
of  his  business  demands  must  share  in  the  responsibil- 
ity. His  business  experience  should  fortify  him  against 
the  blandishments  of  the  glib  order  taker. 

Buying  goods  and  selling  them  are  too  entirely  dif- 
ferent things.  To  buy  a  line  of  goods  at  a  low  price 
is  no  guarantee  that  they  can  be  sold  at  a  profit,  unless 
of  course  it  is  a  line  with  which  the  retailer  has  already 
had  experience. 

One  of  the  best  guarantees  against  over-buying  is 
for  the  retailer  to  know  the  requirements  of  the  dis- 
trict in  which  his  store  is  located.  This  can  be  acquired 
only  after  a  careful  study  of  it  has  been  made.  But 
that  it  can  be  made  every  capable  business  man  knows. 

To  know  be3^ond  peradventure  whether  each  and 
every  new  line  offered  will  prove  saleable  or  not  is  not 
possible.  Experience  will  to  some  extent  be  a  guide, 
but  it  can  scarcely  be  taken  as  an  infallible  one. 
Where  there  is  a  possibility  of  its  being  saleable  it  is 
certainly  worth  while  to  experiment.  But  when  ex- 
perimenting it  is  always  well  to  take  as  little  risk  as 
possible  by  buying  cautiously  so  that  should  the  line 
not  take  well  the  loss  entailed  will  be  small. 

To  put  in  stock  that  which  by  experience  only  had 
proved  to  be  saleable  would  be  a  mistake.  It  would 
be  an  evidence  of  unprogressiveness.  In  business  a  cer- 
tain risk  must  always  be  taken.  But  one  does  not  need 
to  overbuy  in  order  that  his  progressiveness  may  be 
put  to  the  test. 

It  takes  a  little  extra  push  to  move  stock  that 
is  inclined  to  stick. 

Hon.  Mr.  Foster's  Hon.  Geo.  E.  Foster,  Minister 
Concerned  About  of  Trade  and  Commerce,  is 
Export  Trade.  evidently  discouraged  over  our 

export  trade.    He  is  afraid,  to 

quote  his  own  words,  "that  our  efforts  for  the  en- 
larging of  foreign  trade  will  not  be  taken  advantage 
of.  .  .  .  While  home  markets  are  important  I  think 
that  even  at  the  expense  of  enlarging  your  plants  you 
should  look  to  the  future  and  try  to  gain  entry  to 
those  foreign  markets  which  are  being  competed  for 
so  earnestly  by  every  commercial  country.  We  should 
not  neglect  them  now  when  they  are  most  easy  of 
access." 

It  is  a  good  sign  to  see  Hon.  Mr.  Foster  concerned. 
It  is  a  proof  that  he  is  taking  more  than  a  routine 
interest  in  the  affairs  of  his  department.  The  specific 
duty  of  his  department  is  the  development  of  the  ex- 
port trade.  And  to  aid  in  this  work  he  has  about 
thirty  trade  commissioners  and  commercial  agents  in 
Great  Britain,  Germany,  France,  Norway,  China, 
Japan,  Australia,  New  Zealand,  Mexico,  West  Indies 
and  South  America.  Their  cost  to  Canada,  according 
to  the  last  report  of  the  Auditor-General,  is  over  $114,- 
599  a  year,  not  including  salaries  and  expenses  at  Ot- 
tawa appertaining  to  the  service. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


Summer  Fumiture  in  the  Country 

ByC.  A.  Kiler 

I  live  in  a  community  made  up  of  two  small  towns 
and  a  university.  All  told  we  have  about  25,000  peo- 
ple, but  we  have  a  big  county  and  more  than  50,000 
live  in  the  territory  to  which  we  can  look  for  trade. 

All  kinds  of  people  live  in  this  district,  except  that 
kind  which  spends  its  money  freely.  From  the  tenants 
on  the  farms  to  the  wealthiest  retired  citizens,  we  all 
know  the  value  of  a  dollar,  and  therefore  buy  lots  of 
things  we  really  shouldn't  buy,  simply  because  the 
thing  we  should  buy  costs  a  little  more  than  we  want 
to  spend. 

This  one  characteristic  of  buying  low-cost  goods  is 
about  the  only  thing  in  which  my  community  unanim- 
ously agrees.  When  it  comes  to  styles  of  furniture, 
we  find  a  variety  of  opinions  as  extensively  different 
as  it  is  possible  to  conceive,  but  there  is  a  tendency 
toward  buying  a  better  grade  of  porch  and  lawn  goods 
each  year,  and  a  consequent  demand  for  the  newer 
styles  and  finishes.  I  think  this  increasing  demand 
for  better  porch  goods  comes  from  the  large  number 
of  sun  parlors,  or  enclosed  porches,  which  are  used  the 
year  around  and  therefore  demand  a  nicer  grade  of 
furniture  than  if  they  were  for  summer  use  only.  A 
sun  parlor,  or  enclosed  porch,  has  a  fireplace  in  it,  and 
calls  for  a  good  grade  of  furniture.  We  buy  goods 
with  these  needs  in  mind,  and  display  them  in  our 
store  about  as  the  goods  will  be  used  by  the  purchas- 
ers. 

In  front  of  the  fireplace  we  hang  a  swing  five  or  six 
feet  long ;  then  we  put  in  willow  chairs  and  rockers, 
or  rattan  chairs  and  rockers  with  a  Crex  rug  or  a 
fiber  rug  on  the  floor.  The  new  wood  frame  chairs, 
rockers  and  tables  with  cane  seats,  backs  and  sides 
take  well  in  this  branch  of  furnishings,  and  many 
young  people  who  do  not  have  sun  parlors  are  buying 
these  various  grades  of  willow,  rattan  and  Mission 
goods  with  cane  seats  and  backs  for  their  living  rooms, 
libraries  and  dens.  There  are  so  many  interesting  de- 
signs shown ;  so  much  that  has  style  and  character  that 
is  not  to  be  obtained  in  any  other  low  cost  furniture, 
that  it  is  little  wonder  young  people  who  have  good 
ideas  of  design  prefer  this  class  of  furniture  for  their 
homes,  rather  than  the  less  interesting  designs  of  high- 
er price  Mission  pieces.  The  willow  and  rattan  furni- 
ture requires  less  care,  is  easy  to  handle,  and  alto- 
gether makes  a  very  satisfactory  type  of  summer  furn- 
iture, which  can  also  be  used  in  the  house  the  year 
around.  It  can  be  had  in  practically  every  color  and 
finish,  can  be  upholstered  in  all  grades  of  fabric  from 
denim  to  leather,  thus  lending  itself  to  all  sorts  of 
color  schemes. 

We  have  arranged  a  series  of  rooms  on  the  first  floor 
of  our  store  by  using  iron  tubing  to  separate  the  dif- 
ferent styles  of  furniture  shown  in  each  room.  Cus- 
tomers can  stand  in  one  place  and  see  the  furniture 
for  an  entire  house,  and  for  a  s'mall  town  this  method 
of  display  has  been  very  much  more  successful  than 
formerly,  when  we  had  rooms  separated  by  partitions, 


as  they  are  in  a  house.  At  the  beginning  of  the  sea- 
son we  show  three  different  kinds  of  porch  furniture 
in  the  rooms  we  have  fenced  off ;  in  one  we  put  rattan 
goods  in  brown  or  green  or  shellac — chairs,  rockers, 
tables,  swings  and  every  other  piece  for  the  porch — in 
another  we  put  old  hickory  goods ;  in  the  other,  Mission 
styles  with  cane  seats  and  baclcs  or  upholstered  in 
matting.  Then  again  we  put  in  the  regulation  bent- 
wood  benches  and  the  cheaper  chairs  and  rockers;  but 
we  notice  that  it  is  much  easier  to  sell  the  better  goods 
when  the  samples  are  displayed  in  our  rooms  than 
when  they  are  placed  in  rows  on  our  chair  floor. 

Staple  goods  are  the  only  summer  pieces  that  we 
ever  use  for  leaders ;  people  will  jump  m  and  buy  a 
number  of  $1.98  rockers  during  a  sale  and  refrain  from 
buying  better  porch  goods.  Before  we  put  in  the  rooms 
in  which  we  display  our  goods  it  seemed  impossible  to 
keep  customers  from  taking  the  staple  rockers  which 
we  offered  as  leaders,  but  now  we  show  the  better 
goods  with  rugs  and  swings  and  tables  all  set  about 
as  they  should  be  set  in  a  house,  and  the  result  is  a 
wonderful  increase  in  the  sale  of  better  articles.  We 


How  the  front  of  the  counter  can  be  used  for  displaying 
window  screens. 

keep  a  porch  swing  hanging  near  our  office  all  the 
time.  It  not  only  causes  favorable  comment  from  all 
who  come  in  the  store,  but  has  led  to  a  steady  sale  of 
swings  through  the  winter.  A  number  of  our  custom- 
ers have  placed  swings  in  front  of  fireplaces  in  their 
living  rooms,  simply  because  of  the  comfort  and  pleas- 
ure derived  from  them.  Swings  are  not  only  for  sum- 
mer use,  like  the  rattan,  willow  and  other  better  kinds 
of  porch  furniture,  they  take  their  place  among  the 
modest  price  articles  which  are  of  use  the  year  around, 
indoors  as  well  as  outdoors. 

Progressive  dealers  all  through  the  country  are  get- 
ting good  and  sick  of  those  porch  rockers  that  cost 
$16  a  dozen  and  sell  for  $1.68,  or  those  that  cost  $18  a 
dozen  and  sell  for  $1.98.  The  merchant  who  empha- 
si;:es  this  part  of  his  stock  makes  no  money  on  it,  and 
the  customer  who  buys  such  goods  get  stung.  There  is 
no  other  feature  of  the  furniture  trade  where  we  have 
all  gone  wrong  to  a  greater  extent  than  in  this  matter 
of  cheap  goods  for  summer  use. 

The  thing  I  want  to  emphasize  in  the  future  is  that 
character  of  summer  furniture  which  is  equally  as  good 
for  the  inside  of  the  house  as  it  is  for  porches  or  sun 
parlors.    It  can  always  be  kept  on  our  floors  and  will 


22 


CANADIAN  FURNITURE  WORLD  AND  TIIK  UNDERTAKER. 


July,  1912 


not  be  carried  as  dead  stock  during  the  winter;  it  can 
be  sold  at  a  profit  at  any  period  of  the  year;  it  leads 
customers  to  buy  better  design  and  better  goods  for 
other  pai'ts  of  the  house. 

Of  course  there  are  some  very  excellent  types  of 
summer  furniture  made  exclusively  for  outdoor  porch 
and  lawn  uses.  Those  made  of  hickory,  silver  birch, 
bentwood  and  metal  are  all  very  good  indeed  for  the 
particular  uses  for  which  they  are  designed.  No  stock 
is  complete  Avithout  a  wholesale  assortment  of  this  type 
of  goods,  and  great  quantities  are  sold,  even  in  the 
smaller  towns  of  the  country.  This  class  of  goods 
makes  money  for  the  dealer,  too,  and  can  be  displayed 
on  sidewalks  in  front  of  stores  if  necessary,  for  it  is 
made  to  withstand  the  weather.  For  lawn  purposes 
the  furniture  made  of  limbs  of  tr^es  with  the  bark 
left  in  its  natural  state  is  far  superior  to  anything  else. 
I  do  not  want  to  undervalue  this  kind  of  outdoor  furni- 
ture in  any  way,  but  for  those  of  us  who  have  limited 
stock  rooms  it  is  difficult  to  carry  over  even  a  few 
pieces  of  these  goods,  and  the  result  is  that  we  cut 
the  price  on  it  in  the  fall  and  close  it  out  sometimes  at 
less  than  cost  rather  than  take  it  through  the  winter. 
Porch  and  lawn  furniture  is  assuming  the  importance 
its  ever-increasing  sale  Avarrants  that  it  should  have 
in  a  retail  furniture  store.  It  is  a  money-making  part 
of  the  line,  and  discriminating  buyers  are  pushing  the 
better  end  of  it,  much  to  their  profit  and  to  the  satis- 
faction of  their  customers. — Northwest  Furniture  Re- 
view. 


ENAMELED  WARE  SPECIAL  SALES. 

Modern  nie.'chants  have  developed  the  special  sale 
into  an  established  institution.  Every  store  needs  a 
sales  stimulant  at  times.    There  are  some  merchants 


who  make  a  practice  of  putting  on  some  special  stunt 
twice  a  year,  in  the  spring  and  in  the  fall  as  a  sort  of 
tonic  for  their  business. 

A  sale  of  enameled  ware  can  usually  be  carried  out 
successfully  in  a  furniture  store  for  the  reason  that 
at  any  season  of  the  year  there  is  sure  to  be  a  demand 
for  enameled  ware.  The  housewife  needs  it  for  scores 
of  everyday  duties  and  she  is  always  ready  to  buy 
when  a  special  inducement  is  offered. 

For  the  purpose  of  bringing  customers  to  the  store 
to  see  other  lines  of  merchandise,  such  as  ranges,  elec- 
tric fixtures,  all  grades  of  furniture,  etc..  there  is  no 
better  plan  than  to  put  on  a  special  sale  of  enameled 
ware. 

Prices  need  not  be  greatly  sacrificed.  Advertising 
will  bring  the  people  in  if  prices  are  mentioned  freely. 


BEDSPREADS  AND  ROOM  SETS. 

Bedspreads  of  handsome  linen  with  embroideries  in 
Anglais  or  Madeira  and  motifs  and  borders  of  Cluny 
or  Maltese  are  considered  the  best  that  can  be  had,  and 
rank  as  the  high-class  line  in  such  articles.  Then  there 
are  spreads  of  chintz  or  cretonne  to  match  the  new 
coverings  and  curtains  with  which  so  many  bedrooms 
are  being  redecorated  for  summer.  For  children's 
rooms,  the  newest  spreads  are  those  from  the  jacquard 
looms  with  reversible  back,  done  in  two  colors,  gen- 
erally white  and  blue,  or  white  and  pink.  The  bord- 
ers show  animals  in  the  Noah's  Ark  idea  or  some  more 
modern  scene  sueh  as  the  Maypole  with  little  children 
in  Kate  Greenaway  dresses.  These  spreads  will  be  in 
excellent  taste  in  rooms  which  show  the  use  of  child- 
ren's wall  papers  in  similar  designs  as  to  the  friezes. 


An  attracti\  e  aiTangemcnt  o  dining  room  furniture  which  may  afford  suggestions  to  dealers  for  their  displays. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
Arrangements. 


Originality  in  Displays 

By  5.  R.  Weiss 

There  is  nothing  new  in  art,  and  the  best  the  win- 
dow dresser  can  do  is  to  take  old  ideas  and  give  them 
a  new  application. 

Novelty  has  its  value  in  window  display  as  well  as 
artistic  designing  or  clever  handling  of  the  merchan- 
dise. In  most  cases  the  idea  is  of  as  much  importance 
as  the  manner  in  which  the  trim  is  executed.  Origin- 
ality is  the  thing — to  get  something  neAV,  something 
that  will  compel  attention  of  the  crowd,  some  decor- 
ative scheme  that  has  individuality  without  being 
freakish. 

There  can  be  no  denying  that  a  good  deal  of  similar- 
ity exists  in  the  methods  of  window  dressers.  Given 
the  same  sort  of  window,  the  same  merchandise,  and 
the  same  occasion  to  trim  for,  and  there  will  appear  to 
be  a  great  deal  of  sameness  in  the  manner  in  which 
most  displays  are  handled,  so  far  as  the  general  pub- 
lic is  concerned.  Of  course  the  trained  windoAV  dresser 
will  see  many  differences  in  the  displays,  but  these 
differences  are  far  less  apparent  to  persons  who  are 
not  familiar  with  the  technicalities  of  window  trim- 
ming. The  latter  do  not  analyze  the  details  of  a  win- 
dow, hwt  "size  up"  the  display  as  to  the  general  effect. 

For  example,  a  woman  will  stop  before  a  window 
that  is  set  as  a  garden  scene  of  more  or  less  conven- 
tional character,  and  will  get  a  general  idea  of  its  ap- 
pearance— then  she  will  Avalk  a  block  or  so  in  front  of 
another  window  in  which  is  shown  a  second  garden 
scene.  Now,  to  window  trimmers  these  windows  may 
be  totally  different,  Imt  if  both  are  fairly  well  execut- 
ed, the  woman  will  notice  little  or  no  difference.  It 
is  likely  that  both  windows  Avill  have  floAvers  and  fol- 
iage, with  gateway,  pergola,  lattice,  or  garden  wall 
effect.  As  all  of  these  features  are  conventionel  and 
appropriate  to  a  garden,  they  make  no  lasting  impres- 
sion upon  the  average  window  gazer — to  her  the  two 
windows  look  much  alike. 

Average  Miss  the  Details. 

If  these  windows  were  side  by  side  she  woiTld  see 
the  difference  at  a  glance,  but  while  she  has  walked 
a  block  the  image  of  the  first  window  has  faded  into 
nidistinctness  and  the  second  one  takes  its  place.  By 
the  time  she  reaches  home  it  is  likely  that  the  two  set- 
tings are  completely  confused  in  her  mind. 

Of  course  this  does  not  apply  to  all  windows  nor  to 
all  shoppers,  for  there  are  many  observant  women  who 
will  note  all  of  the  little  niceties  of  a  display  as  read- 
ily as  would  the  most  careful  student  of  window  trim- 
ming methods,  liut  the  general  principle  remains — 
the  average  woman  on  the  sidewalk  pays  little  heed 
to  the  details  of  a  window  setting  luiless  it  is  of  such 
a  character  as  to  make  a  strong  impression  upon  her. 

For  this  reason  the  trimmer  who  takes  his  work  ser- 
iously and  has  ambition  to  succeed  in  a  big  way  must 
work  with  his  brain  as  well  as  with  his  hands.  He 
must  have  imagination  and  a  good  memory  for  form 
and  composition.  He  must  study  originality  as  well 
as  technique. 


The  really  clever  trimmer  is  the  one  who  knows  an 
idea  when  he  sees  it  and  can  make  use  of  it  in  his 
windows.  While  it  may  seem  to  be  putting  the  cart 
before  the  horse,  it  is  a  fact  that  ideas  come  from  the 
outside  and  not  from  the  inside.  The  beginning  of  an 
idea  comes  from  something  we  have  seen,  heard  of, 
or  read  about.  So,  instead  of  sitting  around  cudgel- 
ing our  brains  for  ideas,  let  us  look  about  us  for  sug- 
gestions. They  are  to  be  met  with  everywhere.  Per- 
haps it  may  be  a  picture  or  a  bit  of  landscape,  an  or- 
namental gateway  on  the  corner  of  a  garden.  Or  it 
may  be  a  stage  scene,  the  posing  of  a  group  of  people, 
the  cover  of  a  magaydne,  or  any  one  of  a  thousand 
things  that  we  are  likely  to  come  in  contact  with  al- 
most any  day.  There  are  suggestions  everywhere  if 
we  look  for  them  and  we  have  the  faculty  of  recog- 
nizing them  when  we  see  them. 

Suggestions  From  Many  Sources. 

The  resourceful  window  dresser  sees  suggestions  for 
displays  wherever  he  may  look.  And  he  notes  them 
down  when  they  come  to  him.  He  may  not  keep  a 
book  for  this  purpose,  yet  they  are  stored  away  for 
future  use  just  the  same.  Whether  they  are  written 
down  or  memorized,  Avhen  the  time  comes  for  their 
i'se,  they  are  brought  out  and  worked  into  shape  in 
the  window.  The  display  that  is  put  in  to-day  may 
be  based  upon  something  that  was  seen  years  ago. 
Most  trimmers  are  not  fortunate  in  having  a  memory 
that  is  infallible,  and  for  this  reason  it  is  a  good  plan 
to  make  a  note  of  an  idea  whenever  one  occurs.  It 
may  never  be  used,  but,  on  the  other  hand,  it  may 
prove  just  the  thing  that  is  needed  at  some  future 
time. 

'There  are  certain  artistic  laws  that  apply  to  paint- 
ing and  every  other  branch  of  art.  And  these  laws 
apply,  no  matter  whether  the  art  be  French,  German, 
Greek  or  Chinese.  If  a  trimmer  starts  to  put  in  a 
series  of  Japanese  windows,  for  example,  it  will  be 
necessary  for  him  to  make  a  careful  study  of  his  sub- 
ject if  he  expects  to  make  a  success  of  the  job.  Japan- 
ese art  is  a  thousand  years  old,  and  in  order  to  imitate 
it  the  trimmer  must  understand  the  underlying  prin- 
ciples. He  must  read  and  study  up  the  characteristics 
of  this  or  that  design  or  he  is  sure  to  blunder.  The 
same  applies  to  period  decoration.  There  are  some 
periods  that  may  be  combined  legitimately  in  a  decor- 
ative scheme,  but  others  are  not  to  be  combined  under 
any  circumstances.  The  amateur  window  dresser  who 
attempt"  period  decorations  will  usually  combine  half 
a  dozen  conflicting  styles  in  a  single  window  and  then 
wonders  why  the  setting  does  not  look  just  right.  This 


The  merchant  who  advertises  less  this  year 
than  last  thus  deliberately  starts  to  travel  back- 
ward on  the  store  highway— starts  to  unravel 
the  business  fabric  which  he  has  been  weaving. 
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is  a  mistake  that  would  never  be  made  by  one  who 
had  studied  period  decorating. 

It  sounds  a  bit  strange,  yet  it  is  true  that  originality 
in  window  dressing  comes  from  studying  the  work  of 
artists  in  other  lines.  The  student  learns  the  essential 
principles  of  the  various  forms  of  art  and  the  more  he 
learns  the  easier  it  is  for  him  to  interpret  his  own 
ideas.  It  is  possible  that  there  may  be  some  "born 
geniuses"  who  can  become  great  Avindow  dressers  with- 
out study  or  hard  work,  but  the  writer  has  never  come 
across  any  of  these.  Those  who  have  succeeded  to  the 
fullest  extent  are  those  who  have  done  the  most  study- 
ing and  have  worked  the  hardest  to  master  the  details 
of  their  calling. 


SELLING  POWER  OF  DISPLAYS. 

Many  stores  are  so  prim  and  neat  in  the  arrange- 
ment of  goods  that  there  is  little  or  no  inducement  to 
buy,  remarks  an  exchange.  This  may  read  like  a  para- 
dox, but  the  point  is  that,  while  neatness  and  cleanli- 
ness are  to  be  recommended,  the  goods  must  be  so  dis- 
played and  ticketed  that  they  will  induce  purchases. 
When  goods  are  on  the  shelves  or  under  the  counter, 
where  they  can  not  be  examined  or  seen,  people  Avill 
onl3^  buy  what  they  come  for. 

If  displays  can  not  be  made  on  the  counter,  then  a 
table  or  some  other  stand  should  be  set  apart  making 
seasonable  displays  of  goods,  Avith  price  tickets  on 
them.  These  displays  should  be  changed  every  two 
or  three  days. 

By  pursuing  this  policy  you  Avill  find  that  custom- 
ers, as  soon  as  they  have  made  their  regular  purchases, 
AAdll  examine  these  displays  to  see  v^^hat  you  have  ncAv 
to  offer,  and  many  sales  will  be  made  which  other\Adse 
Avould  have  been  lost. 

The  important  thing  in  these  displays  is  the  price 
ticket.  An  article  without  a  price  ticket  Avill  win  at- 
tention only  from  the  person  AA^ho  is  in  urgent  need  of 


that  particular  article  at  that  particular  time.  With 
a  price  ticket  it  Avill  get  attention  from  ten  times  as 
many  people. 

People  do  not  care  to  ask  the  price  of  an  article  un- 
less they  really  need  it.  Price  tickets  make  the  laAV 
of  suggestion  Avork  for,  not  against,  the  merchant. 
Price  tickets  make  selling  ea.sy.  No  matter  hoAv  tempt- 
ing an  article  may  be.  it  is  seldom  strong  enough  to 
overcome  the  repugnance  people  haA-e  to  asking  prices. 

This  mental  attitude  on  the  part  of  buyers  is  caused 
through  a  fear  that  the  price  may  not  suit  their  x)Ocket- 
book.  If  a  loAV  price  is  qiioted,  an  unfavorable  opin- 
ion of  the  goods  is  sometimes  formed.  The  price  ticket, 
to  a  great  extent,  eliminates  this  defective  mental  dis- 
position. 

When  goods  are  price-ticketed  there  is  often  created 
a  desire  to  enquire  further  into  their  merits.  The  en- 
quiry generally  leads  to  a  sale.  The  matter  of  display 
and  price  tickets  is  Avorthy  the  serious  consideration 
of  the  merchant. 


A  WINDOW  THAT  ATTRACTED  ATTENTION. 

Once  again  originality  has  proved  its  worth.  Dur- 
ing the  Aveek  of  the  very  hot  spell  AA-hich  prevailed  all 
over  the  country  recently.  Bedell's  Furnishings  Co., 
Limited.  Toronto,  put  in  a  window  of  verandah  and 
laAA'n  furniture.  In  the  centre  Avas  placed  a  large  tin 
Avash  tub,  on  top  of  AA^hich  Avas  a  thick  Avire  screen 
on  AA'hich  stood  a  large  block  of  ice.  Alongside  Avas  a 
card  bearing  the  Avords,  "The  Avarm  Aveather  is  melt- 
ing prices,  hive  outside  in  the  air  on  our  A^erandah 
and  lawn  fiarniture." 

To  one  side  of  the  ice  was  a  large  jar  of  lemonade 
and  a  sign  inviting  people  to  come  in  and  haA'e  a  free 
drink.  The  result  Avas  that  many  people  came  into 
the  store  and.  AA^iile  not  many  sales  could  be  traced 
direct  to  this  "stunt,"  it  served  to  bring  the  store  to 
the  attention  of  a  good  many  persons  AA-ho  might,  at 
some  future  date,  b?come  good  customers.    Who  can  tell  ? 


W  indow  di.spliiy  of  bodiooin  funiitiiic  al  opoiuuK  of  the  new  store  of  Bedell's  Fuinishing  Co.,  Limited,  Toronto. 
The  flowers  add  much  to  the  appearance  of  the  display 


July,  1912 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


25 


Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Topograph}) 


THE  MIGHT  OF  ADVERTISING. 

By  Berl  M.  Moses. 

Advertising  is  as  universal  as  air. 

It  is  as  important  to  the  whole  people  as  hygiene, 
politics,  fashions,  sports,  romance,  art  or  science. 

I  was  going  to  say  it  is  of  as  much  consequence  to 
everybody  as  religion,  and  maybe,  after  all,  it  is. 

Religion  prepares  you  for  a  happy  hereafter,  while 
advertising  prepares  j^ou  for  a  happy  life  here  and 
now. 

Advertising  is  as  closely  identified  with  the  home 
to-day  as  food  and  raiment  themselves. 

It  takes  a  thing  that  people  ought  to  know  aboiit 
and  makes  it  known. 


REFRIGERATORS 

are  a  necessity  in  hot  weather. 
Even  if  you  have  a  good  cellar  it 
is  much  more  convenient  to  have 
everything  on  one  floor,  saving 
endless  trips  up  and  down  siairs. 
Our  Refrigerators  are 

Sanitary,  Well   Insulated  and 

Weil  Ma4e 
 $10,00  up  ,  I 


Furniture,    Carpets,    Curtains,  Shades* 
Lineleum,  Stoves. 

THE  THOMPSON  FURNITURE 
Co..  Limited, 

UmbRlm«rB  and  Funeral  Directors. 
PHONKS  -  Dav  62.  NI*M«5. 


A  well-woidoil  and  well-displayed  ad.    Original  4^  by  3i  inches. 
The  Thomson  Co.  are  in  Belleville. 

It  enables  the  housewife  to  select  with  care  and 
forethought  what  the  family  is  to  eat  and  wear. 

By  means  of  advertising  the  purest,  most  perfect 
and  best  that  man  can  produce  is  described,  pictured, 
and  praised. 

Without  advertising,  crackers,  sugar,  flour,  tea,  cof- 
fee, and  other  staples  would  still  be  scooped  out  of 
barrels-,  along  with  myriads  of  microbes  and  number- 
less germs. 

Witliout  advertising,  a  dealer  would  give  you  what 
be  pleased,  but  with  advertising  he  gives  you  what 
you  please. 

Advertising  has  made  the  sale  of  inferior  things  dif- 
ficult. 

It  has  put  germ-proof,  dustproof  and  disappointment- 
proof  wrappers  around  the  packages. 

It  has  found  millions  of  jobs  for  the  jobless,  and  en- 
abled the  emi)Ioyer  to  choose  the  worthy  from  the  un- 
worthy. 

It  finds  the  lost  and  restores  the  stolen. 

When  a  new  id(!a,  process,  or  accomplishment  to 
l)enefit  mankind  springs  from  the  brain  of  the  creators, 
advertising  puts  the  name,  the  picture,  the  particu- 
lars, and  the  price  before  the  world's  eyes. 

Advertis-ing  enables  men  and  women  to  dress  eco- 
nomically and  stylishly  by  making  standard  trade 
marks  of  wearing  apparel  fashioned  by  men  who  do 


the  thing  better  than  it  was  ever  done  before. 

Advertising  fills  the  churches,  the  theatres,  the  lec- 
ture rooms,  and  thus  spreads  knowledge  to  and  from 
the  several  corners  of  the  earth. 

Advertising  makes  and  unmakes  politicians,  and  does 
much  to  decide  who  shall  go  to  Washington  and  pilot 
the  greatest  people  in  all  history. 

Advertising  is  the  irresistible  force  that  is  lifting 
the  WiOrld  up  and  pushing  it  on  and  on. 

It  is  the  mighty  power  that  enables  the  unknown 
to  grapple  with  the  strong. 

It  is  an  avalanche — a  cataclysm,  if  you  please — that 
is  sweeping  into  the  bottomless  pit  the  crook,  the 
adulterator,  the  substituter,  the  trickster,  and  the 
fraud. 

Advertising  is  now  in  the  hands  of  the  decent,  the 
honorable,  and  the  worthy. 

It  has  been  wrested  from  the  control  of  the  swind- 
ler and  the  unscrupulous. 

And  this  mighty  energy  is  destined  to  revolutionize 
all  the  plans  and  methods  of  men  that  have  had  sway 
through  the  centuries. 

Advertising  is  greater  than  steam  or  electricity — 
greater  than  armies  and  navies — greater  than  those 
who  think  they  understand  it  now  realize. 

All  hail,  then,  to  advertising,  the  mightiest  of  all 
the  forces  of  the  universe ! — Poster  Advertising. 


Your  Bedroom  Furnished 
In  Good  Style 
For  $27.95. 

Here  is  a  sample  of  every-day  values  to  be  found 
ui'our  store:  A  Chamber  Suite  of  Eight  Pieces  and 
a  Rug  for  $27.95 

the  Suite  Oomprises: 
Thu  ^ron  Bedstead,  full 
size    11-16    posti,  VM^ 
ftnish,  braM  trimmingf. 
strong,  fine  White  Enagiel 

Dressing:  Case,  with  best  grade  mirror  plftte,  22  z  13 

inches. 

Waihstand,  with  two  doors  and  one  drawer. 

Square  teg  Table,  with  Hhelf. 

Oane  Seat  Chair  and  Booker,  all  in  firat-olaas  Sur-, 
face  Oak  finish. 

Soft  Top  Mattress,  in  good  ticking. 

Hercules  Woven  Wire  Spring, 

Brusselette  Rug,  3  x  3-yHrdg. 
dame  in  and.  see  this  outfit  and  compare  it  with  the  beat 
ydu  080  find  anywhere. 

I£  you  cttnnot  come  here,  send  for  Catalogue. 

"We  rVepay  the  Freijlht 

to  any  Jl  K.  Station  in  the  Maritime  Provinces  on  all  par- 
chases  of  $10.00  or  over. 

The  N.  S.  Jfurmsbing  Company,  ltd. 


72-76  Barritigt^  Str««t 


HaUfox 


Am  adverlisuiiiciit  llial  is  wull  wiirlh  adapting.    ()ri^;irial  wa.s 
1 1  by  (i'l  inches. 
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The  Grand  Rapids  Furniture  Show 

By  Weston  Wrigley 

The  Canadian  who  pays  his  first  visit  to  Grand  Rapids 
during  a  furniture  exhibition  is  bound  to  be  impressed 
with  the  advantages  to  be  gained  by  a  city  vphich  builds 
for  itself  a  reputation  as  the  centre  of  an  important 
industry. 

New  York,  with  its  splendid  Furniture  Exchange 
building,  Chicago,  with  several  exhibition  buildings  and 
with  probably  a  larger  furniture  output  than  Grand 
Rapids.  Shelbyville  and  EvansTille,  Indiana,  Avith  their 
numerous  factories,  Rockford,  Illinois,  Jamestown,  N. 
Y.,  and  High  Point,  North  Carolina,  the  Southern  town 
with  about  three  dozen  furniture  factories  and  only 
one  dozen  thousand  population — all  of  these  are  big 
centres  for  United  States  furniture  men. 

But  Grand  Rapids,  with  only  112,000  population,  is 
the  Rome  towards  which  all  furniture  roads  lead.  Orig- 
inally a  lumber  camp,  then  a  cheap  furniture  factory 
town.  Grand  Rapids  is  now  the  recognized  centre  for 
the  manufacture  of  high-grade  furniture. 

About  30  Grand  Rapids  manufacturers  made  displays 
in  their  own  sample  rooms,  one  of  these,  Berkey  &  Gay, 
using  a  seven-storey  building  with  over  five  acres  of 
floor  space  on  which  about  $200,000  worth  of  samples 
were  shown,  some  of  which  have  been  bought  by  Can- 
adian firms  to  be  shown  at  the  Toronto  Exhibition. 
In  addition  to  the  factory  displays  about  30  more 
Grand  Rapids  manufacturers  made  exhibits  in  the  big 
down  town  buildings. 

Six  large  exhibition  buildings  housed  in  all  243  dis- 
plays, 218  of  these  being  made  by  manufacturers  of 
furniture  outside  of  Grand  Rapids,  several  of  these 
taking  over  an  acre  of  floor  space.  From  Maine  and 
Vermont  in  the  east,  North  Carolina  and  Virginia  in 
the  south  and  "Wisconsin  and  Minnesota  in  the  west 
there  were  exhibits,  there  being  also  displays  of  Chin- 
ese grass  furniture  and  a  display  of  similar  imported 
lines  made  by  G.  R.  Gregg  &  Co.,  Toronto.  The  larg- 
est of  these  buildings,  the  Klingman,  contained  118 
exhibits,  being  larger  in  si;:e  than  the  Simpson  depart- 
mental store  in  Toronto,  and  the  manufacturers  who 
exhibit  rent  space,  some  an  entire  floor,  by  the  year, 
locking  their  space  up  for  ten  months  of  the  year  and 
using  it  only  in  January  and  July. 

Factories  Not  Very  Busy. 

Canadian  furniture  manufacturers  who  are  finding 
it  hard  to  keep  pace  with  their  customers'  demands 
are  in  a  more  fortunate  position  than  most  United 
States  furniture  makers,  one  of  the  best  authorities  in 
the  American  trade  stating  that  the  factory  which  was 
producing  to  75  per  cent,  of  its  capacity  is  considered 
to  be  doing  very  well. 

Buying,  according  to  many,  has  shown  quite  an  im- 
provement over  last  season,  but  some  complaint  was 
heard  of  slowness  of  trade.  Hundreds  of  retailers  visit 
the  market  regularly  once  or  twice  a  year  and  buy  to 
good  advantage  from  the  samples  on  display.  Hotel 
accommodation  is  taxed  to  its  capacity,  and  a  large 
new  hotel  is  to  be  erected  next  year. 

The  Furniture  Exhibitors  Association  spent  $3,500 
in  advertising  the  Grand  Rapids  exhibition  this  year, 
and  at  their  convention  meeting  reports  indicated  that 
the  results  had  been  exceedingly  satisfactory  in  bring- 
ing a  larger  attendance  of  buyers. 

Canadian  buyers  were  few  in  number  this  season 
amongst  the  numb'^r  in  the  first  half  of  July  being 


Messrs.  Bussell  and  Zeigler,  of  the  Toronto  and  Win- 
nipeg stores  of  the  T.  Eaton  Co.,  Mr.  Blackstock,  of 
the  Murray-Kay  Co.,  Toronto,  and  Mr.  Laiselle,  of  the 
Henry  Morgan  Co.,  Montreal.  The  attendance  of  Can- 
adian manufacturers  has  also  been  limited  so  far  this 
season  although  many  have  arrangements  Avith  U.  S. 
manufacturers  to  supply  samjiles  of  latest  styles  for 
reproduction  in  Canadian  factories. 

New  Lines  on  Display. 

In  the  better  lines  English  period,  or  18th  century 
styles,  were  more  strongly  in  evidence  than  at  any 
previous  exhibition.  Colonial  styles,  Avhich  have  been 
popular  so  long,  are  now  shown  in  all  grades,  and  srtill 
hold  favor,  but  in  the  better  lines  are  being  superceded 
by  the  period  styles.  Inlaid  and  decorated  furniture 
also  seem  to  be  coming  into  vogue. 

The  popularity  of  solid  mahogany  furniture  is  also 
increasing  judging  from  the  many  displays  of  this 
class  shown.  In  finishes,  antique  oak,  according  to 
several  authorities,  will  soon  extend  throughout  all 
lines  of  case  goods,  supplanting  to  a  considerable  ex- 
tent the  long  popular  golden  oak  finish.  Light  finishes 
in  office  furniture  also  seem  to  be  increasing  in  popu- 
larity. 

Gift  and  Fancy  Furniture. 

A  fine  line  of  gift  furniture  Avas  shoAvn  by  the  DaA^- 
ies-Putnam  Co.,  Grand  Rapids,  Avho  are  just  adding  to 
their  line  a  variety  of  fancy  pieces  of  stained  reed 
specialties  such  as  floAver  baskets  and  other  decorative 
articles.  This  line  should  have  a  large  sale  in  Canada 
as  well  as  in  the  States.  The  Anchor  and  Elite  Furni- 
ture Companies,  both  of  JamestoAvn,  N.Y..  also  had  a 
fine  line  pedestals,  etc.,  saiitable  for  the  holiday  season, 
on  display.  In  grandfathers'  clocks  the  magnificent 
display  made  by  the  Colonial  Manufacturing  Co..  Zee- 
land,  Michigan,  Avas  a  revelation.  The  Ilerzog  Art 
Furniture  Co.,  SaginaAV,  Mich.,  and  the  Grand  Rapids 
Fancy  Furniture  Co.,  also  shoAved  some  A'ery  fine  lines. 
Avhile  in  screens,  grills  and  clothes  chests  the  Syracuse 
Screen  and  Grill  Co.,  North  Manchester,  Indiana,  had 
a  fine  display. 

In  metal  beds,  the  Premier  Bed  Co..  ]MishaAvaka,  In- 
diana, Avho  sell  to  the  Canadian  Furniture  ]\Ianufae- 
turers,  Ltd.,  shoAved  a  striking  line  of  iron  beds  in 
wood  stains,  they  having  all  the  beauty  of  mahogany, 
oak  or  Avalnut  and  the  utility  of  metal  construction. 

Prison  Made  Goods  Barred. 

An  interesting  story  Avas  told  by  the  representatiA'es 
of  the  Michigan  Seating  Co.,  Avho  had  an  exhibit  in 
the  new  Furniture  Temple.  They  recently  sold  a  car 
load  of  rattan  chairs  to  the  Adams  Furniture  Co.,  To- 
ronto, but  after  the  goods  Avere  received  and  taken 
into  stock  the  Canadian  customs  authorities  discovered 
that  the  goods  Avere  made  in  the  Michigan  State  Peni- 
tentiary at  Jackson,  Mich.,  and  Avere  therefore  barred 
from  sale  in  Canada.  The  goods  had,  therefore,  to  be 
returned  to  the  manufacturers.  Another  exhibitor  of 
the  same  class  of  prison  goods  Avas  the  Ypsilanti  Reed 
Furniture  Co.,  Ionia,  Mich. 

Probably  the  best  display  of  this  class  of  goods  AA'as 
made  by  the  Prairie  Grass  Furniture  Co.,  Glendale, 
Long  Island,  N.Y.,  Avhose  "Crux"  line  of  prairie  grass 
chairs  and  tables  is  sold  in  many  Canadian  stores. 

The  increasing  popularity  of  kitchen  cabinets  Avas 
demonstrated  bv  the  large  number  of  displays  made 
bv  manufacturers  of  these  goods,  most  ot  them  being 
located  in  Michigan  and  Indiana. 
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The  Art  of  Card  Writing 

By  L.  Smehy 


Appliances  necessary  and 
methods  that  shoutd  he 
employed. 


Any  ambitious  person  who  will  follow  these  articles 
and  practice  as  instructed,  can  become  a  proficient 
card  writer.  It  must  be  taken  into  consideration,  how- 
ever, that  no  one  can  learn  show-card  writing  in  a 
few  days  or  even  in  a  few  weeks.  Real  proficiency 
comes  only  after  diligent  practice  and  serious  atten- 
tion to  the  fundamental  principles  of  show-card  writ- 
ing, especially  brush  manipulation.  Do  not  attempt 
too  great  things  to  begin  with. 

Work  Table. 

Show-card  writers  usually  do  their  work  on  a  slight- 
ly inclined  table.  To  begin  with  a  table  of  the  com- 
mon kitchen  variety  will  answer  the  purpose.  The 

This  is  the  first  of  a  series  of  articles  on  show 
card  writing  by  Mr.  L.  Smeby,  a  well  known 
show  card  instructor.  These  articles,  if  fol- 
lowed closely,  will  assist  anyone  in  becoming  a 
proficient  show  card  writer.  Mr.  Smeby  will 
answer  any  inquiry  directed  to  this  ofiiee  and 
pertaining  to  this  work. 


back  legs  can  be  raised  about  three  inches  to  give  the 
proper  angle  or  incline.  Anyone  handy  with  a  ham- 
mer or  a  saw  can  also  make  a  creditable  table  out  of 
an  ordinary  large-sized  dry  goods  box ;  cover  the  top 
with  oil  cloth  or  canvas  which  gives  it  a  smooth  sur- 
face and  as  good  as  any  other  expensive  table  top 
for  the  purpose. 

Paint  to  Use. 

Water  and  Japan  colors  are  used  by  card  writers, 
some  prefer  water,  others  the  Japan  colors.  I  con- 
sider good  prepared  water  colors  the  best  for  the  be- 
ginner. They  are  to  be  had  already  prepared,  put  up 
in  glass  jars,  ready  for  use.  The  water  colors  put 
up  by  J.  G.  Bissell  &  Co.,  New  York,  are  most  satis- 
factory. If  your  local  dealer  does  not  handle  these 
paints  they  are  almost  certain  to  carry  the  Fresco  or 
distemper  colors  used  by  inside  decorators  for  mural 
work;  these  are  already  ground  and  mixed  in  water 
but  require  a  sizing  to  bind  the  paint  or  keep  it  from 
rubbing  off  the  cardboard.  Pour  out  only  what  you 
require  in  a  small  cup  or  saucer,  add  a  few  drops  of 
mucilage  or  dissolved  gum  Arabic,  stir  until  well 
mixed.  The  paint  must  be  of  a  consistency  that  will 
make  the  brush  pull  slightly.  If  too  thin  the  strokes 
will  look  streaked  and  transparent.  Any  solid  color 
desired  can  be  had.  The  mixing  of  paints  for  shades 
and  tints  will  be  treated  in  a  later  issue. 

Brushes. 

Red  sable  brushes  called  "Riggers"  is  the  best 
brush  made  for  card  writers,  especially  when  using 
water  colors.  They  come  in  sizes  from'  No.  1  to  12, 
making  strokes  from  a  hair  line  to  li/o  inches  in  width! 
Six  brushes,  alternating  sizes,  2  to  12,  will  answer  all 


purposes.  After  dipping  the  brush  in  the  paint,  work 
it  back  and  forth  on  a  piece  of  paper  or  cardboard 
until  paint  is  thoroughly  diffused  throughout  the  brush, 
at  the  same  time  work  it  to  a  flat  chisel-like  square 
point.  Pulling  the  brush  back  closes  the  point  of  the 
brush,  stroking  forward  opens  the  hair.  Best  results 
are  had  only  when  brush  is  kept  open  and  flat.  By 
using  the  sharp  point  of  the  brush  a  fine  line  or  stroke 
can  be  made.  Be  sure  and  wash  out  thoroughly  in 
clean  water  when  through  using,  squeeze  dry  and  to 
a  flat  point ;  lay  it  away  where  hair  is  not  touched  or 
bent.  If  dried  in  a  bent  position  the  brush  will  lose 
its  shape  and  it  will  be  useless  for  good  work.  Never 
cut  the  point  of  the  brush,  it  will  kill  the  life  which 
is  at  the  point.  A  slightly  ragged  point  is  especially 
good  for  making  spur  corners,  cutting  will  make  it 
blunt  and  stiff  and  sharp  corners  or  fine  strokes  can- 
not be  made.  There  is  practically  no  limit  to  the 
strokes  that  can  be  made  with  a  good  brush.  Any 
good  card  writer  can  take  a  No.  8  brush  and  make 
practically  any  stroke,  size  or  style  of  letter,  but  it 
takes  practice.  Practice  and  patience  is  all  that  is  re- 
quired to  succeed. 

The  brush  should  be  held  practically  the  same  as  a 
pen  or  pencil  only  in  a  more  vertical  position  so  as 
to  give  an  easy  free  movement  to  the  fingers.  The 
forearm  should  be  rested  on  the  table  and  hand  slight- 
ly raised  so  as  to  give  a  free  easy  movement  to  the 
wrist.  It  is  well  to  use  common  wrapping  paper  to 
practice  on.  Begin  by  making  the  strokes  shown  on 
practice  plate  and  keep  it  up  until  you  are  able  to 

Traclise  slfokes  foe  one.-sLr'okc  block.  alp}?ateLs. 
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make  each  stroke  clean  and  sharp.  The  arrows  show 
the  direction  of  each  stroke.  Do  not  work  with  the 
point  of  the  brush,  use  the  flat  side  and  bear  down 
until  half  of  the  brush  is  laid  on ;  lift  the  brush  quick- 
ly at  the  end  of  the  stroke.  On  a  curved  stroke  use 
only  about  one-fourth  of  the  brush.  When  these 
strokes  have  been  mastered,  there  will  be  no  difficulty 
in  being  able  to  make  letters.  The  principal  thing 
is  mastering  the  brush. 

In  the  next  issue  instructions  will  be  given  on  the 
complete  alphabet,  numerals  and  lower  case. 
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Stoves  and  Furnishings 


Some  Stove  Selling  Suggestions 

By  G.  H.  Dirhold 

In  order  to  get  the  best  and  most  profitable  results 
from  his  stove  business,  it  is  essential  that  the  dealer 
thoroughly  master  the  line  of  ranges  he  sells,  so  as  to 
be  able  to  talk  and  present  them  to  his  trade  in  such  a 
confident  manner  as  will  enable  him  to  overcome  any 
and  all  other  range  competition  in  his  town.  We  fre- 
quentl.y  come  across  a  dealer  with  ranges  in  his  store 
who  could  not  make  any  comparison  whatever  between 
Avhat  he  had  for  sale  and  what  his  competitor  had. 
There  are  clerks  who,  when  showing  ranges,  will  say: 
"This  range  is  the  best  made.  We  sell  more  of  these 
ranges  than  our  competitor  does  of  the  kind  he  has." 
And  relying  upon  a  general  statement  he  is  not  sure 
is  correct  to  influence  and  make  the  sale. 

The  furniture  dealer  should  be  able  to  tell  his  cus- 
tomer and  show  him  that  every  range  statement  he 
makes  is  true.  Ranges,  more  so  than  any  other  spec- 
ialty, have  an  individuality  of  their  own,  and  the  ques- 
tion of  reputation,  as  well  as  meritorious  and  exclusive 
features  are,  therefore,  most  potent  factors  in  their 
sale.  The  dealer  who  aims  to  be  a  successful  range 
salesman,  will  study  his  line  and  strive  to  have  a  thor- 
ough knowledge  of  his  range  and  at  the  same  time  be 
thoroughly  familiar  Avith  the  ranges  he  meets  in  com- 
petition, yet  never  referring  to  a  competitor's  line  un- 
less absolutely  obliged  to  do  so.  And,  under  no  cir- 
cumstances, speak  of  a  competitor's  goods  in  a  mean, 
disparaging  manner. 

The  successful,  observant  dealer  handling  ranges, 
through  coming  in  contact  with  a  large  number  of  cus- 
tomers and  their  peculiarities,  will  pick  up  ideas  Avhich 
will  greatly  assist  him  in  the  sale  of  his  particular 
range.  He  will  gain  knowledge  thus  acquired  besides 
taking  pains  to  explain  fully  and  in  every  detail  the 
strong  features  of  his  range,  especially  the  new  points 
as  they  are  brought  on  the  market  from  time  to  time. 

Tell  Customers  Specific  Things. 

If  the  range  has  a  large,  roomy  oven,  tell  your  cus- 
tomers so  and  dwell  upon  the  convenience  of  the  open 
door  as  a  handy  shelf  in  basting,  etc.  Next  call  atten- 
tion to  the  lining  and  finish  of  the  oven.  If  it  has  an 
oven  thermometer  and  is  especially  strong  in  quick 
baking,  attention  should  be  called  to  this.  If  the  range 
can  1)6  taken  apart  and  put  together  easily,  dwell  on 
that  j.'oint,  too.  Show  how  easy  it  is  to  insert  repairs 
that  may  be  needed,  for  any  range  will  wear  out  in 
time.  Cover  the  general  construction,  make  your  cus- 
tomer fau'iliar  with  all  of  its  good  points  and  then 
show  her  how  easy  it  is  to  start  and  regulate  the  fire, 
for  that  indicates  one  of  the  important  features  of  the 
range,  as  much  as  anything  else.  And  be  sure  to  call 
attention  to  the  diff'erent  drafts  and  how  they  regulate 
the  fire  and  control  the  heat  of  the  oven.  Also  point 
out  the  grate  and  ash  pan  and  how  easily  they  are 
removed,  and  if  the  grate  is  for  wood  or  coal,  or  for 
both,  and  how  easily  cleaned. 

Go  Into  Details  Fully. 

Little  things  count  in  showing  up  ranges,  as  much 
as  the  greater  ones.  If  you  have  a  copper  reservoir, 
show  the  advantage,  or  if  your  range  is  not  equipped 
that  way,  show  why  it  is  not  needed.    If  you  have  a 


water  front  for  pressure  boilers,  one  of  the  kinds  that 
are  sold  in  aU  of  the  large  cities,  because  of  its  con- 
venience and  ample  water  heating  capacity,  show  its 
use  of  operation.  If  you  happen  to  have  one  that  is 
easily  connected,  call  attention  to  this,  also.  In  a  nut- 
shell, show  up  all  the  good  points  and  as  strongly  as 
possible,  and  end  your  story  somewhat  like  this : — 

"Now,  Mrs.  Blank,  we  claim  a  whole  lot  for  our 
range,  but  we  are  ready  to  back  up  everything  we  say. 
Why  not  let  us  place  a  range  in  your  home?  You  try 
it — if  it  doesn't  suit  you — if  it  doesn't  do  all  that  we 
claim,  we'll  remove  it."  You  know  that  if  it  is  not 
satisfactory,  it  would  come  back,  anyhow,  and  if  you 
are  selling  a  range  that  you  have  confidence  in  and 
have  talked  it  up  honestly  and  fairly,  you  are  per- 
fectly safe. 

To  briefly  recapitiilate,  if  you  would  successfully  sell 
ranges,  act  as  follows: — 

First — Advertise  in  j'our  local  paper,  so  as  to  catch 
the  attention  and  interest  of  the  woman  who  needs  a 
good  range.  Supplement  this  with  store  and  window 
displays  and  regiilar  range  campaigns  during  the  fall 
and  winter  months. 

Second — Tell  the  people  something  that  is  something 
about  your  range.  Give  them  a  strong  Anglo-Saxon 
talk  on  the  oven  thermometer  and  what  it  means  to 
the  housewife.  Tell  them  about  the  good  material  in 
your  range  and  explain  the  difference  in  range  wear- 
ing qualities — between  sulphur  charged  iron  and  sili- 
con iron.  Also,  the  scrap-iron  afi:'airs  of  unknown  com- 
position.   Give  a  short  talk  on  "free-trial"  tests. 

Third — If  a  customer  leaves  you  and  buys  from  your 
competitor,  don't  get  mad.  Learn  what  you  can  of  his 
purchase  and  profit  what  you  can  by  this  experience. 
He  may  in  the  end  have  helped  your  range  business 
more  than  he  has  helped  his  own. 

Small  dealers  in  small  towns  have  been  very  success- 
ful in  selling  ranges  by  allowing  a  clerk  or  two  to 
take  a  wagon,  in  the  dull  harvest  time,  loaded  with 
ranges,  and  get  permission  from  a  responsible  farmer 
Avho  has  not  already  a  range,  to  set  it  up,  let  him  try 
the  range  for  a  week  or  two  with  the  almost  certainty 
that  the  sale  was  made  right  then  and  there,  because 
it  shows  the  utmost  confidence  in  the  range. 


LUNCHES  TO  ADVERTISE  NEW  TYPE  OF  STOVE. 

h  retail  dealer  in  a  small  town  recently  made  a 
successful  selling  campaign  on  gas  stoves  in  a  unique 
and  dignified  manner,  according  to  System.  He  rented 
a  vacant  building  adjoining  his  store,  fitted  it  up  in  an 
inexpensive  but  artistic  manner  and  advertised  that 
every  afternoon  during  the  week  a  repast  Avould  be 
served  there,  everything  being  prepared  with  the  aid 
of  his  new  type  of  gas  stove.  He  engaged  a  skilled 
man  to  superintend  the  work  and  the  light  luncheon 
was  prepared  in  a  manner  which  attracted  croAvds  of 
the  better  class  of  people.  They  were  made  to  feel 
that  the  pink  tea  was  more  of  a  society  function  than 
a  selling  scheme,  but  after  partaking  of  refreshments, 
the  best  features  of  this  particular  stove  Avere  incident- 
ally made  known  to  them. 


KEEP  ON  THE  JUMP. 

When  one  task  is  finished,  jump  into  another.  Don't 
hesitate.  Don't  falter.  Don't  waver.  Don't  wait. 
Keep  going. 

For  activity  breeds  ambition,  energy,  progress, 
power.  And  hesitation  means  idleness,  laziness,  shift- 
lessness,  sloth. 
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WALL  PAPERS  FOR  SPRING. 

Spring  lines  of  wall  paper  are  now  being  shown  by 
the  manufacturers  and  many  new  features  are  to  be 
seen.  Fabric  reprochictions  are  a  strong  note,  linens, 
denims  and  grass  cloth  in  embossed  effects  forming  a 
notable  series.  Considerable  prominence  is  given  to 
leather  papers  in  shot,  or  iridiscent  and  ooze  finishes. 
Leather  promises  to  be  exceptionally  good.  It  is  evi- 
dent, in  discussing  latest  forms  of  decoration,  that 
leading  decorators  intend  making  extensive  use  of 
leather  effects  since  they  lend  themselves  so  satisfac- 
torily to  combinations  with  the  draperies  and  curtains 
that  are  favored  to-day.  This  tendency  will  give 
strong  position  to  browns,  tans  and  bronzes  for  dining 
rooms,  living  rooms  and  dens. 

One  of  the  most  recent  numbers  in  wall  paper,  show- 
ing that  wonderful  soft  coloring  and  rich  ornamenta- 
tion so  necessary  for  period  decorations  is  now  being 
shown.  The  paper  is  made  by  steel  roller  embossing 
process,  the  effect  produced  so  closely  resembling  silk 
that  when  applied  to  the  Avail,  it  requires  more  than 
a  glance  to  decide  that  it  is  anything  but  fabric.  The 
colors,  all  in  delicate  two  tones,  come  in  a  very  wide 
range,  and  the  designs  run  from  the  well-known  silk 
ribbon  treatment,  plain  or  with  maiive  effects,  to  the 
more  elaborate  designs  that  are  distinctively  period. 
With  draperies  to  match,  papers  on  this  order  sxiggest 
their  suital)ility  for  any  revival  of  the  high  art  form 
of  interior  decorating. 

According  to  an  exchange  a  novelty  Avhieh  has  not 
yet  been  very  cordially  received,  but  for  which  a  cer- 
tain vogue  has  been  predicted  is  that  class  of  wall 
paper  showing  decidedly  Oriental  treatment  on  black 
grounds.  While  gold  and  black  seem  to  be  one  of  the 
Ic-ading  combinations  in  this  series,  there  are  other 
treatments,  such  as  black  and  white,  introducing 
touches  of  color  to  accentuate  floral  patterns.  These 
are  for  the  most  part  on  the  Chinese  or  Japanese  order. 
Though  departments  stocking  this  paper  have  been 
demonstrating  it  on  screens  for  some  time,  it  is  re- 
L-nrded  as  a  too  decided  change  to  meet  with  sudden 
Canadian  vogue. 

The  present  favor  for  panelling  treatment  of  walls 
is  one  that  lends  itself  particularly  Avell  to  demonstra 
^ion  in  the  department.  Screens  from  three  to  five 
feet  wide,  and  five  feet  high  showing  the  effect  of  wall 
and  border  combinations  are  exceedingly  suggestive 
and  have  been  instrumental  in  making  many  sales. 


FACTS  ABOUT  INTERIOR  DECORATION 

The  first  essential  of  interior  decoration,  says  an  au 
thority,  is  to  have  a  well  defined  scheme.  The  sui- 
ronnditigs  of  the  room  and  its  furnishings  should  bo 
studied,  as  often  a  large  number  of  small  separate  pic- 
tures or  a  large  number  of  floor  rugs,  an  over-furnish- 
room  with  an  over-abundance  of  brie-a-brae,  will  make 


a  pleasing  room  impossible,  despite  the  best  efforts  of 
the  decorator.  In  selecting  colors,  it  must  be  remem- 
bered that  plain  colors  are  most  restful.  Restful ness 
is  desirable  in  a  home.  For  Avails,  Adolent  contrasts 
should  be  avoided.  If  the  AvoodAVork  is  dark,  the  jja- 
per  should  be  dark.  In  dealing  Avith  a  low  room,  it 
can  be  made  to  appear  higher  by  having  vertical 
stripes  or  narroAV  paneling  in  the  paper.  A  room  may 
be  made  to  appear  lower  by  a  frieze  or  molding  a 
foot  or  so  doAAai  from  the  ceiling.  A  large  pattern  Avill 
diminish  the  apparent  size  of  the  room  as  Avill  also 
Avarm  colors,  such  as  red  or  orange.   A  small  figure  and 


Dining  room  decoration  design.    By  Stannton's,  Limited,  Toronto. 

light  colors  Avill  increase  the  apparent  si^e  of  a  room 
as  Avill  cold  colors ;  green,  blue  and  violet.  When 
faulty  background  prevents  ornament  from  being  eft'ec- 
tive,  the  ornament  should  have  an  edging  of  another 
color,  either  a  band  or  outline  serving  as  a  supplemen- 
tary background  to  throAV  up  the  ornament.  White, 
gold  or  black,  Avhich  are  neutral  colors  may  form  the 
outline  of  any  color. 


RATHER  ANNOYING. 

A  gruesome  story  reaches  us  from  a  certain  hospital. 
On  its  staff  is  a  surgeon  who  is  famous  for  the  celerity 
of  his  operations.  The  other  day  he  had  twelve  on  his 
list.  When  he  had  poli.shed  off  the  eleventh  he  asked 
Avhere  the  tAvelfth  Avas.  "Oh,  Ninnbor  One  refused  to 
leave  his  bed,"  he  Avas  told.  "What  a  pity!"  said  the 
surgeon.  "That  means  that  I  have  performed  the 
wrong  oi)erafions  on  all  the  others,  for  I  took  'em  in 
the  order  oi"  the  list." 
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Knobs  of  News 


Mr.  and  Mrs.  A.  H.  Swarts,  Broekville,  Ont.,  are  on 
an  extended  trip  through  the  Southern  States.  The 
business  is  in  charge  of  his  son,  Wilbert. 

Allen  Moon,  late  manager  of  the  Bowman  House, 
Bowmanville,  Ont.,  and  of  the  Moon  House,  Stirling, 
Ont.,  has  taken  the  management  of  the  Royal  Hotel  at 
Marmora.  The  hotel  has  been  all  refurnished  and  the 
travellers  will  be  pleased  to  hear  of  the  change. 

S.  D.  Wagner,  Enterpri/e,  Ont.,  formerly  of  J.  D. 
Wager  &  Son,  has  been  appointed  postmaster  of  his 
town.  Mr.  Wager  is  a  young  man  and  this  appoint- 
ment is  a  tribute  to  his  ability. 

J.  A.  Loudon,  representative  in  Vancouver  for  the 
Ives  Modern  Bedstead  Co.,  Limited,  Cornwall,  Ont., 
recently  received  an  order  for  600  beds,  to  be  equipped 
with  the  sliding  shoes  manufactured  by  the  Onward 
Manufacturing  Co.,  Berlin,  Ont.  The  Ives  Company 
find  that  their  greatly  increased  plant  is  being  taxed 
to  its  capacity  to  accommodate  increasing  business, 
and  are  contemplating  further  additions. 

Jas.  Steele,  of  Jas.  Steele,  Limited,  spring  manufac- 
turers, Guelph.  Ont..  is  at  present  in  the  Old  Country 
as  a  member  of  the  Canadian  Bisley  team.  This  is  Mr. 
Steele's  third  trip  in  this  connection. 

Benjamin  Moore  &  Co.,  Limited,  West  Toronto,  will 
shortly  commence  an  addition  to  their  already  large 
plant. 

By  a  vote  of  139  to  8,  a  by-law  was  passed  by  the 
ratepayers  of  Milverton,  Ont.,  granting  aid  to  Messrs. 
Hendrich  &  Lj^dt,  who  will  erect  a  large  furniture  fac- 
tory. 

F.  L.  Willson,  one  of  the  Ontario  salesmen  for  the 
Geo.  IMcLagan  Furniture  Co.,  well  knoAvn  to  the  trade, 
has  gone  to  England  for  a  few  months  vacation.  He 
is  accompanied  by  Mrs.  Willson.  J.  H.  Moffat,  de- 
signer for  the  McLagan  Co.,  will  cover  his  territory 
(luring  his  absence. 

Herb.  Meade,  eastern  representative  of  the  Geo.  Mc- 
Lagan Furniture  Co.;  Jack  Chowen,  Ontario  West  and, 
Manitoba;  M.  H.  Stewart,  Alberta,  and  Jno.  Truscott, 
Saskatchewan,  have  all  made  their  midsummer  ap- 
pearance at  the  McLagan  factory. 

Among  the  recent  large  orders  received  by  the  On- 
ward Manufacturing  Co.,  Berlin,  Ont.,  for  their  slid- 
ing furniture  shoes,  were  those  placed  by  the  Ideal 
Bedding  Co..  Toronto,  the  Anchor  Manufacturing  Co., 
Toronto,  and  the  Ontario  Spring  Bed  and  Mattress  Co., 
London. 

A.  D.  Payzant.  furniture  and  dry  goods,  Canning, 
N.S.,  recently  suffered  a  fire  loss. 

The  Genuine  Antique  Co.,  furniture  dealers,  Toron- 
to, have  gone  out  of  business. 

Mr.  Armstrong,  of  the  firm  of  Grant  and  Armstrong, 
furniture  dealers,  Guelph,  intends  removing  to  the 
west  and  engage  in  business  in  one  of  the  rising  Sas- 
katchewan towns. 

A  Pimlico,  England,  furniture  dealer  was  recently 
fined  $525  for  running  a  betting  house  in  connection 
with  his  business.  This  is  a  departure  in  the  furniture 
bu.siness  that  few  would  care  to  emulate. 

A.  B.  Greer,  of  London,  Ont.,  the  well-known  manu- 
facturer of  hearses  and  carriages,  has  made  a  number 


of  good  sales  recently,  with  several  shipments  going 
to  the  Canadian  Northwest. 

D.  A.  Smith,  Vancouver,  B.C.,  and  Mr.  Walton,  buy- 
er for  the  Campbell  Furniture  Co.,  B.C.,  were  in  To- 
ronto recently. 

D.  Ellis,  furniture  dealer,  Edmonton,  Alta.,  has  dis- 
continued business. 

The  Gait  Stove  and  Furnace  Co.,  Gait,  have  .iust 
added  100  feet  to  their  foundry  plant,  doubling  their 
former  capacity,  and  is  an  evidence  of  the  success 
achieved  by  this  firm  with  their  banner  line  of  stoves 
and  ranges. 

Mr.  Ward,  sales  manager  of  Geo.  Gale  &  Sons.  Wat- 
erville.  Que.,  returned  recently  from  a  trip  through 
Western  Canada  to  the  coast  calling  on  the  furniture 
trade. 

The  Onward  Manxifacturing  Co.,  Berlin,  recently 
booked  an  order  through  IMcNab  Bros.,  of  Orii- 
iia,  Ont.,  for  a  large  stationery  vacuum  cleaner  plant 
which  has  been  installed  in  the  Catholic  Church  of  that 
town. 

Snyder  Bros.  Upholstering  Co..  Waterloo,  have  moved 
into  a  new  factory^  and  largely  increased  the  capacity 
of  their  plant. 

The  Hespeler  Furniture  Co.,  Hespeler.  Ont.,  have  re- 
cently equipped  their  factory  with  an  up-to-date  sprink- 
ler system,  and  also  installed  a  large  new  engine.  They 
are  contemplating  building  another  addition  to  their 
plant  in  the  near  future.  Mr.  Greutzner,  manager  of 
the  company,  says  that  a  news  item  which  appeared  in 
one  of  the  papers  stating  that  they  were  filling  an 
order  for  furniture  for  the  fitting  up  of  the  new  Chat- 
eau Laurier  Hotel,  Ottawa,  had  created  a  Avrong  im- 
pression. This  order  was  received  and  delivered  some 
time  ago  by  the  company,  and  ]\Ir.  Greutzner  was  ad- 
vised later  that  the  goods  opened  tip  very  satisfactory 
to  the  management. 


W.  J.  WHYTE. 

Will  J.  Whyte,  salesman  for  the  Dymond-Colonial 
Companies,  Strathroy,  is  rapidly  winning  a  dual  repxt- 
tation  as  a  successful  salesman  and  as  a  bowler.  So 
enthusiastic  has  he  become  regarding  "bowling  on  the 


Will  J.  White 
Dymond-Colonial  Co.,  Stratford. 


green"  that  he  is  practising  at  every  available  oppor- 
tunity in  the  hope  that  he  may  some  day  win  a  trophy 
as  a  member  of  a  champion  team.  A  laudable  ambi- 
tion, truly,  and  the  Furniture  World  suggests  to  Mr. 
Whyte  that  Scottish  motto:  "If  at  first  you  don't  suc- 
ceed, try,  try  again." 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


THE  UPHOLSTERING  METHODS. 

The  upholstery  department  buyer's  success  depends 
upon  his  ability  to  make  a  profit  on  the  work  of  each 
employee.  No  man  can  do  big  things  single-handed. 
.411  big  successes  come  from  the  ability  to  train  and 
direct  assistants  to  carry  out  one's  ideas — in  other 
words,  to  make  one  head  direct  many  pairs  of  hands. 


New  Dining  Room  Cliair 
By  Stratford  Chair  Co.,  Limited,  Stratfoi-d,  Ont. 

In  a  recent  interview,  a  manufacturer  illustrated 
this  idea  very  clearly. 

"When  I  started  business,"  said  he,  "I  was  my 
whole  factory  and  selling  force.  At  the  end  of  the 
firsit  year  I  found  I  had  made  a  few  hundred  dollars. 

"Next  year  I  hired  a  helper.  At  the  end  of  the 
year  I  again  checked  up  and  this  time  found  I  had 
made  over  a  thousand  dollars,  after  paying  the  work- 
man's wages.  Evidently  the  extra  profit  canu^  from 
my  helper.  This  discovery  gave  me  the  basic  theory 
on  which  1  have  founded  my  succes.s — that  of  hiring 
Gfood  men  and  making  a  profit  on  their  work.  Good 
men,  understand ;  for  the  better  the  men  the  bigger 
the  x)rofit. 

"If  I  had  continued  to  do  everything  myself  T  might 
now  be  worth  fifteen  or  sixteen  thousand  dollars,  in- 
stead of  the  president  of  a  corporation  worth  several 
millions. " 

This  manufacturer's  basic  theoi-y  a])])lies  as  well  to 
the  running  of  an  upholstery  department  as  to  the  run- 
ning of  a  factory.  It  applies  with  equal  force  to  the 
metropolis  as  to  the  small  town.  In  fact,  according  to 
an  upholstery  and  rug  buyer  for  a  certain  concern, 
it  applies  with  greater  force  to  the  medium-sized  cities. 

"It's  easy  enough  to  buy  goods,"  said  he.  "The 
bitj  job  is  to  sell  them.    The  buyer's  job  is  to  get  the 


business.  It  may  be  well  enough  for  the  buver  of  a 
bag  store  to  sit  at  his  desk  and  direct  affairs  from 
there,  but  in  the  interniediate  cities  the  buver  who 
gets  big  trade  has  got  to  go  out  after  it. 

"I  believe  that  the  buyer  must  go  out  after  the  tur- 
key. When  he  sends  someone  else,  or  waits  for  the 
turkey  to  come  to  him  he  loses  the  best  services  of 
the  best  man  in  his  department. 

Must  Know  His  Men. 

"This  means  that  the  buyer  must  have  the  hiring 
of  the  men  under  him.  He  must  know  not  only  that 
the  man  he  puts  in  his  department  is  a  good  man,  but 
also  that  he  exactly  fits  the  niche  for  Avhich  he  is  want- 
ed. If  the  department  head  is  to  be  out  a  good  portion 
of  his  time  he  must  have  men  who  can  carry  out  his 
work  as  outlined.  I  don't  know  anything  about  other 
lines  of  business,  but  I  don't  believe  an  upholstery  de- 
partment can  be  made  a  big  success  on  any  other 
basis. " 

The  buyer  was  then  asked  about  some  of  the  other 
details  he  considered  essential  to  a  successful  depart- 
ment, and,  in  reply,  said: 

"In  the  first  place,  I  believe  in  a  change  of  trim 
every  day.  It  takes  very  little  work,  it  freshens  things 
up,  gives  the  salespeople  on  the  floor  a  more  compre- 
hensive knowledge  of  the  goods  and  is  a  constant  re- 
minder of  the  varied  line  of  stocks  Ave  carry.  Also 
for  those  customers  who  may  be  in  the  department  at 
more  or  less  frequent  intervals,  it  presents  an  always 
fresh  and  new  appearance  and  sometimes  gives  sug- 
gestions which  make  additional  sales. 

"One  of  the  things  in  which  slips  are  often  made  is 
the  matter  of  sending  men  on  special  jobs.  We  have 
a  number  of  men  Avho  are  equally  proficient  and  yet 
there  is  always  a  chance  for  the  rise  of  judgment_  in 
making  assignments.    For  instance,  if  we  are  doing 


Two  China  Cabinets 
By  the  Geo.  McLagan  Furniture  Co.,  Limited,  Stratford,  Ont. 
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some  work  for  people  who  have  society  aspirations 
and  have  a  neat,  dapper  sort  of  a  chap'  on  our  staff 
he  is  the  man  we  select  for  that  job.  Again.  I  send  a 
German,  Avhere  possible,  to  do  Avork  for  Germans,  etc. 
These  are  little  things,  but  in  the  long  run  they  count, 
and  count  heavily. 

Regarding  Special  Sales. 

"As  for  special  sales  in  general,  I  don't  believe  in 
them.  Occasionally  they  may  be  a  good  thing,  pro- 
vided, of  course,  you  are  actually  offering  something 
very  special  and  giving  the  people  a  real  bargain.  In 
this  case  special  sales  sometimes  draw  new  customers, 
which  is  ahvays  well  worth  while. 

"But  specials  that  are  not  specials  merel.y  eat  into 
the  regidar  market  and  neither  help  to  make  profits 
nor  customers.  The  main  trouble  with  the  bargain 
sales  stunt  is  that  unless  you  are  careful  it  gets  to  be 
a  habit  and,  like  every  other  stimulant,  soon  loses  the 
benefits  which  might  be  derived  from  occasional  use." 


ELORA  FURNITURE  EXHIBITION. 

The  exhibition  of  furniture  manufactured  by  John 
C.  Mundell  &  Co.  and  the  Elora  Furniture  Co.,  held 
in  the  armories  at  Elora  during  the  month  of  July, 
was  visited  by  a  representative  of  The  Canadian  Furn- 
iture World  and  The  Undertaker. 


No.  813  Rocker,  by  Lippert  Furniture  Co.,  Ltd.,  Berlin,  Ont. 


While  not  in  size,  in  point  of  arrangement  and  neat- 
ness in  display,  this  exhibition  was  the  best  ever  held 
in  Canada.  The  two  firms  were  put  to  great  expense 
in  the  installation  of  an  electric  lighting  system  and 
in  the  decoration  of  the  building.  The  walls  and  ceil- 
ing of  the  spacious  drill  hall  were  tastefully  draped 
with  red  and  green  velours,  with  large  squares  of  gen- 
uine leather,  and  electric  lamps  in  various  designs  and 
sizes  were  hung  from  the  ceiling  and  placed  at  inter- 
vals on  the  tables  and  desks  shown.  The  effect  from 
this  lighting  system  was  entrancing,  being  dull  and 
weird-like,  yet  ideal  for  showing  off  the  fine  finish  of 
the  goods  displayed.  It  is  well  known  that  a  dull 
light  that  throws  no  glare  is  much  better  for  showing 
furniture  than  a  bright  one  that  will  tend  to  show  up 
the  slightest  scratch. 


John  C.  Mundell  &  Co.,  featured  all  their  lines  of 
chairs  and  couches,  while  The  Elora  Furniture  Co. 
.showed  their  high  class  brand.s-  of  beds  and  parlor 
tables. 

A  particularly  pleasing  part  of  the  show  was  a  dis- 
play of  a  library  fitted  out  completely  in  genuine 
fumed  oak.  This  was  on  a  raised  platform  at  the  far 
end  of  the  hall  and  thus  showed  to  excellent  advan- 
tage. In  one  corner  Avas  a  beautiful  settee  in  fumed 
oak  and  brown  leather.  On  each  back  post  of  this  Avas 
a  small  electric  light  in  fancy  glass-,  a  design  that  is 
sure  to  become  popular.  In  the  centre  Avas  a  regrular 
library  table  (also  in  fumed  oak)  on  AA'hieh  had  been 
placed  a  large  electric  lamp.  The  room  Avas  completed 
Avith  writing  desk,  bookcase  and  chairs  to  match. 

Another  feature  was  a  den  made  up  of  early  Eng- 
lish style  furniture.  The  display  Avas  perfect  and  the 
admiration  of  all  Avho  visited  the  exhibition. 

Included  in  the  Mundell  display  were  some  A'ery 
fine  three-piece  sets  done  in  imitation  leather,  ilorris 
chairs,  done  in  genuine  cowhide  and  A'elours  were  fea- 
tured strongly.  A  fcAV  were  shoAATi  in  early  English 
style  in  imitation  leather.  Turkish  rockers,  done  in 
brown  Moroccoline,  and  fireside  rockers,  added  to  the 
display.  Some  very  pretty  designs  in  roll  seat  rock- 
ers, shoAvn  mostly  in  golden  oak  Avere  shoAA-n. 

The  display  of  library  and  den  furniture  included 
chairs,  tables  and  beautiful  sets  done  in  genuine  leather. 
A  feature  in  this  line  Avorthy  of  special  mention  Avas  a 
lady's  Avriting  desk,  done  in  fumed  oak,  with  small 
electric  lights  at  each  side.  John  C.  ]\Iundell  &  Co. 
are  the  only  people  in  Canada  manufacturing  this  line. 

This  firm  is  going  strongly  into  the  manufacture  of 
leather  couches,  and  many  handsome  designs  Avere 
shown. 

The  exhibit  of  the  Elora  Furniture  Co.,  Avhile  not  as 
large  as  that  of  Mundell's,  shoAved  up  to  excellent  ad- 
vantage. It  included  beds  and  parlor  tables  in  many 
beautiful  designs.  Solid  mahogany  AA'as  shoAvn  large- 
ly, one  parlor  table  of  this  material  being  very  fine. 
The  finish  Avas  exquisite. 

A  piece  that  attracted  special  attention  Avas  a  maho- 
gany bed  in  very  old  design.  The  large  panels  Avere 
all  of  one  piece  which  made  the  finish  of  the  very  best. 

A  new  line  being  shoAvn  by  this  firm  is  their  t^A'in 
beds.  These  were  shoAvn  in  AA^hite  enamel  in  various 
excellent  designs. 

The  exhibit  attracted  buyers  from  all  parts  of  the 
country,  while  on  Saturday  nights  the  hall  was  throAvu 
open  to  the  general  public  at  come  and  see  AAdiat  was 
manufactured  in  their  toAvn. 

The  volume  of  business  done  by  both  firms  as  a  re- 
sult of  the  show  Avas  gratifying.  One  representative 
stated  that  old  customers  of  both  firms  bought  three 
times  the  usual  quantity,  Avhich  shoAvs  the  satisfactory 
condition  the  furniture  business  is  in  to-day. 


MADE-IN-BERLIN  EXHIBITION. 

The  Made-in-Berlin  Exhibition,  held  during  the  Aveek 
of  July  14th,  the  Aveek  set  apart  to  celebrate  Berlin's 
cityhood,  was  a  huge  success,  both  in  the  number  of 
exhibits  made  and  attendance.  In  spite  of  the  fact 
that  there  are  a  great  many  furniture  manufacturers 
in  the  city,  not  many  made  displays.  Not  many  furni- 
ture buyers  attended  the  celebration  and  most  of  the 
manufacturers  thought  that  it  would  cause  a  lot  of 
extra  trouble  and  be  a  Avaste  of  time  and  money  Avere 
they  to  take  part  in  the  shoAV. 

The  few  that  did  exhibit,  hoAvever,  made  excellent 
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Over  50  years  of 
experience  guar- 
antees the  Quality 
of  our  Products, 


JAMIESON'S 
UQUID 
WAX  FINISH 


Contains  no    beeswax,    being   made   from  HARD 

VEGETABLE    WAX    and    is  therefore  far  more 

durable  than  the  ordinary  soft  wax. 

It  is  applied  with  a  brush  and  gives  A  PERFECT 

FINISH. 

Let  Us  Send  You  a  Sample 


R.  C.  JAMIESON  &  CO.,  LIMITED 


MONTREAL 


ESTABLISHED 
IN  1858 


VANCOUVER 


ESTABLISHED  20  YEARS 

The  reputation  of  our 

Springs  is  enequalled. 

Our  Guaranteed  Tempered 

Upholstering  Spring  has 

been  pronounced  the 
Best  Yet. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ONTARIO 


WILCOX  &  KNAPP 

CONNEAUTVILLE,  Pa.  U.S.A. 


Hardwood  Lumber 

Plain   Oak  a  Specialty 

Mills  in 

WEST  VIRGINIA  AND  KENTUCKY 


Be  the  First  Dealer  in  Your  Town 


to  .show  this  new  design  Ontario  Iron  Bed.    It  wii 


pay 


you  well  and  satisfy  the  customer  whose  trade  you  want 
to  get  and  keep.  There  is  no  customer — no  matter  how 
particular  who  will  not  be  satisfied  with  Ontario  Quality 
Iron  Beds. 

We  have  a  catalog  waiting  for  \)ou. 


No.  853- Iron  Bed.  PilUt.  1  1/16  inch.  Two  bras, 
spindles,  head  58  inch,  fool  40  inch,  tizo  4  ft.  and  4  ft. 
6  in.   List  Price  $9.80. 


Ontario  Spring  Bed  and  Mattress  Co.,  Limited 

The  Largest  Bedding  House  in  Canada 

London  -  -  Ontario 
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Everything  for  the  Undertaker 


When  you  are  investing  your  cash  you  should  look  for  good  value  or 
good  security  for  it. 

If  you  are  in  the  Undertaking  business  you  cannot  get  better  value  for 
your  money  than  w^e  offer  you. 

Our  goods  are  always  carefully  manufactured  and  only  the  best  materials 
are  used. 

Send  along  your  orders.    We  will  give  them  our  most  careful  attention. 


The  Globe  Casket  Co.,  London,  Can. 


No.  501  Solid  Mahogany.    No.  502  Solid  Quarter  Cut  Oak. 

Made  in  Canada 

THIS  "STATE"  DESIGN  CASKET 

is  one  of  the  best  values  ever  offered  in  a  polished  casket.  It  is  of  massive  design,  with  heavy  hand 
carved  corner  pieces.  It  is  highly  polished  bringing  out  the  beauty  of  the  grain  of  the  mahogany  or  the 
oak,  which  in  either  case  is  solid — not  veneer.  It  is  endorsed  by  leading  undertakers.  If  not  included 
in  your  stock  better  get  prices  at  once.  Everything  you  require  in  the  undertaking  business  from  cheapest 
coffins  to  finest  couches,  including  cloth  and  plush  colored  goods,  kept  in  stock.     Prompt  shipments. 

THE  D.  W.  THOMPSON  COMPANY,  LIMITED 

397-399  QUEEN  ST.  WEST 
F.  L.  COLES,  Manager  TORONTO,  CANADA 
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displays,  which  added  much  to  the  appearance  of  the 
whole  exhibition. 

The  Quality  Mattress  Co.  (A.  L.  Dantzer  and  M.  H. 
Montag)  showed  fine  samples  of  their  lines,  fitted  out 
on  brass  beds.  The  King  mattress,  built  of  African 
fibre  and  felt,  with  A.  C.  A.  covering,  and  the  Pioneer 
(guaranteed  ten  years),  biiilt  of  best  grade  carded 
wool,  were  featured.  To  add  to  the  appearance  of  the 
booth,  the  walls  and  ceiling  were  decorated  with  the 
same  material  as  was"  used  for  the  mattress  covering. 
The  motto  of  this  firm,  "Sanitary  Quality  and  Neat 
and  Clean  Workmanship,"  was  displayed  on  several  cards. 

The  Berlin  Table  Co.  had  a  tastefully  arranged  booth 
and  showed  several  samples  of  their  fine  dining-room 
tables,  in  quarter-cut  oak.  Flowering  plants  and 
palms  set  off  the  display  to  good  advantage. 

The  display  of  the  D.  Hibner  Furniture  Co.,  Lim- 
ited, consisted  of  a  dining  room  suite  of  inlaid  solid 
mahogany,  in  period  design.  According  to  Mr.  Hib- 
ner, this  class  of  furniture  is  finding  excellent  favor 


No.  711,  automatic  reclining  chair,  with  foot  rest,  by  Llppei-t 
Furniture  Co.,  Limited,  Berlin,  Ont.    No  adjusting 
is  necessary  with  this  chair. 


among  the  better  class  trade  and  prospects  for  large 
sales  are  excellent. 

The  popularity  of  fumed  oak  was  shown  by  the  many 
complimentary  remarks  from  visitors  when  viewing 
the  display  of  Baetz  Bros.  &  Co.  This  consisted  of  a 
living  room  suite  done  in  this  finish. 

G.  Hachborn  &  Co.,  upholsterers,  showed  the  high 
point  to  which  upholstering  has  attained  in  excellent 
samples  of  their  work  done  on  chairs,  parlor  suites, 
settees  and  leather  couches. 

The  model  bedroom  of  the  Berlin  Bedding  Co.  came 
in  for  a  lot  of  commendation.  Samples  of  their  Kelloric 
mattre.ss  and  pillows  were  shown  on  brass  beds,  along 
with  small  sections,  showing  the  excellent  manner  in 
which  their  mattresses  are  constructed.  Their  booth 
also  was  decorated  with  material  to  match  the  cover- 
ing of  the  pillows  and  mattresses. 

The  Onward  Manufacturing  Co.  had  a  good  display 
of  their  different  lines  of  vacuum  cleaners,  including 
the  large  stationery  basement  machine,  run  by  motor, 
and  the  small  electric  and  hand  cleaners.  A  large  rug 
was  on  the  floor  and  a  young  lady  was  there  to  give 
actual  demonstrations  of  the  various  cleaners.  The 


attachment  of  wheels  at  the  back  and  front  on  the 
Eui  ka  electric  makes  this  machine  very  easy  to  operate. 

The  Lippert  Furniture  Co.,  Limited,  had  a  Avell-ar- 
ranged  display  of  hall  racks  in  oak  and  mahogany. 
A  gold  reception  chair  and  a  solid  inlaid  mahogany  re- 
ception chair  added  to  the  appearance  of  the  booth. 
Another  feature  was  a  large  rocker  in  upholstered 
leather,  with  sanitary  cushions,  which  are  detachable. 
The  automatic  luxury  chair,  shown  elsewhere  in  this 
issue,  also  was  included  in  the  display.  A  novelty  was 
shown  in  the  shape  of  two  statues,  carved  in  mahogany 
and  mounted  on  pedestals. 


KNECHTEL  AND  PROGRESS. 

Economy  in  manufacture  and  improvement  in  the 

Zu^IlT        ^^""'^^  'urned  out  is  p^! 

bably  the  most  serious  problem  that  now  engao-es  the 
a  w?  %P™^-ssive  Canadian  manufa^ctu;:r  in 
all  lines.    About  five  months  ago,  Mr.  J.  S.  Kneehtel 

jSZl  ^r-'/^^^^.  investigating  the  merits  of  the 
Lmderman  Automatic  Dovetail  Glue  Jointer,  installed 
a  six-toot  machine  in  his  Hanover  factorv.  After  care- 
tully  investigating  the  saving  in  manufacture  etTeoted 
by  this  machine  and  the  improved  qualitv  of  the  glue 
.lomts  turned  out  over  any  other  method,  he  decided 
to  install  two  six-foot  machines  in  his  Walkerton  and 
Southampton  factories,  these  to  be  followed  later  on 
by  a  six-toot  machine  in  his  new  desk  factory  in  Han- 
over, and  m  his  kitchen  cabinet  plant  at  Hanover 
+1,  if  investigation  unfolded  savings  in  two  directions 
the  hrst  being  the  actual  traceable  results  in  employ- 
ing less  men  m  making  the  glue  joints  than  formerly, 
and  making  a  reduction  in  the  consumption  of  glue 

The  second  saving  is  the  unfigurable  but  yet  notice- 
able as  shown  by  the  quick  moving  of  stock  from  the 
ripping  department  into  the  finishing  department  Avith- 
out  the  annoying  delay  as  most  manufacturers  exper- 
ience in  getting  the  material  from  the  glue  room. 

The  saving  in  labor  is  noticeable  in  many  depart- 
ments. The  first  appears  in  the  ripping  department. 
Here  the  lumber  is  broken  out  and  the  defects  are 
ripped  out  but  practically  little  attention  is  paid  to 
any  unevenness  in  the  edges  of  the  material  or  the  siz- 
ing up  of  the  different  panels  into  which  the  material 
is  to  be  made,  requiring  less  operators,  whereas  by 
the  old  method  not  only  were  the  defects  removed  and 
the  edges  straightened,  but  each  panel  or  top  was 
figured  out  by  the  operator  necessitating  a  consider- 
able loss  of  time  which  is  not  appreciated  because  it 
seems  unavoidable.  From  the  rippers,  the  stock  im- 
niediately  goes  to  the  Linderman  machine.  As  each 
piece  is  placed  against  the  gauge  the  operator  instant- 
ly sets  the  fence  so  as  to  take  off  just  a  sufficient  quan- 
tity of  lumber  that  is  necessary  to  clean  up  the  stock 
and  insure  a  perfect  joint.  When  the  panel  or  top  is 
built  up  to  several  inches  wider  than  is  required  for 
the  finished  panel,  the  piece  is  passed  through  the  siz- 
ing saw  placed  conveniently  to  the  centre  operator 
and  ripped  to  the  exact  size  allowing  only  one-eighth 
of  an  inch  for  the  finishing  cut  on  the  hand  jointer  or 
shaper  as  required.  This  operation  as  will  be  readily 
seen,  does  away  entirely  with  the  men  employed  to 
match  the  panels  to  the  finished  size  and  also  saves  the 
edging  waste  that  of  necessity  is  caused  by  the  old 
method.  This  waste  will  vary  from  Ys  inch  up  to  1 
inch  or  11/2  inches  all  depending  on  the  amount  of  lum- 
ber that  the  ripping  department  has  allowed  for  the 
joints,  and  for  the  final  sizing  up.  While  the  saving 
effected  by  this  method,  in  lumber,  may  be  small,  yet, 
many  manufacturers  believe  that  it  is  equivalent  to 
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No.  511 — All  Selected  Quarter-Sawed  Oak,  including  Mouldings,  Hand-Carved  Corners.    Finished  in  Golden 
Oak,  Fine  Polish  Finish,  with  best  Liberty  Satin  under  top  moulding  and  Face  Lid  Crushed. 

Made  in  sizes  6  ft.  and  6  ft.  3  in.,  20  }i  ins.  wide. 


The  Goods  we  Manufacture 
are  the  Standard  of  Perfection 


High  Grade  Caskets^  Coffins  and 
Funeral  Furnishings,  Superior  Cover- 
ed Caskets,  Fine  Piano  Polished 
Oak  and  Mahogany  Caskets 


While  our  products  may  be  imitated 
they  cannot  be  equalled 


''We  Never  Miss  a  Train 


Experienced  Salesmen  in  our  Head  Office  :  Hamilton,  Ont. 
factory  and  offices  Night  and  Telephones  517  -  3319 

Day   capable   of   taking  and   

executing  all  orders  promptly 


,  r        r-  ./  jsjlgj^j  r    Phone  5 1  7 

at  any  hour.  Sunday  Call  I   3319.  1160  or  3353 


The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton,  Ont.  Winnipeg,  Man. 
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from  two  to  five  per  cent,  of  the  total  output.  As  the 
srlue  jointing  is  done  on  the  Linderman  machine,  it 
does  away  entirely  with  all  men  in  the  glue  room,  ex- 
cept one  for  doing  miscellaneous  odd  jobs,  and  at  the 
same  time  at  the  end  of  each  day's  run,  practically 
all  of  the  stock  broken  out  by  the  rippers  has  been 
joined  up  into  panels  and  is  ready  to  move  on  through 
the  machine  shop  doing  away  with  all  congestion  which 
is  now  so  common  in  most  woodworking  plants  in  not 
only  the  cutting  up  but  also  in  the  glue  room.  The 
saving  is  traced  even  farther  than  this  because  exper- 
ience has  shown  that  the  stock  when  reaching  the  fin- 
ishing department  moves  through  it  more  quickly  ow- 
ing to  the  perfect  joints  and  to  the  elimination  of 
time  expended  in  doctoring  any  defects  which  all  know 
involves  considerable  loss  of  time. 

All  manufacturers  appreciate  the  relief  they  exper- 
ience when  they  know  they  have  one  or  more  depend- 
able workmen  in  each  of  their  several  departments 
who  will  look  after  their  interests  and  see  to  it  that 
nothing  goes  out  that  will  be  detrimental.  This  same 
relief  only  to  a  greater  extent  is  experienced  by  all 


placed  their  plating  plant  and  the  greater  part  of  the 
machinery  and  material  and  were  making  shipments. 

They  are  now  better  equipped  than  ever,  and  are 
turning  out  better  work  than  ever  before,  both  in 
workmanship  and  style. 


WORKING  RULES  IN  FURNITURE  FACTORIES. 

The  National  Wholesale  Furniture  Manufacturers' 
Association  of  Great  Britain  have  adopted  a  set  of 
working  rules  for  their  factories.  Believing  furniture 
manufacturers  in  Canada  will  indirectly  be  interested 
in  these  rules  the  Furniture  World  herewith  repro- 
duces them.  The  rules,  which  are  hung  up  in  the  fac- 
tories, are  as  follows : — 

Men  accepting  employment  with  this  firm  agree  to 
work  under  the  following  rules: — 

These  rules  will  operate  in  the  works  on  and  after 
May  18th.  1912,  until  further  notice. 

1.  To  be  the  same  as  now  being  paid  for  piece-work 
and  day-work  respectively. 

2.  That  should  a  man  not  be  considered  to  come  up 


Library  Table,  No.  206 
By  EUnira  Furniture  Co.,  Elmira,  Ont. 


manufacturers  who  are  using  the  late  model  Linder- 
man Dovetailer,  as  the  joints  made  by  this  method  are 
superior  in  every  respect  than  by  any  other  way. 

The  progressive  manufacturer  oftentimes  spends 
Avhat  appears  to  the  uninitiated  as  an  excessive  amount 
to  effect  a  saving  and  a  better  quality  of  work,  yet, 
when  the  results  obtained  are  investigated,  it  is  fully 
justifiable  and  the  returns  far  exceed  the  original  in- 
vestment. 


BETTER  EQUIPPED  THAN  EVER. 

On  March  26th  fire  destroyed  the  main  building  and 
office  of  the  Bonigardner  Manufacturing  Co.,  Cleve- 
land, Ohio,  entailing  a  loss  of  between  $10,000  and 
$15,000. 

Their  stock  of  over  100  church  trucks  of  all  finishes, 
320  lowering  devices,  ready  for  immediate  shipment, 
also  a  large  stock  of  pedestals,  floral  racks,  etc.,  was 
entirely  destroyed. 

The  new  building  was  started  on  the  same  spot  four 
days  after  the  fire,  and  in  one  month  the  firm  had  re- 


to  the  standard  wages  he  will  be  paid  according  to  his 
worth  agreed  upon. 

3.  That  fifty-four  hours  shall  constitute  a  week. 

4.  The  times  of  opening  or  closing  the  shops  be  left 
to  the  employer. 

5.  That  when  overtime  is  necessary,  time  and  a  quar- 
ter be  paid  after  the  week  of  fifty-four  hours  has  been 
completed. 

6.  Should  a  man  be  sent  out  to  work  to  such  a  dis- 
tance that  he  cannot  reasonably  be  expected  to  get 
home  to  his  dinner.  Is.  be  allowed  for  expenses.  Should 
he  remain  ont  more  than  one  day.  Is.  per  day  for  each 
day  after  and  Is.  lodging  money  be  allowed. 

7.  That  no  employee  be  allowed  to  work  for  another 
employer  after  completing  his  day's  work. 

8.  That  notice  of  one  hour  or  one  hour's  payment 
be  given  by  the  employer. 

9.  The  management  will  be  willing  to  receive  a  de- 
putation from  our  own  workmen  at  any  time  to  dis- 
cuss any  alleged  grievance,  upon  notice  of  not  less 
than  seven  days  having  been  given. 

Such  notice  to  state  the  nature  of  the  grievance  and 
in  what  department  it  occurs. 
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No.  638  Half  Couch 


Design  No.  29D75 


Hardwood  Case.         Extension  Canopy.        Romanesque  Panel. 

Trimming  of  the  best  French  Gaufre. 
Pillow,  lining  and  mattress  (if  desired)  extra. 


Above  we  illustrate  our  original  half  couch  with  extension  canopy.  This 
beautiful  shrine  relieves  the  almost  severe  plainness  of  the  casket,  making  alto- 
gether, a  very  handsome  casket. 

We  have  sold  this  casket  to  many  of  the  trade,  and  in  every  case  the  casket 
has  met  with  a  ready  sale.  It  embodies  to  the  full  extent,  the  well  known  Evel 
Quality  and  if  you  are  looking  for  a  high  grade  casket,  we  highly  recommend 
this  one  to  your  consideration. 

This  shrine  is  adaptable  to  any  casket  and  price  will  be  cheerfully  forwarded 
on  application. 

HOT  WEATHER  FLUIDS 


Magnum  Canicula  Dioxin  Alcoform 


The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 

Hamilton  Canada 


Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — news  of  the  profession  throughout  Canada. 


Why  Formaldehyde  Turns  Bodies 
Gray 

!By  Prof.  QeoTge  H.  Sherive. 

Why  formaldehyde  turns  bodies  gray.  That  is  a 
hard  thing  to  remedy.  You  can  prevent  it.  You  can't 
very  well  remedy  it  after  the  bodies  have  been  turned 
gray.  The  reason  folmaldehyde  turns  bodies  gray  is 
because  formaldehyde  is  an  acid  and  the  effect  of  the 
acid  upon  iron  is  such  as  to  intensify  the  color  the  iron 
produces.  The  blood  obtains  its  color  from  iron,  not 
ordinary  iron,  but  the  chemical  solution  in  the  blood. 
So  when  this  fluid  which  contains  formaldehyde  comes 
in  contact  with  the  iron,  if  the  blood  is  withdrawn, 
there  is  only  just  enough  there  to  come  in  contact  with 
the  formaldehyde  and  turn  the  body  gray.  If  it  was 
not  withdrawn,  it  would  be  turned  black.  The  fluid 
maker  is  the  man  that  ought  to  take  warning.  Your 
remedy  is  to  change  your  formaldehyde  from  an  acid 
to  an  alkali,  and  while  there  may  be  some  other  chem- 
icals which  have  the  power  to  perform  that  office,  I 
know  nothing  quite  so  good  as  borax.  I  am  not  the 
only  one  that  knows  that.  Your  fluid  man  knows  it, 
and  they  say,  "We  will  fix  that,"  and  they  go  to  work 
and  put  a  lot  of  borax  in  the  fluid.  They  have  as 
much  trouble  with  an  excess  of  borax  as  they  had  in 
the  first  place. 

A  Chemical  Fact. 

It  is  a  chemical  fact  that  in  a  gallon  of  water  con- 
taining ten  per  cent.,  forty  per  cent,  fluid,  no  more 
than  six  ounces  of  borax  should  be  used,  to  turn  the 
formaldehyde  from  an  acid  to  an  alkali.  An  excess 
of  that  will  only  make  the  thing  worse.  So,  to  the 
undertakers  using  formaldehyde  fluid  in  bodies  where 
you  have  an  excess  of  blood,  not  only  to  remove  lots 
of  blood,  but  you  can  weaken  your  fluid,  if  you  are 
using  a  strong  formaldehyde  fluid,  weaken  it,  say,  at 
least  one-half,  and  you  will  find  after  that  you  won't 
have  such  a  tendency  to  have  bodies  turn  gray.  There 
are  fluids  that  don't  turn  the  bodies  gray  if  the  blood 
is  withdrawn,  but  there  are  mighty  few  fluids  but 
what  if  you  use  them  as  they  are  to  be  ordinarily  used, 
there  are  a  few  that  will  not  make  your  bodies  turn 
gray,  but  they  will  turn  out  with  a  fine  cosmetic  ap- 
pearance if  the  work  is  done  properly.  There  are  some, 
but  a  great  many  fluids  don't,  and  because  of  that, 
when  you  get  your  fluid,  you  can  use  it  half  strength, 
if  you  want  a  weak  fluid,  and  if  you  want  a  strong 
formaldehyde  fluid,  you  can  use  it  full  strength.  The 
vessel  containing  sixteen  ounces,  if  you  want  an  ordi- 
nary fluid,  so  that  there  is  no  fear  of  turning  the  body 
gray,  take  one-half  of  that  and  make  a  fluid,  and  if  you 
want  a  good  strong  formaldehyde  fluid,  put  the  whole 
bottle  in.  You  will  find  some  others  attempting  some 
method  of  preventing  this  turning  bodies  gray.  I  tell 
you  the  best  remedy,  if  you  don't  get  your  fluid  as  it 
might  be,  when  you  get  that  fluid,  take  it  and  make 


it  half  strength,  you  will  find  your  bodies  won't  be  so 
apt  to  turn  gray. 

Drawing  Water. 

It  don't  make  a  bit  of  difference  which  artery,  if 
you  draw  the  blood,  but  the  man  who  uses  the  femoral 
artery  and  don't  draw  blood  is  going  to  have  trouble. 
The  man  who  uses  the  axillary  artery,  the  axillary 
vein,  will  have  more  trouble  than  if  he  uses  the  bra- 
chial artery,  and  I  know  when  the  axillary  vein  was 
first  suggested  for  the  drawing  of  blood,  there  was  an 
instrument  about  that  long  (indicating)  to  reach  way 
over  across  the  body  so  the  fluid  would  drop  down 
into  the  aorta,  but  it  was  found  it  did  not  work.  The 
operators  found  out ;  good  operators  found  it  out.  The 
artery  is  smaller  down  this  way  (indicating)  so  it 
would  be  easier  to  take  up  the  brachial  artery  and  the 
axillary  vein,  using  the  brachial  artery  as  a  means  of 
injection,  and  the  axillary  vein  as  a  means  of  Avith- 
drawal  of  blood.  In  this  case  you  will  get  your  fluid 
circulation  into  the  right  arm,  all  over  the  body,  with 
one  operation. 

I  have  come  across  lots  of  men — not  here  in  the  city 
— yes,  there  are  some  in  this  city,  and  those  men  say, 
"I  don't  like  to  have  anyone  around  when  I  am  em- 
balming a  body."  Why?  Because  he  doesn't  want 
anyone  to  see  what  inferior  work  he  is  doing  while  he 
is  raising  an  artery.  There  is  no  use  making  an  in- 
cision in  the  arm  longer  than  three  inches,  so  if  you 
get  a  little  incision  an  inch  and  a  half  or  two  inches 
and  inject  your  fluid  through  the  brachial  artery,  if 
you  are  using  that,  you  won't  have  a  longer  incision 
than  some  when  you  open  the  brachial  artery  along 
the  arm.  So  I  am  not  going  to  say  which  artery  you 
should  use.  You  use  one  and  I  use  another.  The  result 
will  be  the  same  with  the  withdrawal  of  the  blood  pro- 
perly. The  man  who  tells  you  you  can't  embalm  a 
body  properly  without  using  the  carotid  artery,  ex- 
presses that  he  does  not  know. 

A  Concrete  Example. 

Many  years  ago  I  was  doing  work  for  an  undertaker 
now  dead.  I  had  a  body  of  a  man  who  died  with 
Bright 's  disease,  and  his  lower  limbs  were  so  bad  that 
they  were  broken  open  from  the  disease,  not  from 
pressure;  bodies  never  break  open  from  pressure,  they 
break  open  from  disease.  His  right  hand  was  swollen 
as  large  as  that  (indicating)  with  water.  The  left 
hand  had  nothing.  I  said  to  the  undertaker:  "I  am 
going  to  try  an  experiment;  I  don't  know  how  it  will 
work,  but  I  am  going  to  try  it."  He  knew  nothing 
about  embalming,  and  he  left  it  with  me  in  the  hope 
that  my  experiment  would  turn  out  all  right.  So  I 
wrapped  that  hand  up  in  absorbent  cotton,  and  took 
an  extra  lot  of  formaldehyde  and  added  to  it  a  little 
fluid  and  saturated  the  cotton  with  that,  and  left  the 
hand  on  the  body  so  it  would  not  fall  down,  in  that 
way  (indicating).  That  was  in  the  morning  and  some 
time  next  morning  we  put  the  body  in  the  casket  and 
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I  went  with  him  to  see  the  result.  When  I  took  the 
bandage  off  that  hand  it  was  covered  with  loose  tissue, 
had  all  gone  down  to  the  bone.  I  found  out  the 
remedy,  after  you  get  the  fluid  in  contact  with  the 
water  in  any  Avay  there  would  not  be  any  danger  of 
these  enormous  water  blisters  that  occur. 

Formaldehyde  a  Water  Eater. 

You  know  formaldehyde  is  a  great  water  eater. 
There  is  one  other  chemical  that  approaches  it,  and 
that  is  arsenic.  That  is  why  arsenic  has  always  been 
such  a  great  favorite  with  the  emblamer,  because  it  is 
a  great  water  eater  and  also  has  a  great  cosmetic  effect. 
Formaldehyde  has  a  great  alBnity  for  water.  After 
that  experiment,  I  wanted  to  find  some  way  of  reduc- 
ing the  lower  limbs  and  getting  the  water  away  with- 
out tapping  and  making  holes'  in  the  body.  First  I 
wrapped  it  as  I  did  the  hand.  I  never  had  any  trouble 
keeping  them,  but  I  was  afraid  something  might  hap- 
pen, and  I  suggested  having  a  casket  lined  with  Avater- 
proof  material.  I  don't  know  that  they  ever  did,  but 
later  I  suggested  to  myself  a  little  better  method  than 
that,  and  I  have  thought  sometimes  in  withdrawing 
blood  Ave  don't  get  exactly  what  we  thought  we  ought 
to  get.  I  Avrapped  the  loAver  limbs — I  wrapped  that 
Avith  emblaming  fluid,  so  it  will  reach  down  to  the  foot. 
Where  does  the  Avater  come  from  that  we  find  in  a 
dropsical  foot?  It  comes  from  the  serous  membrane. 
What  is  it  for  and  what  does  it  do?  Nothing  but  to 
lubricate  the  tissues  and  assist  nature  in  working,  that 
serous  membranee  sends  it  out  in  quantities,  a  little 
comes  out  and  performs  its  function  and  passes  away, 
where?  Into  the  veins;  where  all  waste  that  does  not 
come  through  the  skin  goes,  from  there  to  the  veins 
and  from  there  to  the  heart  and  from  there  to  the 
lungs.  That  struck  me  that  by  lifting  the  loAver  limbs 
so  I  could  get  that  fluid  to  come  up  from  the  lower 
part  of  the  body  and  then  inject  the  fluid  slightly  to 
force  the  fluid  against  the  water,  and  the  water  would 
force  itself  through  the  same  channels  and  it  would 
come  out  through  the  veins  and  come  out.  These 
things  are  based  on  facts.  Men  will  tell  you  some- 
times we  would  withdraAV  a  pint  or  a  quart  and  some- 
times tAvro  quarts  of  blood  and  take  from  twelve  to 
fourteen  quarts  of  water  from  a  body  in  dropsical 
Avork.  What  is  it?  It  is  not  embalming  flxiid,  and 
can't  be  blood.  Not  being  embalming  fluid  the  drop- 
sical Avater  is  pushed  back  into  the  veins  and  comes 
back  pushed  by  some  of  your  fluid.  That  is  the  method 
]  lia\'e  folloAved  for  some  thirteen  years. 


TRUSTEES'  NEW  PROPOSITION. 

The  trustees  of  Mount  Pleasant  Cemetery,  Toronto, 
have  submitted  a  ncAV  proposition  for  the  proposed 
road,  parallel  to  and  east  of  Yonge  Street.  Avhich  has 
to  pass  through  the  cemetery. 

They  are  Avilling  to  have  an  experimental  road  laid 
out  somcAvhat  to  the  east  of  the  one  proposed,  without 
prejudice  to  the  right  of  either  party.  If  it  proves  un- 
satisfactory to  North  Toronto,  and  is  abandoned,  no 
charge  will  be  made.  If  its  location  proves  satisfac- 
tory, they  will  widen  it  to  eighty  feet,  and  present  it, 
free  of  charge,  to  the  corporation. 

They  also  oft'er  to  bear  the  expense  of  any  grading 
required  to  lay  out  the  experimental  road,  realizing 
that  the  town  could  not  do  this  Avithout  legislation. 

If  the  Council  adopts  this*  proposal,  and  the  road- 
way, despite  its  probable  winding  nature,  proves  sat- 
isfactory, it  will  be  unnecessary  for  any  application  to 
be  made  to  the  Legislature  for  approval. 


THE  EMBALMERS'  EXAMINING  BOARD. 

Editor  The  Undertaker,  Toronto, — Though  there 
seems  to  be  nothing  new  concerning  the  appointment 
of  an  Embalmers'  Examining  Board,  which  Ave  under- 
takers were  led  to  believe  would  have  been  settled 
early  this  year,  I  am  still  convinced,  as  any  thinking 
undertaker  must  be,  that  the  legislation,  as  passed, 
will  work  a  hardship  to  many  now  in  business.  In  the 
' '  Sunnyside ' '  of  June  15,  appears  the  following  letter 
from  W.  A.  McMullin,  of  Lovington,  111.,  and  it  is  just 
such  a  letter  that  many  of  the  undertakers  in  Ontario 
will  be  writing  if  the  legislation  as  passed  ever  be- 
comes enforced. 

"Your  Mr.  Blair  called  on  us  on  May  21st.  We 
signed  for  your  journal.  He  called  for  the  embalmer, 
that  is  my  son,  who  is  in  New  York  State  for  his 
health.  In  talking- 1  told  why  I  did  not  do  the  work. 
I  did  it  until  th«  law  barred  me.  I  took  the  examina- 
tion for  a  license.  1  made  everything  on  the  practical, 
but  failed  on  the  written  work.  I  learned  embalming- 
in  1888.  My  first  body  to  embalm  was  August  3,  1889  ; 
kept  the  body  two  days  and  shipped  it  the  third  day  in 
fine  shape.  I  have  embalmed  over  200  and  kept  them 
from  3  to  45  days  in  fine  shape.  I  can  get  recom- 
mendations from  our  banks  and  the  best  citizens  that 
I  have  worked  for.  I  write  you  this  as  your  Mr.  Blair 
thought  that  you  could  tell  me  the  law  and  perhaps 
help  me  to  get  a  license.  Will  you  please  let  me 
know  what  my  chances  are  ?" 

W.  A.  McMuLLW, 

Lovington,  111. 

The  letter  quoted  above  needs  no  comment.  It  sim- 
ply shows  where  many  embalmers,  Avho  may  be  thor- 
oughly practical,  but  who  may  not  be  able  to  pass  a 
Avritten  examination  would  stand,  they  Avould  be  sim- 
ply driA'cn  out  of  business.  The  Act,  as  passed,  I 
consider  does  not  give  a  square  deal,  and  I  Avould  like 
to  call  the  attention  of  your  readers  to  the  letter  that 
1  have  quoted  in  order  that  they  may  think  this  ques- 
tion over  carefully  and  see  it  in  its  true  light. 

Yours  truly, 

PRACTICAL  EMBALMER. 

Toronto,  July  15. 


SCHOOL  OF  EMBALMING  AND  CONVENTION. 

The  School  of  Embalming,  under  the  auspices  of  the 
Canadian  Embalmers'  Association,  will  be  opened  in 
Toronto  August  27,  and  Avill  be  continued  until  Sep- 
tember 2  inclusive.  Prof.  H.  S.  Eckels,  of  Philadel- 
phia, will  conduct  the  school  and  also  deliver  a  course 
of  lectures  at  the  convention  Avhich  Avill  folloAV.  This 
Avas  decided  upon  at  a  meeting  of  the  Executive  Com- 
mittee held  on  July  17,  with  President  J.  H.  Robin- 
son. Hamilton,  in  the  chair. 

The  regular  annual  convention  of  the  Canadian  Em- 
balmers' Association  will  be  held  in  Toronto  on  Sep- 
tember 3,  4  and  5. 

The  Embalming  Board  of  Examiners  of  the  Associa- 
tion Avill  meet  on  September  6. 

The  Secretary  of  the  Association  is  Mr.  J.  C.  Van 
Camp,  30  Bloor  Street  West,  Toronto. 


MR.  A.  DODDS  IMPROVING. 

Mr.  A.  Dodds,  first  vice-president  of  the  Canadian 
Embalmers'  Association,  Avho  recently  had  a  leg  am- 
putated below  the  knee,  is  still  in  the  Hamilton  city 
hospital,  but  is  gradually  improving.  It  is  to  be  hoped 
his  complete  recovery  will  be  speedy. 
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Careful  Methods  in  Interment 
Ceremony 

B\)  S.  E.  Froze 

Interment  of  bodies  is  what  I  am  to  dilate  upon.  A 
deep  subject  in  the  abstract,  not  so  in  the  general  ac- 
ceptation. No  one  person,  it  is  assumed,  but  has  had 
varied  experience  in  the  matter  of  placing  in  the  re- 
ceptacle prepared  for  lifeless  forms,  and  the  filling  in, 
making  them  truly  "little  mounds  of  clay,"  and  the 
required  attention  necessary  for  assuaging  the  peculiar 
ideas  of  those  suffering  from  loss  of  loved  ones  or  cher- 
islied  friends. 

The  demands  upon  those  who  direct  the  final  plac- 
ing of  the  lifeless  forms  grow  not  less  as  the  changing 
years  are  added.  I  have  it  that  interment  is  one  of  the 
important  duties  incumbent  upon  a  funeral  director — 
a  duty  that  is  often  overlooked  in  its  proper  perform- 
ance, one  that  should  be  looked  after  with  assiduous 
care  and  circumspection,  and  one  that  should  be  in 
harmony  with  the  thoughts  and  feelings  of  those  by 
whom  you  are  employed,  and  I  believe  that  every  Avish, 
if  possible  so  to  do,  should  be  gratified,  and  that  gentle- 
ness and  kindness  should  be  extended  to  the  end,  that 
appreciative  results  may  follow  by  the  action  extended. 

The  funeral  director  should  be  at  all  times  the  close 
observer  of  what  should  be  done,  and  that  is  done  in 
consonance  with  desires  expressed,  not  leaving  to  the 
assistant  or  driver  of  the  funeral  car  the  performance 
of  a  function  not  in  keeping  with  the  duty  to  which 
he  has  been  originally  assigned  to  perform.  Too  often 
it  happens  that  carelessness  in  the  preparation  of  the 
grave  by  undue  attention  to  the  lining  placed,  has 
caused  merited  rebuke  or  remarks  of  unpleasant  char- 
acter from  those  who  may  have  assembled. 

It  seems  to  me  the  utmost  care  should,  in  this  par- 
ticular, be  manifested;  and  then  again,  in  the  lowering 
of  the  casket  there  should  be  a  perfect  unity  of  action 
on  the  part  of  those  selected  for  this  duty.  Many  ways 
have  been  used  in  lowering  the  casket  into  the  grave. 
In  this  particular,  extreme  caution  should  be  exercised 
as  to  the  manner  and  means  used.  I  have  used  low- 
ering devices  with  perfect  satisfaction  and  success,  but 
what  is  suitable  best  is  a  question  for  discussion  by 
the  director  himself. 

One  of  the  most  unsightly  things  noticeable  is  the 
pile  of  dirt  excavated.  This  should  be  hidden  from 
view  by  proper  covering,  that  a  memory  may  not  be 
brought  up  as  an  unseemly  sight. 

The  peculiarities  of  people  are  notable,  and  never 
are  they  so  vividly  brought  to  view  as  when  an  inter- 
ment is  made  of  some  one  in  the  family  circle.  Little 
over-sights  on  the  part  of  the  director  are  seemingly 
of  great  moment.  And  attempts  at  explanation  only 
increase  the  feeling  of  what  is  too  often  termed  "undue 
neglect." 

There  have  been  occasions  in  my  experience,  as  there 
have  been  with  many  of  you,  where  the  grave  has  been 
lined  with  fiowers,  and  the  casket  even  placed  on  a 
flowery  bed,  as  it  were.  Such  action  may  seem  strange, 
unwise,  inijjrudent;  but  as  no  one  can  know  the  inward 
thoughts  and  feelings  of  those  who  mourn,  it  is  wrong 
to  suggest  to  mourning  ones,  from  that  which  they 
wish  and  desire  to  have  accomplished. 

The  interment  should  be  as  the  director  is  requested 
to  make,  and  every  detail  that  is  marked  out  for  him 
to  perform  should  be  followed  as  closely  as  it  is  pos- 
sible to  do.  Care,  too,  should  be  exercised  in  retiring 
the  grieved  ones  to  the  conveyances  which  brought 


them  to  the  ground ;  and,  the  duty  performed,  the  dir- 
ector should  further  direct  the  filling  of  the  grave,  not 
necessarily  waiting  to  see  that  it  is  fully  done,  but 
carrying  on  this  duty  is  to  him  assigned. 

Again,  I  may  be  permitted  to  utter  a  cautionary  re- 
mark about  the  care  to  be  bestowed  on  friends  who 
have  gathered  at  the  last  rites — the  interment  in  real- 
ity. The  comfort  that  is  afforded  by  slight  and  unpre- 
tentious attentions,  such  as,  if  the  weather  is  incle- 
ment, proper  suggestions  as  to  their  remaining  in  the 
carriages  which  have  brought  them  to  the  grounds ; 
or,  it  may  be  directed  by  some  fraternal  organization 
which  finds  it  its  duty,  as  it  is,  to  take  a  part,  as  to 
situation  or  place  that  is  assigned  it,  and  the  provi- 
sion for  seats  about  the  grave  for  relatives,  if  such 
desire  is  expressed  by  them  to  leave  the  carriages. 

I  have  no  great  regard  for  those  who  have  no  re- 
gard for  others.  Neither  do  I  believe  that  a  director 
should  be  so  saddened  in  demeanor  that  a  passer-by 
would  take  him  for  the  chief  or  only  mourner  in  at- 
tendance. But  I  do  believe  in  the  absence  of  a  rough, 
uncouth,  un-Christianlike — shall  I  say  brutal — manner; 
a  manner  indicative  of  the  hurry-up  call  of  a  fire  alarm, 
in  order  to  get  through,  as  it  were. 

There  is  not  a  member  present,  I  know,  who  has  not 
been  touched  by  sympathetic  looks,  even  though  no 
words  were  spoken,  which  silently  said,  "Be  gentle 
and  kind  in  laying  away  our  loved  ones."  I  feel  you 
experience  the  motive  which  prompts  my  utterances 
and  regards  as  I  do.  The  calling  of  a  funeral  director 
and  undertaker,  equal  as  it  is  to  any  that  I  am  aware 
of,  and  surpassing  many,  if  properly  carried  out,  espe- 
cially in  time  of  interment. 


LIKES  OUR  PAPER. 

A  representative  of  The  Canadian  Furniture  World 
and  The  Undertaker,  when  in  Ingersoll  recently,  met 
S.  A.  Hewitt,  of  Hewitt  &  Son,  furniture  dealers  and 
undertakers,  Mitchell,  Ont.  Mr.  Hewitt,  who  was 
among  this  publication's  first  subscribers,  states  that 
he  finds  the  combination  paper  a  very  useful  one  to 
him. 

He  is  now  the  sole  proprietor  of  the  business  which 
was  established  by  his  father,  Carson  Hewitt,  some 
30  or  35  years  ago,  he  being  one  of  the  pioneer  under- 
takers in  his  county,  now  living  retired. 

The  family  suffered  a  very  severe  bereavement  re- 
cently when  Miss  Hewitt,  who  was  only  twenty-two 
years  of  age,  lost  her  life  under  distressing  circum- 
stances. While  working  near  the  stove,  her  dress 
caught  fire,  and,  before  the  flames  could  be  extinguisu- 
ed,  Miss  Hewitt  received  such  severe  burns  that  she 
lingered  two  days  in  awful  agony  before  death  re- 
lieved her. 


J.  H.  ROBINSON'S  NARROW  ESCAPE. 

Mr.  J.  H.  Robinson,  of  J.  H.  Robinson  &  Co.,  fun- 
eral directors,  Hamilton,  and  President  of  the  Cana- 
dian Embalmers'  Association,  was  knocked  down  by 
a  street  car  on  July  10  while  alighting  from  a  street 
car.  Beyond  receiving  a  severe  blow  on  the  elbow  and 
shoulder  he  was  fortunately  uninjured. 

"When  I,  a  few  days  later,  embalmed  the  body  of  a 
lady  who  had  been  run  down  and  killed  by  a  motor 
cycle  in  Buffalo,  I  began  to  realize  what  a  narrow  es- 
cape I  had,"  remarked  Mr.  Robins-on  to  The  Furniture 
World  and  The  Undertaker. 
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Securities  and  Collections 

By  Harry  Leland. 

There  is  nothing  qu.ite  so  important  to  the  funeral 
director  as  his  collections — quite  so  necessary  to  him 
in  the  acquisition  of  health,  prosperity  and  the  pursuit 
of  happiness.  But  there  is  nothing,  I  believe,  that  is 
so  neglected — ^neglected,  that  is,  at  the  essential  time. 
He  too  often  allows  his  sympathy  to  get  the  better 
of  his  judgment,  and  then,  too  late,  finds  that  he  has 
an  account  on  his  books  that  is  totally  uncollectable, 
or  nearly  so.  We  have  heard  all  our  lives  that  exper- 
ience is  the  best  teacher,  but  her  tuition  is  high.  Some- 
times the  lesson  comes  too  late  to  do  us  much  good.  I 
am  reminded  of  the  colored  man  who  was  about  to  be 
hung.  As  the  sheriff  was  about  to  place  the  black  cap 
over  his  head,  he  was  asked  if  he  had  anything  to  say. 
He  answered,  "Nothin',  boss,  except  dat  dis  will  sut- 
tingly  be  a  lesson  to  me."  Possibly  it  might  have 
been.  I  am  afraid,  though,  that  it  is  like  a  great  many 
of  our  lessons— rather  behindhand. 

I  would  like  to  take  up  with  you  the  manner  of  pro- 
tecting yourself  in  most  eases.  No  funeral  director 
should  be  called  on  to  stand  a  loss  of  more  than  3  to 
5  per  cent,  per  year  of  bad  accounts.  A  certain  large 
concern  of  this  city  has,  for  years,  held  its  losses  to 
2  to  3  per  cent.,  but  to  do  so  requires  eternal  vigilance 
on  their  part.  Of  course,  there  are  many  of  your  cus- 
tomers that  you  know  about,  that  have  money  to  pay 
for  anything  they  may  want ;  they  are  too  good  to  even 
talk  about,  so  we  will  not  take  time  with  them.  But 
as  your  business  grows  you  meet  others  whom  you  do 
not  know.    How  to  deal  with  them  is  the  question. 

Security  for  the  Account. 

When  you  are  asked  to  extend  credit,  then  is  the 
time  to  secure  yourself.  If  you  have  any  doubts  as  to 
your  parties,  it  is  comparatively  easy  at  such  a  time 
to  ask  and  get  security.  Of  course,  there  is  always 
the  kind  friend  to  highly  recommend  his  friend,  or  he 
will  agree  to  guarantee  the  account.  This  is  void  un- 
der the  statute  of  fraud.  An  English  judge,  in  mak- 
ing a  ruling  in  a  case  of  this  kind,  said:  "A  and  B 
go  to  a  shop ;  A  buys,  and  B,  to  obtain  him  credit, 
says:  'Let  him  have  the  goods.  If  he  does  not  pay 
you,  I  will.'  This  is  a  collateral  agreement  and  void 
without  writings  under  the  statute  of  fraud." 

Where  there  is  any  estate,  and  for  any  reason  the 
family  fails  or  refuses  to  have  an  administrator  ap- 
pointed, it  is  an  easy  matter  for  a  claimant  to  have 
such  administrator  appointed.  A  good  rule  will  be  to 
file  all  claims  against  estates,  and  then  sometimes  comes 
trouble.  The  administrator  will  fail  to  allow  your 
claim,  and  you  cannot  charge  interest  till  he  does. 

When  it  comes  to  payment  of  claims,  the  statute  pro- 
vides that  they  must  be  paid  in  the  following  manner: 
First,  expenses  of  administration,  which  includes  court 
costs  and  administrator's  and  attorney's  fees;  then 
the  funeral  bill,  and  after  that  the  doctor's  bill  and 
all  other  bills  connected  with  the  last  sickness.  You 
win  note  that  the  funeral  bill  is  in  a  class  by  itself, 
and  must  be  paid  in  full,  even  though  it  may  exclude 
all  other  claimants,  and  no  agreement  can  void  this  law. 

I  remember  an  instance  of  this  kind.  A  certain 
George  W.  Frost  died  in  this  city,  leaving  an  estate. 
Before  his  death  he  had  borrowed  a  sum  of  money 
from  his  son.  He  signed  an  agreement  at  that  time 
that  this  should  be  a  preferred  account  against  his 
estate.  After  his  death  the  administrator  attempted 
to  include  this  among  the  preferred  accounts,  but  the 
court  sustained  objections  by  one  of  the  claimants,  and 


ruled  that,  in  effect,  it  was  an  attempt  tu  void  a  sta- 
tute by  an  agreement.  Had  the  contention  of  the  ad- 
ministrator been  allowed,  it  would  have  reduced  the 
amount  paid  to  the  funeral  director  about  one-third. 
So  you  see,  sometimes  it  pays  to  kick. 

As  to  Notes. 

There  are  several  reasons  why  a  note  is  better  than 
an  open  account.  First,  there  can  be  no  future  ques- 
tion arise  as  to  the  amount.  Then  you  can  get  an  en- 
dorser who  may  be  perfectly  solvent,  and  then  pos- 
sibly you  may  be  able  to  use  it  in  bank.  Next,  it  runs 
ten  years  instead  of  six,  with  this  exception :  Should 
the  maker  die  during  the  ten  yeai-s,  the  note  then  has 
eighteen  months  to  run,  after  which  it  becomes  void 
and  of  no  eifeet.  This  might  have  the  elfect  of  either 
prolonging  or  shortening  its  life,  depending  on  how 
near  to  its  expiration  it  was. 

As  a  rule,  I  do  not  believe  that  any  bill  should  be 
allowed  to  become  outlawed.  I  know  some  of  you  will 
not  agree  with  me  on  this;  that  you  will  say  it  is  only 
'"sending  good  money  after  bad";  but  is  this  always 
the  case?  Haven't  you  all  seen  cases  where  after  you 
were  barred  by  statutory  limitations  from  collecting 
the  bill  where  they  had  acquired  property  by  gift  or 
purchase,  did  you  not  then  wish  you  had  a  lien  against 
this  real  estate?  There  is  a  man  living  in  this  city 
who,  in  about  three  months,  buried  his  wife  and  three 
children.  To  this  day  he  has  never  paid  but  a  small 
part  of  these  bills,  and  is  now  the  owner  of  several 
pieces  of  property ;  but  as  the  bills  were  outlawed 
years  ago,  the  funeral  director  is  left  to  hold  the  bag. 
Another  case,  with  a  different  ending,  of  some  colored 
people  who,  after  the  judgment  was  taken,  one  of  the 
parties  bought  property,  and  when  they  wanted  to 
make  a  loan,  this  judgment  blocked  the  whole  matter 
until  it  was  paid.  Was  that  "sending  good  money 
after  bad?"  Hardly. 

But  as  to  the  ease  where  there  is  no  security  of  any 
kind,  and  you  have  the  open  accovmt  on  your  books, 
then  there  is  nothing  to  do  but  make  the  most  of  a 
bad  bargain.  The  motto  of  a  large  advertising  agency, 
"Keeping  everlastingly  at  it  brings  success,"  is  espe- 
cially applicable  in  collecting. 

In  such  a  case  I  have  found  that  there  is  only  one 
thing  to  be  done,  to  keep  after  the  customer  luitil  he 
finally  gets  ashamed  of  himself  and  pays  to  get  rid 
of  you.  We  read  in  the  Scriptures  that  a  certain  king 
was  induced  to  grant  a  woman  boon  "Lest  she  weary 
me  with  much  seeking. ' '  Had  that  woman  been  a  fun- 
eral director,  I  do  not  think  she  would  have  had  many 
bad  accounts  on  her  books. 


ANCIENT  USE  OF  WORD  UNDETAKER. 

In  England  in  1614  undertakers  were  men  of  influ- 
ence who  undertook  for  a  consideration  to  get  such 
persons  returned  to  Parliament  as  would  prove  sub- 
missive to  the  royal  will  of  King  James  I.  The  three 
chief  undertakers  of  1614  were  Lords  Bacon,  Somerset 
and  Neville.  They  undertook  to  bribe  the  chief  sjieak- 
ers  and  men  of  influence  in  Parliament  that  year  over 
to  the  side  of  the  king,  with  but  partial  success.  Then 
there  were  undertakers  in  Ireland  in  1608.  They  were 
English  and  Scotch  colonists  sent  to  north  Ireland 
iind  were  each  allotted  2,000  acres  of  land.  They  were 
men  of  capital  and  undertook  to  pay  a  mark  a  year 
tor  every  six  acres  and  to  admit  no  recusant  for  ten- 
ants; hence  the  name  as  applied  to  them.  But  neither 
the  histories  nor  the  dictionaries  give  any  reason  for 
calling  the  men  who  bury  our  dead  undertakers. 
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Arguments  for  Women  Undertakers 

By  Mrs.  Myrtle  Maynard 

In  the  Bible  we  read  where  the  ladies  assisted  in 
Christ's  burial.  We  also  read  where  Joseph  and  his 
father  were  embalmed,  but  we  find  no  account  where 
in  an  early  day  the  ladies  did  the  embalming. 

Women  have  been  called  on  to  assist  in  this  work 
always,  therefore  we  all  know  she  is  needed,  and  if 
she  is  needed  and  does  the  work  as  best  she  can,  not 
knowing  when  or  why  anything  is  done,  it  would  cer- 
taiidy  from  a  point  of  reason  prove  she  is  much  more 
approved  by  the  public  when  she  understands  her 
work  in  every  detail  and  can  meet  all  emergencies 
without  any  excitement,  for  every  undertaker  knows 
trouble  sometimes  arises  when  you  least  expect  it. 
When  I  first  began  this  work  with  my  husband,  every- 
body, especially  the  ladies,  encouraged  it,  not  that  they 
coiald  think  of  doing  the  work  themselves,  but  so 
pleased  that  I  had  what  they  called  courage  to  do  it, 
for  they  having  but  little,  if  any,  knowledge  of  the 
art,  thought  the  work  very  different  from  what  it 
really  is. 

Some  are  under  the  impression  the  body  is  exposed, 
others  the  contents  of  the  abdominal  cavity  must  all 
be  removed,  and  here  is  where  a  thorough  knowledge 
of  this  work  is  a  great  help.  You  are  trusted  and  con- 
fided in  more  when  you  can  diagnose  your  case  jnst 
ns  the  family  physician  does  and  your  employer  has 
good  reason  to  trust  you,  and  in  so  trusting  and  con- 
fiding in  you  there  is  a  friendship  made  that  will  never 
be  forgotten. 

The  lady  who  so  gently  administers  the  last  earthly 
needs  to  your  loved  one  is  held  in  as  high  esteem  as 
the  lady  who  first  cares  for  your  new-born  child. 

We  have  been  called  on  several  occasions  when  1 
believe  we  would  not  have  been  had  I  not  been  assist- 
ing in  the  work. 

Here  is  one  man's  remark  to  me  before  receiving 
my  license:  "Mr.  Maynard  has  made  just  one  great 
mistake  and  that  is  not  letting  his  wife  have  a  "li^ 
cense."  That  man  did  not  understand  it  required  a 
thorough  experience  of  a  year  under  a  licensed  em- 
balmer,  as  well  as  thorough  written  work  before  a 
license  could  be  obtained.  To-day  he  says:  "I  am 
proud  our  town  has  a  first-class  lady  embalmer  for 
that  is  something  we  have  long  wanted."  I  have 
often  wondered  Avhy  there  were  so  few  lady  under- 
takers when  they  were  so  much  needed,  and  from  con- 
versations with  others  have  come  to  believe  they  do 
not  understand  the  Avork  and  imagine  many  times  it 
would  be  embarrassing.  If  there  are  any  in  the  room 
who  have  such  ideas,  dispel  them  at  once. 

When  I  took  a  course  in  this  work  there  were  twen- 
ty-six men  in  the  class,  I  being  the  only  lady,  and  1 
want  to  pay  a  glowing  tribute  to  the  men  of  that 
class,  for  in  all  the  five  weeks  I  never  heard  an  un- 
clean word  or  saw  an  ungentlemanly  act  from  those 
men.  Right  here  let  me  say  a  nervous  or  easily  ex- 
cited lady  is  not  doing  herself  nor  the  profession  jus- 
tice by  entering  the  work,  neither  does  the  lady  who 
has  no  knowledge  of  the  work.  Instead  she  shonld 
always  be  without  nerves,  full  of  sympathy,  think- 
ing of  the  one  in  sorrow,  for  that  is  the  one  to  be  com- 
forted, and  above  all  to  love  and  understand  her  work. 

The  public  to-day  demands  the  best.  When  a  be- 
loved mother  or  wife  has  been  called  to  the  great  be- 
yond, leaving  a  request  for  the  lady  embalmer,  imagine 
the  peace  and  comfort  the  broken-hearted  husband  can 
foel  when  he  calls  the  lady  embalmer  and  knows  his 


loved 's  one  last  request  has  been  fulfilled.  Also  when 
a  mother  is  called  to  give  up  her  darling  baby  how 
her  heart  goes  out  to  the  lady  in  charge,  for  she  knows 
none  but  a  mother  can  realise  a  mother's  love  and 
grief. 

Prom  the  beginning  of  time  modesty  has  been  one  of 
woman 's  virtues,  and  it  is  simply  from  modesty,  gentle- 
ness, patience  and  kindness  with  which  women  are  en- 
dowed that  she  is  so  much  demanded  by  the  public  to 
assist  in  this  work.  It  is  my  opinion  if  more  ladies 
were  embalmers  it  would  help  to  raise  the  standard 
of  embalming  to  its  true  place  and  it  would  be  con- 
sidered one  of  the  most  honored  professions  of  the  day. 
This  is  a  decidedly  honored  profession  if  for  no  other 
reason  than  that  it  is  a  necessity,  therefore  I  would 
urge  every  lady  who  is  an  assistant  to  understand  her 
work  as  thoroughly  as  the  embalmer  and  if  possible 
obtain  a  license.  In  case  she  would  be  called  on  to  do 
the  embalming  she  would  feel  no  embarrassment  or 
hesitancy  in  so  doing. 

In  every  locality  where  I  have  chanced  to  be,  1  have 
heard  it  said  by  some  of  the  public,  "I  wish  we  had 
a  lady  undertaker,"  and  never  have  I  heard  one  re- 
quest not  to  bring  the  lady  on  a  call. 

Having  nothing  to  help  me  decide  this  question  but 
personal  experience  and  observation,  I  have  found  the 
lady  a  necessity  as  an  assistant  to  the  undertaker,  and 
in  our  locality  she  is  approved,  appreciated  and  con 
sidered  a  luxury. 


Gossip  of  the  Profession 


John  C.  McNiven,  furniture  and  undertaker,  Dor- 
chester, Sta.,  Ont.,  has  sold  out. 

B.  E.  Ellis  &  Co.,  furniture  and  undertaking,  Belle- 
ville, Ont.,  have  sold  out  to  C.  W.  Smith,  formerly 
manager  and  proprietor  of  the  Dominion  Bedding  Co., 
Belleville. 

E.  J.  Humphrey,  of  the  E.  J.  Humphrey  Burial  Co., 
undertakers,  Toronto,  is  taking  in  the  Mackinaw  trip. 
He  will  be  absent  about  two  weeks.  If  the  weather 
is  favorable  will  find  the  trip  an  enjoyable  one. 

Alphonse  Julien,  undertaker,  Ottawa,  has  changed 
the  name  of  his  firm  to  Alphonse  Julien  &  Fils. 

Bert  McCallum,  who  is  described  in  the  despatches 
as  an  erstwhile  undertaker,  has  been  committed  for 
trial  in  Winnipeg  for  desecrating  the  bodies  of  dead 
babies. 

The  number  of  deaths  of  children  in  Montreal  dur- 
ing the  second  Aveek  in  July  was  so  great,  owing  to 
the  excessive  heat,  that  the  usual  supply  of  hearses 
was  inadequate. 


ON  WESTERN  HOLIDAY  TRIP. 

Mr.  John  Snow,  of  Snow  &  Sons,  Halifax,  has  re- 
turned east  from  a  two  month's  holiday  trip  to  Alberta, 
being  a  guest  at  the  Hotel  D'Eckhardt  while  in  Toronto. 
Mr.  Snow  had  entire  charge  of  the  embalming  and  burial 
of  the  victims  of  the  Titanic  disaster,  he  enlisting  the 
services  of  all  the  members  of  the  Maritime  Funeral 
Directors'  Assn.,  of  which  he  was  president  for  two  years. 
Mr.  Snow  well  earned  his  Western  holiday  trip. 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CRAFTS  FURNITURE 

Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

BABY  CARRIAGES. 

Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

BANK   AND    STORE  FIXTURES. 

Globe  Furniture  Co.,  Waterloo. 

BENT    WOOD  FURNITURE. 

John   C.   Mundell   &   Co.,  Flora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 

Knechtel   Furniture    Co.,  Hanover. 
Geo.     McLagan     Furniture  Co., 
Stratford. 

BUFFETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victor- 

iaville,  Que. 

BEDS  (Brass  and  Iron). 

Anchor  Mfg.  Co.,  Toronto. 
Ideal  Bedding  Co.,  Toronto. 

BEDS  (Modern  Wood). 

Elora  Furniture  Co.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 
Knechtel   Furniture    Co.,  Hanover. 

BED  SPRINGS. 

Knechtel   Furniture    Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &  Piatt   Spring  Bed  Co., 
Windsor. 

Ontario    Spring    Bed    &  'Mattress 

Co,.  London. 
Anchor  Mfg.  Co.,  Toronto. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 

Baetz  Bros.,  Berlin. 

Lippert  Furniture   Co.,  Berlin. 

BED  ROOM  SUITES. 

Knechtel    Furniture    Co.,  Hanover. 
Dymond-Colonial   Co.'s,  Strathroy 
Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

CARD  AND  DEN  TABLES. 

Geo.      McLagan      Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CARPETS  AND  RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

CAMP  FURNITURE. 

Stratford   Mfg.   Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 

Dymond-Colonial  Co.'s  Strathroy. 

CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

IJymond-Colonial  Co.'s,  Strathroy. 

Knechtel    Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krug  Furniture  Co.,  Berlin. 

Canadian  Rattan  Chair  Co.,  Vic- 
toriaville. 

Gold  Medal  Furniture  'Co.,  To- 
ronto. 

Imperial   Furniture  Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

IJppert  Furniture  Co.,  Berlin. 
Victoriaville   Chair   Mfg.   Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 

Kindel  Bed  Co.,  Toronto. 

CHEVALS. 

Dymond-Colonial  Co.'s,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 

CHESTERFIELDS. 

Imperial    Furniture   Co.,  Toronto. 

CHIFFONIERS. 

Knechtel    Furniture   Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iarille,  Que. 


CHINA  CABINETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 

COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

Dymond-Colonial   Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold     Medal     Furniture     Co.,  To- 
ronto. 

Imperial   Furniture   Co.,  Toronto. 
Anchor  Mfg.  Co.,  Toronto. 

COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 
Anchor  Mfg.  Co.,  Toronto. 

CRADLES. 

Knechtel   Furniture    Co.,  Hanover. 

CRIBS  (Iron). 

Ideal  Bedding  Co.,  Toronto. 

CUSHIONS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 

Dymond-Colonial   Co.'s,  Strathroy. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co.,  Toronto. 
Anchor  Mfg.   Co.,  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 

DESKS. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville  Furniture  Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Stratford   Chair  Co.,  Stratford. 
Toronto   Furniture  Co.,  Toronto. 

DINNER  WAGONS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Dymond-Colonial    Co.'s,  Strathroy. 

DRESSERS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Knechtel    Furniture    Co.,  Hanover. 
Orillia   Furniture   Co.,  Orillia. 
Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. Que. 
Toronto  Furniture  Co.,  Toronto. 

EXPRESS  WAGONS. 
Gendron  Mfg.  Co.,  Toronto, 
Lloyd  &  Sons,  Trenton. 

FILING  DEVICES. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-iColonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddinc  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville   Chair  Mfg.   Co.,  Vic- 
toriaville. Que. 

JARDINIERE  STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 


KITCHEN  CABINETS. 

Knechtel   Furniture    Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 
KITCHEN  TABLES. 

Knechtel   Furniture    Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN    SEATS   AND  SWINGS. 

Stratford   Mfg.    Co.,  Stratford. 
LIBRARY  TABLES. 

Dymond-Oolonial  Co.'s,  Strathroy. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

MATRESSES. 

Knechtel   Furniture   Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Anchor  Mfg.  Co.,  Toronto. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo   Ftirniture    Co.,  Waerloo. 

MUSIC  CABINETS. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

OFFICE  CHAIRS. 
Knechtel   Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Ci-aig). 

OPERA  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis    Furniture   Co.,  Ingersoll. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Elora  Furniture  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 

PEDESTALS. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Toronto    Furniture    Co.,  Toronto. 

PILLOWS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co..  Waterloo. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian   Rattan   Chair  Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture   Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 
BUG  RACKS. 

Moncrief  Mfg.   Co.,   Central  Falls, 
R.  I. 

SCHOOL  FURNITURE. 

Globe  Furniture  Co.,  Waterloo. 
STO'VES  AND  RANGES. 

Burrow,   Stewart  &   Milne,  Hamil- 
ton. 

Gait  Stove  k  Furnace  Co.,  Gait. 

SIDEBOARDS, 
Knechtel   Furniture   Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

TABLES. 
Elora  Furniture  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 
John  C  Mundell  &  Co.,  Elora. 
Orillia   Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


TABOUBETTES. 

Elora  Furniture  Co.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 

TABLE  DISPLAY  BACKS. 

Eureka  Mfg.  Co..   Warren,  Ohio. 

TEA  TABLES. 

Toronto  Furniture  Co.,  Toronto. 

TELEPHONE  STANDS. 

Dymond-Colonial  Co.'s,  Strathroy. 

UPHOLSTERERS'  SUPPLIES 

Ellis   Furniture   Co..  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

UMBRELLA  STANDS. 

Dymond-Colonial  Co.'s,  .Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

UPHOLSTERED  FUBNITUEE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture   Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfg.  Co..  Berlin. 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co..  .Stratford. 
Gendron  Mfg.  Co..  Toronto. 
Stratford    Mfg.   Co.,  Stratford. 

WARDROBES. 

Knechtel  Furniture  Co..  Hanover. 
Stratford  Chair  Co..  Stratford. 

WICKER  FURNITURE. 

Imperial  Rattan  Co.,  Stratford. 
Gendron  Mfg.  Co.,  "Toronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving   Co.,  U.xbridge. 

CLAMPS. 

Batavia   Clamp   Co..   Batavia,  X.Y. 

ENGRAVINGS. 
Legg  Bros.  Engraving  Co..  Toronto 

±(JRNITURE  SHOES. 
Onward  Mfg.   Co..  Berlin. 

GLUE    JOINTING  MACHINES. 
Canadian    Linderman    Co.,  Wood- 
stock. 

HARDWOOD  LUMBER. 

Wilcox    &    Knapp,  Conneautville, 
Pa. 

SPRINGS. 

.lames  Steele.  Guelph. 

Ideal  Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 
Lackawanna  Leather  Co.,  Hacketts- 
town,    N.  J. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 
Wm.  R.  Perrin  &  Co.,  Toronto. 


UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 
James  S.   Elliott  &   Son,  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co..  London. 
Xational  Casket  Co.,  Toronto. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto, 
CASKETS  AND  COFFINS. 

James  S.  Elliott  &  Sons,  Prescott. 
Evel   Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
National  Casket  Co..  Toronto. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
CHURCH  TRUCKS. 

Bomgardner   Mfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chemical     Co.,  Boston, 
Mass. 

HEARSES. 

Mitchell  &  Co.,  Ingersoll. 

LOWERING  DEVICES. 

Bomgardner     Mfg.    Co.,  Cleveland, 
Ohio. 

SCHOOLS   OF  EMBALMING. 

Canadian    School    of  Embalming, 
Toronto. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 

Smith,  G.  G.  &  Co. 
Brockville— 

Quirmbach,  Geo.  E.,  162 
King  St. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff— 

Boyd,  W.  C. 
Button — 

Sehulte,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoria 
Ave. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  .J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — ■ 

Downs,  E.  J. 
Inwood — 

Ijorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbctt,  S.  S. 
Lakefield — 

Ileudron,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — • 

C)li\er,  M. 
Newmarket — 

IVIillard,  J.  IT. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Jolmson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
St. 


Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's— 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

A^aughan,  Jos.  H.  M. 
Sudbury — ■ 

Henry,  J.  G. 
Toronto — 

Cobblediek,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vaneamp,  J.  C,  30  Bloor  St. 
West. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 
Buckingham- 
Pa  quet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorctte,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 
Petitcodiac — 

.Tonah,  D  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Frasor,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 

Brandon — 

Vincent  &  McPherson. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,  A.  S.,  843  Sherbrooke 
St. 


Thompson,  J.  Co.,  501  JFain 
St. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake- 
Morrow,  Fred.  A. 

Kamsack — 

Russell,  G.  E.  I. 

Lanigan — 

Robertson,  Wm. 

Rush  Lake — 
Friesen,  John  M. 

Regina — 

Speers,  George. 

Semans— 

Haygarth,  Jas. 


Welwyn — 

Leavens,  Merritt. 
Wolseley — 
Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buseomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 
Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


RETAIL  FURNITURE  BUSINESS  FOR  SALE— In  an  Ontario 
city  of  16,000  with  larg-e  surrounding  country  of  prosperous  farmers  ; 
only  two  furniture  stores  in  the  city.  Apply  the  Knechtel  Furniture 
Co.,  Limited,  Hanover,  Out. 

FOR  SALE — Extraordinary  value,  just  as  good  as  new,  only 
been  run  a  few  times,  one  grand  up-to-date,  elegant  Funeral  Car 
with  rubber  tires  and  roller  bearings.  Great  snap.  Also  one  casket 
wagon,  just  as  good  as  new.  Apply  F.  J.  Martyn,  North  Bay,  Ont. 
or  National  Casket  Co.,  Toronto,  Ont. 


FOR  SALE — Mattress  and  Spring  Bed  business  in  good  going 
order.  This  business  wants  engery  and  push.  Present  owner  has 
other  business  and  would  sell  out  cheap.  Address,  E.  S.  Oldham, 
Westboro,  Ont. 


WANTED— White  Hearse.  State  condition  and  style  and  all 
other  possible  particulars,  and  lowest  price  for  cash.  Apply  Box 
No.  101  Canadian  Furniture  World  and  The  Undertaker,  410 
McKinnon  Bldg. ,  Toronto. 

WANTED  —  At  once  an  experienced  good  living  Catholic 
Undertaker  and  Embalmer,  must  be  sober  and  industrious  with  a 
pleasant  personality.  Excellent  position  and  good  salary  for  the 
right  man.  Apply,  giving  all  possible  particulars  with  references  to 
W.  A.  Edwards  &  Co.,  Saskatoon,  Sask. 


WANTED — Position  as  salesman  in  furniture  and  stoves  by  cap- 
able man,  twelve  j'ears'  experience,  four  as  buyer.  Box  93,  Cana- 
dian Furniture  World,-  410  McKinnon  Bldg.,  Toronto.  .5-12-1 


WANTED — Business  Manager  for  Spring  Bed  and  Mattress 
business.  Must  have  experience  and  business  character  and  give 
security  for  honesty,  etc.  Must  build  up  trade  and  make  good. 
Address,  Thos.  Roberts,  41.5  Sussex  St.,  Ottawa. 

WANTED — Cabinet  Makers,  Upholsterers,  Machinery  Hands 
and  Finishers.  Good  wages  and  steady  eniplo3'ment.  Apply  to 
The  Secretary,  Employers'  Association,  59  King  Street  West, 
Berlin,  Ont. 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 

PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 

UXBRIDGE,  ONT. 

We  make  a  specialty  of  Machine  and 
Hand  Carvings  of  all  descriptions  for 
Churches,  Houses,  Furniture, 
Pianos,  etc.  We  can  save  you 
at  least  25  %  on  your  present  prices. 

Send  us  Samples  or  Drawings  for  a  Trial  Order 


WHEN  YOU  WANT  TO 
SELL  YOUR  BUSINESS 

You  want  to  get  the  best  possible  offer.  The  more 
possible  buyers  you  get  in  touch  with  the  better 
chance  you  have  of  making  a  good  sale.  The 
"For  Sale"  and  "Want"  ads.  in  the  C.-\NADI.A.N 
FURNITURE  WORLD  are  read  every  month 
by  over  two  thousand  manufacturers,  travellers, 
retail  dealers  and  store  salesmen. 


Four  Cents  a  Word 

One  Insertion 


Ten  Cents  a  Word 

Three  Insertions 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
nish  on  woodwork,  furniture,  linoleum 
and    hardwood    floors,    lightens  labor, 
purifies  the  home.     Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


vour 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


REED  FURNITURE 


For 

BOATS 

LAWNS 

VERANDAHS 

and  the 

HOME 


Our  line  is  quite 
large. 

Write  for  Grade 
"B"  Catalogue 


THE  GENDRON  MFG.  CO. 


TORONTO 


Limited 
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Oil  Finished 


Spanish  Leather 


(Large  Steer  Hides) 


1 0  Grades,  1 0  Grain  Effects, 
20  Colors  to  select  from. 
Whol  esale  only. 


Samples  and  Prices  on  Application 


The 


Lackawana  Leather  Co. 


Tannen  and 


MtnufLcturer.  HackcttStOWIl,  N.J. 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing- plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  furn- 
shed. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company^  Limited 

Toronto,  Canada 


Colt's  Quick  Acting  Clamps 


Atk  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,any  thickness. 


Plain  woods — All  kinds;  Domestic 
Figured  Woods — All  kinds;  Circassian 
Walnut  and  Mahagonj'  ;  Quartered 
White  Oak,  Red  Oak,  Sycamore, 
Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 

Same  Attention  to  Small  Orders  at  Large 

Write  Us 


Indianapolis,  Ind.,  U.S.A. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


July,  1912 


IMPERIAL 

REED  AND  UPHOL- 
STERED FURNITURE 


Should  be  on  display  in  every  furniture 
store.  It's  an  all-the-year-round  seller 
and  the  quality  is  such  as  to  win 
the  favor  of  the  most  careful  buyer. 


Stratford  is  a  carload  center  for  high  grade  furrjiture 
so  include  an  order  for  "IMPERIAL"  goods  this  fall. 

IMPERIAL  RATTAN  COMPANY,  Limited 


STRATFORD 


CANADA 


We  Stand  Behind  Our  Goods 


99 


Correct  in  Design,  Construction  and  Workmanship  we 
are  able  to  back  them  with  our  guarantee  of  quality 

Perfectly  seasoned  materials  and  the  finest 
of  finish  make  the  STRATFORD  Line  a 
standard  and  no  line  is  a  faster  seller. 

For  those  who  believe  that  "the  best  is  the 
cheapest"  STRATFORD  CHAIRS  are 
undoubtedly  the  cheapest  to  buy. 


Let  us  figure  on  your  next  order. 
We've  got  I  fie  goods  at  right  prices 
and  Stratford  is  a  mixed  carload  center. 


Stratford  Chair  Co.,  Limited 

Stratford,  Ontario 


Vol.  1    No.  12  Published  at  408-10  McKinnon  Building,  Toronto  AUGUST,  1912 

FurnitureWorw 


OUR  SECTIONAL  BOOKCASE  BUSINESS  IS  FIRMLY  ESTABLISHED  ON 
A  QUALITY  BASIS.  WE  MANUFACTURE  THE  "GUNN"  BOOKCASE 
AND  FILING  DEVICES  FOR  CANADA.  NOTE  THE  ADAPTABILITY  OF 
THE  SECTIONS  FOR  ANY  SHAPE  OF  ROOM. 

YOU  DONT  GET  DONE 

WHEN  YOU  BUY  OUR  "GUNN." 

THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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^^^^l    j^^HF'  ^  A  Great  Variety  at 

V^yy^V^l  IL-iU         j^hn  C.  Mundell  &  Go's 


Our  list  of  couches  is  a  long  one — almost  every  kind  is 
represented  in  our  line  and  a  large  stock  of  these  goods  and 
a  capable  staff  of  workman  enables  us  to  fill  orders  promptly. 

We  quote  these  couches  in  many  covers — in  velours,  imita- 
tion leather,  denim,  tapestry  and  genuine  leathers.  The 
upholstering  is  in  either  plain  or  tufted  and  the  prices  are 
very  low  indeed. 

We  feel  confident  of  our  ability  to  be  of  service  to  you 
when  in  the  need  of  quick  selling  couches  and  shall  be  glad 
to  mail  you  blue  prints  and  prices  at  any  time  you  may 
wish  us  to  do  so. 


JOHN  C.  MUNDELL  &  COMPANY 

ELORA,  ONTARIO 


Seamless  Axminster  Rugs  and  Mats 

From  Herm,  Patz,  Oelsnitz,  (Saxony) 

Seamless  Imitation  Orientals 

Seamless  up  to  16  feet 

New  Fibre  Matting,  Curtains,  Etc. 


Samples  and  Color  Plates  cheerfully  suhmilied 


OTTO  T.  E.  VEIT  &  COMPANY 

Show  Room,  726  Empire  Bldg.,  64  Wellington  St.  West 
Phone  Main  2592  TORONTO,  ONTARIO 
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TRADE  MARK 


f!  U        WlT  M 


Canadian 
National 
Exhibition 

INVITATION 

You  are  cordially  invited  to 
visit  the  exhibit  of  this  Company 
at  the  Canadian  National  Ex- 
hibition. 

Process  Building 

Eastern  End 

And,  as  in  years  past,  to  mal^e 
your  Exhibition  rendezvous  at 
our  offices — Just  outside  the 
grounds.  Remember,  too,  to 
get  your  dealers'  free  season 
tickets  from  us. 


IDEAL  BEDDING  limited 
10  Jefferson  Avenue 

— Just  outside  the  grounds  — 

TORONTO 


N9  752 


TRADE  MARK 
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This  cut  represents  one  of 
the  most  popular,  and  best 
selling  numbers  we  are  pro- 
ducing m 

Bedroom 
Furniture 

It  is  made  in  both  Selected 
Quartered  Oak,  and  Mahog- 
any, five  ply  construction. 
The  small  Jewelry  Drawer  in 
the  centre  is  lined  with  Plush. 
This  Suite  can  be  had  in  Dull, 
Satin,  or  Polished  Finish. 

We  manufacture  besides  Bed- 
room Furniture  Upholstered 
Furniture  for  Drawing  Room, 
Den,  Library,  as  well  as  a 
large,  and  well  selected  line 
of  novelties,  that  assist  in  mak- 
ing the  house  look  homelike. 


Catalogue  Furnished 
on  Request 


The  Dymond  Colonial 
Co's  Limited 

Strathroy  Ontario 
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Mr.  Buyer! 

Have  you  placed  your  fall  order  for 
Centre  Tables,  Jardiniere  Stands 
and  Art  Modern  Wood  Beds? 


If  not,  Do  it  Now ! 


Get  Our  Blue  Prints  and  Price  Lists 


The  Elora  Furniture  Company 

Makers  of  Art  Modern  Wood 
Beds,  Tables  and  Tabourettes 


ELORA 


ONTARIO 
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No.  6. 

Good  Luck  Table  Support 

An  all  iron  table  support  that  holds  any  extension  table  perfectly 
secure  and  never  fails.  The  rocking  and  tilting  device  allows  you  to 
show  the  table  top,  a  great  convenience  to  both  the  salesman  and  the 
customer.  It  insures  clean,  perfect  table  tops  and  eliminates  the  cas- 
ter cup  troubles.  They  cannot  break  or  wear  out  and  will  last  a 
lifetime.  No  matter  what  they  cost  it  is  a  matter  of  economy  to  use 
these  table  holders.  There  are  thousands  of  these  racks  in  use  all 
over  the  U.  S.  and  growing  more  popular  all  the  time.  Every  furni- 
ture store  should  have  them.  Price  $2.50  each,  f.o.b.  factory. 
Warren,  Ohio.  They  ship  as  iron  and  castings  and  take  a  low 
freight  rate.    Write  and  ask  about  them  at  once. 

Made  by 

THE  EUREKA  MFG.  CO. 

WARREN,  OHIO 


STRATFORD 


FOLDING 
CHAIRS 


This  is  another 
of  our  rapid- 
selling  lines 


CHURCHES  AND  LODGE  ROOMS 

should  have  an  extra  supply  of  chairs  for 
special  occasions  and  if  the  proper  officials 
are  canvcissed  some  good  sales  can  be  made. 

Gel  one  of  our  No.  3  catalogues  and  see  how 
many  dozen  ^ou  can  sell.    Made  with  wood  or 
carpet  seats. 

STRATFORD  MFG.  CO. 


STRATFORD,  ONT. 


LIMITED 


ADD  STOVES 
TO  YOUR  LINE 

Scores  of  the  most  progressive  furni- 
ture merchants  have  found  it  profitable 
to  sell  stoves  and  ranges  with  their 
other  housefurnishings. 

When  a  newly  married  couple,  for 
instance,  comes  to  your  store  for  a 
bed,  a  kitchen  table  and  other  house- 
keeping requisites,  you  have  the  first 
opportunity  to  sell  the  kitchen  range. 

Be  prepared  by  having  a  stock  of 
BANNER  Stoves  and  Ranges  on 
your  floor.  They  carry  a  good  profit 
and  will  help  to  build  up  your  house- 
furnishing  business. 

Send  for  a  copy  of  our  catalogue  so 
that  we  can  demonstrate  to  you  the 
many  special  selling  features  of 
BANNER  Stoves  and  Ranges. 

The  Gait  Stove  and 
Furnace  Co.^  Limited 


GALT 


ONTARIO 


August,  1912 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


7 


Jewel  Stoves  and  Ranges 


1912 

ROYAL  JEWEL 

The  Range  of  Quality' 

Superior  design  and  elegant  finish,  time-saving, 
labor-saving  and  money-saving  features  unite  to 
make  the  ROYAL  JEWEL  the 
most  beautiful,  the  most  up-to-date, 
and  most  perfect  steel  range  on  the 
market  to-day. 

The  ROYAL  JEWEL  comes  to 
you  a  finished  product,  the  result  of 
50  years  experience  m  the  manu- 
facture of  Stoves  and  Ranges. 

Full  information  and  circulars  con- 
cermng  the  ROYAL  JEWEL  will 
be  sent  on  request. 


The  ROYAL  JEWEL  Steel  Range  is  the 
leader  of  the  famous  Jewel  line,  which  comprises 
a  great  variety  of  Steel  Ranges,  Cast  Iron 
Ranges  and  Cooking  Stoves.  We  also  make 
many  different  kinds  of  Heating  Stoves  to  suit 
all  sections  of  the  country. 


The  Burrow,  Stewart  &  Milne  Co.,  Limited 

EBtablished  1864 

Head  Office  and  Works  Hamilton,  Ontario 

Offices  and  Warerooms  at  Toronto,  Montreal  and  Winnipeg 

Western  customers  please  address  all  communications  to  130  James  Ave.,  Winnipeg 
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TORONTO 

Offers  Special  Advantages  to  retailers  as  a 

MIXED  CARLOAD  CENTRE 


Gold  Medal  Furniture 
Mfg.  Co.  Ltd. 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames, 
"  Hercules "  Bed  Springs  and  Steel 
Couches,  "  Gold  Medal "  Mattresses, 
Furniture  Coverings  and  Upholsterers* 
Supplies. 

Van  Home  St.  and  Bartlett  Ave. 
Toronto 


Standard  Bedding  Co. 

Manufacturers 

Seagrass  and  Cotton  Mattresses 


4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent,  and  Invictus 
Felt  Mattresses 


27-29  Davies  Ave. 
Toronto        -        -  Ontario 


Otto  T.  E.  Veit  &  Co. 

Headquarters  for 

Imported  Seamless 
Axminster  Squares 


IVrile  us  for  prices  and  set  of  color-cards 


(EMPIRE  BUILDING) 

58-64  Wellington  Street  West 
Toronto 


Time,  Money 
and  Worry 
will  be  Saved 

By  buying  from  these  firms 
who  have  arranged  to  co- 
operate in  shipping  in  mixed 
car  lots. 

Prompt  Delivery  is  assured 
as  an  average  of  87  freight  trains 
leave  Toronto  daily  in  every 
direction. 

A  Greater  Variety  is  also 
possible  when  you  buy  in  a  larger 
centre. 

Larger  Sales  can  be  made  if 
you  are  able  to  back  up  the 
maker's  guarantee  with  your  own 
experience. 

Visit  Our  Factories,  there- 
fore, when  you  visit  Toronto  and 
see  how  our  goods  are  made. 


BUY  IN 
TORONTO 


The  Toronto  Furniture 

Co.,  Limited 

Manufacturers   of  the 

"Better  Make"  of 
Canadian  Quality 
Fumiture     :  : 

Dufferin  Street,  Toronto 

(Near  Exhibition  Groundt) 


The  Toronto  Feather  & 
Down  Co.,  Ltd. 

Manufacturers  of 

Pillows,  Comforters,  Cushions 
35  Britain  St.,  Toronto 


Hopwood  &  Bryant 

Agents  for  Montreal  and  Quebec 

59  St.  Peter  Street  Montreal 


The  Kindel  Bed  Co. 

Limited 


Davenport  Beds 
Divanettes 
Chair  Beds 


Toronto 


Ontario 


Imperial  Fumiture  Co. 


Manufacturers  of 

Turkish  Rockers,  Leather 
Upholstered  Couches,  High 
Grade  English  Chairs,  and 
Chesterfields. 


585  Queen  St.  W.  Toronto 
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THE  GOLD  MEDAL  UNE 


A  perfectly  safe  and  reliable  line  to  handle 
from  start  to  finish.  Every  modern  improve- 
ment in  design  and  construction  is  embodied 
m  our  goods.  We  aim  to  produce  sellers  and 
put  the  workmanship  in  every  line  we  make. 

Parlor  Suites 

Couches 
Fancy  and  Mission  Chairs 

"Hercules"  Bed  Springs 
"Gold  Medal"  Mattresses 

Steel  Sliding  Couches 

and  the 

Celebrated  Imperial 

Automatic  Steel  Couch 

The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Toronto  Montreal  Winnipeg 
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Gentlemen,  when  you  contemplate  installing  a  Rug  Rack,  look  for  the  one  that  has  all  the  latest 
and  most  complete  up-to-date  improvements. 

Send  for  our  catalog.    You  will  see  at  once  that 

The  Moncrief  Rug  Rack 

is  the  one  that  stands  alone,  in  quahty  and  durability.  It  is  made  of  steel,  stands  braced  from  the 
floor,  with  all  the  finest  qualities  that  make  it,  the  only  one  to  buy.  It  has  a  guard  on  every  bar, 
the  only  rack  that  has  it,  which  protects  every  rug,  keeps  them  from  rubbing  and  does  not  allow 
the  rugs  to  wear  or  discolor  each  other.  Our  adjusting  bar  raises  and  lowers  the  arms.  Just 
one  turn  of  the  brace  either  way  sends  it  up  or  down  without  trouble.  The  pins  are  on  an  angle 
which  makes  it  easy  to  place  or  replace  the  rugs.  •  It  is  only  a  boy's  work  to  handle  our  RACK. 

Look  at  the  reputation  of  The  Moncrief  Rug  Rack.  Come  to  our  home.  All  of  the 
largest  houses  in  the  city  of  Providence  use  our  RACKS.    Here  are  the  names  : 


Moncrief  Rug  Racks  used  by  Anthony  &  Cowell  Co. 
Providence,  R.I. 

steel  girder  building.   Height  of  ceiling  under  girders,  14'  5". 

Three  double  side  or  V  racks,  two  of  80  anus,  40  on  a  side,  and  one  of  132 
arms,  66  on  a  side.  The  largest  V  rack  ever  built.  These  racks  are  fastened 
by  means  of  J  bolts  dropped  from  flange  of  girdei's  fastening  top  beam  to  steel 
girders.  Bottom  beam  is  trussed  down  2'  2",  enabling  rugs  to  hang  from  3"  to 
6"  from  floor. 


Anthony  &  Cowell  Co. 
The  Boston  Store 
Outlet  Co. 

A.  G.  Scattergood  Co. 
Household  Furniture  Co. 
Burke  &  Curran 
R.  I.  Supply  Co. 
C.  H.  Robinson  Co. 
Chas-  J.  Proctor 
W.  Elovitz 


They  would  be  pleased  to  tell  you  what  they  think  of  our  RACK.    Any  one  that  has  our 
fixture  would  not  change  it  for  any  other.    It  has  replaced  many  other  racks  and  contmues  to  do 
When  you  buy  off  us,  our  RACK  goes  with  our  full  guarantee  of  its  durability  and  quality. 
It  is  a  pleasure  to  send  catalogs.    Let  us  send  one  to  you. 


so 


MONCRIEF  MANUFACTURING  CO. 

7-9-11  Sheridan  Street 

CENTRAL  FALLS,  .  .  -         R.  L,  U.S.A 
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SEE  US  AT 


No.  227.    Plain  Back  Chair 


TORONTO 
EXHIBITION 


These  cuts  represent 
two  of  our  newest 
lines  of  rockers. 

They  will  be  shown 
with  others  of  our 
line  of  upholstered 
goods. 


No.  226.   Tufted  Back  Chair 


We  are  specialists  in  Upholstered  Goods.  This  means  the  highest  attainment  of  efficiency  at  the  minimum 
cost  of  production. 

H^e  cordially  invite  those  who  are  interested  in  fine  goods  to  examine 
our  exhibit  in  Process  Building,  East  End,  Toronto  Exhibition 

IMPERIAL  FURNITURE  COMPANY 


585-591  QUEEN  STREET  WEST 


TORONTO 


PILLOWS  AND  COMFORTERS 


A  guarantee  of  absolute  reliability  with  everything-  we  send  out.  Never  any  skimping-  of  quality  for  the 
sake  of  a  cheaper  price.  All  our  goods  are  precisely  as  represented  and  the  market  has  nothing  better 
to  offer  in  the  lines  that  we  manufacture. 

Toronto  Feather  and  Down  Co.,  Limited 

"  Where  the  reliable  goods  come  from  " 

35  Britain  Street       -  Toronto 

Montreal  Agents:  J.  F.  HUGHES  &  CO.,  Merchants  Bank  Building,  Montreal,  Quebec 
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Two 
Popular 
Samples 
from  our 
line  of 
Dressers 


YOU  KNOW  IT  TO  BE  A  FACT 


That  if  a  dealer  can  give  a 
better  quality  of  goods  with- 
out increasing  the  price  he  is 
certain  to  increase  his  trade, 
because  satisfied  customers 
will  tell  their  friends  and 
advertise  your  store. 


The 


Why  not  be  that  dealer  who 
is  gradually  enlarging  the 
circle  of  his  customers? 

You  can  be  if  you  put  in  a 
stock  of  "Orillia  Furniture." 


Orillia  Furniture  Company,  Limited 

Orillia,  Ontario 
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BAETZ  BROTHERS  &  CO. 

BERLIN,  ONTARIO 


SPECIALIZING  ^ 
IN  CHAIRS 


Send  for  our  new 
Catalog 


DINING  CHAIRS 
BED  ROOM  CHAIRS 
MISSION  CHAIRS  AND  SUITES 
PARLOR  CHAIRS  AND  SUITES 


604C 


u 


r 


604R 


ANOTHER  RAPID  SELLER 


No.  813 
Three  Piece 
Den  Suite 
in  Solid 
Quartered  Oak 


In  any 

Oak  Finish  and 
Upholstered  in 
Leathers  to 
Match 


The  Lippert  Furniture  Company,  Limited 


Berlin 


Ontario 
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ONWARD  SLIDING  FURNITURE  SHOES 


The  buyers  of  fine 
Furniture  want  the 
best  and  most  up- 
to-date  devices,  and 
the  dealer  who 
shows  his  goods  on 
Shding  Furniture 
Shoes  is  certain  to 
interest  his  custom- 
er. Every  furniture 
user  has  had  un- 
fortunate experi- 
ences with  tlie  old 
style  wheel  casters 
and  sliding  shoes 
can  be  made  a 
powerful  selling 
argument  by  3  0U. 


Will  Help  You  to  Make  Sales 


Sliding  Furniture 
Shoes  aremade  with 
glass  base  and  mott 
metal  base  in  all 
sizes  and  styles  suit- 
able for  all  kinds  of 
furniture  and  metal 
beds.  Don't  fail  to 
canvass  the  hospi- 
tals and  hotels  in 
your  town  or  district 
for  an  order.  The 
profit  on  50  or  ItX) 
sets  is  worth  going 
after.  When  plac- 
ing \  our  orders  for 
furniture  or  metal 
beds  insist  on  hav- 
ing same  equipped 
with 

"  ONWARD  " 
SHOES 


Write  for  our  new  illustrated  circular  and  discounts 

Onward  Manufacturing  Co, 

Berlin,  Ontario 

Western  Distributing  Agents  :  Moncrieff  &  Endress,  Limited,  Scott  Block, 

Winnipeg,  Man. 


Church,  School  and  Opera  Furniture 


You  Should  Be  Interested 

in  the  furnishing  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  and  community.  If  you  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  e)'e,  and  suitable  for  any  style  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate 
We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

^Vrite  us  to-day 

Church  Furniture — Ask  for  Catalogue  C 
School  Furniture — Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 


theGLOBE  furniture  CO. 


WATERLOO 


THIS    LABEL  IS 


ONTARIO. 


Of  aUALlTV 
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Look  this  one  over! 

Three  Piece 
Solid  Mahogany  Suite 


Frames 

Striped  Denim 
K  Grade  Silk 


List  price,  $36.00 
"  "  50.00 
"     "  56.00 


Every  Dealer  is 
'Doin'  it  Now" 

Doin^  what  ? 

Why  Stocking  Up  with  the 
More  Popular  than  Ever 

Waterloo 
Monimakers 


If  you  are  not  yet  acquainted  get 
our  representative  to  "  Let  you 
have  a  peep  "  at  the 

"Justrite" 

Parlor  and  Den  Line 


Waterloo  Furniture 

Company,  Limited 

Waterloo,  Ontario 

Permanent  Showrooms  at  Factory 
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Kid's 

Kumfort 

Nothing  too  good  for  the  Children 

The  parents  pride  in  their  offspring  demands  something 
neat  and  natty  for  the  child. 

Our  lines  of  Children's  Chairs  are  in  a  class  by  them- 
selves. We  have  a  variety  of  styles  to  choose  from,  most 
attractive  in  design,  and  built  to  last.  Get  the  "just  a  little 
better"  kind  and  satisfy  your  customers. 

Jacob  &  Josef  Kohn 

Vienna,  Austria 

Canadian  Branch : 

215-219  Victoria  St.     Toronto,  Ontario 


The  REUANCE  RUG  RACK 

(ALL  METAL) 
For  Displaying  Small  Rugs 

Keep  your  Rugs  off  the  Floor 

Rugs  quickly  hung  and  quickly 
taken  down 

PRICES: 

25  Arms,  holding  50  Rugs    -       -       -  $20.00 
'SO  Arms,  holding  00  Rugs   -       -       -  21.50 
Terms  :  1%  10  days.     Net  80  days. 
F.  O.  B.  Mishawaka,  Ind.,  U.S.A. 

Arms  are  86  in.  wide  and  will  hold  either  30  in. 
or  27  in.  Rugs.     Rack  is  7  ft.  high. 

Will  show  your  entire  line  of  small  rugs 
in  a  few  minutes. 

KEEPS  RUGS  CLEAN! 


Illustration  showing  Rugs  on  Rack. 

Rugs  can  be  swiiiig  around  to  sliow  full 
front,  as  arms  arc  on  swivels. 


Illustration  showing  Simplicity  of  Rack, 
also  detail  of  Trolleys  and  Arms 


ANOTHER  POINT:  An  undecided  purchaser  can  quickly  form  an  idea  of  the  pattern  or  color  of  a  large  rug  desired  by 

being  shown  the  small  rugs. 

Agents  Wanted  in  all  Canadian  territories  to  handle  this  Rack,  on  commission 

RELIABLE  RUG  RACK  CO.  Inc.,  ^'l^Hlc'I'Gt'fL^ 
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Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
nish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors*  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
duster,  it  catches  all  the  dirt.  Money 
ded,  if  not  delighted. 


your 
refun 


Domestic  Specialty  Co. 


Hamilton^  Ontario 


Limited 


Just  Recollect 
The  Name 


Lee-Burrell 


when  placing  your  next 
order   for  mattresses 

It  stands  only  for  the  Highest  Quality 
of  workmanship  and  material 


TORONTO  EXHIBITION 

AUGUST  24th  to  SEPTEMBER  7th 

Our  display  will  be  one  of  the  finest 
ever  exhibited.  You  are  cordially 
invited  to  make  our  section  in  the 
Industrial  Building  your  head- 
quarters. 

We  shall  also  have  an  exhibit  at  our 
factory,  corner  Duchess  and  Ontario 
Sts.,  to  which  all  the  trade  is  invited. 

The  Newest  and  most  Up-to-date 
Lines  in 

Childrens  Vehicles,  Reed  Furniture,  Sleighs, 
Invalid  Chairs,  Bathroom  Fittings. 

are  to  be  seen  at  both  exhibits, 

THE  GENDRON  MFG.  CO.,  LTD. 

Duchess  &  Ontario  Sts.  TORONTO 


Lee-Burrell  Rex 
Regent  and  Invectus 
Mattresses 


are  in  a  class  by  themselves.  They 
are  made  of  the  purest  of  cotton  felt, 
built  up  m  layers,  being  hygienic  and 
healthy  and  of  great  lastmg  quality. 
While  only  the  very  best  of  materials 
are  used,  yet  the  economic  organization 
of  our  factory  and  selling  forces  enables 
us  to  market  these  goods  at  a  figure  that 
will  enable  you  to  talk  both  price  and 
quality  in  showing  to  customers. 

Standard  Bedding  Co. 

Sole  Manufacturers  and  Distributors 

27-29  Davies  Ave.       Toronto,  Ont. 
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A  carload  of  tables  shipped  by  the  Knechtel  Furniture  Co.  of 
Hanover,  Ont. 

The  railroad  company  returned  the  car  to  Hanover.  [Upon 
unloading  it,  among  other  damages,  they  found  that  tw^elve  table 
tops  were  utterly  ruined  beyond  all  hope.  A  careful  examination 
of  each  one  of  these  tops  developed  the  fact  that  in  not  a  single 
instance  had  the  Linderman  Dovetail  joint  opened.  All  breaks, 
cracks  and  checks  were  in  the  solid  wood  demonstrating  con- 
clusively the  reliability  and  dependability  of  the  Dovetail  joint. 

The  assurance  of  permanent  glue  joints,  when  coupled  with  large 
economic  advantages,  makes  a  Linderman  Automatic  Dovetail 
Glue  Jointer  an  absolute  necessity  in  all  up-to-date,  progressive 
furniture  factory. 

Canadian  Linderman  Co.,  Limited 

Works  at 

Muskegon,  Mich.  Woodstock,  Ont. 
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BUY  CANADA  BEDS 


FOR  YOUR  FALL  TRADE 


"Canada  Beds  Limited,"  of  Chesley,  Ont.,  is  in  the  market 
with  an  entirely  new  line  of  Iron  Beds — all  new  designs,  that 
are  becoming  instantly  popular  with  the  trade.  The  addition 
of  this  new  line  will  help  you  increase  your  Fall  business, 
for  "CANADA  BEDS"  are  attractive,  substantial  and 
represent  the  best  value. 

"CANADA  BEDS"  are  handsomely  finished  and  are 
properly  packed  so  that  they  will  reach  you  in  good  form. 
We  guarantee  our  finish  and  packing. 

We  can  ship  promptly  on  receipt  of  order.  Our  factory  has 
a  large  capacity  and  has  the  latest  equipment. 

The  materials  used  in  the  manufacture  of  "CANADA 
BEDS"  are  of  superior  quality  and  are  obtained  from  the 
best  makers. 

"CANADA  BEDS"  have  a  smooth,  snowy  white  durable 
finish.  The  highest  grade  of  finishing  materials  are  applied 
scientifically.  Every  bed  is  thoroughly  inspected  before 
being  packed.  We  give  our  absolute  guarantee  as  to  quality 
of  materials  and  finish. 

Don't  fail  to  secure  a  copy  of  our  circular  and  price  list 
before  placing  Fall  orders.    We  solicit  a  trial. 


CANADA  BEDS  LIMITED 

Manufacturers  of  Brass  and  Iron  Beds 

CHESLEY        :        :  ONTARIO 
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Berlin  to  Have  The   furniture  manufacturers 

Furniture  of  Berlin  have  decided  to  hold 

Exhibition.  an  exhibition  early  in  January 

next.  Their  plan  is  an  ambit- 
ious and  comprehensive  one.  It  will  not  be  confined  to 
exhibiting  the  products  of  their  local  factories.  It 
will  be  open  to  Canadian  manufacturers  generally, 
it  having  been  decided  at  a  meeting  held  the  other 
day  to  make  it  so. 

The  furniture  manufacturers  of  Berlin  could  them- 
selves hold  a  respectable  exhibition  without  throwing 
it  open  to  the  manufacturers  of  other  cities  in  Can- 
ada, there  being  about  two  doxen  furniture  factories 
in  the  city  and  vicinity. 

It  is  to  be  hoped  that  Canadian  furniture  manufac- 
turers generally  will  participate.  Berlin  is  favorably 
situated  for  such  an  exhibition.  The  market  building, 
which  is  an  exceptionally  fine  one,  will  be  the  scene 
of  the  exhibition. 

We  do  not  think  we  are  revealing  any  secret  when 
we  say  that  furniture  manufacturers  of  Berlin  have 
even  a  more  ambitious  scheme  for  future  exhibitions 
than  they  have  for  that  which  is  projected  for  Jan- 
nary  next.  Their  plan  is  nothing  less  than  the  emula- 
tion of  their  confreres  in  Grand  Rapids  who  possess 
large  permanent  buildings  wholly  devoted  to  annual 
furniture  exhibitions. 

Their  ambition  is  a  laudable  one  and  the  enterprise 
of  the  men  behind  it  is  a  guarantee  of  its  success.  Ajit 
other  year  or  two  will  probably  see  the  erection  of  the 
permanent  building. 

Persistent  pegging  away  will  build  up  a  busi- 
ness as  well  as  a  boot. 


Furniture  Exports 
Increasing. 


While  Canada's  export  trade 
in  furniture  has  not  yet  as- 
sumed the  importance  which 
its  possibilities  warrant  it  is  gradually,  nevertheless, 
assuming  respectable  proportions. 

The  preliminary  report  of  the  Department  of  Trade 
and  Commerce  shows  an  increase  of  33  per  cent,  for 


the  fiscal  year  ending  March  last.  This  brings  the 
total  value  up  to  $350,281. 

That  it  ought  to  be  larger  no  one  will  probably  deny; 
that  it  shows  such  an  increase  when  the  demands  of 
the  home  market  are  so  large  will  be  gratifying  to 
everyone.  It  proves  that  the  furniture  manufacturers 
are  not  confining  all  their  energies  to  the  home  mar- 
ket. 

One  noteworthy  thing  about  the  export  trade  of  the 
last  fiscal  year  is  that  there  is  an  increase  all  along  the 
line,  every  country  on  the  list  showing  larger  pur- 
chases. 

Australjia  was  the  largest  purchaser,  taking  $114,- 
570  worth,  against  $81,935  in  1911.  Exports  prove 
Great  Britain  increased  from  $24,777  in  1911  to  $44,846 
in  1912.  The  figures  for  the  United  States  were  $30,494 
and  $31,555  respectively.  South  Africa  jumped  from 
$33,828  to  $60,835. 

Even  with  the  demand  on  the  home  market  as  keen 
as  it  is  it  will  pay  the  furniture  manufacturers  of 
Canada  to  cultivate  the  export  trade.  It  is  by  the 
maximum  of  trade  that  the  minimum  of  cost  is  pro- 
duced. 

The  reports  of  the  Canadian  commercial  agents  in 
different  parts  of  the  British  Empire  are  continually 
emphasizing  the  opportunities  there  are  in  their  res- 
pective fields  for  the  development  of  the  furniture 
trade. 

The  fiirniture  dealer  or  funeral  director  who 
cannot  work  in  harmony  with  his  confreres 
must  have  slipped  a  cog  somewhere. 

A  Man  to  The  business  man  who  thinks 

be  Pitied.  he  has  no  time  to  read  his 

trade  paper  is  to  be  pitied.  It 
is  not  pressure  of  business  that  stands  in  the  way.  It 
is  his  own  mental  condition.  He  merely  imagines  he 
has  not  the  time.  Ten  chances  to  one  he  is  either  too 
lazy  to  read  or  wastes  his  time  with  endless  and  use- 
less detail. 

He  who  is  too  busy  to  study  his  trade  paper  and 
ascertain  from  its  columns  what  his  fellow  merchants 
are  doing  and  thinking  is  like  a  sea  captain  who  has 
not  the  time  to  study  his  chart,  compass,  or  take  daily 
observations.  His  business  may  not  sink,  but  he  would 
certainly  make  much  better  headway  if  he  were  to 
follow  the  example  of  the  more  progressive  of  his  com- 
petitors. 

To  live  to  himself  is  as  unwise  in  business  as  it  is 
in  religion. 

Fall  into  line  for  a  good  Fall  trade. 


Spirit  of  the 
Western  Funeral 
Directors ' 
Convention. 


"Elevation  of  the  Profession" 
was  the  keynote  of  the  con- 


vention of  the  Western  Can 
ada  Funeral  Directors'  and 
Embalmers'  Association  which 
met  in  Winnipeg  last  month,  a  report  of  which  will 
be  found  in  another  part  of  this  issue.  It  was  a  pleas- 
ing note. 

In  none  of  the  professions  does  there  appear  to  be  a 
greater  and  more  ambitious  desire  to  render  service  of 
a  high  order  than  M  that  appertaining  to  undertaking. 
And  this  service,  generally  speaking,  is  of  a  two-fold 
character.  There  is  the  service  which  demands  pro- 
ficiency— proficiency  in  the  care  and  preparation  of 
the  bodies  and  in  the  furnishing  of  the  necessary  ac- 
cessories and  supplies. 

The  other  form  of  service  is  that  which  neither  ap- 
pertains to  the  embalming  operations  nor  to  the  sup- 
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plies,  such  as  caskets,  etc.  It  comes  from  the  heart, 
and  is  in  the  form  of  kindly  tactful  and  sympathetic 
acts  for  which  no  payment  can  be  computed  or  re- 
ceived. 

It  is  becoming  more  and  more  recognized  by  the 
undertaking  profession  that  he  who  is  a  mere  mechan- 
ical undertaker  devoid  of  sentiment,  and  who  goes 
about  his  duties  in  the  same  spirit  as  a  plumber  does 
when  he  wipes  a  joint,  is  lacking  in  the  very  essentials 
of  the  profession. 

Such  conventions  as  that  recently  held  in  Winnipeg 
help  to  hammer  home  this  truism. 

It  is  not  a  bad  thing  for  the  furniture  dealer  to 
have  an  eve  for  art  as  well  as  an  eye  to  business. 

The  Changing  Many    of    the    old  business 

Methods  of  methods  are  better  than  the 

Business.  new,  but  he  is  a  foolish  dealer 

who  refuses  to  countenance 
those  that  are  new.  Plis  stubborness  will  finally  put 
him  out  of  business. 

Business  methods  are  eternally  changing.  The  meth- 
ods that  were  good  yesterday  are  obsolete  to-day. 
Eternal  vigilance  is  the  price  of  success.  The  success- 
ful men  are  the  men  who  have  learned  the  wisdom  of 
this.  They  may  not  at  first  see  the  wisdom  of  adver- 
tising, but  when  they  discover  that  those  who  adver- 
tise are  outstripping' them  in  bus^iness  they  according- 
ly fall  into  line.  It  is  the  same  in  regard  to  windoAV 
displays,  bargain  sales  and  many  other  selling  meth- 
ods. 

But  it  .is  those  who  do  the  same  thing  in  a  way  a 
little  different  from  the  other  fellow  that  makes  the 
greatest  headway.  It  is  better  to  follow  the  other 
fellow  than  to  stand  still.  But  it  is  l)etter  still  to  em- 
ploy methods  that  are  a  little  different  from  those  of 
his  competitors. 

He  who  meditates  in  regard  to  methods  and  puts 
into  operation  those  which  he  conceives  to  be  work- 
able will  be  something  more  than  a  mere  follower  of 
competitors.  No  man  possesses  a  monopoly  of  ideas 
or  creates  the  only  pathway  to  success. 

He  undertakes  a  difficult  task  who  essays  to 
build  up  his  own  business  by  pulling  dow7i 
thai  of  his  competitor. 

Letters  as  While  it  may  be  quite  true 

Business  Getters.  that  letter  writing  for  the  pur- 

pose of  keeping  up  the  rela- 
tions of  friendship  is  becoming  a  lost  art,  letter  writ- 
ing for  business-getting  purposes  is  becoming  more 
and  more  a  common  practice. 

Letter  writing  does  not  take  the  place  of  newspaper 
advertising.  It  is  supplemental  to  it.  A  business-seek- 
ing letter  that  comes  from  a  firm  that  regularly  ad- 
vertises will  be  all  the  more  potent  as  a  developer  of 
l)usiness.  It  comes  from  a  firm  that  is  already  known, 
oven  if  the  knowledge  has  only  come  through  the  ad- 
vertisements seen  from  time  to  time.  But  whether  or 
not  the  business  man  uses  the  columns  of  the  news- 
papers, he  should  not  neglect  the  systematic  use  of 
letters  to  a  selected  list.  These  letters  can  either 
he  ])rinted  in  imitation  of  the  typewriter  or  be  done 
on  the  reerular  typewriter.  Where  the  number  is  not 
large  it  is  more  advisable  to  employ  the  latter  method. 
The  work  can  be  done  in  the  spare  time  of  the  steno- 
L'rai)her  or  by  one  of  the  clerks  if  a  stenographer  is 
nf)t  .-mployed. 

Letters  should  be  short,  terse,  and  to  the  point,  and 


should  be  prepared  with  great  care.  Booklets  or  print- 
ed matter  in  various  forms  enclosed  often  increase  the 
effectiveness  of  the  letter. 

The  furniture  bii.s]ne.?s  is  one  that  nicely  lends  itself 
to  letters  of  this  kin-l. 

Mercha?its  should  not  be  so  busy  with  their 
own  affairs  that  they  have  not  time  to  give 
thought  to  the  affairs  of  the  town  in  which 
they  do  business . 

Good  Will  A  retailer  in  an  Ontario  town 

as  an  Asset.  sold  out  a  few  months  ago. 

After  running  the  business  for 
a  few  months  the  purchaser  wanted  him  to  take  it 
back.  Refusing  to  do  so  the  matter  Avas  brought  into 
the  courts.  There  it  was  claimed  that  the  bu.siness 
was  not  as  valuable  as  alleged.  In  the  witness  box 
the  complainant  claimed  that  the  good  will  had  not 
been  considered  in  the  purchase  price;  although  the 
business  had  been  in  existence  for  fifteen  years.  He 
lost  his  case,  but  the  interesting  point  is  that  he  should 
have  for  one  moment  thought  that  an  established  and 
successful  business  should  possess  no  good  will  value. 

As  to  what  good  wiU  is  worth,  or  as  to  how  it  is  to 
be  computed,  opinions  naturallj^  differ,  but  to  claim 
that  a  business  of  several  years  standing,  and  one  that 
was  in  a  fairly  good  financial  position,  possessed  no 
good  will  value  is  a  somewhat  new  idea.  Good  will 
may  be  rather  intangible  at  times  and  not  always  easy 
to  compute  in  actual  figures.  For  this  reason  it  is  not 
always  easy  to  turn  it  into  cash.  But  that  does  not 
alter  the  fact  that  it  exists. 

One  authority  says  that  the  first  step  in  computing 
good  will  is  to  determine  the  net  earnings  of  a  busi- 
ness, from  which  sum  is  deducted  the  interest  on  capi- 
tal actually  employed  and  the  value  of  the  owner's 
services.  The  result,  multiplied  ordinarily  by  two, 
but  sometimes  by  many  times  that  amount,  has  been 
accepted  as  the  value  of  the  good  will. 

Nearly  every  business,  says  this  same  authority,  has 
an  asset,  intangible  it  is  true,  but  an  asset  neverthe- 
less, represented  by  its  good  will.  The  value  placed 
upon  this  asset  may  vary  from  two  dollars,  claimed  by 
one  concern,  to  twelve  millions  by  another,  yet,  in  buy- 
ing and  selling  a  business,  it  should  always  be  reck- 
oned in  the  sales  value. 

Don't  take  a  fit  wheti  a  competitor  is  foolish 
enough  to  cut  prices. 

A  "Boot  Strap"  It  is  just  as  easy  for  a  clerk 

Feat.  to  raise  himself  by  his  boot 

straps  as  to  expect  that  by  in- 
dolence or  incapacity  he  can  attain  success. 

The  road  to  success  is  difficult  and  tortuous.  He 
who  would  travel  it  must  be  ever  on  the  alert,  not 
only  to  advance  his  own  interests,  but  those  of  his 
employer  as  well. 

There  are  a  number  of  young  men  who  imagine  that 
success  lies  in  looking  wholly  after  Number  One.  No 
greater  mistake  was  ever  made.  Even  should  Num- 
ber Two — the  employer — not  always,  be  as  ready  as 
he  should  be  to  recognize  ability  and  faithful  services 
it  is  shortsightedness  indeed  to  retort  in  kind. 

He  is  a  wise  clerk  who  always  renders  the  very 
best  service  he  can.  It  will  pay  him  to  do  so.  for  if 
one  employer  does  not  recognire  his  merits  another 
will.  But  in  any  event  to  render  poor  service  because 
good  is  not  adequately  recognized  will  impair  one's 
own  effectiveness. 
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Furniture  Dealers  Organize 

The  first  annual  convention  of  the  Installment  Furn- 
iture Dealers  of  the  United  States  assembled  at  the 
New  York  Furniture  Exchange,  New  York,  on  Mon- 
day, July  29.  and  was  continued  on  the  two  following 
days.  The  convention  was  a  decided  success  and  well 
repaid  those  who  attended. 

The  meeting  was  called  to  order  by  Mr.  Charles  E. 
Spratt,  who  extended  the  hospitality  of  the  New  York 
Furniture  Exchange  to  the  visiting  dealers,  and  intro- 
duced Mr.  Raphael  Levy  as  Acting  President  of  the 
Association,  who  assumed  the  duties  of  chairman.  On 
assuming  the  gavel.  Mr.  Levy  spoke  in  part  as  follows: 

The  Chairman's  Address. 

I  come  before  you  to-day,  not  of  my  own  volition, 
but  from  a  signal  honor  conferred  upon  me  by  our 
worthy  and  esteemed  secretary,  H.  B.  Cooper,  whom 
we  all  know  as  a  progressive  and  tireless  worker.  He 
has  made  possible  in  the  last  six  months  by  his  un- 
flagging zeal  for  this  convention  and  to  him  we  are 
indebted  for  this  vast  hall  wherein  we  meet. 

This  convention  comes  as  the  culmination  of  thoughts, 
which  I  venture  to  say  have  arisen  in  the  mind  of 
every  one  present  in  his  business  career,  generally  at 
?uch  times  when  an  exceptionally  large  account  has 
removed  to  a  distance.  Our  business  affiliations  makes 
us  fellow  sufferers  in  a  common  cause,  and  the  key- 
note of  that  cause  is — credit. 

While  the  use  of  credit  may  be  a  blessing  to  the 
buyer,  the  abuse  of  credit  is  disastrous  to  the  seller, 
pjvery  one  in  the  business  has  suffered  losses  Avhich 
could  have  been  prevented  had  an  organization  of  the 
nature,  such  as  our  aims  to  be,  been  in  existence.  To- 
day we  have  no  less  than  5,000  prominent  instalment 
dealers,  and  we  will  assume  for  argument,  that  each 
has  only  200  accounts  which  have  removed  to  a  dis- 
tance, and  that  each  account  averages  $10,  which  is 
far  below  the  actual  average,  we  have  the  stupendous 
sum  of  $10,000,000  lying  inactive,  a  sum  larger  than 
the  national  debts  of  some  nations.  Out  of  sight — 
out  of  mind  seems  to  be  the  keynote  of  such  accounts 
as  have  removed  to  a  distance. 

But  while  the  unfortunate  dealer  bemoans  his  loss, 
the  collector  of  another  house  in  close  proximity  to 
the  removing  debtor,  passes  the  door  and  Avith  the 
liberal  credit  methods  more  than  likely  collects  in  the 
same  house.  I  would  not  say  the  public  is  dishonestly 
inclined,  but  rather  from  force  of  circumstances  and  a 
culmination  of  misfortunes  the  wage-earners  are  for- 
ced to  move.  I  believe  every  man  is  honest  at  heart 
and  is  entitled  to  consideration  and  humane  treatment, 
hut  as  the  father  must  admonish  the  child,  so  must  we 
admonish  the  debtor,  and  in  no  way  can  we  so  suc- 
cessfully accomplish  this,  as  by  personal  calls  on  the 
debtor  in  his  own  home  or  place  of  employment,  and 
inasmuch  as  every  one  of  us  have  collectors  who  cover 
every  town  and  hamlet  we  can  reach  the  debtor  wher- 
ever he  may  be  and  force  him  to  ])ay  liis  honest  in- 
debtedness. 

Then  you  ai'e  not  only  helping  a  bi'other  member, 
but  in  many  cases  the  forwarded  account  may  be  en- 
titled to  further  credit,  and  you  as  the  collector  on 
the  ground,  logically  get  the  new  business,  as  it  were, 
by  personal  introduction.  The  cost  of  locating  skipvs 
becomes  prohibitive  when  at  a  distance — again  the  far- 
reaching  benefits  of  an  association  stand  forth ;  you 
have  the  vicinity  of  the  debtor,  but  perhaps  not  the 
direct  address;  this  information  is  forwarded  to  the 


nearest  dealer,  he  takes  the  case  and  from  his  personal 
knowledge  of  residents  in  that  locality,  the  location 
is  easy  and  future  collections  assured. 

Again  the  question  of  references  from  former  places 
of  residence,  or  credit  ratings,  which  are  most  impor- 
tant; no  reference  is  so  satisfactory  as  a  bonafide  re- 
port from  a  credit  house  on  the  ground.  Cases  in- 
volving large  amounts  have  come  under  my  own  ob- 
servation where,  after  selling  customers  a  bill,  I  receive 
from  another  house,  at  a  distance,  the  amount  as  a 
s'kip  from  them,  and  which  they  had  been  unable  to 
locate.  To  remedy  this  I  would  suggest  local  associa- 
tions in  all  principal  locations,  whereby  it  would  be 
possible  to  mail  inquiries  relative  to  a  person  solicit- 
ing credit  and  giving  such  towns  as  a  former  residence. 
This  not  only  saves  the  new  lessor  from  passing  an 
undesirable  credit,  but  would  immediately  notify  the 
former  lessor  of  the  address  of  the  wanted  lessee,  and 
he  could  forward  his  account  for  collection  and  atten- 
tion. 

The  larger  the  business — the  greater  the  handicap 
and  the  thing  to  do  is  to  modify  and  minimize  that 
handicap.  It  can  be  done  by  organization  and  con- 
centration of  effort.  The  vast  sums  expended  by  these 
5,000  dealers  is  in  a  large  percentage  of  cases  simply 
a  repetition  of  that  already  done  by  a  brother  member. 

In  Philadelphia  I  predict  we  can  save  to  our  mem- 
bers no  less  than  .$30,000  in  wages  alone,  not  including 
the  tremendous  saving  incident  to  timely  and  valuable 
advices  on  the  passing  of  credits  and  material  assis- 
tance in  the  collections. 

Another  great  and  serious  loss  is  the  interchange  of 
collectors  in  direct  violation  of  accepted  views  of  efiR- 
cieney.  Nothing  contributes  so  strongly  to  the  mak- 
ing of  slow-pays,  beats  and  skips  as  this  dereliction 
of  our  duty  to  our  fellow  competitors.  It  is  an  insid- 
ious tentacle  of  our  business  when  I  hire  a  collector 
from  B.  He  goes  among  the  customers  of  B  and  re- 
sells them,  using  arguments  incapable  of  fulfillment; 
after  a  time  he  goes  to  C  and  again  enacts  the  same 
procedure,  every  change  weakening  his  capabilities, 
with  the  result  that  a  good  paying  .account  has  now 
two  other  accounts,  one  with  C  and  one  Avith  B  and 
her  income  does  not  warrant  prompt  pay.  There  are 
collectors  who  become  abrupt  and  discourteous,  hence 
she  develops  a  habit  of  non-payment.  If  you  will  ask 
yourself  if  you  have  done  this  the  answer  will  show 
a  great  percentage  of  your  slow  accounts — your  skips 
and  your  losses — of  the  naturally  honest  woman  over- 
burdened with  liberal  credit — then  she  becomes  the  un- 
desirable installment  beat. 

The  keynote  of  efficiency,  of  getting  the  greatest 
results  from  the  smallest  outlay  lies  in  the  spirit  of 
co-operation — mutual  benefit — by  interchange  of  busi- 
ness- ideas,  and  a  close  watch  on  our  collectors.  In  the 
small  merchant  yon  will  almost  invariablv  find  the  one 
to  hinder  and  retard  progress.  Organization  cannot 
l)e  accomplished  quickly,  we  mi;st  educate  all  con- 
cerned to  a  proper  and  full  realization  of  organization 
benefits.  Soine  of  the  brightest  prospective  combin- 
Htions  have  been  riiined  by  failure  to  realize  the  points 
of  danger  that  must  be  overcome ;  the  most  formidable 
points  are  jealousy,  lack  of  harmony  and  lack  of  close 
t)ersonal  contact  with  each  other.  This  can  be  over- 
come by  the  weekly  or  monthl}'  gatherings  of  local 
associations,  the  interchange  of  views  and  open  dis- 
cussions. 

The  use  of  the  association's  letterhead  is  a  good 
factor  to  be  employed  in  dunning  slow  accounts,  as  it 
will  create  a  wholesome  impression.    Many  possibil- 
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ities  exist  for  an  association  that  have  not  been  brought 
out,  they  have  lain  dormant,  and  every  one  present 
has  suffered  losses  that  he  should  not  have  suffered. 
Think  of  the  magnitude  of  the  colossal  watch  dog  this 
association  can  be  with  5,000  dealers,  each  employing 
we  will  say  20  collectors,  100,000  watch  dogs  on  the 
street  every  day  watching  the  interests  of  each  in- 
dividual member  present  and  every  one  of  them  can 
be  so  imbued  with  this  plan  that  he  will  take  an  in- 
terest in  handling  an  account  for  a  distant  house. 

The  Officers. 

At  the  election  of  officers  for  the  ensuing  year  Rap- 
hael Levy  of  Raphael  Levy  &  Sons,  Philadelphia,  was 
elected  president,  and  Paul  F.  Treanor,  of  Heagany  & 
Treanor.  Saginaw,  Secretary. 

According  to  the  by-laws  which  were  adopted  dur- 
ing the  convention  the  objects  of  the  organization, 
which  shall  be  known  as  the  National  Home  Furnish- 
ers' Association,  shall  be  to  assist  in  obtaining  the  en- 
actment of  reasonable  and  just  legislation,  the  preven- 
tion of  the  passage  of  unfair  and  discriminating  laws, 
the  interchange  of  information  regarding  credits,  in 
locating  "skips,"  co-operation  in  collections  and  in 
the  correction  of  existing  abuses  among  the  trade,  and 
such  other  line  of  action  as  may  be  conducive  to  the 
general  welfare  or  benefit  of  the  member^  of  the  organ- 
ization. 

Membership  is  confined  to  regular  reta,il  dealers. 
Annual  dues  one  dollar  per  year.  The  officers  of  the 
Association  consist  of  a  President,  one  Vice-President 
from  each  State,  a  Secretary,  a  Treasurer,  an  attorney 
and  an  Executive  Committee  consisting  of  not  less  than 
five  members. 

The  officers  shall  be  elected  at  the  annual  meeting 
Avhich  shall  be  held  in  July  of  each  year,  the  date  to 
be  fixed  by  the  Executive  Committee  not  later  than 
June  the  first  next  preceding.  None  of  the  officers  re- 
ceive any  salary.  The  headquarters  of  the  Association 
are  located  in  New  York,  under  the  supervision  of  the 
Executive  Committee. 

Members  wishing  accounts  collected  that  have  re- 
moved from  within  the  bounds  of  their  collection  dis- 
tricts and  upon  which  collections  have  been  made  with- 
in twelve  months,  shall  forward  such  accounts  to  the 
National  Secretary,  accompanied  by  twenty-five  cents 
registration  fee.  The  National  Secretary  will  send 
such  accounts  with  full  particulars  to  the  dealer  who 
can  conveniently  collect  such  accounts,  the  said  dealer 
to  receive  ten  per  cent,  for  collecting  the  account. 
After  such  accounts  have  been  once  turned  over  to 
another  hoiase  for  collection  by  the  National  Secretary, 
the  said  house  shall  at  all  times  receive  the  commission 
often  jjer  cent  (10%)  upon  siich  accounts,  even  though 
the  lessees  would  finally  decide  to  remit  directly  to  the 
office  of  the  original  lessor.  Collections  upon  delin- 
(juent  accounts  upon  which  no  collection  has  been  made 
for  a  period  of  twelve  months  or  over,  shall  be  made 
through  the  national  association  upon  application  to 
the  National  Secretary,  accompanied  by  a  registration 
fee  of  twenty-five  cents  and  twenty-five  per  cent,  upon 
the  amount  collected.  This  commission  to  be  divided 
as  follows :  Fifteen  per  cent,  to  the  dealer  collecting 
the  account  and  ten  per  cent,  to  the  National  Associa- 
tion. 

"Skips"  shall  be  located  through  the  National  Asso- 
ciation upon  receipt  of  same  by  the  National  Secretary, 
accompanied  by  registration  fee  of  twenty  five  cents. 
The  dealer  locating  such  "skip"  is  to  receive  one  dollar 
($1.00)  for  the  location. 


NEW  YORK  FURNITURE  EXCHANGE  CLOSES. 

The  Forty-Third  New  York  Exposition  closed  Satur- 
da}^,  3rd  of  August,  and  was  the  best  attended  of  any 
summer  exposition.  The  registrations  for  the  three 
weeks  totalled  2,321,  representing  1,609  different  furn- 
iture dealers.  The  capital  ratings  for  these  firms  based 
upon  reports  of  creditable  agencies  show  that  they  have 
a  total  capital  of  $142,000,000.  The  large  ma.jority  of 
these  firms  are  located  east  of  Buffalo  and  Pittsburg, 
including  New  England  and  visit  no  other  market  ex- 
cept New  York. 

The  volume  of  business  done  throughout  the  buUding 
was  most  satisfactory.  Ais  is  quite  often  the  situation 
the  first  and  last  week  was  but  moderate,  while  the 
second  week's  business  was  very  large  indeed. 


THE  MAHOGANY  HUNTERS. 

Mahogany  hunters  in  Central  and  South  America 
are  men  requiring  much  skill  and  experience,  and  in 
some  districts  the  revenues  depend,  largely,  upon  the 
success  of  their  endeavors.  Mahogany  trees  do  not 
grow  in  groups,  but  are  scattered  and  concealed  in 
thickets.  It  takes  two  men  an  entire  day  to  fell  a  tree. 
On  account  of  the  thick,  thorny  growth  about  the  base 
of  the  tree,  it  is  the  custom  to  build  a  scaffold  around 
it,  and  to  cut  the  trunk  at  a  height  of  ten  or  fifteen 
feet  from  the  ground.  By  this  wasteful  method,  it  is 
said,  the  best  part  of  the  tree  is  lost.  Freed  from  its 
branches,  the  trunk  is  haviled  by  oxen  to  the  nearest 
river,  where  rafts  are  made. 


y^ATERSHED 
COATS 

from  across  _ 
ihe  water 


This  is  given  as  a  sample  of  lettering,  not  for  the  actual  \vording 
of  a  card.    See  article  on  opposite  page. 
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The  Art  of  Card  Writing 

By  L.  Smeby 


The  author  is  a  well-known  in- 
structor in  card  writing,  and  will 
answer  and  inquiry  directed  to  this 
office,  and  pertaining  to  this  work- 


Practice  the  capitals  of  this  alphabet  in  letters  li/^ 
inches  high.  The  correct  size  strokes  are  made  with 
a  No.  10  Rigger  brush.  The  practice  strokes  for  one 
stroke  letters  were  shown  in  the  June  issue.  If  you 
"have  mastered  the  strokes,  you'll  have  no  difficulty  in 
making  the  letters.  The  arrows  indicate  the  direction 
and  number  of  each  sitroke.   Be  sure  and  get  all  strokes 


OTUNNING  ERECTS 

SKILFULLY  TAILORED 


and  presented  to  , 
you  youn^  men  at  ^ 


This  is  given  as  a  sample  of  lettering,  not  for  the  actual 
wording  of  a  card. 

of  same  thickness,  well  squared,  sharp  corners,  and 
well  rounded  curves. 

For  the  lower  case  letters  use  a  No.  6  brush.  The 
brush  must  be  made  exact  and  on  line  in  order  to  look 
good.   It  is  not  an  easy  style  by  any  means,  but  it  is 


a  good  style  for  a  beginner  to  practice,  in  order  to  be- 
come proficient  in  brush  handling  and  finger  move- 
ment. It  is  not  adapted  for  speedy  work  as  a  perfect 
alignment  is  essential.  Do  not  make  short,  choppy 
strokes,  make  your  straight  lines  with  a  quick  stroke 
and  the  curved  strokes  with  a  free  sweep  or  swing. 
Lift  your  brush  gradually  before  reaching  the  end  of  a 
stroke;  work  carefully  and  slow,  study  each  letter, 
strive  for  perfection  rather  than  speed.  You  will  grad- 
ually acquire  the  necessary  speed.  After  loading  your 
brush  with  paint,  do  not  apply  directly  on  card,  work 
the  brush  back  and  forth  to  a  square  chisel  edge.  If 
brush  is  charged  with  too  much  paint,  you  cannot  get 
a  clean  stroke,  as  paint  will  spread  where  the  stroke 
is  first  applied. 

The  two  cards  accompanying  the  alphabet  are  good 
examples  of  lay-outs.  The  capital  and  lower  case  make 
a  good  combination,  providing  your  headline  and  read- 
ing matter  is  of  strong  contrast  in  size,  and  spaced  so 
as  to  leave  plenty  of  white  margin  on  the  card.  14  x 
22  or  half  sheet  cards  are  used.  Remember  that  the 
lay-out  and  spacing  are  two  very  important  things  in 
showcard  painting,  a  poor  lay-out  will  spoil  a  card 
where  lettering  may  be  perfect,  while  less  perfect  let- 
tering and  a  well-spaced  card  will  prove  quite  accept- 
able. 

A  style  of  lettering  more  adapted  for  speedy  work 
will  be  the  feature  in  the  next  issue. 

C See^opposite  page  for  other  sample  of  letterivg. ) 


ig  CP'E'FiG -'HI 
J  K  L  M  N0#QR 
STUVWXYZ 


IE 

#  i^  ^e  d' #     h  ij  fe  \m  v\ 


One  stroke  Block  alphabet; 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
Arrangements. 


SALES  WINNING  SHOW  WINDOWS. 

Quite  a  number  of  dealers  know  that  window  dis- 
plays will  help  sales,  but  there  are  comparatively  few 
who  know  that  good  displaj^  hand  in  hand  with  some 
little  changes  in  their  store  make-up  will  help  them 
greatly. 

Some  dealers  know  how  and  why  their  stores  are 
crowded  with  customers  from  morning  till  evening, 
but  they  are  not  eager  to  give  their  ideas  away. 

Study  the  prospering  department  stores.  Except 
that  they  are  mostly  up-to-date '  in  stock,  service  and 
finality,  they  have  the  s'ame,  if  not  higher,  prices  on 
goods  they  don't  feature  as  you,  and  yet  every  cus- 
tomer thinks  he  buys  there  the  cheapest  and  best,  be- 
cause everything  displayed  and  shown  in  window  or 
store  is  marked  .just  a  little  lower  than  in  other  stores. 

Low  prices  and  good  displays ;  one  will  not  do  with- 
out the  other.  I  leave  it  to  your  own  good  .judgment 
to  arrange  about  the  first,  but  allow  me  to  give  you 
some  ideas  in  regard  to  the  display  qu^estion. 

Show  Window  Investment. 

Many  good  examples  of  windows  are  shown  in  trade 
journals  and  it  is  well  for  a  dealer  to  copy  them  or 
get  ideas  out  of  them.  But  that  alone  will  not  help  you 
a  big  step  forward.  Out  of  100  dealers  only  10  have 
good  windows.  If  you  want  to  enlarge  the  success  of 
your  store,  let  the  next  money  you  invest  in  the  busi- 
ness go  into  your  window.  If  it  is  three  feet  above  the 
pavement  make  it,  if  possible,  II/2  or  2  feet.  If  it  is 
any  size  less  than  6x6  ft.,  enlarge  it.  Sometimes 
there  is  an  old  case  or  shelf  in  the  way.   Make  it  deeper 


if  you  can't  broaden  it  and  then  enclose  it.  Heavy 
dust  in  the  window  makes  you  lose  more  dollars  than 
vou  imagine. 

If  the  ceiling  is  not  too  high  (which  it  should  not 
be)  get  at  least  ten  36  candle-power  globes  in  wreath' 
or  cross  form  right  under  it.  Shades  should  be  put 
in  front  to  throw  the  l,ight  down  and  back  instead  of 
hurting  onlookers'  eyes.  Let  other  people  illuminate 
sidewalks  and  streets;  you  light  your  goods.  It  ^^'ill 
make  a  noticeable  contrast. 

An  enterprising  and  successful  dealer  pointing  to 
his  window,  said  to  me,  sometime  since:  "I  can  put 
my  two  best  salesmen  in  front  of  the  door  and  let 
them  work  hard;  they  never  would  bring  as  many 
sales  as  this  window." 

Now  in  order  to  succeed  you  should  think  of  your 
window  as  of  yoiir  best  salesman.  Both  should  look 
neat,  clean  and  convincing.  The  window  should  con- 
tain signs  or  cards  with  short  sales-making  talks  and 
mention  an  attractive  price.  Without  those  it  is  like 
a  grumbling,  impolite  salesman,  or  one  who  does  not 
f^are  to  wait  on  customers.  You  know  the  kind  who 
have  always  something  else  to  do  and  are  there  be- 
hind the  counter  just  because  they  have  to  be  some- 
where. That's  the  way  with  many  windows:  put  some- 
thing in  and  let  it  stay  there  for  a  long  while,  the  only 
consideration  being  "it's  full." 

Three  Kinds  of  Window  Display. 

But  enough — you  want  some  suggestions  and  don't 
want  to  know  what  it  should  not  be.  Well,  I  '11  handle 
windows  individuallv.  and  make  three  distinctions. 


Display  of  porch  furniture 
in  the  store  of  G.  H.  Suther- 
land. Welliind.  Out.  To  say 
that  it  attracted  attention 
is  putting  it  mildly. 
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The  first  kind  is  for  new  stores  or  businesses  which 
have  moved  and  must  make  their  locality  known.  They 
require  the  most  attention  and  the  most  frequent 
changes.  Their. aim  is  to  draw  the  crowds  and  tell  the 
daily  passerby  that  from  now  on  he  will  find  it  to  his 
advantage  to  look  into  these  new  windows.  They  need 
less  signs  but  should  never  miss  one  big  attractive 
centerpjiece  which  may  consist  of  anything  moving  or 
illuminated. 

The  second  kind  of  window  is  for  old  established 
houses.  Here  more  cards  are  needed  telling  of  new 
articles  and  tiseful  articles,  with  attractive  prices. 
Weekly  sales  on  two  or  three  different  articles  or  lines 
will  be  found  effective.  People  get  tired  of  seeing  the 
same  thing  on  the  same  spot  in  the  window  and  are 
really  thankful  for  frequent  changes.  In  small  towns 
it  is  advisable  for  stores  to  change  as  often  as  every 
Friday  except  when  they  have  some  extra  good  pulling 
display,  which  might  remain  in  place  for  ten  days  or 
two  weeks.    Give  the  clerk  who  has  charge  of  the 


A  SEASONABLE  TOUCH  TO  WINDOWS. 

By  Charles  L.  Phillips 

Fill  your  windows  with  seasonable  merchandise — 
and  then  add  a  few  touches  just  to  show  that  you  are 
in  sympathy  with  the  season — a  little  something  in 
the  way  of  cut  flowers  (or  artificial  ones,  if  you  like) 
and  plants. 

Last  Saturday  a  single  concern  in  my  own  city  gave 
away  20,000  flowers — daffodils,  tulips  and  carnations 
— just  one  flower  to  the  person.  They  also  gave  a 
•souvenir  mug  with  each  purchase ;  and  they  gave  away 
2,500  mugs.     You  can  imagfine  what  a  busy  store  that  was. 

Another  store  next  door — a  store  handling  an  en- 
tirely different  line — also  laid  in  a  vast  supply  of 
tulips,  daffodils  and  carnations  to  give  to  its  visitors 
and  customers.  The  manager  of  the  second  store 
didn't  advertise  the  occasion  at  all.  "What's  the 
use?"  he  exclaimed,  "my  friend  here  next  door  has 
bought  enough  publicity  for  both  of  us.    He'll  have 


A  unique  window  display  in  the  store  of  James  Reid,  Kingston .  It  was  on  a  revolving  platform,  which  first  showed  the  old-fashioned  and 
inconvenient  kitchen  furniture,  as  seen  on  the  left,  and  then  the  modern  outfit  as  shown  on  the  right.  The  platform  was  designed  and  made 
by  Mr.  Reid.  The  kitchen  cabinet  is  the  "  Canuck,"  made  by  Thompson  &  Co.,  Belleville.  Possibly  the  company  could  procure  the  plat- 
form from  Mr.  Reid  and  pass  it  around  to  their  custonieis  for  display  purposes. 


window  work,  time  on  Wednesday  to  find  out  what 
will  be  best  to  display  and  to  collect  the  goods,  and 
on  Thursday  to  make  the  window  cards. 

The  Factory  Window  Exhibit. 

The  third  kind  is  a  new  development  in  window 
trimming,  which  is  just  as  good  for  the  new  as  for  the 
old  established  store.  It  is  the  factory  window  dis- 
play. In  two  or  three  years  there  will  be  few  manti- 
faeturers  of  importance  who  will  not  supply  complete 
window  trimmings  of  their  goods,  and  send  a  man  to 
fix  the  window  for  you.  The  great  advantage  of  such 
window  is  the  exact  and  complete  information  which 
they  give  as  to  the  product  shown.  The  merchant 
cannot  be  expected  to  obtain  as  good  results. 

These  windows  will  be  developed  more  and  more  and 
prices  will  not  be  a  feature  of  them.  But  by  putting 
one  or  two  weekly  bargains  in  a  conspicuous  place 
in  the  factory  window  the  merchant  will  be  able  to 
maintain  his  reputation  for  (juality  goods  and  low 
[)rices. 

If  merchants  will  make  their  windows  work  for  them 
they  will  find  a  material  increase  in  the  store  sales. 


hundreds  of  people  thronging  his  store  all  day  long; 
and  I'll  get  all  of  them  my  sales  people  can  take  care 
of.    But  we'll  have  cut  flowers  the  same  as  he  has." 

And  it  turned  out  just  as  he  predicted.  His  store 
was  crowded  from  9  o'clock  in  the  morning' until  10  at  night. 

It's  interesting  how  a  tremendous  splurge  of  pub- 
licity helps  not  only  the  man  who  makes  it  but  also 
his  near-by  competitors  and  all  other  merchants  in 
his  immediate  vicinity.  Now,  take  the  case  of  the  mer- 
chant who  used  a  full  page  advertisement  to  announce 
this  grand  spring  opening  at  which  he  would  give 
away  cut  flowers  and  souvenir  mugs,  one  of  his  com- 
petitors across  the  street  reported  the  biggest  day 's 
business  he  had  had  in  months.  Scores  of  his  custom- 
ers went  over  to  the  other  fellow's  store,  listened  to 
the  music,  got  a  flower,  and  then  went  across  the  street 
to  buy  from  their  regular  dealer. 

But  this  doesn't  prove  the  futility  of  my  argument 
for  openings,  cut  flowers,  souvenirs  and  music.  With- 
out such  things  nobody  on  that  square  would  have 
done  anything  out  of  the  ordinary  on  the  day  in  ques- 
tion. Because  of  this  big  event  that  was  i)ulled  off  in 
a  single  store,  all  of  the  merchants  came  in  for  a  share 
of  the  profits — but  the  big  profits  went  to  the  store 
that  sftaged  the  event. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  T^pograph^ 


A  STROKE  OF  RETAIL  ADVERTISING. 

In  the  Roanoke,  Va.,  newspaper  it  was  advertised  re- 
cently that  there  would  be  a  parade  "Saturday  evening 
from  5  to  6  o'clock."  The  people  who  read  these  ad- 
vertisements were  curious  to  know  what  the  parade 
would  be,  as  there  was  no  information  given  in  the 
advertisement,  except  that  the  parade  would  be  head- 
ed by  the  Roanoke  Machine  Works  band.    As  an  evi- 


'^Get  Your  Hot  WeatheP 
Furniture  Now 

It's  a  mistake  to  stay  indoors  during  the  'beautiful-  summer 
weather.  Get  a  hammock  or  a  hammock  couch  and  sleep  out  of 
doors,  or  get  a  comfortable  verandah  chair  and  sit  on  the  ver- 
andah. 

You  will  find  our  supply  of  warm -weather  furniture:  very  at- 
tractive and  the  prices  very  small. 

Ideal  Hammo-Couches  with 
chains  to  hang  from  verandah 
roof  I  12.00 

Ideal  Hammo-Couch  com- 
plete with  steel  frame.  .16.65 


Hammocks,  1.35,  2.25. 
 3.60 

Verandah  Arm  Chairs,  roo- 
my and  comfortable,  green  or 
red  2.25 

Verandah  Arm  Rockers, 
green  or  red  2.26 


Verandah  Rockers  in  green 
or  red   1.36 

Verandah  Chairs  in  green  or 
red  1.22 

Folding  Lawn  Chairs,  1.12 
and  1.44 

Folding  Canvas-Camp  Cots, 
1.22,  1.80  and,  2.93 

Folding  Camp  Stools,  3Sc. 
and  85c 

Refrigerators  frpm.T.eS  up 


Free  Library  Votes—Ask  for  Them 


WRIGHT'S  LIMITED 


CaA.BLOTTK  STRKKX, 


SYDNEY. 


This  advertisement  appeals  both  to  the  sentiment  and  the  pocket 
of  the  householder.   It  is  a  good  ad.   Original  was  4i  x  6. 

dence  of  the  interest  that  was  aroused  by  the  adver- 
tisement which  appeared  in  the  papers  the  streets  were 
literally  filled  with  people.  There  must  have  been  at 
least  15,000  people  on  the  streets  in  the  down  town 
district  during  the  parade.  One  of  the  floats  was  de- 
corated with  bunting  and  long  streamers  on  which  bore 
the  in.scription  "Kitchen  Cabinet  Week  May  20  to  25, 
Roanoke  Furniture  Co.,"  and  on  the  rear  of  each  wag- 
on were  streamers  that  bore  the  inscription  "One  Cab- 
inet Free.    Get  a  Ticket." 

The  second  wagon  was  twenty  feet  long  and  loaded 
with  kitchen  cabinets  and  drawn  by  four  black  horses. 
The  horses  and  wagon  was  decorated  similar  to  the 
wagon  which  carried  the  band.  Next  to  this  was  an- 
other wagon  loaded  with  cabinets  drawn  by  four  bay 
hors-es.  These  horses  and  wagons  were  also  decorated. 
Next  came  the  floats  of  the  Roanoke  Furniture  Co. 


It  is  better  to  adopt  and  improve  the  good  ideas  of 
others  than  to  depend  upon  originating  poor  ideas  of 
your  own. 


COURAGE  IN  ADVERTISING. 

The  story  is  told  of  a  man  who  once  hung  a  "Boy 
Wanted"  sign  outside  his  door;  in  a  few  minutes  a 
freckled  youngster  with  a  square  chin  brought  in  the 
sign  and  calmly  laid  it  on  the  man's  desk.  "Hey, 
what  are  you  doing  with  that  sign,"  demanded  the 
man. 

"Yer  don't  need  it  any  longer,"  calmly  replied  the 
310 nth.    "I'm  yer  boy." 
And  he  was. 

That  boy  had  vigor  and  vim.  He  knew  he  could  fill 
the  bill,  and  he  didn't  waste  time  apologizing  for  ap- 
plying for  the  job.  There  is  an  advertising  analogy 
here.  Some  advertising  I  have  seen  is  so  meek  and 
apologetic  that  the  very  ink  with  which  it  is  printed 
seems  to  fade  and  slink  'away  in  a  corner. 

So  long  as  advertising  is  news,  -there  need  be  no 
apologizing  for  it  on  the  part  of  the  advertiser.  Peo- 
ple welcome  advertising  that  will  really  help  them 
find  what  they  want. 

I  don't  like  a  printed  announcement  that  begins: 
"Please  read  this  advertisement."  It  reminds  me  too 
much  of  the  poor  devil  standing  down  on  the  street 
corner  with  a  tin  sign,  which  reads:  "Please  help  the 
cripi^led. ' ' 

Say  something  in  your  advertisement — give  the  news 
of  your  business  and  of  j^our  service — and  the  adver- 
tisement will  read  eagerly  without — the  people  to 
whom  you  wish  as  customers,  being  begged  or  cajoled. 
■ — Business  Philosopher. 


Where  to  Purchase 
Stoves  and  Ranges 

WE  wish  to  announce  that  in  addition  to  our  ex- 
tensive stock  of  HOUSE  FURNISHINGS,  we 
have  added  a  complete  line  of  STOVES  and 
RANGES. 

These  Ranges  are  made  by 
one  of  the  most  famous  Cana- 
dian manufacturers.  Absolutely- 
reliable  in  every  respect,  and 
anost  economical.  Prices,  all  the 
way  from  .  .§16.50  to  870.00 
for  Cash  or  on  our  Easy 
Payment  System,  which  enables 
every  home  to  have  the  finest 
Ranges  on  the  market. 


We  give  a  liberal  discount  for  Cash. 

talk  it  over. 


Come  in  and 


Gordon  €3  Keith 

THE  "CASH"  AND  "CREDIT"  STORE. 
  41    Barrington  -  Street  — 


Note  that  this  ad.  announces  the  firm,  who  are  furniture  dealers, 
have  put  in  a  line  of  stoves.  The  announcement  is  well  done,  and 
the  opportunity  was  not  missed  of  naming  prices.  Original  li  x  6. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


SELF  RELIANCE  STIMULATES  EFFICIENCY. 

S</  Carl  C.  Wert. 

Do  yon  ever  stop  to  consider  our  lives  are  built  up 
of  the  little  things  we  do"?  We  are  all  builders.  If 
we  fall  into  bad  habits,  we  will  find  them  hard  to  put 
aside  later. 

Every  man  has  some  inclination  to  enter  business 
for  himself.  Necessarily  his  schooling  must  be  along 
lines  that  will  bring  success.  Mediocrity  seldom  re- 
ceives recognition.    One  must  be  above  the  average. 

We  all  know  that  good  habits  are  acquired.  But 
we  take  to  other  habits  as  naturally  as  a  duck  takes 
to  water.  We  see  our  mistakes,  but  do  not  put  our 
will  power  into  action.  We  should  live  up  to  our 
convictions.  Certainly  we  are  all  able  to  discern  the 
difference  between  good  and  bad  business  judgment. 

Each  day  our  building  should  be  better.  We  should 
first  know  oiirselves  and  then  study  the  surrounding 
conditions. 

I  once  heard  a  story  that  made  a  lasting  impression 
upon  me ;  as  for  the  truth  of  it  T  can  not  vouch,  but 
as  to  the  story,  I  am  sure  you  Avill  derive  some  bene- 
fit from  it. 

There  was  a  father  whose  daughter  married  a  con- 
tractor. The  father  decided  to  build  a  home  in  a 
nearby  suburb,  and,  of  course,  gave  the  contract  to 
his  son-in-law.  This  dutiful  son-in-law  saw  where  he 
could  use  some  inferior  material,  thereby  making  a 
little  money  on  the  side.  After  the  house  was  com- 
pleted, the  father  was  called  in  to  see  the  work,  and 
as  far  as  he  could  see  it  looked  good  to  him.  "Now, 
John,"  he  said,  "I  have  been  wanting  to  do  something 
for  you  and  Mary." 

You  know  the  rest.  This  son  had  been  building  for 
himself  and  could  have  put  the  best  of  material  into 
the  house,  but  he  had  cheated  himself.  How  many  of 
us  are  putting  cheap  things  into  our  lives?  Each  bad 
habit  af  salesmanship  is  a  bad  plank  in  our  work  of 
building. 

Good  habits  bring  happiness  and  smiles.  I  think  one 
of  the  best  habits  to  form  is  to  wear  a  bright  smile. 
A  pleasant  face  helps  to  make  a  sale.  A  listless,  mor- 
ose salesman,  void  of  happiness,  is  often  so  far  away 
from  his  work  that  he  misses  the  opportune  time  to 
close  a  sale. 

We  should  give  our  undivided  attention  to  our  cus- 
tomers at  all  times  and  get  in  the  habit  of  reading 
character.  Eventually  you  can  classify.  You  will  be 
surprised  at  first  to  see  how  much  alike  "we  mortals 
be." 

In  order  to  do  this  effectually  you  must  give  each 
sale  careful  study.  T  mean  by  this,  reason  with  your- 
self hoAv  did  you  make,  or  lose,  the  sale?  Work  these 
things  out  for  yourself.  Do  your  own  thinking.  Do 
not  depend  upon  the  other  fellow.    He  may  be  wrong. 


TAKING  A  FRESH  GRIP  ON  THE  CUSTOMER. 

How  many  times,  asks  a  writer  in  Bucks'  Shot,  have 
you  been  perplexed  by  that  nervous  customer  who 
snapped  out  the  door  and  went  directly  to  your  com- 


petitor, because  she  didn't  receive  that  immediate  at- 
tention she  thought  she  was  entitled  to? 

And  haven't  you  been  exasperated — as  a  salesman — 
by  the  cutting  remarks  of  that  particular  type  to 
which  you  have  been  most  attentive?  Perhaps  both 
proprietor  and  salesman  have  let  a  nerve-racking  shop- 
per walk  out  rather  than  put  their  best  efforts  into 
the  prospective  sale. 

But  did  it  ever  occur  to  you  that  sales  made  under 
these  trying  circumstances  pay  big  dividends  and  yield 
the  greatest  amount  of  net  profit — that  while  they 
require  great  skill,  tact,  and  patience,  they  pay  pro- 
portionate returns  ? 

Remember,  it  takes  the  gross  profits  of  all  the  loyal 
patrons  who  are  glued  to  yovir  store,  to  pay  the  rent, 
taxes  and  heat ;  while  the  difficult  sales  that  do  not 
escape,  carry  with  them  not  only  the  net  profits  but 
the  gross  as  well. 

The  other  day  a  man  arrived  at  a  hotel  just  as  the 
dining  room  closed.  "You're  too  late,"  said  the  head 
waiter.  "Let  him  in,"  demanded  the  clerk.  The 
tardy  guest  was  served  with  food  that  would  have 
been  wasted,  and  the  hotel  was  ahead  the  whole  price 
of  the  meal.  But  it  took  nearly  the  entire  price  of 
every  other  man's  dinner  to  pay  the  fixed  expense. 
The  head  clerk  knew  the  value  of  the  customer  "who 
would  otherwise  escape" — the  head  waiter  did  not. 

Seventy-five  per  cent,  of  the  trade  is  easily  sold — 
but  what  becomes  of  the  other  twenty-five?  It  re- 
quires salesmanship  to  close  this  trade.  An  average 
$9  a  week  clerk  can  "wait  on"  the  former,  but  it  takes 
a  $25  salesman  to  keep  the  others  from  walking  out 
the  door. 


THE  UNEMPLOYED  CLERK. 

James  Jimson  worked  in  Quimper's  store.  He 
doesn't  work  there  any  more.  He  Avas  a  calculating 
clerk  who  thought  he  knew  just  how  much  work  a 
man  should  do  to  earn  his  pay — he  drew  about  two 
bones  a  day.  He  was  insistent  on  his  rights ;  he  doubt- 
less sat  up  late  at  nights,  the  constitution  to  peruse, 
and  o'er  his  grevious  wrongs  to  muse.  He  know  his 
duties  to  a  hair;  he  would  not  even  dust  a  chair,  or 
stoke  the  stove,  or  close  a  door — he  wasn't  paid  to  do 
that  chore. 

His  nature  had  grown  harsh  and  sour  through  fear 
that  he  might  work  an  hour  for  which  he  would  not 
draw  his  pay;  he  brooded  o'er  his  rights  all  day,  and 
dreamed  about  his  rights  in  bed,  until  his  rights  went 
to  his  head. 

Then  Quimper  exercised  his  right,  and  fired  young 
James  one  balmy  night.  He  said:  "I  gave  you  every 
chance  to  flourish,  prosper  and  advance,  but  all  your 
brains  have  turned  to  whey,  and  all  your  heart  has 
turned  to  clay.  A  thousand  men  will  gaily  jerk  their 
jackets  off  and  do  your  work,  and  l)loss  me  that  they 
have  the  chance — so  please  skedaddle.  Mr.  Prance." 
I  pity  him  who  snorts  and  fights  and  rips  around  about 
his  rights! — Walt  Mason. 
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Stoves  and  Furnishings 


GRATE  SURFACE  AND  ITS  VALUE. 

The  fuel-burning  capacity  of  a  square  foot  of  grate, 
where  the  chimney  flue  is  of  ample  size,  is  controlled 
by  the  free  area  for  air  passage  through  the  grate,  by 
the  area  and  length  of  the  internal  gas  passages  or 
flues  in  the  boiler,  and  by  the  quantity  and  disposition 
of  the  heating  or  absorbing  surface.  The  exact  pro- 
portions can  be  arrived  at  only  by  an  exhaustive  series 
of  experiments  and  tests. 

A  large  grate  area  and  an  indifferent  draft,  says 
the  Ideal  Heating  Journal,  are  a  bad  combination, 
because  it  is  impossible  to  maintain  good  combustion 
over  the  entire  area  of  the  grate.  If  the  combustion 
rate  is  much  below  six  pounds,  there  may  be  a  falling 
ofl:  of  evaporative  power  due  to  an  insufficient  draft ; 


hods  of  coal  were  shown  near  the  stove.  On  the  larger 
hod  appeared  the  wording: — 

"This  much  coal  will  be  burned  in  the  ordinary  base 
burned. " 

The  smaller  hod  full  of  coal  read,  "This'  much  coal 
Avill  be  all  that  is  necessary  in  our  blank  base  burner." 

To  further  attract  attention  he  scattered  a  quantity 
of  dollar  bills  on  the  floor  of  the  window.  A  large 
sign  read: — 

"You  can  pick  up  money  no  easier  than  by  buying 
one  of  our  blank  base  burners.  They  will  save  you 
money  by  the  big  saving  in  your  coal  bills." — Busi- 
ness. 


HELPS  FOR  OPERATING  A  STOVE. 

To  secure  operation  in  cook  stoves  and  ranges,  says 
an  authority,  make  sure : — 

1st.  That  the  flue  stopper  is  in  its  place. 

2nd.  That  the  chimney  is  clear  and  has  a  good  draft 
at  pipehole.  Many  chimneys  are  made  too  low,  and 
draw  better  when  a  "smoke-stack"  is  put  on  them. 

3rd.  That  the  pipe  fits  closely  on  the  stove  and  in 


Stove  display  in  Western  store  wliicli  oflers  many  goorl  suggestions  to  the  furniture  dealer  ■who  h.nidles  stoves. 


and  if  the  combustion  rate  much  exceeds  eight  pounds, 
there  may  be  a  falling  off  in  evaporative  power  due 
to  the  cooling  influence  of  too  much  air. 

Where  the  grate  surface  is  too  large,  air  is  likely  to 
mingle  with  the  fuel  in  excess  of  requirements  and 
cool  the  gases  liberated  by  combustion.  If  there  is  an 
excess  of  flue  surface  (giving  a  long  gas  travel  with 
the  attendant  frietional  resistance)  or  too  small  a 
grate,  insufficient  air  enters  the  fuel  chamber,  and  the 
latent  heat  or  stored  energy  of  the  fuel  is  not  fully 
liberated. 

Beyond  a  reasonable  number  of  sections,  a  shorter 
boiler  of  a  wider  type  is  to  be  preferred,  because  it 
occupies  less  length  in  the  pit,  is  more  readily  han- 
dled, its  cost  of  erection  is  lower,  and  the  fire  being 
shorter  is  more  readily  controlled. 


the  chimney.    No  air  should  go  outside  of  the  pipe. 

Ith.  That  the  pipe  does  not  go  too  far  in  the  chim- 
ney. 

5th.  That  no  ashes  from  chimney  gets  into  the  end 
of  the  pipe. 

6th.  That  there  are  no  pipe  holes  open  on  the  op- 
posite side  of  the  chimney,  either  above  or  below,  and 
that  there  is  not  an  unused  stove,  with  draft  slide  open, 
leading  into  the  same  chimney. 

7th.  Avoid  having  the  pipe  telescope  at  the  elbow. 

If  you  have  all  these  parts  properly  adjusted  and 
well  arranged  open  the  direct-draft  damper  and  see  if 
you  can  get  a  good  fire  in  the  stove,  together  Avith  a 
strong  draft.  If  the  stove  will  not  burn  well  then,  the 
trouble  is  not  in  the  stove,  but  above  it. 


A  METHOD  THAT  BROUGHT  RESULTS. 

A  furniture  dealer  selling  a  line  of  stoves  made  a 
unique  window  display  by  exhibiting  a  base  burner 
with  a  large  pile  of  coal  beside  it.    Two  different-sized 


Junior  Partner. — I  see  you  have  engaged  a  new  as- 
sistant.   Is  he  a  good  salesman? 

Senior  Partner. — Good  salesman?  Great  Scott;  I  had 
to  send  for  the  police  to  prevent  him  from  talking  me 
into  taking  him  in  to  the  firm. 
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HOW  TO  PROMOTE  SUMMER  TRADE. 

During'  the  present  dull  season  in  the  furniture  busi- 
ness, the  dealer  is  at  his  wits'  ends  to  discover  ways 
and  means  of  attracting  notice  to  his  store.  All  kinds 
of  special  sales  are  held  and  very  attractive  prices 
offered,  to  induce  the  public  to  come  and  look  over 
the  various  lines.  In  spite  of  this,  however,  business, 
in  the  great  ma.jority  of  cases,  remains  dull.  It  must 
not  be  thought,  however,  that  these  special  induce- 
ments do  not  bring  business  to  the  dealer,  for,  were  it 
not  for  them,  trade  would  be  absolutely  at  a  stand- 
still at  this  time. 

The  best  way  to  keep  the  wheels  of  trade  moving 
in  the  furniture  store  at  this  season  is  to  work  out 
some  novel  feature  that  will  draAv  the  attention  of 
the  pid)lic,  such  as  that  rim  by  the  Adams  Furniture 
Co.,  Toronto.  This  firm  are  agents  for  a  certain  make 
of  kitchen  cabinets,  and  each  year  at  this  time  run 
what  is  known  as  their  "Hoosier  Model  Kitchen  Club." 
This  club  is  formed  with  the  object  of  securing  500 
members,  each  one  of  whom  purchases  a  kitchen  cab- 
inet. The  terms  to  members  are  easy,  being  $1  down 
and  ^1  per  week  until  paid  for.  Thus  the  purchase  of 
a  cabinet  is  put  within  the  reach  of  almost  every  one. 

The  sale  is  advertised  to  last  a  month,  1nit  usually 
runs  slightly  over.  During  the  month  of  June  this 
year,  432  cabinets  M'ere  sold.  As  each  one  of  these 
sells  at  $35,  it  will  be  seen  that  quite  a  nice  trade  was 
done  during  the  month.  The  Adams  Co.  only  uses 
one  line  (the  $35  one)  for  this  sale,  as  they  have 
found  from  past  experience  that  it  prodiices  better 
results. 

When  asked  if  the  scheme  of  only  $1  down  and  $1 
a  week  did  not  entail  a  lot  of  seemingly  unnecessary 
bookkeeping,  the  reply  was  given  that  the. firm  do  a 
large  business  on  the  installment  plan,  and  while  the 
payments  were  smaller  than  is  usual  on  all  other  lines 
of  furniture,  it  did  not  require  miich  more  Avork.  Then, 
too,  many  customers  will  pay  more  than  the  dollar  a 
week  and  the  account  is  thus  wiped  out  much  quicker. 

One  good  point  about  a  scheme  of  this  natiu'e  is  that 
it  furnishes  a  lot  of  new  names  for  the  mailing  list, 
which  can  be  used  on  future  occasions  when  anything 
special  is  put  on. 

To  draw  trade,  a  large  window  display  is  arranged, 
as  shown  in  the  accompanying  illustrati(m.  The  cabin- 
ets are  shown  fitted  up  with  all  the  various  kitchen 
utetisils  arranged  in  proper  order,  to  show  the  house- 
wife the  number  of  steps  that  can  be  saved  and  also 
what  a  neat  i)iece  of  furniture  may  be  added  to  her 
kitchen. 

With  each  cabinet  sold,  the  Adams  Co.  gave  an  as- 


sortment of  baking  supplies,  as  shown  in  the  picture. 

The  large  thermometer  on  the  left  aroused  a  lot  of 
interest.  This  was  made  to  register  500  "degrees." 
The  tube  was  filled  with  a  red  fluid  and  each  day,  as 
the  sales  went  up,  more  fluid  was  put  in  to  register 
the  total  number  of  cabinets  sold  to  date.   People  who 

"The  Best 
Gift  for 

a  June 
Bride 

There  is  no  one  article  wbich  we  could  suggest  or  you  could  tliiuk  of 
that  would  make  a  move  acceptable  wedding  present  tliao  a 

Genuine  "Hoosier*' 
Kitchen  Cabinet 

It  13  just  what  a  sensible  bride  would  thooec  if  she  had  her  choice,  for 
nothing  plays  such  a  pi-omiuent  part  in  a  housewife's  every  day  work 
tlian  a  kitchen  cabinet— if  she  be  foi-tuuate  enough  to  possess  cue. 

It's  so  Easy 
to  Get  One 

The  "  Hoosier  Model 
Kitchen  Club"  which  we 
are  conducting  makes  the 
purchase  of  a  "Hoosier" 
Cabinet  a  trifling  matter  to 
consider.  Tlieve  are  no  re- 
strictions to  embaiTESs^you. 
The  only  requirements  are 

$  1  to  Join  and 
Weekly  Dues  of  $  1 

The  price  of  cabinet  is  $35, 
but  we  dehver  at  once  or 
whenever  desired,  giving  im- 
mediate use  of  the  cabinet, 
allowing  the  purchase  price 
iSa^Tnita^.^UpcT        to  be  paid  leisurely. 

And  all  these  Best  Grade 
Groceries  Free  r„"rhf"ctuS"p1'r 


If  Yoa've  a  Cift  to  Buy  Join  the  Club  and  We  Will  See 
That  Cabinet .  i>  Sent   When  and  Where  Yoa  Say. 


Fl/RXITCRK  COMPA\y.  LIMITED 

CITY  HALL  SQUARE 


Ad.  used  in  connection  witli  sniuruer  trade  campaign. 
Much  reduced  in  size. 

passed  the  store  each  day  evinced  much  interest  in  the 
scheme  and  would  stop  to  see  the  "temperature." 

The  lettering!;'  shown  on  the  windows  was  made  by 
figures  cut  out  of  plain  red  paper  and  pasted  on. 
(Note  on  the  middle  window  the  joke  the  store's  hum- 
orist has  got  away  with). 


Oi\E'  I  Ml- iiMnr  "I"  ■! 

Dollar      iji*- t-im-ii 


I'liiiiiif 

,  "Villi  I 
tint) 


i 


KncHLM  Troudlu 


Attractive  window^display  of  kitchen  cabinets,  a  factor  in  a  summer  trade  campaign. 
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RUG  SELLING  METHODS. 

By  Louis  Brentnall. 

Rugs  of  high  (luality  are  not  usually  shown  in  the 
window  with  price  tickets,  as  their  design,  special  make 
and  wearing  quality  are  of  more  moment.  People  who 
buy  high-priced  rugs  do  not  often  dicker  about  the 
price  in  buying  of  the  retail  store,  for  they  have  the 
money  to  buy  whatever  pleases  them,  so  that  if  the 
price  is  emphasized  too  strongly  the  customer's  mind 
is  likely  to  be  taken  away  from  the  more  important 
issue — design  or  quality. 

Show  cards  are  important  with  almost  any  window 
display  of  rugs.  Where  quality  or  design  is  to  be 
called  particularly  to  the  mind  of  a  prospective  cus- 
tomer the  leading  features  may  be  exploited  on  a  show 
card.  If  the  rugs  are  of  medium  grade  or  for  a  special 
use  the  show  cards  may  emphasize  the  price,  or  the 
use,  as  seems  necessary.  Several  show  cards  can  be 
used  in  cases  where  all  the  particulars  cannot  very 
well  be  gotten  on  one  card.  In  such  cases  one  of  the 
cards  may  talk  the  rug  in  general,  Avhile  the  others 
define  special  points. 

An  important  feature  in  connection  with  a  AvindoAV 
display  of  rugs  is  that  of  having  duplicate  rugs  close 
at  hand  in  the  rugroom  or  salesroom,  so  that  these 
can  be  shown  quickly  when  a  customer  announces  her 
preference  for  a  certain  rug. 

An  equally  favorable  method  in  connection  with 
both  the  window  display  and  the  salesroom  is  that  of 
having  the  rugs  bear  markers  or  names  so  they  can 
readily  be  asked  for.  A  lady  Avho  admires  a  rug  in  the 
windoAV  may  forthwith  enter  the  salesroom,  asking  to 
be  shown  rugs  "like  that  one  in  the  farthest  corner^ — 
toward  the  south  side"  of  the  window.  If  the  rug  bore 
a  placard  giving  its  kind,  or  christening  the  rug  a  spe- 
cial name,  she  could  at  once  announce  the  name  upon 
entering  the  salesroom  as  though  she  was  perfectly 
familiar  with  such  a  rug.  This  makes  a  customer  feel 
as  though  she  knew  something  abo\it  what  she  is  go- 
ing to  look  at  or  buy — whether  she  does  or  not. 

The  worth  of  a  window  display  of  rugs  may  be 
strengthened  by  newspaper  advertising.  Milady,  to- 
day, frequently  obtains  her  first  information  of  a  spe- 
cial salesday,  or  that  a  store  is  to-day  featuring  rugs, 
by  reading  in  the  morning  or  evening  newspaper  about 
the  rug  ofPering.  The  one  draAvback  with  a  metro- 
politan newspaper  Avith  retail  stores  is  that  it  circul- 
ates too  far  out  of  the  city  for  the  retailer"  to  obtain 
the  full  benefit  of  the  enormous  circulation,  and  yet 
a  Avell-planned  rug-selling  campaign,  Avith  the  AA^indow 
dressed  with  rugs  and  the  salesroom  in  readiness,  is 
generally  best  where  a  little  advertising  is  done. 

A  Avell-known  store,  having  sales  at  different  times, 
Avhich  people  in  general  remember  as  having  repre- 
sented good  values,  need  merely  announce  its  rug  sale, 
Avhile  a  store  not  generally  featuring  rugs  or  not  so 
Avell  known  may  require  more  advertising  space. 

Store  features  also  help  out  a  window  display  of 
rugs  or  make  more  sales.  The  sale  may  include  the 
laying  of  the  rug  as  well  as  its  delivery  to  the  pur- 
chaser. 


A  special  feature  for  a  show  card  in  connection  with 
a  AvindoAV  display  of  rugs  is  that  the  rugs  can  be  furn- 
ished in  different  sizes  or  cut  to  measure.  A  good  rug 
maker  or  fitter  is  an  indispensable  man  around  the 
store  Avhich  features  rugs  to  a  considerable  extent. 
Very  fcAv  people  could  seAV  the  lengths  of  a  rug  or 
put  on  the  border.  Experience  teaches,  too,  that  not 
all  people  know  just  Avhat  size  rug  they  need,  and 
here  the  rug-fitter's  usefulness  is  appreciated. 

Displaying  rugs  in  the  AvindoAv  helps  to  increase  rug 
sales.  The  idea  is  that  the  storekeeper  has  thousands 
of  dollars  invested  in  a  stock  of  rugs,  and  the  quicker 
the  profit  is  gotten  out  of  them  the  sooner  the  amount 
can  be  re-invested  in  a  ncAV  stock,  alloAving  the  turn- 
ing over  of  capital  several  times  during  the  year,  in- 
stead of  possibly  only  once,  as  AA'here  no  AvindoAV  dis- 
play is  made  of  the  rugs,  no  advertising  done  and 
general  disability  affects  the  store  or  the  storekeeper. 
One  must  be  aggressive  in  order  to  sell  goods  quickly 
noAvadays,  so  that  storekeepers  AA^ho  fall  asleep  "on 
the  rugs."  instead  of  pushing  business.  Avould  do  bet- 
ter by  opening  a  "rest  parlor." 

Trim  the  AvindoAV  AAdth  rugs ! 


CLAVIES-TABRIS  CARPET. 

Since  some  years,  there  has  been  going  on  a  marked 
change  with  regard  to  fitting  up  the  interior  of  private 
homes  and  business  localities  Avith  a  really  practical 
and  durable  covering  of  floor  and  AA'alls.'  The  old 
board  flooring  had  long  ago  to  make  room  for  the 
inlet  floor  (parquet),  stoncAvood  and  artificial  stone 
products,  and  the  linoleum  is  also  claiming  its  place 
in  the  question  of  floor  covering,  but  there  is  only  one 
thing  that  Avill  make  a  room  cozy,  and  that  is  the  car- 
pet. And  just  in  the  manufacture  of  carpets  manifold 
improvements  have  been  made  lately,  so  that  now  a 
nice  carpet  or  rug  is  Avithin  the  reach  of  everybody. 
But  the  saying,  "The  best  is  ahvays  the  cheapest," 
also  applies  here,  although  it  Avjll  be  no  easy  matter 
for  the  inexperienced  buyer  to  get  really  the  best  or 
pick  out  the  best,  for  just  in  carpets  the  variety  and 
range  of  quality  is  enormous. 

The  Clavies-Tabris  carpet  is  the  result  of  the  present 
demand  for  a  solid  and  yet  cozy  decoration  of  the  in- 
terior of  a  home  and  meets  the  requirements  of  the 
modern  taste  for  a  practical  and  yet  aesthetic  carpet. 
For  this  reason  the  Clavies-Tabris  carpet  has  soon  be- 
come a  favorite  of  all  friends  of  a  cozy  home. 

Made  throughout  of  the  very  finest  wool  material  in 
fast  delicate  colors  and  Avoven  in  a  carpet  plush  tex- 
ture after  our  oavu  patents,  the  Clavies-Tabris  carpets 
represent  the  most  precious  patterns  of  the  most  bril- 
liant periods  of  the  entire  art  of  carpet  AveaA'ing  in  ex- 
tremely fine  execution,  and  they  are  considered  splen- 
did specimens  of  their  kind.  They  are  suitable  for  any 
interior  and  pleasantly  match  the  general  appearance 
of  any  room,  and  the  great  choice  of  patterns  war- 
rants something  that  will  please  CA  en  the  most  refined  taste. 

These  goods  are  handled  by  Otto  T.  E.  Veit  &  Co., 
Empire  Building,  84  Wellington  St.  West.  Toronto. 


ALWAYS  PUSH  YOUR  BEST  GRADES. 

There  is  a  great  deal  of  satisfaction,  says  the  Amer- 
ican Carpet  and  Upholstery  Journal,  in  couA^erting  a 
customer  who  wants  to  buy  a  cheap  rug  or  carpet  and 
inducing  him  to  buy  something  good.  It's  good  busi- 
ness and  it's  a  fine  habit  that  good  salesmen  easilv 
acquire.  The  customer,  after  a  bit,  Avill  like  it  and 
feel  better  about  his  purchase.  You'll  like  it  and  feel 
better  because  of  the  larger  profit  the  higher  grade 
bears,  and  the  knoAvledge  that  you  have  done  a  good 
turn  all  around.   Any  boy  can  sell  sugar. 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


DO  NOT  LAY  BLAME  TO  THE  VARNISH. 

By  G.  D.  Grain,  Jr. 

The  characteristically  American  aphorism,  "Time  is 
money,"  has  led  to  a  peculiar  condition  of  things  in 
manufacturing.  The  short-cut  is  watched  for  and 
striven  after,  and  it  is  frequently  attained  at  the  ex- 
pense of  other  more  important  things.  There  is  no 
denying  its  desirability,  yet  the  temptation  to  do  it 
quickly,  rather  than  well,  is  so  great  that  it  is  exert- 


No.  187i.  Dressing  table ;  top  21  x  38 ;  B.B.  mirrors,  14  x  22, 
10  X  IS;  miihogaiiy  and  Circassian  walnut.  Manufactured 
by  Malcolm  Souter  Co. 

ing  a  definitely  detrimental  effect  on  many  lines  of 
business,  including  the  furniture  trade. 

From  the  saw-mill  to  the  ultimate  user,  the  process 
of  manufacturing  furniture  is  hastened  wherever  pos- 
sible. The  manufacturer  of  the  lumber  takes  it  green 
from  the  saw  in  many  instances,  shoves  it  through 
the  dry-kiln  and  then  sells  it  to  the  consumer  as  thor- 
oughly seasoned,  kiln-dried  stock.  The  panel  manu- 
facturer, in  many  instances,  does  his  best  to  get  work 
out  of  the  factory  in  record-brealdng  time,  sometimes 
giving  the  drying  of  the  glued-up  stock  only  casual 
attention.  Then  the  process  of  making  the  furniture . 
is  rushed  through  as  quickly  as  possible,  and  the  most 
important  part,  from  many  standpoints,  that  of  fin- 
isliing,  is-  frequently  done  in  such  a  hurry  as  to  make 
ix'sultiiig  defects  in  the  varnish  not  only  possible,  but 
probable. 

Time  is,  undoubtedly,  money,  but  quality  and  dis- 
tinction are  also  worth  while  in  dollars  and  cents.  The 
operator  in  any  field  who  increases  his  output  without 
enlarging  his  capital,  is  turning  over  his  money  faster 


and  adding  to  his  net  profits,  but  if  he  does  it  by  S'light- 
ing  his  work,  he  is  cheapening  his  product  and  pre- 
paring for  the  time  when  he  will  have  to  accept  lower 
prices  for  his  commodity.  The  effort  to  cut  out  a  day 
here,  or  a  few  hours  there,  is  praiseworthy  and  com- 
mendable when  it  is  a  means  to  the  end  of  putting  out 
the  best  goods  at  the  lowest  cost;  but  when  the  cart 
is  put  before  the  horse  and  decreasing  costs  become 
not  the  means  but  the  end  to  which  the  quality  of 
the  goods  is  to  be  sacrificed,  the  matter  assumes  an 
entirely  different  aspect. 

The  Importance  of  the  Finishing  iRoom. 

If  there  is  a  department  of  the  furniture  factory 
where  careful  work  is  an  essential,  it  is  the  finishing 
room.  Yet  it  is  often  here  that  the  hurry-up  methods 
of  modern  manufacture  are  most  in  evidence. 

"Got  to  ship  that  lot  of  tables  to-day,"  says  the 
superintendent,  and  the  foreman  finisher,  perhaps 
against  his  own  judgment,  orders  work  gotten  out  be- 
fore  it  is  ready  for  the  final  process. 


No.  187.,— Chiffonier;  top  18 x  30;  B.B.  mirror. 
18  X  28  ;  mahogany  and  Circassian  walnut. 
Manufactured  Dy  Malcolm  Souter  Co. 


"Do  the  best  you  can,"  is  his  injunction,  although 
he  may  realize  that  with  the  limiter  time  at  his  dis- 
posal he  cannot  get  results  which  he  can  absolutely 
depend  upon. 

In  the  good  old  days,  about  which  veteran  work- 
men talk  with  regret,  the  manufacturer  carried  large 
stocks  of  lumber  in  his  yards.  This  material  was 
carefully  air-dried  before  being  used,  so  that  the  use 
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of  the  kiln  "was  hardly  necessary.  At  every  step  of 
the  way  througji  the  factory  enough  time  was  given 
to  make  sure  of  the  work  being  properly  done.  In 
the  finishing  room  each  coat  was  put  on  with  exceed- 
ing care,  and  it  was  given  sufficient  time  to  dry  thor- 
oughly and  beyond  question  before  the  next  was  put 
on.  The  time  involved  required  a  large  amount  of 
work  to  be  in  process  of  manufacture,  as  well  as  a 
large  amount  of  money  in  the  yard.  The  result  was 
that  in  order  to  earn  a  given  amount  on  the  capital 


the  winter,  when  the  days  are  dark  and  damp,  evapor- 
ation goes  on  slowly  and  more  time  is  required. 

Carelessness  in  Applying  Finishing. 

The  situation  is  also  involved  by  reason  of  the  tend- 
ency on  the  part  of  many  unskilled  workmen  to  slap 
on  a  finish  much  thicker  than  is  required  or  even  ne- 
cessary. A  thin  coat,  except  for  the  final  application, 
which  is  to  undergo  rubbing,  is  by  all  odds  the  best, 
since  the  result  seenred  does  not  depend  on  the  thick- 


The  "Oiient"  mattress  under  process  of  manufacturer.    Made  by  the 
Dyniond-Colonial  Co.,  Limited,  Strathroy. 


invested,  prices  to  the  retailer  and  therefore  to  the 
consumer  had  to  be  higher. 

The  stress  of  competition  has  required  manufactur- 
ing costs  to  be  reduced,  and  in  order  to  do  this  it  has 
been  necessary  to  do  the  Avork  the  quickest  way,  and 
therefore  the  cheapest.  "The  longest  way  'round  is 
sometimes  the  shortest  way  home,"  and  this  is  partic- 
ularly true  of  a  commodity  which  is  to  be  a  permanent 
fixture,  for  if  there  is  any  class  of  goods  used  in  the 


ness  of  the  layer  of  varnish,  but  on  the  number  of 
layers. 

The  process  of  sanding  will  usually  reveal  the  fact 
that  a  coat  of  varnish  has  not  thoroughly  dried.  Yet 
this  is  sometimes  so  hurriedly  or  carelessly  done  that 
the  evidence  which  would  be  patent  to  any  one  of  dis- 
cernment is  overlooked,  and  the  piece  is  passed  on  for 
another  coat.  The  inevitable  result  is  that  the  drying 
goes  ahead  after  the  upper  coat  is  applied,  causing 


"Our  Luxury"— Box  spring,  tufted  top  and  roll  edge.  In  heavy  art  or  linen  tick.  Upholstered 
with  black  Japanned  oil-tempered  springs  and  covered  with  felt. 


home  which  must  endure  and  give  service  year  in  and 
year  out  without  failing,  it  is  furniture. 

Most  of  the  problems  of  the  finisher  would  be  solved 
if  the  proper  time  were  given  for  drying  purposes. 
It  is  impossible  to  lay  down  a  hard  ancl  fast  rule,  but 
it  Ls  certain  that,  under  average  conditions,  two  or 
three  days  is  none  too  long  to  wait  between  coats  of 
varnish.  The  time  is  shortened  in  the  summer,  when 
the  air  is  circulating  freely  an^  humidity  is  low.  In 


checks  and  breaks  in  the  varnish  which  spoil  the  ap-. 
pearance  of  the  entire  piece.  The  sander  should  take 
pains  to  note  whether  the  varnish  he  is  rubbing  down 
appears  to  be  viscous  or  sticky  in  the  slightest  de- 
gree, and  if  this  is  the  case,  attention  should  be  called 
to  it  so  that  it  may  be  given  more  time  for  drying. 

One  of  the  most  common  evidences  of  furniture  be- 
ing shipped  without  letting  the  finish  become  thorough- 
ly dry  is  sticking  or  printing.    Almost  invariably  this 
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happens,  because  the  goods  were  sent  out  before  the 
final  coat  had  been  in  place  a  sufficient  length  of  time. 
As  the  treatment  of  the  last  application  of  varnish  is, 
by  all  means,  the  most  important,  there  is  little  ex- 
cuse, apparently,  for  this  happening.  Some  finishers 
have  a  way  of  testing  the  varnish  on  a  piece  of  furni- 
ture before  it  leaves  the  factory  by  pressing  their 
thumb-nail  into  a  part  that  is  not  exposed.  So  trained 
are  they  that  they  can  determine  quickly  and  accur- 
ately whether  the  piece  should  be  allowed  to  go  out. 

Atmospheric  Conditions  Important. 

The  condition  of  the  atmosphere  and  the  temper- 
ature of  the  room  in  which  the  work  is  done  should 
be  given  the  consideration  which  they  deserve.  In 
the  Avinter,  especially,  is  there  danger  that  changes  of 
temperatiire  will  cause  trouble  for  the  finisher.  Heat 
should  be  maintained  in  the  finishing  room  throughout 
the  24  hours,  for  if  it  is  turned  off  at  night,  the  drop 
of  from  25  to  35  degrees  will  cause  a  chill  and  con- 
traction. The  next  morning,  when  the  engineer  turns 
the  steam  into  the  pipes,  the  temperature  will  shoot 
up,  and  the  natural  effect  will  be  that  the  varnish  will 
expand.    Cheeking  almost  invariably  follows  this. 

Seventy  degrees  is  considered  by  most  expert  fin- 
ishers to  be  a  safe  temperature  to  maintain,  and  as 
this  can  be  secured  without  imdue  effort,  it  is  a  prac-i 
tical  mark  to  keej)  in  mind.  The  troubles  which  pile 
up  for  the  finisher,  if  the  temperature  of  his  work- 
room is  not  maintained  equably,  are  such  as  to  make 
the  eff'ort  needed  to  keep  the  mercury  around  the  70- 
degree  mark  seem  slight  in  comparison. 

In  using  varnish,  it  is  well  to  see  that  it  is  given  a 
chance  to  "thaw  out"  before  being  applied.  It  is  not 
uinisual  to  s'3e  a  can  of  varnish  filled  from  a  barrel, 
which  is  kept  in  the  cellar,  where  the  air  is  chill  and 
damp,  and  then  brought  into  the  finishing  room  for 
immediate  use.  A  much  better  .way.  would  be  to  allow 
the  can  to  remain  in  the  room  for  several  hours  be- 
fore use,  so  that  its  temperature  will  be  pretty  close 
to  that  of  the  room.  It  will  not  thicken  easily  then, 
and  its  application  can  be  arranged  in  a  much  more 
satisfactory  manner. 

Quick  Drying  of  Varnish. 

One  of  the  worst  features  about  the  careless  use  of 
varnish  is  the  result  of  its  natural  tendency  to  dry  out 
if  exposed.  If  a  can  is  allowed  to  stand  uncovered 
for  a  long  time,  it  naturally  loses  much  of  its  strength. 
In  order  to  get  it  in  condition  to  work  with,  the  fin- 
isher thins  it  considerably,  the  result  being  that  the 
varnish,  when  actually  applied,  is  not  as  efficient  as 
it  wonld  have  been  had  no  thinner  been  used.  When 
varnivsh  is  not  in  use,  it  should,  by  all  means,  be  kept 
covered. 

In  putting  on  varnish,  the  finisher  should  mal^e  a 
point  of  getting  the  coat  thin  and  absolutely  even.  This 
will  insure  its  drying  rapidly  and  evenly,  and  in- 
cidentally will  consume  a  minimum  amount  of  varnish. 
While  this  is  not  an  important  item  in  comparison 
with  the  effects  seexired  on  the  work,  the  fact  that 
better  results  are  gained  when  thin  coats  are  put  on 
emphasizes  the  opportunity  for  saving  material.  As 
indicated  above,  the  thinner  the  layer  the  better,  ex- 
cept when  the  last  coat  is  applied,  and  then  the  only 
reason  for  putting  on  a  thick  coat  is  to  ena])le  it  to 
be  rubbed  down  without  danger  of  rubbing  through 
to  the  next  lower  coating. 

Bad  Finishing  Expensive. 

Failure  to  finish  a  piece  of  furniture  properly  fre- 
quently causes  the  superintendent , of  the  plant  to  get 


an  idea  that  the  panels  which  he  is  using  are  defec- 
tive. While  it  is  true  enough  that  the  application  of 
a  finish  may  bring  out  defects  which  were  not  evident 
in  the  white,  it  is  also  to  be  borne  in  mind  that  the 
improper  use  of  varnish  will  cause  checks  and  breaks 
which  the  panel  has  nothing  whatever  to  do  with.  A 
certain  test  of  this  is  to  scrape  the  finish  off  the  panel 
and  then  try  the  latter  by  the  application  of  a  coat  of 
shellac.  Unless,  as  sometimes  happens  in  the  case  of 
a  water  stain,  so  much  as  has  been  used  as  to  pene- 
trate the  face  veneer,  the  condition  of  the  panel  will 
be  made  perfectly  plain  in  this  way. 

"If  there  is  a  single  department  of  the  furniture 
factory  where  economies  should  not  be  practiced,  as 
far  as  getting  labor  is  concerned,"  said  a  veteran  furn- 
iture manufacturer  recently,  "it  is  in  the  finishing 
room.  I  would  rather  have  a  good  foreman  for  my 
finishing  department  and  a  poor  superintendent  than 
to  reverse  the  situation,  because  the  finish  is  what  sells 
the  furniture.  If  it  is  skillfully  applied  and  the  best 
results  possible  obtained,  I  am  sure  of  marketing  my 
line  at  the  maximum  price.    If  the  finish  isn't  well 


New  Loose  Cushion  Rocker  No.  22.5,  by  the  Imperial 
Furniture  Co.,  Toronto. 


handled  and,  in  the  long  run,  proves  unsatisfactory, 
the  real  value  of  the  furniture,  as  far  as  material, 
cabinet-work,  etc.,  are  concerned,  is  discounted.  The 
retailer  and  the  consumer  get  their  impressions  of  the 
piece  from  the  finish,  and  that  is  why  I  regard  that 
department  as  the  most  important  in  the  factory. 

Avoid  Parsimony  in  Finishing  Department. 

"If  I  were  going  to  slight  operating  expenses  any- 
■'vhere,  it  wouldn't  be  in  that  department,  either.  You 
can  get  operators  for  wood-working  machines  and 
train  them  better  and  more  quickly  than  you  can  get 
good,  skillful  finishers.  There's  more  than  a  little  bit 
of  art  required  in  work  of  that  kind.  Putting  on 
filler,  stains  or  varnish,  and  sanding  and  rubbing  are 
all  processes  calling  for  no  small  degree  of  skill,  and 
unless  your  department  has  a  high  percentage  of  this, 
your  organization  is  fatally  weak.  A  good  foreman 
(tan  remedy  the  defects,  but  good  material  to  work 
with  is  essential." 


Hand-scraping  is  in  the  class  with  hand-sanding,  in 
that  it  can  often  be  done  cheaper  and  better  by  a 
power-driven  machine. 
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Knobs  of  News 


A.  Coombe,  buyer  of  the  furniture  department  for 
the  J.  F.  Kairns,  Departmental  Stores,  Saskatoon,  Sask., 
has  been  visiting  eastern  furniture  centers  during  the 
past  month  buying  about  $25,000  worth  of  furniture 
for  the  furniture  department  just  being  established  by 
the  Kairns  Co. 

Ed.  Weiler,  of  Oshawa.  Ont.,  is  to  start  a  factory  at 
Estevan,  Sask.,  for  the  manufacture  of  furniture,  inter- 
ior fittings,  store  fixtures  and  handles. 

The  new  furniture  warehouse  is  the  style  of  a  new 
retail  furniture  store  at  Montmartre,  Sask. 

A  new  furniture  store  has  been  started  at  Imperial, 
Man.,  by  Robert  Addison. 

Mr.  W.  J.  McMurtry,  President  of  the  Gold  Medal 
Furniture  Co.,  Toronto,  wife  and  family,  have  returned 
from  an  eastern  pleasure  trip,  where  they  have  been 


had  not  completed  the  installation  of  their  machinery. 
Loss,  10,000,  covered  by  in.suranee. 

Tourigny  &  Tourigny.  furniture,  Victoriaville,  Que., 
have  dissolved.    L.  A.  Tourigny  continues  the  business. 

W.  A.  Youngblud.  furniture  and  hardware  dealer, 
Areola,  Sask.,  has  sold  to  John  R.  Mears  the  business 
he  had  previously  bought  from  him. 

A  new  furniture  store  was  recently  opened  at  Till- 
sonburg  by  Wilkins  &  Jackson,  successors  to  J.  E.  Weston. 


SPECIALIZE  ON  UPHOLSTERED  GOODS. 

The  Imperial  Furniture  Co.,  of  Toronto,  make  a  spe- 
cialty of  upholstered  furniture.  Their  lines  consist  of 
couches,  Turkish  rockers,  knocked  down  rockers,  high 
grade  English  chairs  and  Chesterfield  sofas.  The  cut 
No.  225,  herewith  reproduced,  shows  the  loose  cushion 
rocker.  It  is  handsome  in  appearance  and  constructed 
by  mechan,ics  who  know  how.  The  Imperial  ■^'urniture 
Co.  extend  a  cordial  invitation  to  those  who  ire  inter- 
ested in  fine  goods  to  call  and  examine  these  goods  at 
their  exhibit  in  the  Process  building  (east  end)  at  the 
Toronto  National  Exhibition,  where  a  nice  line  will  be  shown 


The  new  entnim  ,  «,iu  ,  ui  tin-  J  oimto  Kxliibition  as  they  will  appear  when  cuiiiiileted. 


for  the  past  few  weeks  visiting  places  of  interest  in 
Eastern  Ontario  and  Quebec.  Mr.  McMurtry  said  he 
and  his  family  feel  the  beneficial  efi^eets  of  their  trip, 
though  it  were  short,  and  he  certainly  looks  it. 

The  Kindel  Bed  Co.,  Ltd.,  of  Toronto,  have  engaged 
space  in  the  Process  building  at  the  Toronto  National 
Exhibition,  where  they  will  show  a  nice  line  of  daven- 
port beds,  divanettes.  chairs  and  beds.  Mr.  Abbott, 
manager  of  the  Kindel  Bed  Co.,  cordially  invites  every 
one  to  call  during  the  Exhibition. 

The  Anchor  Manufacturing  Co.,  manufacturers  of 
brass  and  iron  beds"  and  davenports,  of  Toronto,  will 
show  a  nice  line  of  their  goods  at  the  National  Toronto 
Exhibition.  The  firm  extends  an  invitation  to  all  to 
call  on  them  during  the  Exhibition. 

The  Toronto  Furniture  Co.,  high  grade  furniture 
manufacturers  of  Toronto,  will  show  a  line  character- 
istic of  their  product  at  the  National  Toronto  Exhibi- 
tion. A  general  invitation  is  extended  to  the  trade  to 
visit  the  exhibit. 

Bell  Brothers'  furniture  factory  in  East  Toronto  has 
been  completely  destroyed  by  fire.  The  company, 
which  moved  recently  from  927  Yonge  Street  to  the 
premises  of  the  old  Bay  view  Hotel  on  Gledhill  Avenue, 


The  business  done  the  past  year  has  exceeded  the 
most  sanguine  expectations.  The  company  has  made 
many  new  customers  during  the  past  year  and  shipped 
many  duplicate  orders. 


JOINS  THE  IDEAL  BEDDING  CO. 

Mr.  Geo.  L.  Gardiner  has  been  appointed  assistant 
manager  of  the  Ideal  Bedding  Co.,  Limited,  Toronto.  Mr. 

Gardiner,  although  a  young  man,  has  had 


a  wide  experience.  For  several  years  he 
was  engaged  in  railway  work.  The  last 
ten  years  he  was  with  the  National  Cash 
Register  Company.  During  that  time  he 
had  experience  in  all  branches  of  that 
organization,  and  is  a  graduate  of  that 
Company's  school  of  salesmanship  at 
Dayton,  Ohio.     He  had  charge  of  the 


detail  work  of  the  Company's  Canadian 
business  during  the  last  few  years. 

His  connection  with  the  National  Cash  Register 
brought  him  into  contact  with  many  merchants  in  the 
furniture  trade,  which  should  stand  him  in  good  stead  in 
his  new  position  with  the  Ideal  Bedding  Co.  He  assumes 
his  new  duties  on  September  1. 
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This  is  the  time  of  year  when 
dealers  must  decide  the  quantity, 
and  more  especially  the  quality 
of  goods  they  will  require  for 
their  fall  and  winter  trade. 

At  this  age  of  improvements  and 
progressiveness,  the  successful  dealer 
must  study  the  future  requirements 
of  his  customers. 

In  view  of  these  facts  we  have  kept 
pace  with  this  progressive  spirit  by 
introducmg  new  designs  and  features 
in  our  special  hues  of  furniture  con- 
sisting of 


No.  187  Bed 
Mahogany  and  Circassian  Walnut 


Bedroom  Furniture 

Buffets,  China  Cabinets 

Library  and  Parlor  Tables 

and  Parlor  and  Music  Cabinets 


No.  187  Dresser 
Mahogany  and  Circassian  Walnut 


It  is  to  your  interest,  Mr.  Dealer,  to 
look  our  extensive  lines  over  before 
buying. 

Up-to-date  lines,  well  con- 
structed, at  popular  prices 
and  prompt  shipment 


Malcolm  &  Souter 
Furniture  Co.,  Limited 

Hamilton,  Canada 
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THE  GLOBE  CASKET  CO. 

LONDON      -  CANADA 

Special  Notice  for  Convention  Week 

We  have  arranged  for  temporary  show  rooms  at  359 
YONGE  STREET  (the  building  formerly  occupied  by 
Alex.  Millard)  where  we  will  be  glad  to  welcome  the 
profession  during  the  Convention. 

We  will  have  a  fine  display  of  Solid  Mahogany  and  Quarter 
Cut  Oak  Caskets  also  some  elaborate  Cloth  Covered 
Couches  which  it  will  be  worth  your  while  to  see. 

We  manufacture  the  finest  Ime  of  Casket  Hardware  in 
Canada  and  our  new  designs  and  finishes  will  mterest  you. 

During  the  Western  Fair  at  London  we  will  be  glad  to  see 
you  at  our  showrooms  at  our  factory. 


=  SPECIAL  DRAPE  ROCKFORD  COUCH 

From  the  D.  W.  THOMPSON  CO.  LINE 

There  is  not  a  defective  piece  of  material  or  workmanship  in  this  case.  In  design  it  is  rich  and  impressive,  and  the  covering 
material  is  of  a  quality  and  texture  in  keeping.  This  is  a  particularly  desirable  example  for  all  funeral  directors  to  carry  in  stock 

Write  for  full  particulars 

THE  D.  W.  THOMPSON  COMPANY,  LIMITED 

397-399  QUEEN  ST.  WEST 
F.  L.  COLES,  Manager  TORONTO,  CANADA 


Undertakers'  Department 


Problems  affecting  the  Vnderlaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — news  of  the  profession  throughout  Canada. 


Western  Canada  Funeral  Directors' 
Convention 

Annual  Three  Days'  Meeting  at  Winnipeg  a  Big  Success — Practical  and 
Helpful  Addresses  and  Papers  from  Prof.  Dhonau  and  Other  Com- 
petent Authorities — Association' s  Financial  Condition  Good — 
Honor  for  the  Secretary — Brandon  Next  Meeting  Place. 

The  eighth  annual  convention  of  the  Western  Can- 
ada Funeral  Directors  and  Embaliners  Association  was 
held  in  Winnipeg  on  July  16,  17  and  18. 

The  first  meeting  was  held  in  the  Odd  Fellows'  Hall 
on  the  morning  of  July  16,  and  the  subsequent  meet- 
ings in  the  operating  theatre  of  the  Manitoba  Medical 
College. 

Owing  to  the  absence  of  the  Mayor  of  the  city,  who 
was  to  have  delivered  an  address  of  welcome  to  the 
visiting  members,  the  President,  R.  Macpherson,  read 
the  civic  address.  The  absence  of  the  Mayor  was  due 
to  an  imexpeeted  change  in  the  programme  incident  to 
the  visit  of  H.R.H.  the  Duke  of  Connaught. 

A  very  strong  fraternal  spirit  prevailed  during  the 
convention  among  all  the  members.  This  is.  of  course, 
essential  to  a  successful  convention. 

When  the  convention  was  over  there  Avas  many  a 
long  protracted  "Goodbye." 

Every  one  was  well  satisfied  with  the  convention, 
and  in  the  mitid  of  President  R.  Macpherson,  "Tt  is  the 
best  and  largest  convention  we  have  ever  had."  Great 
things  are  looked  for  next  year. 

The  Man  and  His  Profession. 

Kcv.  Dr.  Sinclair,  of  St.  Andrews'  Presbyterian 
(,'hurch,  Winnipeg,  delivered  an  address  on  the  sub- 
ject "The  Man  and  His  Profession." 

I  appreciate  the  honor  you  have  done  me  in  asking 
me  to  give  the  opening  address  at  your  convention. 
The  minister  and  the  funeral  director  are  brought  in 
close  contact  almost  every  day.  It  is  possible  for  the 
funeral  director  to  make  it  very  uncomfortable  for  the 
ininister,  and  perhaps  it  is  also  possible  for  the  min- 
ister to  make  it  uncomfortable  for  the  funeral  director. 
It  is  to  the  interest  of  both  to  work  in  harmony.  And 
I  must  say  that  there  is  no  class  of  men  from  whom  I 
j)ersonalIy  have  been  more  considerately  treated  than 
by  the  undertakers  with  whom  I  have  been  thrown  in 
contact. 

It  is  a  little  difficult  just  to  know  what  to  talk  to 
you  about.  But  I  thought  it  would  not  be  iiuip|)ro- 
priate  to  .speak  to  you  along  the  line  of  "The  Man  and 
ilis  l'rofess,ioii. "  I  shall  give  you  a  bit  of  a  sermon 
if  you  will  let  me. 

First  a  Man,  Second  a  Funeral  Director. 

In  the  first  place  a  man  ought  not  to  lose  himself 
in  his  profession.  Tie  ought  to  be  a  man  first  and  a 
funeral  director  or  a  i)hysieian  or  a  business  man  or  a 
minister  second.  There  is  a  epitajjh  cut  oti  a  tombstone 
in  a  grave-yard  in  the  city  of  Paris  whi(;h  ininistcrs 


often  take  as  an  illustration.  It  is  this:  Born  a  man 
and  died  a  grocer."  It  is  a  good  thing  to  be  a  min- 
ister or  a  funeral  director.  But  let  no  one  write  over 
our  graves  "Born  a  man  and  died  a  minister  or  a  fun- 
eral director."  It  is  easy  for  us  to  become  so  wrapped 
up  in  the  one  line  to  which  we  have  given  our  lives 
that  we  narrow  instead  of  broaden. 

In  the  same  Avay  we  ought  to  be  citizens  first.  We 
ought  to  look  on  our  life-work  as  forming  but  a  part 
of  a  larger  whole. 

One  of  the  best  signs  of  the  times  in  our  new  West 
is  the  growing  interest  of  our  people  in  civic  ques- 
tions. They  are  beginning  to  look  beyond  politics  in 
the  narrow  sense  of  the  term.  Everything  that  con- 
cerns the  welfare  of  the  city  comes  home  to  them.  Now 
you  are  all  citizens.  Your  work  is  only  a  part  of  the 
whole  welfare  of  the  city.  Look  beyond  it  and  let 
everything  that  makes  for  the  material,  moral  and 
spiritual  improvement  of  your  town  or  city  come  home 
to  your  hearts. 

Magnify  the  Profession. 

Lastly  magnify  your  own  calling.  Look  on  it  as 
your  opportunity,  not  first  of  all  of  making  a  living, 
but  of  serving  your  community.  Toi;  have  a  great 
opportunity.  You  come  closely  in  contact  with  many 
poor  families  in  the  hour  of  their  sorrow.  It  may 
mean  some  sacrifice  on  your  part,  for  instance,  to  dis- 
courage them  from  undertaking  useless  expenses.  But 
noth^ing  lifts  a  man  like  making  a  sacrifice  to  help 
someone. 

•  Live  up  to  the  highest  ethics  of  your  profession. 
One  of  the  great  public  advantages  of  an  association 
such  as  yours  is  that  it  develops  and  stimulates  a  high 
code  of  professional  ethics.  Thjs  you  already  have. 
It  is  a  protection  to  the  public  from  unworthy  men 
who  desire  to  enter  your  calling. 

Reports  and  Committees. 

President  Macpherson,  in  a  few  well  chosen  words, 
expressed  on  behalf  of  the  convention  and  himself  per- 
sonally their  great  sorroAV  and  regret  on  the  demise  of 
Oleorge  Gardiner,  father  of  A.  B.  Gardiner,  Secretary 
of  the  Association.  He  then  went  on  to  say  he  was 
delighted  to  see  and  welcome  such  a  large  number  of 
new  members. 

The  report  of  the  Secretary-Treasurer,  A.  B.  (Gard- 
iner, was  satisfactory,  showing  the  association  to  l)e 
in  a  h(!althy  condition. 

President  Macpherson  made  the  appointment  of 
sessional  coriimittees  as  follows: — 

Membership— J.  R.  Burland,  Rapid  City  ;  1).  J.  Clark, 
Winnipeg;  F.  R.  Robertson,  Manitou. 

Examination — I.  Thomson,  Winnipeg;  R.  .1.  Camp- 
l)ell,  Brandon;  (Jeo.  F.  EaHc,  Klkhorn;  Jos.  Kerr,  Win- 
ni])eg;  A.  B.  Gardiner,  Wiiuiipeg. 

Resolutions— J.  W.  (Christie,  Yorkton ;  Ben.  liarber, 
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No.  325 


This  Beautiful  Couch  Casket 

has  had  a  wonderful  sale  this  year.  We  have  added  some  new  and  original 
features,  among  them  are  a  new  extension  canopy,  and  automatic  catches  on 
drop  side.  This  couch  is  crushed  throughout  with  extra  quality  of  embossed 
Louisine.  We  will  exhibit  this  handsome  casket,  also  many  others 
at  our  annnal  display  in  Toronto  from  August  26th  to  Sept.  9th,  1912 

Our  Elxhibit  will  be  Held  This  Year  at 

120  Bay  Street 

A  few  doors  north  of  Mail  and  Empire  Building 

We  will  have  on  exhibition  during  convention  week,  the  latest  and  most  up-to- 
date  caskets  on  the  market.  We  will  have  somethmg  new  for  you  to  look  at, 
something  you  have  never  seen  before. 

We  will  also  have  an  exceptionally  fine  display  of  Casket  Hardware,  Robes 
and  Lmings,  which  it  will  pay  you  to  see. 

The  Semmens  &  Evel  Casket  Co.,  Limited 

Hamilton,  Ont.  Winnipeg,  Man. 
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Wolseley;  J.  R.  Burlancl,  Rapid  City;  J.  Simpson,  Nee- 
pawa;  Jas.  Nieol,  Shoal  Lake. 

Prof.  Dhonau's  Opening  Address. 

Mr.  J.  Thomson,  in  a  few  fitting  words,  introduced 
the  lecturer,  Professor  Chas.  O.  Dhonau,  of  Cincinnati, 
Ohio,  President  of  Cincinnati  College  of  Embalming, 
who  spoke  as  follows : — 

I  am  more  than  glad  to  have  had  this  opportunity 
of  addressing  you  during  this,  your  1912  meeting.  I 
feel  that  we  will  all  be  benefitted  by  grasping  closely 
the  various  thoughts  expressed  dur,ing  this  conven- 
tion and  especially  will  the  man  who  has  come  here  to 
better  his  knowledge,  reap  a  good  harvest  in  the  way 
of  new  thoughts  and  new  ideas. 

I  am  glad  to  see  a  good  representation  of  jonr  mem- 
bership here  to-day  since  it  is  going  to  result  in  some 
of  us  going  home  with  higher  ideals  as  to  what  our 
duties  are  as  professional  men.  I  was  very  much  in- 
terested in  a  news  item  in  one  of  the  daily  papers  pub- 
lished in  the  States  and  which  I  happened  to  read  dur- 
ing my  journey  to  Winnipeg. 

I  was  attracted  to  the  news  item  by  the  heading, 
which  was  in  display  type  and  consisted  of:  "Under- 
taker Sued  for  Improper  Embalming." 

Now,  gentlemen,  here  we  have  a  legal  action  against 
an  undertaker  for  alleged  improper  work  with  a  cer- 
tain body.  The  action  further  states  that  owing  to  the 
improper  embalming,  the  funeral  arrangements  were 
interfered  with,  to  the  embarrassment  of  the  afflicted 
family.    The  amount  sued  for  was  $5,000. 

My  interest  in  reading  and  digesting  the  article 
arose  from  the  fact  that  I  recognized  distinctly  that 
this  legal  action  was  either  going  to  place  embalming 
and  prevserving  the  body  on  a  legal  basis  or  was  going 
to  leave  it  in  the  same  chaotic  state  as  heretofore. 
Judge  for  yourself  the  probabilities  of  having  this  case 
decided  in  favor  of  the  plaintiff  and  against  the  under- 
taker. What  would  the  result  be?  The  result  would 
be  that  at  last  the  strong  arm  of  the  law  as  laid  down 
by  the  .judge  in  the  case,  recognized  that  embalming 
to  be  entitled  to  the  name  must  represent  good  or  per- 
fect work.  The  result  would  also  be  that  perfect  pre- 
servation must  be  given  in  each  ease  of  embalming  or 
the  law  can  be  depended  upon  to  give  such  redress  as 
is  thought  necessary  by  the  court. 

The  result  would  also  be  that  an  undertaker  in  tak- 
ing charge  of  the  body  must  be  responsible  in  the  same 
degree  as  the  surgeon  who  takes  charge  of  an  oper- 
ation. I  know  oi  many  surgeons  who  are  to-day  carry- 
ing policievs  which  will  protect  them  against  suits  for 
mal-practiee ;  and  mal-practice,  according  to  the  lexi- 
cographer, means  careless  or  indifferent  work.  Ac- 
cordingly, suits  for  improper  embalming  wiU  have  the 
same  standing  as  suits  for  mal-practice.  The  law  re- 
cognizes the  ability  of  the  medical  profession  to  oper-, 
ate  without  danger  of  infection  of  some  poisonous  sub- 
stance into  the  wound.  If  this  suit  is  decided  against 
the  undertaker,  the  law  will  then  recognize  the  ability 
of  the  undertaker  or  practicing  embalmer  to  preserve 
the  body  absolutely  and  thoroughly,  and  the  precedent 
before  us  will  cause  many  suits  of  this  kind  until  the 
undertakers  and  practicing  embalmers  come  to  realize 
that  good  work  must  be  done  and  can  be  done  in  each 
ease. 

This  suit  will  do  more  for  embalming  than  any 
amount  of  space  used  in  the  past,  since  it  will  give  us 
something  solid  to  work  upon.  Authorities  in  embalm- 
ing have  been  trying  to  convince  the  undertakers  that 
"hit  or  miss"  embalming  -was  a  thing  of  the  past  and 
now  there  is  a  large  chance  for  the  law  to  say  the 


same  thing,  and  in  that  way  back  us  in  our  fight  for 
better  work. 

I  know  nothing  whatever  as  to  the  merits  of  this 
suit  but  the  principle  is  good,  and  if  this  undertaker 
has  been  guilty  of  careless  or  indifferent  work,  or  if 
he  has  been  under  the  handicap  of  not  enough  educa- 
tion you  can  easily  see  the  justice  of  a  decision  against 
him. 

Embalmjng  should  not  be  a  hit  or  miss  proposition 
any  more  than  a  surgical  operation.  If  a  man  takes 
charge  of  a  body  and  proceeds  to  embalm  it,  he  is 
responsible  for  anything  that  may  happen  to  the  body 
along  the  lines  of  non-preservation.  The  embalmer 
under  this  new  line  as  may  be  laid  down  by  the  court, 
must  know  his  work  or  take  in  his  shingle  as  an  em- 
balmer. It  is  assuredly  for  the  best  of  this  profession 
that  this  matter  has  come  to  an  issue,  since  it  will  give 
sufficient  warning  to  all  who  are  practicing  embalming 
under  false  pretences,  that  they  must  be  better  pre- 
pared for  the  unusual  things  met  with  in  the  treat- 
ment of  a  body,  since  the  law  will  say  that  they  should 
be  prepared  to  meet  any  conditions  leading  to  poor 
results,  with  treatments  exactly  right  to  better  the 
condition. 

Just  think  what  this  is  going  to  do  for  our  profes- 
sion. The  law  will  say  that  embalming  the  body  means 
perfect  preservation,  and  it  may  later  be  amended  by 
the  addition  of  perfect  sanitation,  at  which  time  the 
medical  profession  cannot  but  help  to  recognize  our 
work  as  superior  in  the  prophylaxis  against  the  spread 
of  disease. 

I  want  you  men  to  ponder  over  this  information  and 
accept  it  for  all  it  is  worth,  and  you  will  then  come 
to  the  same  conclusion  that  I  did,  namely:  "Right 
here  is  where  embalming  is  placed  on  an  exact  basis 
with  a  small  reward  for  doing  things  right  and  a  large 
penalty  for  doing  things  wrongfully." 

I  feel  that  there  are  not  many  men  in  this  profession 
who  could  afford  to  lose  many  suits  of  this  kind,  and 
my  advice  to  you  in  particular  and  the  profession  in 
general  would  be  to  prepare — prepare — prepare  so  that 
your  professional  work  is  all  to  be  desired.  Person- 
ally I  am  going  to  do  all  in  my  power  to  give  you  the 
kind  of  information  that  will  help  you  in  your  daily 
work,  so  that  you  may  with  the  proper  application, 
improve  your  work  and  render  suits  for  improper  em- 
balming out  of  the  question  entirely.  I  shall  ask  your 
hearty  co-operation  in  our  work  of  the  next  few  days, 
and  am  only  sorry  that  I  cannot  be  with  you  for  a 
much  longer  period.  In  the  meantjme  I  want  to  thank 
those  who  have  made  my  presence  here  possible,  and 
to  assure  them  as  well  as  yourself  that  I  will  not  be 
at  all  pleased  unless  great  good  is  accomplished. 

Miscellaneous  Business  Matters. 

A  letter  was  then  read  from  Geo.  S.  Thompson  stat- 
ing that,  owing  to  circumstances  unforseen,  the  Annual 
Outing  Club  excursion  was  cancelled.  On  motion  of 
Messrs.  Clark  and  Kerr,  the  following  were  appointed 
a  committee  to  arrange  for  other  entertainment:  D. 
J.  Clark,  Jas.  Kerr,  D.  W.  Towner,  A.  W.  Robinson,  A. 
B.  Gardiner,  D.  W.  Edgar  and  the  President. 

New  Members. 

The  report  of  the  Memborshi])  Committee,  which  was 
adopted  on  motion  of  Messrs.  Robertson  and  Burland, 
showed  the  following  addition  to  the  membership: — 

G.  H.  McKague,  Onward,  Sask. 

Geo.  Mann,  manager  of  Clark  Bros.  &  Hughes,  Win- 
nipeg. 

F.  Gazel,  Moose  Jaw. 
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For  the  highest   expression  of 

ART  in  FUNERAL  GOODS 

don't  fail  to  see  the 

Evel  Quality 

display  at 
10  Wellington  St.  East 

Toronto,  Sept.  3rd  to  6th 


The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 
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Thos.  R.  MeKee,  Neepawa,  Man. 
T.  W.  Stubbs.  Miami,  Man. 
Thos.  Smith,  Humbolt.  Sask. 
W.  D.  Dunbar,  Napinka,  Man. 
Henry  Reid,  Selkirk,  Man. 
H.  Sallstrom,  Winnipeg. 
P.  S.  Bardal,  Winnipeg. 
E.  J.  Coade,  Carevale,  Sask. 
J.  F.  Taj^lor,  Carnduff,  Man. 

A  paper  was  read  on  Tuesday  by  R.  J.  Campbell  on 
"The  Benefit  of  Our  Association  to  the  Public,"  and 
another  by  D.  W.  Edgar  on  ' '  Modern  Funeral  Conduct 
from  Call"  to  Grave." 

Prof.  Dhonavi  delivered  addresses  on  "Visceral  An- 
atomy and  its  Relation  to  the  Treatment  of  Intlamma- 
tory  Diseases. "  and  "The  Circulatory  Apparatus  and 
Arterial  Embalming." 

Practical  Papers  and  Addresses. 

The  morning  session  of  Wednesday  vv^as  opened  with 
another  address  of  Prof.  Dhonau  on  the  subject  of 
"Morbid  Discolorations,  Their  Prevention  and  Remov- 
al." The  Professor  allowed  the  face  of  the  subject 
to  become  discolored,  and  then  quickly  and  easily  he 
removed  the  discoloration.  He  explained  every  detail 
as  he  proceeded,  so  that  when  he  had  finished  every 
one  present  had  a  good  deal  of  information  in  regard 
to  the  removal  of  discoloration  of  the  face. 

This  was  followed  by  a  paper  on  "Oddities  From 
the  Undertakers'  Diary,"  by  Joseph  Kerr,  and  an- 
other address  by  Prof.  Dhonau,  "Communicable  Dis- 
ea.ses  and  the  Sources  of  Danger  From  Them.  Prophy- 
lactic Precautions  Against  the  Contraction  of  Diseases 
Vrom  the  Human  Body." 

The  afternoon  session  was  opened  by  Professor 
Dhonau,  the  subject  being:  "The  Blood;  its  Action 
Before  and  After  Death.  Removal  of  the  Blood.  Ac- 
tion of  Blood  Solvents  in  Preventing  Coagulation." 

The  report  of  the  auditors,  Messrs.  D.  McKillop  and 
Joseph  Kerr  was  as  follows :  ' '  We,  your  Committee 
appointed  to  examine  the  books  and  vouchers  of  the 
Secretary -Treasurer,  beg  to  report  that  we  examined 
same  and  wish  to  commend  our  Secretary-Treasurer 
for  the  proficient  way  the  proceedings  of  this  Associa- 
tion are  kept.  We  find  the  funds  of  Association  in 
good  condition  with  $628.23  in  Northern  Crown  Bank." 

On  motion  of  Messrs.  McKillop  and  Burland,  the 
auditors'  report  was  received  and  adopted. 

Moved  by  Messrs.  Campbell  and  Ferres  that  the 
Secretary^Treasurer  procure  suitable  buttons  of  per- 
manent character  for  the  members  of  the  Association. 
The  motion  was  adopted. 

Mr.  F.  Ro])ertson  then  presented  a  very  excellent 
paper  on  "Neatness  in  Funeral  Director's  Work." 

After  the  reading  of  the  paper  some  very  interest- 
ing and  profitable  discussion  ensued  bringing  out  some 
instructive  points  on  various  methods  of  fianeral  con- 
duct. 

Prof.  Dhonau  then  delivered  an  address  on  "Changes 
in  the  Body  After  Death  and  the  Action  of  Fluids  in 
Prevention  These  Changes." 

Officers  for  1912-13. 

The  election  of  officers  resulted  as  follows : — 
Pre.sident — R.  Macpherson,  Brandon. 
1st  Vice-President — J.  Simpson,  Neepawa. 
2nd  Vice-President — P.  R.  Rol)erfcson,  Manitou. 
Secretary-Treasurer — A.  B.  Gardiner,  Winnipeg. 
Sergeant-at-Arms — G.  F.  Earle,  Elkhorn. 
When  called  upon  for  a  speech,  Mr.  Macpherson 
meant  so  much  to  him  that  he  was  with  it  heart  and 


soul.  He  had  hoped  that  the  presidency  would  have 
fallen  to  some  one  else,  but  seeing  that  he  was  un- 
animously elected  he  accepted  the  honor  and  would 
do  his  utmost  during  the  ensuing  year  to  further  the 
interests  of  the  Association. 

When  the  singing  of  "He's  a  Jolly  Good  Fellow" 
subsided.  Secretary  Gard,iner  spoke  in  felieitious  terms 
and  promised  that  his  best  efforts  would  be  put  forth 
to  further  the  interests  of  the  Association. 

On  motion  of  Messre.  Campbell  and  Simpson  it  was 
decided  that  $25  be  taken  from  the  funds  of  the  Asso- 
ciation to  purchase  a  souvenir  to  be  presented  to  Sec- 
retary Gardiner  as  an  appreciation  of  his  services. 

On  motion  of  Messrs.  Campbell  and  Burland  it  was 
decided  that  Brandon  be  the  next  place  of  meeting. 

Thursday  morning's  proceedings  were  opened  by 
Prof.  Dhonau  with  an  able  and  instructive  lecture  on 
"Disinfecting  and  Disinfectant  Agents." 

Resolution  Committee  Report. 

The  report  of  the  Committee  of  Resolutions  was  as 
follows: — 

That  a  hearty  vote  of  thanks  be  extended  to  the  Pre- 
sident for  the  very  able  manner  in  which  he  has  ful- 
filled his  duties  during  the  past  year,  and  also  for  his 
very  able  address. 

That  this  Association  desires  to  place  on  record  our 
deepest  sympathy  in  the  death  of  Mr.  George  Gardiner, 
father  of  our  worthy  Secretary,  Mr.  A.  B.  Gardiner. 

That  a  report  of  our  worthy  Secretary  be  accepted 
and  that  a  vote  of  thanks  be  tendered  Mr.  Gardiner 
for  the  able  manner  in  which  he  has  discharged  the 
duties  of  his  office.  We  congratulate  the  Association 
on  the  splendid  condition  of  the  finances. 

That  we  further  recommend  that  the  Secretary  be 
instructed  to  tender  the  vote  of  thanks  of  the  Asso- 
ciation to  Dr.  Sinclair  for  his  very  able  and  instructive 
address. 

That  this  Association  desires  to  thank  and  congratu- 
late Professor  Dhonau  for  the  very  able  manner  in 
which  he  has  conducted  the  lectures  and  demonstra- 
tions during  this  meeting. 

That  this  Association  desires  to  thank  the  Globe  Cas- 
ket Company,  the  National  Casket  Company,  Winni- 
peg Casket  Company,  the  Senimens  &  Evel  Casket  Com- 
pany for  the  pleasant  evening's  entertainment  at  the 
Orpheum  Theatre. 

That  the  thanks  of  this  convention  be  extended  to 
the  press  of  the  City  of  Winnipeg  and  trade  joiirnals 
for  their  reports  of  the  sessions. 

That  the  Secretary  be  instructed  to  send  a  letter  of 
greeting  to  Mr.  Geo.  Burge.ss  as  a  token  of  recognition. 

That  the  thanks  of  this  convention  be  extended  to 
all  who  participated  in  the  programme  by  giving  ex- 
cellent and  instructive  addresses. 

That  a  hearty  vote  of  thanks  be  tendered  to  the 
trustees  of  the  Odd  Fellows'  Hall  and  the  Faculty  of 
the  Manitoba  Medical  College  for  the  use  of  hall  and 
college  building. 

The  report  was  signed  by  J.  Simpson.  J.  W.  Christie, 
Jas.  Nicol  and  B.  Barber. 

On  m'otion  of  Messrs.  Christie  and  Simpson,  the  re- 
]iort  was  adopted. 

Gold  Chain  for  Secretary  Gardiner. 

A  very  pleasant  fnnction  then  took  i)lace  when  Pre- 
sident Macpherson  in  a  neat  speech  presented  the  Sec- 
retary, Mr.  A.  B.  Gardiner,  with  a  beautiful  gold  watcli 
chain  as  a  token  of  esteem  and  as  an  appreciation  of 
his  services  as  Secretary-Treasurer  of  the  Association. 

Mr.  Gardiner  responded  in  a  few  well  chosen  words 
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HIGH  GRADE  CASKETS 

Simplicity,  beauty  and  superior  workmanship,  with  the  best  of 
materials  characterize  our  manufactured  products. 

Individual  care,  prompt  shipment,  efficient  and  courteous  atten- 
tion are  accorded  your  orders. 

These  facts  ensure  satisfaction  hence  your  interests  are  well 
served. 

Many  successful  undertakers  realize  these  statements  are  true 
but  we  desire  to  prove  to  others  that  our  claims  are  justified. 

Let  us  have  your  orders.  Large  stock,  full  assort- 
ment of  sundries,    splendid  shipping  facilities. 

JAMES  S.  ELLIOTT  &  SON 

Prescott  Ontario 


Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 

And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       IngersoU,  Ontario 
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and  thanked  the  members  for  the  beautiful  expression 
of  their  good  wishes  and  of  the  good  feeling  which  had 
always  existed  between  the  members  of  the  Association 
and  its  officers. 

On  motion  of  Messrs.  Kerr  and  Edgar,  the  Secre- 
tary-Treasurer Avas  authorized  to  pay  any  expenses 
connected  with  the  Association,  presenting  vouchers 
for  same. 

Diplomas  of  Proficiency. 

At  2  o'clock  p.m.  examinations  were  held  for  those 
desiring  to  write  for  diplomas,  and  the  Examination 
Comm,ittee  later  reported  as  follows:  "We,  the  under- 
signed members  of  your  Examining  Committee,  hav- 
ing examined  the  papers  submitted,  beg  to  advise  the 
granting  of  diplomas  of  proficiency  to  the  following 
gentlemen:  Geo.  Mann,  Winnipeg;  E.  J.  Coade,  Carie- 
vale;  J.  E.  Taylor,  Carnduff;  Jas.  Nicol,  Shoal  Lake; 
H.  Sallsbrom,  Winnipeg,  the  same  having  made  the  re- 
quired percentage,  viz.:  90  per  cent." 

The  report  was  signed  by  R.  D.  Campbell,  G.  F. 
Earle,  J.  Thomson,  J.  Kerr  and  A.  B.  Gardiner. 


NOTES  OF  THE  CONVENTION. 

Brandon  for  the  next  convention. 

A  special  feature  of  Wednesday  evening  was  a  most 
delightful  theatre  party  at  the  Orpheum  Theatre  as 
guests  of  the  Casket  Supply  Houses.  A  large  number 
of  the  delegates  participated  in  this  most  enjoyable 
event. 

A.  B.  Greer,  hearse  manufacturer,  London,  Out.,  who 
was  toiu'ing  the  West,  was  in  daily  attendance  at  the 
convention. 

S.  R.  McCuUy.  Globe  Casket  Co.,  London,  Ont.,  who 
has  been  for  some  time  touring  the  West,  claims  this 
year's  convention  to  be  the  best  yet. 

Semmens  &  Evel  Casket  Co.  were  represented  by  A. 
W.  Robinson.  Mr.  Robinson  was  the  live  wire  of  the 
convention.    He  kept  things  going. 

Winnipeg  Casket  Co.  was  represented  by  0.  W. 
Towner,  manager;  Fred  Matthewson,  traveller,  and  J. 
M.  Hogg,  accountant. 

The  Winnipeg  Casket  Co.  gave  away  as  souvenirs 
to  all  present  a  useful  leather  wallet. 

President  R.  Macpherson :  "The  best  and  largest 
convention  we  have  ever  had.  The  rest  of  the  officers 
and  myself  are  well  pleased  with  the  outcome,  and  we 
feel  now  that  our  association  is  getting  to  be  such  a 
strong  body  that  it  will  be  but  a  short  time  until  every 
undertaker  in  the  West  will  realize  the  importance 
and  the  advantage  to  be  gained  by  being  a  member 
of  it." 

S.  R.  McCully,  of  the  Globe  Casket  Co.:  "Most  suc- 
cessful convention  I  have  attended  so  far,  and  I  hope 
that  it  will  grow,  as  it  is  certainly  elevating  the  pro- 
fession." 

Jos.  Kerr,  Winnii)eg:  "Has  been  great  success.  The 
lectures  given  and  the  papers  read  will  have  tendency 
to  elevate  the  profession  of  undertakers  at  large.  A 
convention  keeps  one  from  getting  into  a  rut." 

R.  J.  Campbell,  Brandon:  "It  certainly  has  been 
most  successful  from  my  standpoint." 

Fred  Robertson :  ' '  Manitou  !  Great !  Best  yet ! ' ' 

I).  W.  Edgar.  Winnipeg:  "I  believe  this  one  to  be 
the  best  we  have  ever  held." 


Circulatory  Apparatus  and  Arterial 
Embalming* 

The  subject  assigned  to  me  on  the  programme  this 
afternoon  is,  in  my  estimation,  one  of  the  most  impor- 
tant subjects  of  interest  to  the  practicing  embalmer. 
Arterial  embalming  in  itself  is  more  or  less  understood 
by  all  Avho  are  here,  but  it  is  the  finer  points  and  those 
dealing  with  the  actual  conduct  of  the  fluid  after  it 
reaches  the  capillary  extremities  that  will  form  the 
larger  part  of  my  talk. 

Distributions  of  the  Blood. 

In  life,  the  distribution  of  the  blood  from  the  capil- 
laries to  the  tissues  would  form  or  give  us  an  idea  as 
to  how  the  fluid  would  travel  to  the  tissues.  The  dis- 
tribution is  first  from  the  heart  into  the  large  aorta, 
and  from  there  into  the  larger  branches  and  into  the 
smaller  branches,  finally  terminating  into  the  capillar- 
ies. I  am  going  to  place  a  diagrame  on  the  board  to 
carry  ovit  this  idea  so  that  you  may  properly  under- 
stand it.  We  will  omit  the  heart  and  the  larger  arter- 
ies in  the  drawing  and  concern  ourselves  with  the 
blood  after  it  reaches  the  capillary  system. 


Drawing-  show  osmosis  of  blood  into  tissues. 

Looking  at  this  draAving  you  will  see  from  the  know- 
ledge you  have  that  the  arteries  carry  the  blood  into 
the  tissues,  that  it  is  done  by  means  of  what  we  might 
call  the  arterial  side  of  the  capillary  system.  I  have 
selected  the  skin  for  this  drawing  because  of  its  im,- 
portance  in  embalming.  After  the  blood  in  life  reaches 
the  arterial  side  of  the  capillary  system  the  thin  liqitid 
part  or  what  we  know  as  the  serum  of  the  blood  passes 
out  into  the  tissues.  The  solid  elements  of  the  blood, 
such  as  the  corpuscles,  never  leave  the  blood  vessel  ex- 
cepting where  a  rupture  has  occurred.  The  course  of 
the  serum  after  getting  out  into  the  tissues,  is  between 
the  cells  forming  that  part  of  the  tissue,  and  after  it 
has  exhausted  its  supply  of  oxygen  and  other  upbuild- 
ing materials  it  is  taken  back  into  the  main  blood  cir- 
culation by  means  of  the  venous  side  of  the  systemic 
capillaries  and  by  the  lymphatics  (which  afterward 
convey  their  portion  of  the  material  back  to  the  sub- 
clavian veins).  A  part  of  this  blood  serum  does  not 
return  to  the  veins  or  lymphatics,  but  issues  from  the 
perspiration  glands  and  ducts  into  the  pores  of  the 
skin  from  which  point  it  dissapears  under  normal  cii'- 
cumstances  by  means  of  evaporation. 

You  can  see  from  the  circulation  of  the  blood  that 
ordinarily  the  circulation  of  fluid  should  be  about  the 
same.  The  fluid  enters  the  arterial  side  of  the  capil- 
lary system  the  same  way  as  the  blood,  and  if  it  is 

*The  text  of  a  lecture  given  before  the  Western  Canada  Kunci-al  Directors' 
and  Embalnicr.s' Association,  Winnipeg,  by  President  Chns.  ().  Dhonau,  of 
the  Cincinnati  College  of  Embalming. 
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Eventually  you  will  use  the 

BOMGARDNER 

Why  Not  Now  ? 

Bomgarcliior  goods  are  built  for  business.  Made  as  light  and  compact . 
as  is  consistent  with  strenghth  and  general  reliability  for  the 
service  they  are  to  render. 

Your  Jobber  is  an  Authorized  Agent  for  Bomgardner  Goods 


Bomgardner  Church  Truck 
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"  We  Guarantee  It  " 


Bomgardner  K.  D.  Lowering  Device  in  Largest  and  Smallest  Adjustments 


The  Bomgardner  Manufacturing  Company,  Cleveland,  Ohio 
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(Without  strong 
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Why? 
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All  lack  the  Superior  Qualities  of  Alcoform. 


Sold  by  all  Jobbers 


Compounded  By 


Egyptian  Chemical  Co. 
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The  Cincinnati 
College  of  Embalming 

(Chartered  by  the  State  of  Ohiol 

THIRTIETH  YEAR 


Our  Canadian  Special  Correspond- 
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composed  of  crystalloids,  should  penetrate  into  the 
tissues  of  the  skin.  You  will  see  further  from  the  dia- 
gram that  the  skin  is  composed  of  three  sections,  the 
epidermis  or  outer  section,  the  derma,  true  skin  or 
cutis  -vera  or  inner  section  and  the  rete  mueosum  or 
middle  layer,  which  is  principally  a  deposit  of  mucous 
matter  between  the  two  layers  of  the  skin. 

In  course  of  the  embalming  flujd  you  should  not 
overlook  the  fact  that  what  is  true  of  the  skin  in  mat- 
ters of  circulation,  is  also  true  of  every  other  tissue  of 
the  body.  Under  these  circumstances  we  find  that  the 
course  of  the  fluid  differs  from  the  course  of  the  blood 
s'erum  (after  it  gets  into  the  tissues)  in  the  fact  that 
it  does  not  leave  those  tissues  by  way  of  the  perspira- 
tion ducts,  but  remains  in  the  skin  and  other  tissues. 
One  reason  for  this  is,  of  course,  that  metabolism  is 
not  established  after  death  and  ordinary  es'cape  of  the 
fluid  is  thus  cut  off.  It  is  perhaps  fortunate  that  this 
is  so,  for  it  would  be  quite  detrimental  to  have  the  body 
sweating  fluid.  The  fluid  will,  however,  pass  from  the 
arterial  side  of  the  capillaries  into  the  venous  side, 
and  a  small  proportion  of  that  which  passes  into  the 
tissue  will  find  its  way  into  the  lymphatic  circulation, 
but  that  is  as  far  as  the  circulation  after  death  and  in 
life  resemble  each  other.  The  injection  of  a  large 
artery  anywhere  in  the  body  will,  in  the  presence  of 
a  clean  cut  circulation  make  it  possible  for  fluid  to 
be  found  in  any  of  the  tissues  of  the  body,  and  in  that 
way  preserve  all  by  arterial  injection,  the'  same  way 
the  blood  preserves  the  tissues  of  the  body  before 
death. 

True  Clean  Circulation  Not  Regular. 

The  very  large  fact  rema,ins  that  there  are  very  few 
cases  in  which  a  true  clean  circulation  may  be  found. 
The  blood  exhibits  such  a  remarkable  tendency  to  clot 
or  coagulate  that  it  is  only  occasional  that  a  true  com- 
plete circulation  may  be  found.  The  importance  of 
knowing  this  will  be  valuable  for  you  on  the  occasion 
of  your  next  shipping  case,  where  perhaps,  the  body 
is  to  be  shipped  a  long  distance.  In  this  case  you  will 
perhaps  find  that  the  circulation  of  the  fluids  is  not 
extensive  but  is  limited  to  one  part  of  the  body  or  to 
oiK>  side.  This*  will  be  evidence  enoiigh  that  something 
had  interf erred  with  your  circulation  to  that  side.  In 
this  case  it  would  be  foUy  to  attempt  to  force  the  fluid 
to  that  side  or  to  that  part,  but  an  artery  close  to  the 
side  or  part  should  be  selected  and  an  injection  made 
from  that  point.  In  this  way  all  chances  for  non-pre- 
servation of  a  certain  part  of  the  body  are  eliminated 
and  by  being  able  to  take  up  any  of  the  larger  arter- 
ies you  have  fulfilled  a  large  part  of  your  obligations 
to  the  body. 

Know  Your  Work. 

The  circulation  is  so  extensive  that  by  taking  an 
artery  close  to  the  affected  part  you  will  be  assured 
of  a  circulation  of  fluid.  You  can  see  that  so  far  I  am 
standing  squarely  for  operating  that  deserves  the  name 
and  not  for  "hit  or  miss"  work.  Know  your  work, 
know  your  body  and  know  your  fluid,  are  three 
"knows"  that  will  enable  you  to  cope  with  any  condi- 
tion whether  ordinary  or  extraordinary. 

In  the  selection  of  the  artery,  I  would  always  prefer 
one  close  to  the  center  of  the  circulation,  which,  as 
you  know,  would  be  the  region  around  the  heart.  In 
this  way  you  are  imitating  the  circulation  in  life  to 
the  extent  that  an  c(|ual  pressure  is  therefore  provided, 
and  the  fluid  should  ])ass  to  all  ])arts  of  the  body  as  a 
result  of  this  equal  pressure. 

Al  the  close  of  this  lecture,  Prof.  Dhonau  allowed 


many  men  from  the  membership  to  raise  the  various 
arteries  under  his  supervision,  and  the  balance  of  the 
membership  present  viewed  the  work  from  the  seats 
of  the  splendid  amphitheatre  which  was  quite  an  in- 
novation. 


THE  ONTARIO  ACT  RESPECTING  EMBALMERS. 

"The  letter  from  'Practical  Embalmer,'  which  ap- 
peared in  The  Undertaker  last  issue  in  regard  to  the 
proposed  Embalmers'  Examining  Board,  tends  in  my 
mind  to  give  a  wrong  impression  regarding  the  On- 
tario Act,"  remarked  a  well-known  undertaker  the 
other  day. 

"The  Act  as  I  understand  it  will  not  bar  anyone 
now  in  business  from  practicing  his  profession.  Even 
those  who  may  fail  to  pass  such  examination  as  the 
board  may  set  w^ll  be  from  time  to  time  be  granted  a 
permit  to  continue  practicing  their  profession. 

"But  back  of  all  this  is  the  appeal  that  anyone  can 
make  to  the  Minister  of  the  Crown  who  feels  aggrieved 
by  any  decision  the  Examining  Board  may  give.  Sure- 
ly that  should  set  anyone's  mind  at  rest." 


EVEL  CASKET  COMPANY'S  EXHIBIT. 

As  usual,  the  Evel  Casket  Co.  will  have  an  exhibit 
in  Toronto  during  the  convention  of  their  Quality  Line. 
They  will  be  centrally  located  at  10'  Wellington'  Street 
East  (just  a  few  doors  east  of  Yonge  St.),  and  will 
show  new  designs  in  oak  and  mahogany  polished  cas- 
kets, and  oak,  mahoganj^  and  hardwood  cloth  covered 
caskets.  A  beautiful  display  of  the  very  latest  styles 
and  the  newest  materials  used  in  making  ladies'  cos- 
tumes, gentlemen's  suits  and  linings  will  be  exhibited. 
In  hardware  they  will  show  the  very  latest  designs  and 
fancy  finishes  made  by  the  famous  Westfield  Plate  Co. 
This  line  is  controlled  for  Canada  by  The  Evel  Casket 
Co.  and  their  exhibit  last  year  created  a  sensation. 
Nothing  to  equal  it  had  ever  been  seen  before  and  a 
further  treat  is  in  store  for  the  visitors  this  year.  A 
phone  service  will  be  installed,  all  mail  and  parcels 
looked  after  and  everything  done  to  make  the  visitors' 
stay  a  pleasant  one.  Mr.  H.  A.  Macdonald,  Mr.  R.  W. 
Braithwaite  and  W.  G.  Evel  will  be  on  hand  to  wel- 
come the  trade. 


BURIED  AFTER  499  DAYS. 

John  Thomson  &  Son,  of  Fergus,  Out.,  buried  on 
July  18,  1912,  the  remains  of  a  man  that  they  had  had 
in  their  undertaking  rooms  for  499  days.  This'  body 
was  viewed  by  a  large  number  of  undertakers  and 
they  all  unequivocally  assert  that  it  was  the  best  pre- 
served body  they  had  ever  seen.  The  object  of  the 
Thomson  firm  in  keeping  this  body  for  such  a  length 
of  time  was  to  test  the  merits  of  "Ever  Rite"  embalm- 
ing fluid,  which  they  are  manufacturing. 

The  firm  is  considering  the  erection  of  a  building 
in  which  to  manufacture  this  fluid,  as  the  demand  for 
it  is  increasing  every  day. 


Ira  Green,  of  Hamilton,  has  had  a  remarkable  re- 
cord of  double  burials  so  far  this  year.  On  February 
4  a  father  and  a  daughter  passed  away  twenty-four 
hours  apart.  Since  then  there  has  been  a  double  shoot- 
ing accident  (man  and  wife)  ;  drowning  of  two  young 
men,  and  on  July  1  man  and  woman  drowned. 
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Convention  of  Canadian  Embalmers' 
Association 

■  The  following  is  in  part  the  programme  for  the  29th 
annual  convention  of  he  Canadian  Embalmers'  Asso- 
ciation to  be  held  in  the  Anatomical  Building,  Toronto 
University,  on  September  4th  to  6th  inclusive : — 

Monday  evening,  September  2nd — The  Financial  Sec- 
retar^y  will  be  at  the  University  Building  to  meet  those 
Avho  wish  to  pay  fees  and  dues. 

Tuesday,  September  3rd — The  officers  will  receive 
members  at  9  a.m.  and  10.30  a.m.  10.30  a.m.  Professor 
Eckels:  will  talk  to  those  present  for  a  short  time.  A 
short  addresses  by  T.  E.  Simpson,  Past  President. 

Afternoon  Session — 2.00  p.m.,  invocation  and  address 
by  Rev.  H.  A.  MacPherson.  Response  by  Albert  Dodds, 
Newton  J.  Boyd,  Vice-Presidents.  Address  of  welcome 
by  Maj'or  Geary.  Response  b.y  J.  B.  Mclntyre,  of  St. 
Catharines.    President's  address.    3.00  p.m.,  lecture 


President  J.  H.  R.  Robinson 

by  Prof.  H.  S.  Eckels  on  Special  Treatment  of  Apo- 
plexy. Bright 's  Disease  and  Cancer  Cases.  4.40  p.m., 
Prof.  Eckels.  "A  Black  Eye." 

Wednesday,  September  4th — 9  a.m.,  report  by  the 
Secretary.  Report  by  the  Treasurer.  9.20  a.m.,' Prof. 
Eckel's  lecture  on  how  to  properly  embalm  the  entire 
body  without  the  use  of  the  hollow  needle.  How  secre- 
tions in  case  of  pneumonia  may  be  removed  from  the 
thoracic  cavity,  and  these  cavities  properly  embalmed 
without  any  puncture.  10.30  a.m.,  introduction  of  new 
members,  by  Mr.  J.  G.  Henry,  Sudbury.  10.45  a.m., 
demonstration  by  Prof.  Eckels  of  different  manners 
of  embalming  bodies  for  funeral  purposes.  Demonstra- 
tion on  cadavers,  methods  that  should  give  absolute 
success  in  all  cases.  Lecture  on  flushing  or  regurgita- 
tion of  blood  while  embalming,  particularly  in  sudden 
death  cases  which  cause  discoloration. 

Wednesday  afternoon — 2.00  p.m.,  lecture  by  Prof. 
Eckels  on  permanent  preservation  by  own  original 
method  and  without  the  use  of  special"  instruments  or 
fluids  other  than  those  suited  for  everyday  work.  Thisi 
lecture  unquestionably  is  the  most  interesting  and 
educational  which  has  been  delivered  since  the  inven- 
tion of  the  Eckels-Genung  method.  It  is  so  epoch- 
making  that  it  should  be  heard  by  every  funeral  direc- 
tor in  Canada. 

Round  table  talk.  Conducted  by  Past  President  C. 
N.  Greenwood.  Stratford,  in  order  to  give  the  Pro- 
fessor thirty  minutes  rest. 


Demonstrations  on  fresh  cadavers  of  the  Genung- 
Eckels  instruments  for  drawing  the  blood.  This  is  an 
entirely  original  method,  with  recently  invented  in- 
struments, which  are  superior  to  all  others. 

Thursday,  September  5th — 9.00  a.m.,  reports  and  un- 
finished business.  9.30  a.m..  Prof.  H.  S.  Eckels'  demon- 
tration  of  own  manner  of  work,  whereby  dropsy  secre- 
tions may  be  removed  from  the  limbs  without  leeching 
or  puncturing  the  skin  in  any  manner,  and  how  such 
limbs  may  be  successfully  embalmed  and  thoroughly 
disinfected  so  that  they  will  not  give  off  any  offen- 
sive odor  or  liquid  secretion  at  any  future  time.  11 
a.m.,  election  of  officers.  General  business.  11.30  a.m., 
address  by  Dr.  John  McCulloch,  Chief  Officer  of  Health. 
2.00  p.m.,  installation  of  officers  by  the  retiring  Presi- 
dent. 2.30  p.m..  Prof.  H.  S.  Eckels'  demonstration  on 
cadaver  of  minor  details  that  an  embalmer  should  un- 
derstand and  do  properly.  Illustration  of  the  Eckels- 
Genung  Auxiliary  Method  of  embalming,  injecting  fluid 
into  the  aorta  and  draining  the  blood  from  the  super- 
ior vena  cava  without  mutilation. 

Question  box. 

The  first  session  of  the  embalming  school  will  be  held 
on  August  27,  in  the  Anatomical  Building,  Toronto 
University. 


MR.  GREEN  SELLS  HIS  PROPERTY. 

Mr.  Ira  Green,  the  proprietor  of  the  firm  of  Green 
Bros..  Hamilton,  Can.,  has  made  a  sale  of  his  property 
where  he  has  his  business  at  present  and  reports  a 
good  price  amounting  to  about  $60,000,  but  will  con- 
tinue the  business  on  and  is  thinking  of  forming  a  company 
and  putting  in  a  motor  ambulance  and  motor  casket  wagon. 

Mr.  Green  has  been  located  in  Hamilton  twenty-two 
years.  He  has  worked  up  a  fine  biLsiness,  and  is  now 
thinking  of  taking  things  a  little  easier. 

The  business  was  established  in  the  vear  1822. 


Gossip  of  the  Profession 


The  Steel  Grave  Vault  Company,  Galliou,  Ohio,  will 
erect  a  factory  at  St.  Thomas.  Out.,  having  secured  a 
free  site  for  the  same.    They  will  employ  thirty-five  hands. 

The  undertaking  establishment  of  J.  Christie  Gus- 
tin,  Magog,  Que.,  Avas  burned  to  the  ground  with  the 
contents  on  July  22.  Locally  much  sympathy  is  ex- 
pressed for  Mr.  Gustin. 

W.  B.  Smith,  of  the  Victoria  Undertaking  Parlors, 
Victoria,  B.C.,  has  removed  to  larger  and  more  con- 
venient premises  at  924  Johnson  Street.  C.  H.  John- 
son, late  of  Bonny  Watson  Company,  Seattle,  is  em- 
balmer and  funeral  conductor. 

Guelph  Herald,  Aug.  7,  says:  "Mr.  Lehman,  agent 
for  the  Dominion  Casket  Co.,  was  in  the  city  to-day, 
and  was  in  consultation  with  Acting  IMayor  Pequegnat 
and  Industrial  Commissioner  McDonald  regarding  the 
beginning  of  operations.  He  informed  these  officials 
that  the  company  had  purchased  outright  a  portion  of 
the  old  Burr  furniture  factory,  and  intended  starting 
operations  there  as  quickly  as  possible.  They  expect 
to  put  60  hands  to  work  as  soon  as  the  machinery  is 
ready  and  gradually  increase  the  number  as  the  busi- 
ness grows.  Mr.  Lehman  was  very  enthusiastic  over 
the  prospects  of  the  company  and  sees  no  difficulty  in 
the  way  of  making  this  one  of  Guelph 's  leading  in- 
dustries. ' ' 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Bowmanville— 

Disne}',  R.  S. 
Brockville — 

Quirmbach,  Geo.  K.,  162 
King  St. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliir — 

Boyd,  W.  C. 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victocia 
Ave. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

MeCaughey,  Geo.  A. 
Kenora^ 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 


Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
St. 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danforth  Ave. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 
Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent— 

Gougeon,  Jos. 

NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Eraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 

Brandon — 

Vincent  &  McPherson. 
Swan  River — 

Paull,  Geo. 


Winnipeg — 

Bardal,  A.  S.,  843  Sherbrooke 
St. 

Thompson,  J.  Co.,  501  M;iin 
St. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred.  A. 
Kamsack — 

Russell,  G.  E.  L 
Lanigan — 

Robertson,  Wm. 
Rush  Lake — 

Friesen,  John  M. 
Regina — 

Speers,  George. 

For  Sale 
Wanted 


Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscomb,  611 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 


MINIMUM  50  CENTS 


RETAIL  FURNITURE  BUSINESS  FOR  SALE— In  an  Ontario 
city  of  16,000  with  large  surrounding  country  of  prosperous  farmers  ; 
only  two  furniture  stores  in  the  city.  Apply  the  Knechtel  Furniture 
Co.,  Limited,  Hanover,  Ont. 


FOR  SALE — Extraordinary  value,  just  as  good  as  new,  only 
been  run  a  few  times,  one  grand  up-to-date,  elegant  Funeral  Car 
with  rubber  tires  and  roller  bearings.  Great  snap.  Also  one  casket 
wagon,  just  as  good  as  new.  Apply  F.  J.  Martyn,  North  Bay,  Ont. 
or  National  Casket  Co.,  Toronto,  Ont. 


FOR  SALE — Mattress  and  Spring  Bed  business  in  good  going 
order.  This  business  wants  engery  and  push.  Present  owner  has 
other  business  and  would  sell  out  cheap.  Address,  E.  S.  Oldham, 
Westboro,  Ont. 


FOR  SALE — Black  Hearse  Mare,  six  years  old,  sixteen  hands, 
weight  about  1300.  Sound  and  true  in  all  harness.  J.  A.  Donaldson, 
Caledon  East,  Ont. 


WANTED — Salesman  to  handle  a  leading  line  of  refrigerators 
and  folding  chairs.  Address  T.  B.  care  of  The  Canadian  Furniture 
World  and  The  Undertaker. 


WANTED — Position  as  salesman  in  furniture  and  stoves  by  cap- 
able man,  twelve  years'  experience,  four  as  buyer.  Box  93,  Cana- 
dian Furniture  World,  410  McKinnon  Bldg.,  Toronto.  5-12-1 

WANTED — Business  Manager  for  Spring  Bed  and  Mattress 
business.  Must  have  experience  and  business  character  and  give 
security  for  honesty,  etc.  Must  build  up  trade  and  make  good. 
Address,  Thos.  Roberts,  415  Sussex  St.,  Ottawa. 


WANTED — Cabinet  Makers,  Upholsterers,  Machinery  Hands 
and  Finishers.  Good  wages  and  steady  employment.  Apply  to 
The  Secretary,  Employers'  Association,  59  King  Street  West, 
Berlin,  Ont. 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 

Illustrated  Price  List 
Manufacture!  by   TARBOX    BROS.,  TORONTO 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and   Funeral  Directing 

PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CRAFTS  FURNITURE 

Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

BABY  CARRIAGES. 

Gendron   Mfg.   Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

BANK   AND    STORE  FIXTURES. 

Globe  Furniture  Co.,  Waterloo. 

BENT    WOOD  FURNITURE. 

,Iohn   C.   Mundell   &   Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 

Knechtel   Furniture    Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

BUFFETS. 

Knechtel  Furniture  Co.,  -  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victor- 

iaville,  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds  Ltd.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario  Spring  Bed  &  Mattress  Oo. 

BEDS  (Modern  Wood). 

Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Toronto  Furniture  Co.,  Toronto. 
Knechtel   Furniture    Co.,  Hanover. 

BED  SPRINGS. 

Knechtel   Furniture    Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &   Piatt   Spring   Bed  Co., 
Windsor. 

Ontario    Spring    Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 

Baetz  Bros.,  Berlin. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Lippert  Furniture   Co.,  Berlin. 

BED  ROOM  SUITES. 

Knechtel   Furniture    Co.,  Hanover. 
Dymond-Colonial   Co.'s,  Strathroy 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

CARD  AND  DEN  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CARPETS  AND  RUGS. 

Otto  T.  E.   V'eit  &  Co.,  Toronto. 

CAMP  FURNITURE. 

Stratford  Mfg.   Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 

Dymond-Colonial  Co.'s  Strathroy. 

CHAIRS  AND  ROCKERS. 

Baetz  Bros.,  Berlin. 

Dymond-Colonial  Co.'s,  Strathroy. 

Knechtel   Furniture    Co.,  Hanover. 

.John  C.  Mundell  &  Co.,  Elora. 

Stratford  Chair  Co.,  Stratford. 

Waterloo  Furniture  Co.,  Waterloo. 

H.  Krug  Furniture  Co.,  Berlin. 

Canadian  Rattan  Chair  Co.,  Vic- 
toriaville. 

Gold  Medal  Furniture  Co.,  To- 
ronto. 

Imperial    Furniture   Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 

Kindel  Bed  Co.,  Toronto. 

CHEVAiS. 

Dymond-Colonial  Co.'s,  Strathroj)*. 
Toronto  Furniture  Co.,  Toronto. 


CHESTERFIELDS. 

Imperial   Furniture   Co.,  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture    Co.,  Hanover. 
Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

CHURCH  FURNITURE. 
Globe  Furniture  Co..  Waterloo. 

COMFORTERS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

Dymond-Colonial   Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal     Furniture     Co.,  To- 
ronto. 

Imperial   Furniture   Co.,  Toronto. 

COUCHES  (Sliding). 
Ideal  Bedding  Co.,  Toronto. 
Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel   Furniture    Co.,  Hanover. 

CRIBS  (Iron). 

Ideal   Bedding  Co.,  Toronto. 

CUSHIONS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co..  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 

DESKS. 

Knechtel  Furniture   Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville  Furniture  Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Stratford   Chair  Co.,  Stratford. 
Toronto  Fui'niture  Co.,  'Toronto. 

DINNER  WAGONS. 

Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Fiu-niture  Co.,  Toronto. 
Dymond-Colonial   Co.'s,  Strathroy. 

DRESSERS. 

Dymond-Colonial   Co.'s,  Strathroy. 
Knechtel   Furniture  Co.,  Hanover. 
Orillia   Furniture   Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

EXPRESS  WAGONS. 

Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

FILING  DEVICES. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 

Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 

Stratford  Mfg.  Co.,  Stratford. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-iColonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 

Ideal  Beddinsr  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville   Chair  Mfg.   Co.,  Vic- 
toriaville. Que. 

JARDINIERE  STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 


KITCHEN  CABINETS. 

Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 

KITCHEN  TABLES. 
Knechtel   Furniture    Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN    SEATS    AND  SWINGS. 

Stratford   Mfg.    Co.,  Stratford. 
LIBRARY  TABLES. 

Dymond-Colonial   Co.'s,  Strathroy. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

MATTRESSES. 

Knechtel   Furniture   Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-'Colonial  Co.'s,  Strathroy. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co..  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo 

MUSIC  CABINETS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

OFFICE  CHAIRS. 
Knechtel   Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

OPERA  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis   Furniture   Co.,  Ingersoll. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Elora  Furniture  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 

PEDESTALS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto    Furniture    Co.,  Toronto. 

PILLOWS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS 
Tarbox  Bros.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co.,  Waterloo. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian   Rattan   Chair  Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture    Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief  Mfg.   Co.,   Central  Falls, 
R.  I. 

SCHOOL  FURNITURE. 

Globe  Furniture  Co.,  Waterloo. 

STOVES  AND  RANGES. 

Burrow,   Stewart  &   Milne,  Hamil- 
ton. 

Gait  Stove  &  Furnace  Co.,  Gait. 

SIDEBOARDS. 

Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

CHINA  CABINETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McTjagan     Furniture  Co., 

Stratford. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 


TABLES. 

Elora  Furniture  Co.,  Elora. 
Knechtel   Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Orillia    Furniture   Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 

TABOURETTES. 
Elora  Furniture  Co.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 

TABLE  DISPLAY  BACKS. 
Eureka  Mfg.  Co.,  Warren,  Ohio. 

TEA  TABLES. 
Toronto  Furniture  Co.,  Toronto. 

TELEPHONE  STANDS. 

Dymond-Colonial  Co.'s,  .Strathroy. 
UPHOLSTERERS'  SUPPLIES 

Ellis   Furniture   Co..  Ingersoll. 

Gold  Medal  Furniture  Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
.Jonn  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal     Furniture    Co.,  "To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfsr.  Co.,  Berlin. 

VERANDAH  FURNITURE. 
Imperial   Rattan   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Stratford    Mfg.   Co..  Stratford. 

WARDROBES. 
Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

WICKER  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian  Ornamental  &  Wood 
Carving   Co.,  LTxbridge. 

CLAMPS. 

Batavia  Clamp   Co.,   Batavia,  N.Y. 

CURLED  HAIR 
Griffln  Curled  Hair,  Toronto 

ENGRAVINGS. 
Legg  Bros.  Engraving  Co.,  Toronto 

i  aRNITURE  SHOES. 
Onward  Mfg.   Co.,  Berlin. 

GLUE    JOINTING  MACHINES. 
Canadian    Linderman    Co.,  Wood- 
stock. 

HARDWOOD  LUMBER. 

Wilcox  &  Knapp,  Conneautville, 
Pa. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal  Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 

Lackawanna  Leather  Co.,  Hacketts- 
town,   N.  J. 

VARNISHES. 
R.  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 
Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 
Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 
James  S.   Elliott  &   Son.  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 

CASKETS  AND  COFFINS. 
James  S.  Elliott  &  Sons,  Prescott. 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.   Thompson  Co.,  Toronto. 
CHURCH  TRUCKS. 

Bomgardner  Mfg.  Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian  Chemical  Co.,  Boston, 
Mass. 

HEARSES. 

Mitchell  &  Co.,  Ingersoll. 

LO'WERING  DEVICES. 

Bomgardner  Mfg.  Co.,  Cleveland, 
Ohio. 

SCHOOLS   OF  EMBALMING. 

Canadian  School  of  Embalming, 
Toronto. 
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Over  50  years  of 
experience  guar- 
antees  the  Quality 
of  our  Products, 


JAMIESON'S 
LIQUID 
WAX  FINISH 


Contains  no    beeswax,    being    made    from  HARD 

VEGETABLE    WAX    and    is  therefore  far  more 

durable  than  the  ordinary  soft  wax. 

It  is  applied  with  a  brush  and  gives  A  PERFECT 

FINISH. 

Let  Us  Send  You  a  Sample 


R.  C  JAMIESON  &  CO.,  LIMITED 


MONTREAL 


ESTABLISHED 
IN  1858 


VANCOUVER 


ESTABLISHED   20  YEARS 

The  reputation  of  our 

Springs  is  unequalled. 

Our  Guaranteed  Tempered 

Upholstering  Spring  has 

been  pronounced  the 
Best  Yet. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ONTARIO 


WILCOX  &  KNAPP 

CONNEAUTVILLE,  Pa.  U.S.A. 


Hardwood  Lumber 

Plain   Oak  a  Specialty 

Mills  in 

WEST  VIRGINIA  AND  KENTUCKY 


-POSiriVI  lY  I'PhVt  NTS- 
5PBr:^I)IN<.  ■ir.fi  still  TING 


No.  1  Wit-Edse  Spring 
Write  for  Wit-Edge  list 


You  Will  Be  Sure  to  Please  Your  Customer 

If  you  show 

THE  WIT-EDGE  SPRING 

The  patent  side-guards  or  uprights  keep  the  mattress  in  place,  prevent- 
ing it  from  spreading  over  the  sides  of  tlic  bed.  This  means  that  the 
mattress  of  every  bed  that  is  equipped  with  a  Wit-Kdge  .Spring  will 
retain  its  original  shape  many  years  longer  than  with  an  ordinary  spring. 
You  had  better  have  a  sample  sent  along  with  your  next  order.  We  are 
giving  the  agency  to  wide-awake  dealers  in  each  town.   Write  to-day. 

The 

Ontario  Spring  Bed  and  Mattress  Co.,  Limited 

The  Largest  Bedding  House  in  Canada 

London  -  -  Ontario 
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Malcolm  &  Souter  37 
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Mitchell  &  Co  46 


0 

Orillia  Furniture  Co  12 
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R 
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S 

Standard  Bedding  Co  18 
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Semmens  &  Evel  Casket  Co  40 

Stratford  Chair  Co  Cover 

T 

Tarbox  Bros  51 

I).  \V.  Thompson  Co  38 
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V 

Otto  T.  E.  Veit  &  Co  2 

W 

Waterloo  Furniture  Co  15 
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The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 

UXBRIDGE,  ONT. 

We  make  a  specialty  of  Machine  and 
Hand  Carvings  of  all  descnptions  for 
Churches,  Houses,  Furniture, 
Pianos,  etc.  We  can  save  you 
at  least  25  %  on  your  present  prices. 

Send  us  Samples  or  Drawings  for  a  Trial  Order 


WHEN  YOU  WANT  TO 
SELL  YOUR  BUSINESS 

You  want  to  get  the  best  pos.sible  offer.  The  more 
possible  buyers  you  get  in  touch  with  the  better 
chance  you  have  of  making-  a  good  sale.  The 
"For  Sale"  and  "Want"  ads.  in  the  CANADIAN 
FURNITURE  WORLD  are  read  every  month 
by  over  two  thousand  manufacturers,  travellers, 
retail  dealers  and  store  salesmen. 


Four  Cents  a  Word  ' 

One  Insertion 


Ten  Cents  a  Word 

Three  Insertions 


Oil  Finished 


Spanish  Leather 


(Large  Steer  Hides) 


1 0  Grades,  1 0  Grain  Effects, 
20  Colors  to  select  from. 
Wholesale  only. 


Samples  and  Prices  on  Application 


The 


Lackawana  Leather  Co. 


Tanners  and 

Manufacturers 


Hackettstown,  N.J. 


Colt's  Quick  Acting  Clamps 


Ask  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  BatavU,  N.Y.,  U.S.A. 
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and  dealers  in 


Mattress  and  Upholsterers*  Supplies 


Head  Office  and  Factory 

Bloor  St.  and  St.  Helen's  Ave. 

Toronto 


Branch  Office  and  Warehouse 

252  St.  James  Street 

Montreal 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturingf  plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  furn- 
shed. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood, any  thickness. 


Plain  woods — All  kinds;  Domestic 
Figured  Woods — All  kinds;  Circassinn 
Walnut  and  Mahagony  ;  Quartered 
White  Oak,  Red  Oak,  Sycamore, 
Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 

Same  Attention  to  Small  Order*  aa  Large 

Write  Us 


Indianapolis,  Ind.,  U.S.A. 
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IMPERIAL" 

REED  AND  UPHOL- 
STERED FURNITURE 

Should  be  on  display  in  every  furnitur2 
store.  It's  an  all-the-year-round  seller 
and  the  quality  is  such  as  to  win 
the  favor  of  the  most  careful  buyer. 


Stratford  is  a  carload  center  for  high  grade  furniture 
so  include  an  order  for  "IMPERIAL"  goods  this  fall 

IMPERIAL  RATTAN  COMPANY,  Limited 


STRATFORD 


CANADA 


We  Challenge  Comparison 

Have  you  really  investigated  the  various  lines  of  chairs  made? 
You  should  know  the  value  to  you  and  your  trade  that  is  put  in 


Stratford  Chairs 

They  are  second  to  none  in  Canada  and  a 
really  profitable  line  for  the  dealer. 

We  are  producing  articles  like  the  illustrations. 
They  speak  for  themselves. 


Order  for  Fall  Trade 


Stratford  Chair  Co.,  Limited 


Stratford,  Ontario 


Remember  We  load  with  the  Stratford  Shipping  Combination 


Vol.  2    No.  1 


Published  at  408-10  McKinnon  Building,  Toronto 
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Furniture  World 


One  of  the  Commercial  Press,  Limited,  Group  of  Trade  Newspapers 


LIBRARIES  OR  LIVING  ROOMS  FURNISHED  WITH  GUNN  BOOK  CASES 
AND  OUR  LIBRARY  FURNITURE.  GIVE  AN  AIR  OF  REFINEMENT  AND 
COMFORT  THAT  APPEAL  TO  ALL.  GIVE  THE  GUNN  CASE  A  PLACE 
ON  YOUR  FLOOR   THEY  WILL  SELL  THEMSELVES. 


THE 


GEORGE  McLAGAN  FURNITURE  CO. 


LIMITED 


STRATFORD 


ONTARIO 


CANADA 
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JOHN  C.  MUNDELL  & 
COMPANY'S 

DAVENPORTS 
and  SETTEES 


No  slo<v  numbers.  We  make  Settees  and  Davenports  of  all  descriptions — every  one  attractive, 
every  one  a  trade  drawer.  Some  are  ent  rely  of  Quartered  Oak,  with  wood  seat  flat  or  hollowed 
as  preferred,  while  others  come  in  saddle  bag  cushions  of  fine  leather,  and  are  adapted  for  the  up- 
to-date  Library,  Den  or  Smoking  Room. 

One  favorite  Settee  is  made  in  Pantasote  Cover  with  Tufted  Back,  and  is  a  ready  seller ;  in  fact 
it  would  sell  readily  at  a  much  higher  price  than  we  are  asking  for  it.  This  number  is  in  brisk 
demand  wherever  shown,  and  is  constantly  oversold. 

In  Davenports  our  line  is  still  more  extensive,  and  our  values  just  as  satisfying.  We  would  like  to 
send  you  a  sheet  of  Blue  Prints  showing  these  designs,  and  will  do  so  promptly  on  receipt  of  your 
request  to  that  effect. 

JOHN  C.  MUNDELL  &  COMPANY,  Elora,  Ontario 


Are  You  Selling  the  Line  That  Stays  Sold? 

Are  You  Handling  a  Line  Adapted  to  the  Popular  Demand  ?  The  "Ellis  Quality 
Line"  will  give  Absolute  Satisfaction  to  your  Customers  as  well  as  to  You. 


These  Samples 
jrom  our 
Three  Piece  Parlor 
Suite  No.  615 
indicate  the 
Fine  Selling  Qualities 

of  the 
"Ellis  Quality  Line" 


If  You  Want  to  Build  Your  Trade  on  Satisfaction  and  Quality 
Place  a  Trial  Order  with  US  this  Fall  and  Watch  Results. 


Ellis  Furniture  Company,  IngersoU,  Ontario 
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BUY  CANADA  BEDS 


FOR  YOUR  FALL  TRADE 


"Canada  Beds  Limited,"  of  Chesley,  Ont.,  is  in  the  market 
with  an  entirely  new  line  of  Iron  Beds — all  new  designs,  that 
are  becoming  instantly  popular  with  the  trade.  The  addition 
of  this  new  line  will  help  you  increase  your  Fall  business, 
for  "CANADA  BEDS"  are  attractive,  substantial  and 
represent  the  best  value. 

"CANADA  BEDS"  are  handsomely  finished  and  are 
properly  packed  so  that  they  will  reach  you  in  good  form. 
We  guarantee  our  finish  and  packing. 

\  We  can  ship  promptly  on  receipt  of  order.  Our  factory  has 
\     a  large  capacity  and  has  the  latest  equipment. 

\    The  materials  used  in  the  manufacture  of  "CANADA 
,  BEDS"  are  of  superior  quality  and  are  obtained  from  the 
best  makers. 

"CANADA  BEDS"  have  a  smooth,  snowy  white  durable 
fii  ish.  The  highest  grade  of  finishing  materials  are  applied 
sci(  itifically.  Every  bed  is  thoroughly  inspected  before 
bein  ^lacked.    We  give  our  absolute  guarantee  as  to  quality 

of  ma     als  and  finish. 

/■. 

Don't  fail  to  secure  a  copy  of  our  circular  and  price  list 
before  placing  Fall  orders.    We  solicit  a  trial. 


CANADA  BEDS  LIMITED 

Manufacturers  of  Brass  and  Iron  Beds 

CHESLEY  :  ONTARIO 
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Build  Your  Business  on  Quality  by 

Selling  Lee-Burrell  Mattresses 


Both  dealer  and  customer  will  be  satis- 
fied with  the  results  from  sales  of  any 
of  our  four  grades. 

LEE-BURRELL, 
REX,  REGENT 
and  INVICTUS 
FELT  MATTRESSES 


In  no  other  mattresses  offered  at  similar  prices  will 
be  found  such  clean  white  cotton  felt  such  high-grade  ticking  and  good  workmanship. 

Place  a  trail  order  or  send  for  further  particulars  today 

THE  STANDARD  BEDDING  COMPANY 

27-29  Davies  Avenue    ^tTm^C^T.'    Toronto,  Ontario 


SATISFIED  CUSTOMERS  MEAN  REPEAT  SALES 


When  a  person  lies  down  to  rest,  a  broken  spring  or  a  lumpy  mattress  is  an  abomination — and  a 
mighty  poor  advertisement  for  the  furniture  man  who  sold  the  goods.  The  best  kind  of  advertising 
is  the  friendly  word  of  satisfied  customers,  the  testimonial  of  merit  and  fair  dealing.  And  in  Spring 
Beds  the  "  L  &  P"  is  the  last  word  of  perfection — the  kind  that  wins  the  approval  oi"  customers. 


>ek 


Send  for  a  trial 
shipment  and 
you  will  find  that 
every  claim  we 
make  is  substan- 
tiated by  your 
most  thorough 
test.  "  L  &  P" 
Springs  are  sani- 
tary, noiseless 
and  durable. 
Prices  are  also 
reasonable  and 
shipments  can  be 
promptly  made. 


LEGGET&PLATT 


SPRING  BEDS 


The  patented 
construction 
holds  each  eoil 
securely  in  its 
place  and  at  the 
same  time  allows 
it  to  act  inde- 
pendently, thus 
equalizing  all 
weights.  Before 
shipment,  every 
spring  is  re- 
tempered  and 
black  Japanned. 


LEGGETT  &  PLATT  SPRING  BED  CO.,  LIMITED 

WINDSOR      -  ONTARIO 
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A  New  "IDEAL" 

for  Institutions 


EVERY  Hospital  in  Ccaiiada 
needs  this  new  Ideal  Insti- 
tution Bed. 


The  best  proof  of  this 
is  that  the  best  equipped 
new  hospitals  have  it. 

You  should  carry  at  least  one 
on  your  Hoor  from  which  to 
make  sales. 


No.  110 


Special  features  make  this  bed 
invaluable  for  use  in  operations, 
the  adjustable  legs  permit  either 
head  or  foot  to  be  rais- 
ed— or  both  together. 
Large  castors  that  roll 
like  ball  bearings. 
Rigid,  Sliockless  construction — 
IDEAL  finish. 


Pillars  1  5/16",  Cross  Rods  7/8",  Upright  3/8". 
Height  of  Head  (unextendedl  57",  Height  of 
Foot  (unextendedl  37".  Extension  12".  In  3 
foot  width  only — with  either  woven  wire  or 
Simmons  Link  Fabric  Spring. 

Send  for  folder  descriptive  of  Institution  Beds 


IDEAL  BEDDING  C?,„,™ 

Head  Office  and  Factory:  10  JEFFERSON  AVENUE,  TORONTO 
Branches  :  The  Ideal  Bedding  Co.,  Ltd.,  110  Princess  Street,  Winnipeg  Western  Ideal  Bedding  Co.,  Calgary 
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ADD  STOVES 
TO  YOUR  LINE 

Scores  of  the  most  progressive  furni- 
ture merchants  have  found  it  profitable 
to  sell  stoves  and  ranges  with  their 
other  housefurnishings. 

When  a  newly  married  couple,  for 
instance,  comes  to  your  store  for  a 
bed,  a  kitchen  table  and  other  house- 
keeping requisites,  you  have  the  first 
opportunity  to  sell  the  kitchen  range. 

Be  prepared  by  having  a  stock  of 
BANNER  Stoves  and  Ranges  on 
your  floor.  They  carry  a  good  profit 
and  will  help  to  build  up  your  house- 
furnishing  business. 

Send  for  a  copy  of  our  catalogue  so 
that  we  can  demonstrate  to  you  the 
many  special  selling  features  of 
BANNER  Stoves  and  Ranges. 

The  Gait  Stove  and 
Furnace  Co.,  Limited 


GALT 


ONTARIO 


MAXUFACTURKRS  OF 

Children's  Vehicles  and  Reed  Furniture 


1=\ 


No.  14  Sleigh  No.  1149  Flexible 

Write  for  Our  Sleigh  Catalogue. 


No.  1275  Sidewalk  Sulky 
Full  Line  Shown  in  Grade  "A"  Catalogue. 

The  Gendron  Mfg.  Co.,  Limited 

TORONTO 


STRATFORD 


FOLDING 
CHAIRS 


This  is  another 
of  our  rapid- 
selling  lines 


CHURCHES  AND  LODGE  ROOMS 

should  have  an  extra  supply  of  chairs  for 
special  occasions  and  if  the  proper  officials 
are  canvassed  some  good  sales  can  be  made 

Get  one  of  our  No.  3  catalogues  and  see  how 
man})  dozen  you  can  sell.     Made  with  wood  or 
carpel  seats. 

STRATFORD  MFG.  CO. 


STRATFORD,  ONT. 


UMITED 
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Jewel  Stoves  and  Ranges 


Royal  Jewel  Steel  Range 

The  Range  of  Quality 

ern  improvement  is  embodied  in  the  Royal  Jewel 

■nade  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
with  or  without  Reservoir,  and  with  any  equipment 
closets  required. 

Either  Encased  Reservoir(as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied.  ^• 
The,  great  variety  of  sizes  and  styles  enables 
I    thp  dealer  to  satisfy  all  dernands. 

Tbd  Royal  Jewel  is  very  attractiv[^  in  ap-f^ 
pearance  and  easy  to,  sell.    Wli^,  on?e,  sold  . 
it  never  comes  backv|]]bvit;  ifS  alvvays  work- 
ing advertisement.   One  sale  ma^^^s,  another 
.  and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 
your  leader  and  you  are  sure  of  the 
best  stove  trade  in  your  localiity 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  ' buyers 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel.  ■'■'.i^^my.r.} 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 
Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 
Offices  aUo  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 
Winnipeg  Branch,  No.  130  James  Avenue 
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TORONTO 

Offers  Special  Advantages  to  retailers  as  a 

MIXED  CARLOAD  CENTRE 


Gold  Medal  Furniture 
Mfg.  Co.  Ltd. 

Manufactunn  of 

Upholstered  Furniture,  Parlor  Frames, 
"  Hercules "  Bed  Springs  and  Steel 
Couches,  "  Gold  Medal "  Mattresses, 
Furniture  Coverings  and  Upholsterers' 
Supplies. 

Van  Home  St.  and  Bartlett  Ave. 
Toronto 


Standard  Bedding  Co. 

Manufacturers 

Seagrass  and  Cotton  Mattresses 


4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent,  and  Invictus 
Felt  Mattresses 


27-29  Davies  Ave. 
Toronto        -        -  Ontario 


Otto  T.  E.  Veit  &  Co. 

Headquarters  for 

Imported  Seamless 
Axminster  Squares 


Wrile  us  for  prices  and  set  of  color-cards 


(EMPIRE  BUILDING) 

58-64  Wellington  Street  West 
Toronto 


Time,  Money 
and  Worry 
will  be  Saved 

By  buying  from  these  firms 
who  have  arranged  to  co- 
operate in  shipping  in  mixed 
car  lots. 

Prompt  Delivery  is  assured 
as  an  average  of  87  freight  trains 
leave  Toronto  daily  in  every 
direction. 

A  Greater  Variety  is  also 
possible  when  you  buy  in  a  larger 
centre. 

Larger  Sales  can  be  made  if 
you  are  able  to  back  up  the 
maker's  guarantee  with  your  own 
experience. 

Visit  Our  Factories,  there- 
fore, when  you  visit  Toronto  and 
see  how  our  goods  are  made. 


BUY  IN 
TORONTO 


The  Toronto  Furniture 

Co.)  Limited 

Manufacturers  of  the 

"Better  Make"  of 
Canadian  Quality 
Furniture  : 

Dufferin  Street,  Toronto 

(Neat  Exhibition  Ground*) 


The  Toronto  Feather  & 
Down  Co.,  Ltd. 

Manufacturers  of 

Pillows,  Comforters,  Cushions 
35  Britain  St.,  Toronto 


Hopwood  &  Bryant 

Agenh/or  Montreal  and  Quebec 

59  St.  Peter  Street  Montreal 


The  Kindel  Bed  Co. 

Limited 


Davenport  Beds 
Divanettes 
Chair  Beds 


Toronto 


Ontaurio 


Imperial  Furniture  Co. 


Manufacturers  of 
Turkish  Rockers,  Leather 
Upholstered  Couches,  High 
Grade  English  Chairs,  and 
Chesterfields. 


585  Queen  St.  W.  Toronto 
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THE  GOLD  MEDAL  LINE 


A  perfectly  safe  and  reliable  line  to  handle 
from  start  to  finish.  Every  modern  impro^- 
ment  in  design  and  construction  is  embodied 
in  our  goods.  We  aim  to  produce  sellers  and 
put  the  workmanship  in  every  line  we  make. 

Parlor  Suites 

Couches 
Fancy  and  Mission  Chairs 

"Hercules'^  Bed  Springs 
''Gold  Medal"  Mattresses 

Steel  Sliding  Couches 

and  the 

Celebrated  Imperial 

Automatic  Steel  Couch 


The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Toronto  Montreal  Winnipeg 
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Two 
Popular 
Samples 
from  our 
line  of 
Dressers 


r 


I 


YOU  KNOW  IT  TO  BE  A  FACT 


That  if  a  dealer  can  give  a 
better  quality  of  goods  with- 
out increasing  the  price  he  is 
certain  to  increase  his  trade, 
because  satisfied  customers 
will  tell  their  friends  and 
advertise  your  store. 


Why  not  be  that  dealer  who 
is  gradually  enlarging  the 
circle  of  his  customers? 

You  can  be  if  you  put  in  a 
stock  of  "Orillia  Furniture." 


The 


Orillia  Furniture  Company,  Limited 


Orillia,  Ontario 
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BAETZ  BROTHERS  &  CO. 

BERLIN,  ONTARIO 


MISSION  CHAIRS  AND  SUITES 


Strong  Sellers  for  Fall  Trade 


This  is  a  line  at  Popular  Prices  which  should 
bring  additions  to  the  business  of  all  dealers 
who  show  them  during  the  fall  season. 


Suite  No.  815  Rocker 
and  Arm  Chair  with 
Sofa  to  match. 


Made  in  select  quarter  cut  oak  in  any  oak  finish 
and  upholstered  in  genuine  leather. 

Include  a  number  of  these  in  your  fall  order 

The  Lippert  Furniture  Co.,  Limited 

Berlin,  Ontario 
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ONWARD  SLIDING  FURNITURE  SHOES 


The  buyers  of  fine 
Furniture  want  the 
best  and  most  up- 
to-date  devices,  and 
the  dealer  who 
shows  his  goods  on 
Sliding  Furniture 
Shoes  is  certain  to 
interest  his  custom- 
er. Ever}"  furniture 
user  has  had  un- 
fortunate experi- 
ences with  the  old 
style  wheel  casters 
and  sliding-  shoes 
can  be  made  a 
powerful  selling 
argument  by  you. 


Will  Help  You  to  Make  Sales 


Sliding  I'urniture 
Shoes  are  made  with 
glass  base  and  mott 
metal  base  in  all 
sizes  and  styles  suit- 
able for  all  kinds  of 
furniture  and  metal 
beds.  Don't  fail  to 
canvass  the  hospi- 
tals and  hotels  in 
your  town  or  district 
for  an  order.  The 
profit  on  50  or  1(J() 
sets  is  worth  going 
after.  When  plac- 
ing your  orders  for 
furniture  or  metal 
beds  insist  on  hav- 
ing same  equipped 
with 

"  ONWARD" 
SHOES 


Write  for  our  new  illustrated  circular  and  discounts 

Onward  Manufacturing  Co. 

Berlin,  Ontario 

Western  Distributing  Agents  :  Moncrieff  &  Endress,  Limited,  Scott  Block, 

Winnipeg,  Man. 


Church,  School  and  Opera  Furniture 


You  Should  Be  Interested 

in  the  furnishing  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  your  town  and  community.  If  you  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturallj'  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  st3'le  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate 
We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pulpit  Furniture  and  Seating. 

Write  us  to-day 

Church  Furniture — Ask  for  Catalogue  C 
School  Furniture — Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 


CO. 


rmEGLOBE  FURNITURE 

WATERLOO 


THIS    LA&EL  IS  ^ 


ONT, 

^    OF  (XUALITV 
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A  Tip 

To  The  Trade: 

If  you  want  goods 
this  fall  its  up  to 
you  to  order  early. 


WATERLOO  FURNITURE  CO. 

LIMITED 

Manufacturers  of  Solid  Mahogany  Popular  Priced  Parlor  Pieces 

Waterloo  Ontario 
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75% 


O 

NEW  JVIKTHOO 


Of  Joint  Glue 


SUCH  a  saving  seems  impossible  to  all  but  users  of  the  Linderman 
Automatic  Dovetail  Glue  Jointers.  This  does  not  mean  that  there  is  less 
glue  in  a  Linderman  Joint  over  the  plain  joint.  By  the  old  method  of 
glue  jointing  over  SOX  of  all  glue  spread  on  the  joint  was  absolutely  wasted 
because  it  was  forced  to  the  top  or  bottom  of  the  joint  wasting  the  glue  and 
dulling  the  planer  knives.  All  cabinet  makers  will  acknowledge  that  to  have 
a  perfect  glue  joint  it  is  necessary  to  have  edges  of  the  lumber  planed  per- 
fectly true,  applying  the  smallest  amount  of  the  best  glue  obtainable  and 
rubbing  the  joints  together  until  the  fibres  of  the  wood  mat,  uniting  the  two 
pieces  into  a  solid  board.  This  is  the  Linderman  Method,  all  done  by  ma- 
chinery, and  every  joint  is  held  in  a  permanent  clamp  able  to  withstand  the 
most  severe  test. 

For  particulars  regarding  the  Linderman 
Machines,  address; — 

Knechtel  Furniture  Co.,  Ltd.  -  Hanover,  Ont. 
Knechtel  Furniture  Co.,  Ltd.  -  Walkerton,  Ont. 


Globe  Furniture  Co. 
Canada  Furniture  Mfrs.  Ltd. 
Victoriaville  Furniture  Co.  - 
Dominion  Furniture  Co.  - 
St.  Lawrence  Furniture  Co. 


Waterloo,  Ont. 

-  Woodstock,  Ont. 
Victoriaville,  Que. 
Ste.  Therese,  Que. 

-  Fraserville,  Que. 


and  others  whose  names  lue  will  be 
glad  to  furnish  ^ou. 


Canadian  Linderman  Co.,  Limited 

Works  at 

Muskegon,  Mich.  Woodstock,  Ont. 
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You  Need  These  Goods 

When  your  customers  ask  to  see  a  good,  serviceable,  neat  appearing  and 
dependable  line  of  chairs  show  them  our  high  grade 


Austrian 

Bentwood 

Chairs 


We  are  specialists  in  the  manufacture  of  these  goods  and  guarantee  their  quality. 
They  are  sold  around  the  globe  by  the  best  furniture  dealers  in  every  country. 
You  should  carry  them  in  stock  at  all  times.    Write  us  for  particulars. 

Jacob  &  Josef  Kohn 


Vienna,  Austria 


Canadian  Branch  : 

215-219  Victoria  Street 
Toronto  Ontario 


How  many  will  we  send  you? 

This  rocker  is  one  of  our  fastest 
sellers  and  it  will  be  a  quick  mover 
on  the  floor  of  any  retail  store — 
especially  during  the  fall  and  holiday 
season. 

We  Are  Specialists  in 

Upholstered  Goods 

and  are  able  to  make  the  highest 
gi-ade  goods  at  the  minimum  of 
expense — our  big  display  at  the 
C^anadian  National  Exhibition  proved 
that  to  all  who  inspected  the  goods 
and  secured  our  prices. 

Try  half  a  dozen  of  No.  225 
Toronto  is  a  carload  centre 


No,  225.  New  Loose  Cushion  Rocker 


IMPERIAL  FURNITURE  COMPANY 


585-591  QUEEN  STREET  WEST 


TORONTO 
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The  RELIANCE  RUG  RACK 


Illustration  showing  Rugs  on  Rack. 

Rugs  can  be  swung  around  to  show  full 
front,  as  arms  arc  on  swivels. 


(ALL  METAL) 
For  Displaying  Small  Rugs 

Keep  your  Rugs  off  the  Floor 

Rugs  quickly  hung  and  quickly 
taken  down 

PRICES : 

25  Arms,  holding  .50  Rugs  -  -  -  $20.00 
HO  Arms,  holding  60  Rugs   -       -       -  21.50 

Terms  :  1%  10  days.     Net  30  days. 
F.  O.  B.  Mishawaka,  Ind.,  U.S.A. 
Arms  are  36  in.  wide  and  will  hold  either  36  in. 

or  27  in.  Rugs.     Rack  is  7  ft.  high. 

Will  show  your  entire  line  of  small  rugs 
in  a  few  minutes. 

KEEPS  RUGS  CLEAN! 

ANOTHER  POINT:  An  undecided  purchaser  can 
quickly  form  an  idea  of  the  pattern  or  color  of  a  large 
rug  desired  by  being  shown  the  small  rugs. 


Illustration  showing  Simplicity  of  Rack, 
also  detail  of  Trolleys  and  Arms 


Agents  wanted  in  all  Canadian  territories  to  handle  this  Rack,  on  commission 

ReUABLeRugR4Ck(0.  Inc.  4856  N.  Winchester  Ave. 
V  V    V  CHICAGO,  ILL. 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
nish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specialty  Co. 

Hamilton,  Ontario 


Limited 


No.  6. 

Good  Luck  Table  Support 

An  all  iron  table  support  that  holds  any  extension  table  perfectly 
secure  and  never  fails.  The  rocking  and  tilting  device  allows  you  to 
show  the  table  top,  a  great  convenience  to  both  the  salesman  and  the 
customer.  It  insures  clean,  perfect  table  tops  and  eliminates  the  cas- 
ter cup  troubles.  They  cannot  break  or  wear  out  and  will  last  a 
lifetime.  No  matter  what  they  cost  it  is  a  matter  of  economy  to  use 
these  table  holders.  There  are  thousands  of  these  racks  in  use  all 
over  the  U.  S.  and  growing  more  popular  all  the  time.  Every  furni- 
ture store  should  have  them.  Price  $2.50  each,  f.o.b.  factory. 
Warren,  Ohio.  They  ship  as  iron  and  castings  and  take  a  low 
freight  rate.    Write  and  ask  about  them  at  once. 

Made  by 

THE  EUREKA  MFG.  CO. 

WARREN,  OHIO 
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Gentlemen,  when  you  contemplate  installing  a  Rug  Rack,  look  for  the  one  that  has  all  the  latest 
and  most  complete  up-to-date  improvements. 

Send  for  our  catalog.    You  will  see  at  once  that 

The  Moncrief  Rug  Rack 

is  the  one  that  stands  alone,  in  quality  and  durability.  It  is  made  of  steel,  stands  braced  from  the 
floor,  with  all  the  finest  qualities  that  make  it,  the  only  one  to  buy.  It  has  a  guard  on  every  bar, 
the  only  rack  that  has  it,  which  protects  every  rug,  keeps  them  from  rubbing  and  does  not  allow 
the  rugs  to  wear  or  discolor  each  other.  Our  adjusting  bar  raises  and  lowers  the  arms.  Just 
one  turn  of  the  brace  either  way  sends  it  up  or  down  without  trouble.  The  pins  are  on  an  angle 
which  makes  it  easy  to  place  or  replace  the  rugs.    It  is  only  a  boy's  work  to  handle  our  RACK. 

Look  at  the  reputation  of  The  Moncrief  Rug  Rack.  Come  to  our  home.  All  of  the 
largest  houses  in  the  city  of  Providence  use  our  RACKS.    Here  are  the  names  : 

/^nthony  &  Cowell  Co. 
The  Boston  Store 
Outlet  Co. 

A.  G.  Scattergood  Co. 
Household  Furniture  Co. 
Burke  &  Curran 
R.  I.  Supply  Co. 
C.  H.  Robinson  Co. 


Moncrief  Rug  Racks  used  by  Anthony  &  Cowell  Co. 
Providence,  R.I. 

steel  girder  building.   Height  of  ceiling  under  girders,  li'  5". 

Three  double  side  or  V  racks,  two  of  80  artns,  40  on  a  side,  and  one  of  132 
arms,  (iti  on  a  side.  Tlie  largest  V  rack  ever  built.  Tlicsc  racks  are  fastened 
by  means  of  i  bolts  dropped  from  flange  of  girders  fastening  top  beam  to  steel 
girders.  Hottom  beam  is  trussed  down  2"2",  enabling  rugs  to  hang  from  3"  to 
6"  from  floor. 

They  would  be  pleased  to  tell  you  what  they  think  of  our  RACK.  Any  one  that  has  our 
fixture  would  not  change  it  for  any  other.  It  has  replaced  many  other  racks  and  continues  to  do 
so.    When  you  buy  off  us,  our  RACK  goes  with  our  full  guarantee  of  its  durability  and  quality. 

It  is  a  pleasure  to  send  catalogs.    Let  us  send  one  to  you. 


Chas-  J.  Proctor 
W.  Elovitz 


MONCRIEF  MANUFACTURING  CO. 

7-9-11  Sheridan  Street 

CENTRAL  FALLS,  -  -  -  R.  L,  U.S.A 
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Go  After 
The  Masses 

'  1^  'HE  really  big  money  is  made  in  popu- 
lar-priced goods.  There's  volume 
there,  quick  sales  and  good  steady  profit. 
It's  the  "bread-and-butter"  part  of  your 
line  that  makes  your  busmess,  though  of 
course  you  must  have  some  of  the  high 
priced  lines.  The  Knechtel  line  helps 
you  out  nicely  here.  It  grades  up  away 
beyond  what  you  would  think  at  the  price 
we  ask  for  it,  and  in  the  better  numbers 
will  meet  the  majority  of  your  needs  in 
the  high  grade  stuff.  Knechtel  furniture 
is  making  good  everywhere,  and  it  will 
make  good  for  you.  You  will  find  it 
highly  profitable  to  make  liberal  purchases 
of  Knechtel  furniture  this  fall,  and  it 
might  not  be  amiss  to  suggest  that  you 
let  your  orders  come  in  early. 

The  Knechtel  Furniture  Co. 

Limited 

Hanover,  Ontario 


The  Complete  Line: 

Cheap,  Medium  and  High  Grade 

FOR  THE  MASSES 
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Joint  Furniture  It  has  been  suggested  that  the 

Exhibition  Suggested,    furniture     manufacturers  of 

Berlin  and  Stratford  hold 
their  annual  exhibition  on  concurrent  dates.  The  sug- 
gestion appears  to  be  a  good  one.  It  is  at  any  rate 
Avorth  serious  consideration. 

The  two  cities  are  not  far  apart.  There  is  less  than 
an  hour's  train  ride  between  them.  And  the  attrac- 
tion of  two  exhibitions  being  held  on  concurrent  dates 
within  such  short  distances  of  each  other  ought  to  at- 
tract a  larger  number  of  furniture  dealers  than  would 
be  the  caise  if  each  was  held  on  a  different  date.  On 
the  .other  hand,  is  it  not  possible  that  with  dissimilar 
dates  there  are  many  dealers,  and  particularly  those 
from  distant  points,  who  would  visit  the  one  and  not 
the  other?  Some  would  go  to  Berlin  and  remain  away 
from  Stratford,  and  vice  versa. 

It  is  to  be  hoped  that  the  furniture  manufacturing 
interests  of  the  two  cities  will  get  together  with  a  view 
to  giving  careful  consideration  to  the  suggestion  for 
the  holding  of  concurrent  exhibitions. 

Vacations  give  the  human  machine  an  op- 
portunity to  lubricate. 

Our  Foreign  Canada's    foreign    trade  in 

Trade  in  furniture   for  the  first  three 

Furniture.  months  of  .the  present  fiscal 

year  show  some  rather  inter- 
esting figures. 

While  taking  it  all  round,  in  both  exports  and  im- 
ports, there  is  an  expansion  in  keeping  with  the  gen- 
eral development  of  the  business  of  the  country,  yet 
in  one  respect  the  exports  are  rather  disappointing. 
This  respect  is  in  regard  to  the  exports  of  furniture 
to  Great  Britain.  There  is  a  decline  of  78  per  cent, 
for  the  three  months.  The  actual  figures  are  $29,443 
and  $6,480  respectively  for  the  two  periods. 

At  present  the  British  market  is  not  a  very  hopeful 
one  for  furniture  manufacturers  in  Canada.  It  is  not 
that  Great  Britain  does  not  import  large  quantities  of 
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furniture.  Ais  a  matter  of  fact  sne  imports  about  three 
million  dollars'  worth  annually.  But  our  contributions 
to  her  wants  are  decreasing.  There  are  two  explan- 
ations of  this. 

One  is  the  demands  of  the  home  market  to  supply, 
which  is  taxing  the  manufacturers  of  the  country  to 
the  utmost  capacity  of  their  factories.  As  the  home 
market  is,  of  course,  the  best  market  it  naturally  re- 
ceives the  most  attention. 

The  other  reason  is  that  for  the  British  market  the 
manufacturers  are  required  to  make  special  lines.  The 
regular  lines  manufactured  for  the  home  market  will 
not  comply,  as  a  rule,  with  the  requirements  of  the 
furniture  dealers  in  Great  Britain.  This,  in  view  of 
the  condition  of  the  home  market,  Canadian  manufac- 
turers cannot  economically  undertake  to  do.  For  this 
reason  certain  of  the  largest  manufacturers  of  furni- 
ture in  Canada  have  withdrawn  altogether  from  the 
British  market.  It  is  to  be  hoped  it  is  not  permanently 
so. 

//  pays  to  be  tactful  and  just  with  salesman 
as  well  as  with  customers. 

Our  Export  As  the  manufacture  of  furni- 

Trade  in  ture  in  Canada  develops,  more 

Furniture.  attention  will  necessarily  have 

to  be  given  to  the  export  trade 
with  Great  Britain  as  well  as  to  that  with  other  outside 
markets.  The  fact  that  the  British  market  requires  lines 
different  from  those  we  manufacture  for  the  home  mar- 
ket cannot  always  be  used  as  an  excuse  for  neglecting 
it.  Nor  is  there  any  reason  to  believe  it  will.  The 
manufacturers  of  furniture  in  thjs  country  are  too  en- 
terprising to  overlook  the  possibilities  of  foreign  mar- 
kets. 

The  United  States  exports  between  five  and  six  hun- 
dred thousand  dollars'  worth  of  furniture  to  Great 
Britain  annually,  and  we  eventually  ought  to  be  able 
to  send  a  great  deal  more  than  we  are  at  present. 
Our  exports  to  Great  Britain  for  the  twelve  months 
of  the  last  fiscal  year  were  valued  at  a  little  over  $44,- 
000.  Our  total  to  all  countries  was  $335,354.  For  the 
first  three  months  of  the  present  fiscal  year  they  were 
$81,591  against  $75,174  for  the  same  period  last  year. 

That  there  should  be  an  increase  in  the  exports  of 
furniture  during  the  first  three  months  of  the  present 
fiscal  year,  in  view  of  the  decline  of  78  per  cent,  in  the 
exports  to  Great  Britain  is  significant.  It  indicates 
larger  trade  possibilities  with  other  countries. 

The  chief  increase  was  on  Australian  account,  some 
of  our  manufacturers  of  chairs  having  equipped  their 
factories  with  machinery  for  the  special  purpose  of 
catering  to  that  trade.  The  increase  in  the  three 
mionths  was  from  $13,475  to  $34,061  or  about  161  per 
cent. 

The  exports  to  British  South  Africa  a  little  more 
than  doubled  during  the  siame  period,  and  under  the 
classification  of  "other  countries"  there  was  an  in- 
crease of  nearly  $3,000. 

Customers,  like  vegetables,  should  be  cultivated. 

Large  Increase  Canada's  imports  of  furniture 

of  Furniture  Im-  during  the  first  three  months 

ports  From  U.S.  show  the  marked  increase  of 

80  per  cent,  compared  with 
the  Qorresponding  three  months  of  1911.  The  actual 
figures  were  $711,812  and  $397,029  respectively.  And 
the  most  striking  thing  about  the  increase  is  the  jump 
in  the  imports  from  the  United  States  from  $323,786^.' 
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during  the  first  three  months  of  the  last  fiscal  year  to 
*605,690  during  the  same  period  of  1912.  Prom  Great 
Britain  we  imported  $54,767  and  $66,484  respectively. 

There  are  tivo  things  every  furniture  sales- 
man should  know :  They  are  his  customers 
ayid  his  goods 

■■) 

Canada  Makes  That  the  furniture  manufac- 

Over  $12,000,000  turing  industry  of  Oanada  is 

Worth  of  Furniture.      becoming    a    very  important 

one  is  quite  evident  from  the 
preliminary  returns  .just  issued.  There  are  nov(r  in 
Canada  172  factories  making  furniture  and  upholstered 
goods.  The  capital  employed  is  placed  at  $13,746,262 
and  the  value  lof  the  products  of  the  factories  at  $12,- 
869,366.  The  number  of  employees  is  8,935  and  the 
salaries  and  wages  $4,044,236. 

When  one  considers  that  our  exports  of  furniture 
of  domesitic  maniifacture  in  1911,  the  year  the  census 
was  taken,  were  only  valued  at  $252,000  one  appre- 
ciates the  importance  'of  the  hiome  market  to  the  furn- 
iture manufacturers  of  this  country. 

We  evidently  only  export  a  little  over  21-3  per 
cent,  lof  the  output  of  our  furniture  factories.  There 
is,  a.s  already  pointed  out  plenty  of  room  for  develop- 
ment in  this  direction.  But  after  all  the  furniture  ex- 
ports of  the  United  States,  in  proportion  to  the  value 
of  the  total  output  of  its  factories,  is  only  a  small 
fraction  larger  than  ours.  According  to  the  latest  cen- 
sus figures  available  the  value  of  the  output  of  furni- 
ture by  the  factories  in  the  United  States  is  $239,886,- 
000,  or  about  2.60  per  cent,  of  the  output. 

Those  -who  do  not  give  much  thought  to  the 
preparation  of  their  advertising  copy  can 
scarcely  expect  to  set  people  thinking  about 
the  goods  they  advertise. 

Good  Fall  That  Canada  is  entering  upon 

Trade  Outlook.  the  Fall  trade  campaign  with 

prospects  as  bright,  if  not 
more  so,  than  in  the  beginning  of  the  year,  must  be 
patent  to  everyone. 

It  is  true  that  some  anxiety  has  been  felt  during 
the  past  few  weeks  regarding  the  crops  in  the  West, 
but  at  the  time  of  writing  weather  conditions  are  much 
more  favorable  to  harvesting,  and  while  damage  has 
been  done  and  more  may  be  done  before  threshing  is 
over,  there  is  little  doubt  about  the  crop  being  a  record 
one.  There  are  approximately  two  million  acres  more 
under  cultivation  than  there  was  last  year,  and  the 
value  of  the  various  grains  is  estimated  between 
$290,000,000  and  $300,000,000. 

In  Ontario  the  grain  crops  have  been  damaged,  but 
with  live  stock,  and  hay,  root  and  fruit  crops,  and 
the  dairying  industry  in  fair  to  excellent  condition, 
the  farmers  of  that  province  are  assured  of  a  good  re- 
turn for  their  efforts. 

As  to  the  present  condition  of  business  no  better 
guarantee  can  be  found  than  the  railway,  banking  and 
clearing  house  returns.  These  all  show  from  week  to 
week  and  month  to  month  substantial  increases  over 
the  corresponding  periods  of  last  year.  The  clearing 
house  returns  show,  with  almost  extraordinary  uni- 
formity, an  increase  of  25  per  cent,  each  week  over 
the  same  time  a  year  ago.  Among  the  railways  the 
Aveekly  increase  in  the  earnings  of  the  Canadian  Paci- 
fic are  running  to  over  $400,000. 

The  money  market  is  naturally  tightening  at  th^s 
time  of  the  year,  but  that,  of  course,  is  the  experience 


of  every  Fall.  The  banks,  however,  have  more  money 
at  their  command  than  ever  'before,  and  it  is  significant 
that  the  increase  in  depoidts  is  approximately  'the 
same  as  that  in  the  commercial  loans,  while  the  notes 
in  circulation  are  7.6  per  cent,  larger  than  a  year  ago. 

Turning  to  the  foreign  trade  of  the  country  the  con- 
ditions are  also  gratifying.  The  returns  for  the  first 
two  months  of  the  fiscal  year,  which  are  the  latest 
available,  show  that  in  impo.'-ts  there  is  an  increase  of 
139  per  cent,  and  in  exports  of  80  per  cent,  compared 
with  the  same  period  of  1911 

Other  contributing  factors  to  the  prosperity  of  the 
country  are  the  large  sums  of  money  that  are  being 
expended  in  railway  construction  and  betterment  and 
the  influx  of  immigrants  with  their,  in  the  aggregate, 
many  millions  of  dollars. 

Fall  into  line  for  a  good  Fall  trade  campaign. 

Why  Embalmers  At  the  recent  meeting  of  the 

Hold  Conventions.        British    Embalmers'  Society 

and  the  British  Undertakers' 
Society  one  of  the  speakers  remarked  that  the  general 
piiblic  might  wonder  and  say:  "Why  should  under- 
takers' and  embalmers'  societies  meet  in  convention?" 

No  doubt  they  do.  A  good  many  people  are  always 
suspicious  when  any  body  of  busiiness  men  get  togeth- 
er. And  while  much  of  their  suspicion  may  be  ill- 
founded  some  of  it  is  not.  There  have  been  associa- 
tions and  combinations  of  business  men  whose  prac- 
tices have  been  such  as  to  with  reason  excite  the  pub- 
lie  suspicion. 

Among  the  embalmers'  and  undertakers'  associa- 
tions, as  far  as  we  know  them,  there  is  nothing  in  their 
efiPorts  or  proceedings  that  should  excite  suspicion. 
The  efforts  of  these  organizations  is  concentrated  in 
the  direction  of  rendering  better  and  more  efficient 
service  and  raising  the  general  tone  of  the  profession. 
This  is  laudable.   No  one  can  take  lany  exception  to  it. 

But  after  all,  the  reputation  which  any  organization 
creates,  is  determined  in  the  final  analysis  by  the  mo- 
tives which  underlie  it.  If  its  objects  are  laudable  it 
will  be  revealed  by  its  works  and  fair-minded  people 
will  ultimately  recognize  its  worth. 

Undertakers  and  embalmers  have,  therefore,  no  need 
to  be  perturbed  when  the  public  wonder  why  they 
meet  in  annual  convention. 

You^ll  not  displease  the  men  by  catering  for 
the  trade  of  women. 

Quality  of  Confidence  The  furniture  dealer  has  his 
in  the  Furniture  Trade,  business  on  a  good  foundation 

when  he  has  secured  the  con- 
fidence of  the  public.  He  may  possess  ample  capital, 
but  if  he  is  lacking  in  this  one  particular  he  can  never 
hope  to  build  up  a  large  and  successful  business. 

Confidence,  in  turn,  is  the  result  of  service.  There 
are  few  indeed  who  do  not  recognize  this.  Service  im- 
plies a  great  deal.  It  me<ans  selling  goods  that  are 
what  they  are  represented  to  be  and  the  giving  of 
satisfaction  under  all  circumstances. 

There  are  a  good  many  merchants  in  all  lines  of 
business  who  take  a  pride  in  handling  goods  of  qual- 
ity but  who  are  not  always  politic  when  a  dissatisfied 
customer  looms  up. 

They  have  pride  in  their  goods  and  pride  in  their 
integrity.  Consequently  tjiey  easily  lose  patience  with 
crusty  customers  and  take  no  pains  to  smooth  out  dif- 
flcidties  for  which  they  are  not  responsible. 

It  is  important  that  the  furniture  dealer  should  know 
how  to  handle  his  customers  as  well  as  his  stock. 
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A  Price-Cutter's  Explanation 


A  representative  of  The  Furniture  World  and  The 
Undertaker  recently  had  a  talk  with  a  furniture  deal- 
er in  an  outlying  district  in  a  large  city  regarding  his 
price-cutting  method  of  doing  business.  He  was  so 
frank  and  candid  in  his  statements  that,  notwithstand- 
ing the  fact  that  few,  if  any,  of  onr  readers  will  favor 
his  methods,  we  take  the  liberty  of  reproducing  them. 

"A  year  ago,"  said  he,  "I  never  had  any  idea  I 
Avould  be  in  business  for  myself.  I  formerly  was  a 
.salesman  in  a  large  furnishing  house.  Not  long  ago, 
this  firm  closed  its  doors,  and  I  resolved  to  'make  or 
break.'  I  had  a  little  money  saved  and  with  this  I 
inirchased  a  small  stock  of  furniture. 

"I  made  up  my  mind  before  I  went  into  business 
to  always  pay  cash  for  all  goods  bought.  I  have  stuck 
to  this  and,  as  a  result,  am  able  to  get  a  cash  discount 
of  from  two  to  ten  per  cent.  This  enables  me  to  buy 
l)etter  than  some  other  fellows,  and  I  give  my  cus- 
tomers the  benefit  of  this  advantage  in  lower  prices. 

"It  was  a  puzzle  to  me  at  the  start  how  I  was  going 
to  draw  the  people  in  my  neighborhood  to  my  store. 
T  gave  the  matter  considerable  thought  and  decided 
that  if  I  was  going  to  get  the  trade  right  from  the 
start  I  would  have  to  make  my  prices  so  attractive 
that  they  could  not  afi^ord  to  go  elsewhere.  I  did  this 
and  cut  my  prices  considerably  below  any  person  else 
in  town.  My  opposition  did  not  like  this  and  often 
came  to  me  and  said,  'Here,  you  can  get  your  price 
for  this,  why  don't  you?'  I  could  not  see  it  this  way, 
however,  for  my  store  is  situated  far  from  the  main 
streets  of  the  city  and  my  trade  must,  of  necessity,  be 
a  purely  local  one.  It  is  a  well  known  fact  that  people 
in  the  cities  will  go  to  the  big  stores  down  town  and, 
no  matter  what  price  they  pay  for  a  thing,  think  they 
are  getting  a  bargain,  simply  because  they  have  re-i 
ceived  one  or  two  bargains  in  the  past.  To  make 
them  lose  this  belief,  I  made  up  my  mind  that  I  would 
sell  at  a  very  small  profit  in  order  to  get  the  people 
talking  about  my  store.  I  still  continue  to  do  this  and' 
feel  that  I  am  getting  my  share  of  the  trade  in  my  dis- 
trict, although  not  at  the  high  prices  my  opposition  is 
securing.  However,  I  am  satisfied  to  do  this  until  I 
get  my  name  up,  when  my  prices  will  go  ap  also. 

"Shortly  after  I  started  in  business,  I  wrote  a  large 
Ontario  manufacturer  and  ordered  a  bill  of  goods.  I 
told  him  I  would  pay  cash  and  he  wrote  asking  me  to 
forward  the  cheque.  This  I  did,  but  it  was  fully  a 
nioiith  later  before  I  received  my  goods.  Then  when 
I  did  receive  them  and  sold  them  at  prices  lower  than 
any  one  else,  my  closest  competitor,  who,  by  the  way, 
has  a  much  older  established  business  than  mine,  wrote 
to  the  manufacturer  and  told  him  that  if  he  continued 
to  sell  me  that  his  business  would  go  elsewhere.  Now, 
my  opposition  purchased  considerably  more  than  I  dur- 
ing the  course  of  a  year  and  this  manufacturer  wrote 
me  stating  he  would  be  unable  to  sell  me  any  more 
goods.  I  thought  it  funny  at  the  time  but  let  the  mat- 
ter drop.  Now,  if  I  pay  a  manufacturer  the  same  price 
as  my  op])osition,  why  should  he  (the  manufacturer) 
refuse  to  sell  me  any  goods-  simply  because  I  sell  at  a 
lower  figure  than  some  one  else?  It  seems  to  be  a 
rule  in  business,  but  if  I  cannot  purchase  at  one  place 
1  '11  get  my  goods  somewhere  else. 

"I  have  been  'knocked'  right  and  left  for  selling 
goods  so  cheaply,  but,  so  far,  it  has  done  me  no  harm. 
On  the  other  hand,  I  am  sure  it  has  benefited  me. 
It  has  got  i)eoi)1e.  not  in  my  neighborhood  alone,  but 
in  other  parts  of  the  city,  talking  about  my  goods  and 


prices  and  that  is  the  best  kind  of  advertising.  You 
know  there  is  no  better  method  of  getting  women 
talking  than  to  give  them  a  bargain.  And  you  know 
further  that  women  are  the  ones  who  buy  most  of  the 
furniture.  Therefore,  I  cater  to  them  and  give  them 
as  attractive  prices  as  possible.  What  if  I  am  only 
making  a  very  small  profit  .just  now?  If  you  come  into 
my  store  to  look  at  my  goods,  isn't  it  better  for  me 
to  make  even  a  couple  of  dollars  out  of  you  rather 
than  let  yon  go  down  town?  Look  at  the  advertising 
I  get.  If  you  get  a  good  bargain  at  a  certain  store 
won't  you  go  back  to  that  store  and  also  tell  your 
friends  about  it? 

"Another  method  I  have  of  attracting  people  to  my 
store  is  to  have  a  side  line,  such  as  go-carts,  and  .sell 
them  practically  at  cost.  There  is  a  line  that  costs 
me  $4.55  each.  I  sell  this  cart  at  $4.95.  You  see  I  am 
not  making  anything  at  all,  but  look  at  the  advertis- 
ing I  get.  Then,  too,  what  little  I  do  make  is  'found' 
money.  I  figure  that  I  get  four  or  five  dollars  worth 
of  advertising  on  each  cart  I  sell  at  this  price.  Women 
will  have  their  babies  out  for  a  walk  and  start  com- 
paring prices  on  their  carts.  I  know  that  the  cart  I 
sell  for  $4.95  cannot  be  purchased  elsewhere  for  less 
than  $7.00.  Now,  when  a  woman  sees  she  has  paid 
$2.95  more  than  she  should  have,  she  gets  sore  and 


If  you,  Mr.  Furniture  Dealer,  had  been  in 
this  price-cutting  dealer's  place,  what  would 
you  have  done  ?  We  would  like  to  get  your 
opinion.  What  do  you  think  he  should 
have  done?  If  so  desired  your  correspon- 
dence will  be  treated  confidentially.  Drop 
a  line  to  the  Editor. 


starts  to  talk  about  my  store.  I  recently  purchased  a 
shipment  of  carts  that  lost  me  $55.  I  sold  the  lot  for 
$71.  Thus  I  did  a  quick  turn-over,  made  a  small  pro- 
fit and  got  lots  of  good  advertising. 

"As  I  said  before,  opposition  dealers  have  come  to 
me  and  told  me  to  hold  out  for  my  price,  and  ask  me 
why  I  don't  advertise  in  the  city  dailies  and  sell  at 
the  same  prices  they  do.  Now,  if  you  can  show  me 
that  people  will  come  from  away  in  other  sections  of 
the  city  to  buy  from  me  in  a  small  store  at  the  same 
prices  as  the  bigger  fellows  on  the  main  streets  are 
commanding,  I  wish  you  would  do  it.  In  my  opinion, 
it  can't  be  done.  The  people  will  go  down  tow'^  and 
look  over  the  larger  stocks  in  the  big  stores.  The 
store  I  am  in  at  present  is  a  very  small  one,  with  not 
very  much  room  for  displaying  stock  and  very  small 
windows.  After  I  have  been  in  business  for  a  while, 
I  hope  to  move  to  larger  premises  where  I  can  show 
my  stock  to  better  advantage.  Now  I  have  to  sell  all 
my  goods  from  sample  or  from  catalogue. 

"You  ask  how  I  can  afford  to  sell  at  such  low  prices, 
considering  the  high  cost  of  doing  business  generally. 
Well,  in  the  first  place,  I'm  satisfied  to  make  a  decent 
living  at  the  start,  and  can  do  this  on  the  prices  I  am 
charging  now.  I  know  that  when  I  get  a  fair-sized 
trade  worked  up  I  can  command  higher  prices,  but  I 
feel  that  in  order  to  m'lke  myself  known  to  the  people 
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in  my  neighborhood,  I  must  show  them  attractive 
prices.  Secondly,  I  buy  for  cash  and  get  better  prices. 
Then,  I  not  only  live  rent  free  but  make  money  on  sub- 
letting my  property.  I  rent  the  two  flats  above  me 
and  another  furnished  house  I  have,  which  gives  me 
sufficient  to  pay  for  the  rent  of  the  building  I  am  in 
and  leave  me  $10  a  month  over.  I  have  no  clerks  to 
keep  up.  being  able  to  handle  my  trade  alone.  Thus 
you  see  I  have  very  little  expense  and  almost  every-, 
thing  that  comes  in  is  profit.  Of  course,  I  know  there 
are  not  many  men  in  business  in  a  similar  position, 
and  any  man  who  is  not  could  not  afford  to  work  on 
the  margin  of  profit  I  do.  Now,  let  me  say,  for  the 
benefit  of  those  fellows  who  don't  like  a  price-cutter, 
that  although  my  present  methods  may  not  coincide 
with  theirs,  I  feel  that  they  are  the  ones  that  will 
produce  the  results  in  the  long  run  and  it's  the  future 
] 'm  looking  to." 


WEEKLY  GIFT  SALES  EFFECTIVE. 

A  Western  retailer  who  has  the  mail  order  liouses 
to  fight  in  his  territory,  and  has  been  able  to  show  a 
good  increase  in  his  business  each  year  in  spite  of  all 
competition,  says  that  he  believes  a  great  deal  of  busi- 
ness goes  to  the  mail  order  houses  because  of  the  love 


end  of  each  week,  letting  chance  decide  who  should 
get  the  present  each  time. 

Acting  on  this  idea  he  laid  in  a  supply  of  various 
articles  that  looked  as  if  they  ought  to  sell  for  about 
$5  each,  but  which  cost  about  $2.  He  had  variety 
enough  so  he  need  not  give  the  same  thing  two  weeks 
in  succession,  and  then  he  issued  circulars  advertising 
the  fact  that  each  Saturdaj'  evening  a  beautiful  present 
would  be  given  away  absolutely  free  at  his  store,  to 
the  holder  of  a  ticket  on  which  was  the  lucky  number, 
and  that  a  ticket  was  given  away  with  each  purchase 
tliroughout  the  week.  These  circulars  could  not  be 
mailed,  as  the  post-office  department  considers  such  a 
scheme  of  advertising  to  be  a  lottery,  but  he  puts  one 
of  these  circulars  in  every  article  sent  out  of  the  store, 
and  thus  got  them  in  the  hands  of  every  customer  in 
the  course  of  a  short  time.  The  tickets  were  neatl.y 
printed  and  each  bore  a  number  of  its  own  and  a 
coupon  on  the  end  bearing  the  same  number,  and  as 
the  ticket  was  given  out  the  coupon  was  torn  off  and 
<lrop]ied  into  a  big  box  set  aside  for  that  purpose,  in 
the  lid  of  which  a  slot  had  been  cut  for  pushing  the 
coupons  through.  On  Saturday  night  the  lucky  num- 
ber was  drawn  from  this  box. 

On  each  ticket  a  line  was  printed,  saying:  "Watch 
the  bulletin  board  next  week  and  see  if  this  number 


for  taking  a  chance  on  the  part  of  most  people.  He 
says  that  the  same  feeling  which  will  cause  a  man  to 
risk  money  on  another  man's  game  in  a  gambling  house 
Avill  cause  a  person  to  send  his  money  to  a  mail  order 
house.  These  i)eople  love  to  speculate  as  to  how  the 
goods  are  going  to  open  up,  and  whether  the  selections 
made  by  some  entirely  unknown  party  will  suit  them, 
whether  they  ar'(!  to  be  better  or  worse  than  they  could 
buy  at  home  for  the  same  money;  in  fact,  tliey  feel 
that  they  are  taking  a  chance  and  are  thus  getting  a 
thrill  for  their  money  that  does  not  come  to  them  when 
they  are  picking  out  their  own  goods  and  using  their 
own  judgjiient.  The  same  thing  is  done  on  a  small 
scale  when  one  neighbor  asks  another  to  buy  some- 
thing for  him  while  in  town,  and  brings  it  out  wher, 
returning.  This  dealer  took  measures  to  counteract 
the  tendencv  among  his  customer's  to  send  away  for 
their  "thrill"  by  furnishing  a  little  "thrill"  in  hi^. 
own  store  each  week.  He  figured  it  out  that  he  could 
get  a  supply  of  prizes  that  could  not  be  found  for  sale 
in  his  pari  of  the  country  and  that  would  make  a 
good  showing  for  their  cost  and  give  one  away  at  the 


gets  the  prize."  A  bulletin  lioard  was  then  fixed  up, 
on  which  was  a  number  of  blank  lines,  and  divided  off 
into  spaces  for  date  of  drawing,  lucky  number,  name 
of  prize  and  prize  winner.  He  states  that  while  this 
did  not  bring  him  many  new  customers  it  brought  him 
more  of  the  trade  of  those  who  were  already  custom- 
ers, arul  less  of  their  money  Avent  to  the  mail  order 
houses,  he  felt  sure.  He  considered  it  some  of  the  most 
effective  and  at  tlic  same  time  cheapest  advertising 
he  had  ever  done.  This  is  the  point  it  is  well  for  all 
dealers  to  remember:  That  some  effort  must  always 
l)e  made  to  keep  the  regular  customers  interested  as 
well  as  to  try  to  get  new  customers.  The  regular  cus- 
tomer is  well  worth  an  eft'ort  to  hold  and  it  is  never 
safe  to  fail  to  make  that  effort. 


Many  a  man  who  thinks  he  has  a  pull  is  unable  to 
ini])ress  the  police  with  it. 

Business  and  politics  may  be  mixed  together  success- 
fully only  after  politics  have  been  purified,  and  the 
Lord  only  knows  when  that  will  be. 
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SUGGESTION  FOR  FALL  WINDOW  TRIMS. 

By  Chas.  L.  Philips 

Autuinu  leaves,  sprays  and  ehisters;  l)()us>lis  and 
l)ranches  rich  in  autumnal  eoloring,  autumn  viiu^s  and 
fruits — and,  in  a  woird,  whatever  is  impressively  sug- 
eestive  of  fall — should  be  used  in  connection  with  our 
displays  of  fall  goods. 

I  saw  a  very  tasteful  Avindow  in  a  large  clothing 
establishment  the  other  day  in  which  the  poinsettia 
vine,  gracefidly  interlaced  with  trellis-Avork,  was  the 
dominant  decorative  note.  Another  clothier's  window 
had  a  profusion  of  oak  leaves  and  sprays  on  the  floor 
and  back  of  the  window.  These  leaves  and  sprays 
were  artificial,  to  be  stire,  yet  they  look  just  like  na- 
tural leaves — the  resemblance  being  so  close  that  it 
Avould  hardly  occur  to  the  casual  observer  that  there 
could  be  any  doubt  about  their  being  the  real  thing. 

Golden  rod  makes  an  excellent  decorative  feature — • 
and  one  peculiarly  appropriate  for  a  fall  trim.  Golden 
rod  grows  in  profiision  in  most  sections  of  our  coun- 
try; so  that  the  merchant  in  the  smaller  town  or  city 
ought  not  to  have  any  difficulty  in  securing  all  of  it 
he  needs.  The  eosit  need  not  be  much,  for  there  are 
plenty  of  ambitious  boys  who  will  gladly  undertake 
to  supply  him  with  all  he  may  require.  From  the  small 
boy's  standpoint  this  is  a  very  attractive  job,  this  of 
supplying  merchants  with  golden  rod,  for  it  happily 
combines  business  and  play. 

If  one  can  not  get  genuine  golden  rod,  he  can  buy 
artificial  golden  rod  sprays  that  lo'ok  very  like  the  real 
thing — and  the  advantage  'aboiat  the  artificial  sort  is 
that  they  can  be  used  again  next  fall. 

So  with  all  these  artificial  leaves,  vines,  flowers, 
sprays,  clusters,  baskets,  etc.  One  can  get  almost  any- 
thing in  this  line  he  wants — foxtail  sprays,  maple 
leaves  and  sprays,  acorn  vines,  chestnut  sprays,  grape 
branches,  wild  grape  vines,  woodbine  vines,  artificial 
moss,  drooping  poppies,  morning  glories,  pond  lilies, 
adiantium  sprays,  etc.,  etc.  There  is  practically  no 
end  to  the  variety  of  decorative  leaves,  vines,  flowers 
and  fruits  that  the  manufacturers  of  such  wares  are 
offering  to  the  trade.  It  is  really  surprising  how  in- 
expensive these  wares  are. 

Of  course  if  one  can  use  real  leaves  and  branches 


and  vines  and  fruits,  il  is  really  better;  but  with  many 
dealers  such  a  thing  is  out  of  the  question.  In  the 
first  place  leaves,  say,  with  fine  autumnal  coloring,  are 
scarce  and  hard  to  get;  and  after  you  once  have  them 
they  soon  dry  out  and  lose  their  luster.  Real  flowers 
so'on  fade  and  real  fruit  must  be  renewed  frequently. 


NOVEL  WINDOW  DISPLAY. 

•I.  Letter  &  Sons,  Waterloo,  have  been  showing  a 
novel  window  display  which  should  be  the  means  of 
selling  a  lot  of  verandah  furniture,  awnings,  etc.  In 
his  window  a  verandah  platform  was  constructed, 
steps  leading  up  to  the  platform  and  the  verandah  floor 
being  carpeted  with  matting.  Behind  the  railing  a 
verandah  chair  was  shown  and  in  the  background. 


Suggestion  foi'.either  a^window  or  interior  display. 

made  up  of  tiled  wall  paper,  a  brick  Avail  and  door- 
Avay  was  constructed.  Above  all  was  a  large  awning 
and  on  the  laAvn  at  the  side  Avas  a  large  coiich  ham- 
mock. The  AvindoAV  had  a  decidedly  summery  appear- 
ance, although  it  Avas  a  little  croAvded  on  account  of 
the  small  space  available.  A  furniture  store  Avith  a 
large  window  could  work  out  this  idea  to  excellent 
advantage  and  make  up  a  very  striking  display. 


The  striking  effect  of  an  upper  window  display  in  the  Adams  Furniture  Co.'s  Store,  Toronto. 
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STOVE  SALESMANSHIP  SUGGESTIONS. 

Some  practical  suggestions  regarding  selling  stoves 
are  given  in  a  folder  issued  by  a  stove  manufacturer 
as  follows : 

"Nothing  in  the  home  or  on  the  farm  in  the  way  of 
an  implement  or  tool  is  used  as  often  as  a  cooking 
apparatus  in  the  kitchen.  A  range  is  used  every  day 
in  the  year,  three  times  a  day.  Not  so  with  a  wagon, 
or  plow,  or  a  handsaw.  A  range  is  a  source  of  annoy- 
ance or  a  joy  forever. 

"Start  by  saying  you  want  to  show  them  something 
new  in  ranges.  Call  attention  to  the  plain  finish  to 
keep  clean.  Go  through  the  detailed  points  one  at  a 
time.  Don't  talk  too  fast.  Give  the  customer's  mind 
time  to  digest  your  last  statement.  Don't  sing  your 
sale  talk  like  a  set  speech  you  had  memorized. 

"Occasionally,  after  calling  attention  to  a  point,  say 
to  the  customer,  'You  appreciate  that  as  a  point  of 
convenience,  do  .you  not?  You  like  that  drop  door  on 
the  warming  closet,  don't  you?  It  forms  a  shelf  for 
your  wife  to  use  in  warming  plates  or  keeping  warm 
anything  she  wishes. '  In  this  way  lead  out  and  interest 
the  customer.  When  you  find  out  the  point  which 
strikes  most  forceful,  talk  that  one  point  to  a  finish 
and  let  all  others  be  secondary.  Be  it  the  high  closet, 
the  oven,  the  reservoir,  the  ash  pan,  talk  it  and  close 
the  sale. 

"Before  the  range  is  delivered,  see  that  all  parts 
are  in  place.  See  that  all  parts,  such  as  shelves,  rails, 
reservoir,  attachments  or  other  parts  are  fitted  to  this 
particular  range.  Right  here  is  where  the  local  retail 
stove  merchant  has  the  best  of  catalogue  and  mail-order 
houses.  He  can  and  should  see  that  every  range  is  set 
up  properly,  and  give  it  immediate  attention  if  com- 
plaint is  made. 

"After  the  sale  is  made,  ask  about  it  or  write  a 
letter  and  see  if  it  is  satisfactory.  If  pleased,  it  means 
more  sales  for  you.  It  means  his  friendship  for  you 
and  your  employer.  It  means  more  than  all  this  to 
you.  It  means  your  success.  It  means  that  one  more 
friend  says  you  are  honest,  that  you  have  shown  your- 
self a  man,  a  good  citizen  and  a  man  who  will  be  paid 
for  your  services  by  some  one,  because  you  have  a 
following,  because  you  can  sell  profit-making  mer- 
chandise and  hold  your  trade.  This  applies  in  selling 
all  lines  as  well  as  ranges." 


SKILL  IN  SELLING  STOVES. 

A  certain  degree,  at  least,  of  skill,  is  recpiired  in 
order  to  handle  stoves  and  ranges  successfully.  No 
furniture  dealer  should  enter  into  it  with  the  idea 
that  it  is  only  so  much  merchandise  to  be  bought  and 
sold  at  a  j)rofit.  In  the  first  place  stoves  will  not  sell 
theni.sel ves,  for  most  buyers  look  to  the  dealer  for  ex- 
pert advice.  The  dealer  should  be  thoroughly  infoi'uu'd 
as  to  the  point  of  mei'it  of  whatever  line  he  sells.  It 
is  imi)erative  that  he  be  able  to  analyze  these  and  ex- 
plain to  the  satisfaction  of  the  most  exacting  customer 
the  bearing  upon  th(>  economy,  durability  and  conven- 
ience of  the  goods  shown.    Then,  too,  proper  care  and 


display  of  stoves  and  ranges  is  a  matter  of  consider- 
able importance.  The  dealer  must  be  well  qualified  in 
the  .setting-up,  and  be  able  to  satisfactorily  take  care 
of  each  and  every  complaint  that  is  liable  to  arise. 
The  question  of  appearance  is  only  one  consideration, 
and  a  buyer  may  find  a  stove  a  good  or  bad  investment 
apart  from  the  fact  that  it  may  have  the  appearance 
of  a  well  miade  article.  Where  an  article  is  dismantled 
all  the  talking  points  the  stove  possesses  may  be  used 
to  best  advantage.  The  very  same  thing  applies  to 
making  di.splays  and  cards  may  be  used  effectively  to 
call  attention  to  the  principal  features. 

The  conditions  among  furniture  dealers  in  the  differ- 
ent towns  and  cities  are  so  difi'erent  that  no  rule  could 
be  laid  down  that  would  api)ly  to  all  alike.  The  be- 
ginner shoidd  first  study  carefully  the  needs  of  his 
tenitory  and  should  confine  his  attentions  at  first  to 
general  rather  than  sjiecial  demands.  It  is  the  advice 
of  miany  that  one  make  of  stoves  only  should  be  car- 
ried unless  it  is  necessary  to  have  both  a  high  and  a 
low  priced  line.  Undoubtedly  the  best  and  most  satis- 
factory profits  are  obtained  through  the  sale  of  the 
best  standard  grades.  The  dealer  should  always  re- 
member that  the  stocking  of  a  line  of  stoves  and 
ranges  is  a  purchase  for  the  future  as  well  as  the  present. 


AS  IT  WAS  AND  HOW  IT  MIGHT  HAVE  BEEN. 

Quite  recently  a  representative  was  in  the  store  of  a 
man  who  handles  house  furnishings,  stoves,  etc.,  when 
a  customer  came  in  and  asked  to  see  some  brass  stove 
fenders.  The  shopkeeper  showed  him  several,  the  larg- 
est of  which  was  five  feet. 


A  simple  and  effective  oil  stove  display  which  could  be  adapted  for 
the  display  of  all  kinds  of  stoves  and  ranges. 


"The  one  I  want  must  be  five  and  a  half  feet  high," 
said  the  customer. 

"I'm  sorry,"  said  Mr.  Dealer,  "but  five  feet  is  the 
largest  I  have. " 

The  customer  walked  out  and  no  sale  was  made, 
but  it  is  an  almost  certain  fact  that  some  other  dealer 
in  the  town  got  the  order.  If  dealer  number  one,  in- 
stead of  bringing  the  matter  to  such  a  sudden  close, 
had  said,  "I'm  sorry  I  haven't  got  it  in  stock,  but  can 
procure  it  for  you  in  a  very  short  time,  without  any 
extra  cost  to  you,"  he  would  have  secured  the  profit 
dealer  number  two  got  and  still  retained  the  man's 
custom.  If  a  customer  is  led  to  believe  you  do  not 
carry  a  fairly  complete  stock  or  cannot  procure  a 
seldom-asked-for  article,  he  begins  to  go  somewhere 
where  he  can  purchase  with  less  trouble  and  his  trade 
is  lost  to  you  altogether. 
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The  Art  of  Card  Writing 

By  L.  Smehy 


Third  of  a  series  of  articles 
specially  prepared  for  the  Mer- 
chants '  Magazine.  The  writer 
will  answer  an\)  inquiries  ad- 
dressed to  this  office. 


At  this  season  of  the  yeai*  sales  cards  are  used  in 
large  quantities,  and  a  style  of  lettering  generally  used 
consists  of  heavy  broad  strokes  that  can  be  made  quick-, 
ly.  Plain  black  and  white  with  no  embellishments  is 
the  order. 

The  style  of  letters  shown  in  this  lesson  is  a  popular 
one  for  this  class  of  work ;  it  is  especially  excellent 
for  large  bold  lettering,  and  its  strong  point  is  that 
it  is  speedy. 

The  strokes  in  this  alphabet  vary  little  from  the  half 
block  letters  shown  in  preceding  less'on,  the  additional 
strokes  being  the  block  spur. 

Letters  A,  B,  C,  E  and  H,  shown  on  the  first  line 
illustrates  the  difference  in  the  stroke.  Note  the  direc- 
tion of  the  arrows  and  the  number  of  the  stroke.  Be- 
cin  left  slant  stroke  in  letter  A  slightly  below  the  top 
line  of  space  for  letter,  and  finish  the  stroke  above  the 


lower  line,  repeat  with  right  slant  stroke.  The  finish 
or  spur  stroke  at  top  and  bottom  must  be  made  with 
the  brush  kept  square  and  nearly  run  out  of  paint; 
make  a  slight  curve  to  these  strokes,  giving  the  letter 
a  free  and  easy  touch.  Make  your  perpendicular 
stroke  in  letter  B  the  same  as  in  A,  and  begin  No.  2 
and  No.  4  strokes  as  shown.  Be  sure  and  keep  brush 
square.  If  a  ragged  start  has  been  made,  it  would  be 
necessary  to  trim  or  square  the  end. 

Complete  letter  C  with  stroke  No.  3.  The  plate 
shows  the  beginning  and  direction  of  each  stroke  dif- 
fering from  previous  lesson.  You  will  notice  that  this 
style  has  a  greater  number  of  strokes,  but  it  is  made 
faster  because  of  the  curved  formation  of  the  horizon- 
tal strokes,  any  irregularity  of  a  stroke  such  as  being 
started  or  ended  slightly  above  the  line  not  showing 
the  letter  as  being  out  of  alignment,  little  points  that 


ABCDEFGHIJ 
KLMNOPQRS 
TUVWXYZ&l 


abc  defohij  k  Imn  o 
pqrsiuvwxyz  f  4^  % 
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would  be  very  evident  in  a  style  of  regular  formation, 
such  as  the  square  half  block.  The  main  thing  is  to 
keep  your  brush  square  and  have  sharp  points  to  your 
strokes,  it  makes  the  lettering  more  distinct  and  easy 
to  read. 

The  lay-outs  shown  herewith  is  quite  common  for 
work  of  this  character,  the  price  and  sale  item  being 
the  principal  thing  to  bring  out  strong.  Change  brush 
according  to  size  of  letter  wanted.  On  a  card  where  a 
quantity  of  reading  matter  is  used,  make  your  head- 
line of  bold  heavy  letters  and  the  reading  matter  with 
considerably  smaller  letters.    It  is  the  contrast  of  size 


MOPS 

CHEMICALLY  TREATED 


For 
taking' dust 
from  hardiDOod 
floors. 


in  the  lettering  that  attracts  the  eye.  Laid  out  with 
plenty  of  margin  for  border,  a  white  cardboard  with 
black  lettering  is  always"  acceptable.  The  lay-out  and 
proportion  of  lettering  is  an  important  matter  in  show 
card  writing,  and  will  be  the  subject  of  my  article  for 
next  issue. 

*    *    *  * 

CLEAN  SHOWCARDS. 

It's  a  bad  sign  when  a  customer  has  to  ask,  "What 
does  that  sign  say?  Hosiery  15  cents  a  pair,  or  25 
cents?"     It's  a  sign  that  the   card-writer   has  not 


LAWN  HOSE 


NOZZLES 


TIfE  SPRAY 
KIND 
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been  asked  to  furnish  new,  clean  showcards  for  the 
hosiery  department.  Only  a  few  days'  handling  will 
so  blur  and  spot  a  showeard  that  it  is  not  presentable 
even  on  shopworn  goods,  to  say  nothing  of  clean,  crisp 
merchandise— handkerchiefs,  for  example. 


The  head  of  a  department,  or  the  sales-clerk,  should 
see  to  it  that  every  card  displayed  is  clean.  It  is  un- 
derstood that  they  should  be  carefully  printed,  in  the 
first  place.  A  badly  executed  "5"  may  look  like  a 
"9."  If  there  is  a  smudge  of  dust  or  grime  on  it, 
there  is  no  telling  what  it  may  resemble. 

Signs  give  first  impressions.  The  customer  who  sees 
a  dirty  showeard  may  not  look  at  the  merchandise  at 
all,  instantly  assuming  that  it,  too,  is  grimy.  Keep 
clean  cards  on  your  displayed  goods ! 


NEW  FRAME  AND  MOULDING  CATALOGUE 

The  Phillips  Manufacturing  Co.,  Limited,  Toronto,  have 
just  issued  their  new  catalogue  "  H."  This  book  is  very 
handsomely  gotten  up,  with  heavily  embossed  cover,  and 
is  superbly  illustrated.     This  firm  are  large  manufacturers 


of  mouldings,  frames,  framed  pictures,  mirrors,  as  well  as 
the  standard  lines  and  all  necessary  illustrations.  These 
are  all  listed,  with  prices  given,  and  the  book  is  one  which 
every  furniture  dealer  should  have.  A  free  copy  will  be 
sent  on  request. 


BAETZ  BROS.'  NEW  CATALOGUE. 

The  1912  catalogue  of  Baet/  Bros.  &  Co..  "chair 
specialists,"  Berlin,  Ont.,  is  just  oft'  the  press  and  is 
being  sent  to  the  Canadian  trade.    This  book,  illus- 


3aetzBrd§. 


(HAIRS 


tration  of  cover  of  wiiich  is  here  shown,  is  handsomely 
gotten  up  on  fine  coated  paper  and  profusely  illus- 
trated with  clear  half  tones  of  the  firm's  extensive 
line.  Dealers  who  have  not  already  received  a  copy 
may  have  one  for  the  asking. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Typographic 


ADVERTISING  DETAILS  ABOUT  FURNITURE. 

Many  dealers  in  furniture  might  well  take  a  hint 
from  those  in  other  lines,  modify  it,  and  apply  it  to 
the,ir  business  by  taking  special  pains  to'  secure  con- 
struction that  is  worth  while  and  then  advertise  it, 
remarks  an  exchange.  There  are  two  good  points  to 
be  gained  from  this :  one  is  that  it  will  further  the  use 
of  veneering  by  removing  the  prejudice  against  a  ven- 


WEDDING  GIFTS  | 

Furniture  always  pleases.    Our  selec 
tions  will  delight  any  bride. 

Comfortable  Arm  Chairs 

and  Rockers,  $3.50 

Desks,  $7.00up. 

Centre  Tables  $1.00  up 
Cabinets  $5.50  up.  Curates  $2.50  up 

Jardeniere  Stands  $1.25  up,  etc. 

Lamps.  Clocks,  etc. 

Rugs,  Mats,  8oc  up 

Furniture  Carpels,  Curtains,  Shades,  Linoleum 
Stoves,  Refrigatora 


! 


THE  THOMPSON  FURNITURE  CO.,  Ltd.  | 

^  Hmbalmeri  and  Funeral  Difcctors.  Phones:  Day  62;  Night  259  « 

An  ad.  which  catches  the  eye,  and  the  naming  of  prices  would 
interest  the  reader.   Original  ih  x  3?.   The  Thompson 
Co.  carry  on  business  in  Belleville. 

erred  article  as  being  something  inferior,  and  the  other 
is  it  will  lead  to  better  construction  of  furniture  and 
to  educating  the  public  how  to  recognize  good  con- 
struction and  what  benefits  may  be  expected  from  it. 
If  one  studies  closely  the  advertilsing  pages  of  the  lead- 
ing magazines  he  will  find  that  a  niimber  of  expert  ad- 
vertisers make  a  point  of  illu.strating  and  showing  con- 
spicuously certain  points  of  construction  or  mechan- 
ical detail.  He  ntoy  find  a  lot  of  it  in  trade  papers  in 
regard  to  machinery.  He  can  find  it  everywhere  that 
automobiles  are  advertised;  he  find's  it  in  connection 
with  qvnte  a  number  of  manufactured  articles,  those 
which  have  special  points  of  superiority.  Something 
of  the  same  thing  in  a  rn'odified  form  can  be  applied 
to  furniture,  land  even  veneering,  and  the  manner  of 
applying  veneer  itself. 

We  have  long  since  needed  better  construction  in  our 
furniture.  Too  much  attention  has  been  given  to  finish 
and  not  enough  to  stability  and  superior  qualities  of 
workmanshi[).  It  has  been  argued  heretofore  that  where 
a  man  makes  a  special  point  of  excellent  construction 
in  all  his  furniture  and  advertises  his  business  he  should 
be  able  to  eommand  enough  premium  on  his  furniture 
to  repay  him  for  the  extra  efforts  required  and  at  the 
same  time  build  up  an  enviable  reputation  as  a  dealer 
in  superior  furniture. 

What  it  Is  desired  to  urge  here  is  that  all  makers  of 
high  grade  furniture  give  more  attention  to  construc- 
tion; then  to  encourage  more  attention  and  to  assist  in 
reaping  the  benefits  of  it;  make  a  point  of  exploiting 
construction,  advertising  the  fact  that  it  is  veneered 


work  or  not  and  show  all  the  details  in  the  making  up 
of  a  piece  of  furniture.  One  simple  way  by  which  part 
of  this  can  be  done  is  to  interest  leading  furniture 
stores  in  the  matter;  furnish  them  all  the  data  and 
information  necessary  and  then  encourage  them  to  put 
tip  placards  on  furniture  displayed  in  show  windows 
telling  not  only  that  the  furniture  is  veneered,  but 
edve  the  kind  of  veneer,  relative  value,  and  also  make 
a  note  of  special  points  about  the  construction  aside 
from  the  veneer  work,  including  points  of  interest  and 
value  to  the  purchaser.  This  would  be  a  new  depar- 
ture that  should  excite  interest  at  first  and  by  and  by 
will  serve  to  educate  the  buying  public  into  looking 
for  certain  features  of  construction  and  into  a  Avilling- 
ness  to  pay  more  to  get  furniture  which  not  only  looks 
good  on  the  outside,  but  is  superior  even  on  the  unseen 
work. 

As  it  is  to-day  too  much  attention  is  given  to  the  out- 
ward appearance  alone.    The  main  points  expatiated 


RUGS 

At  Reduced  Prices 

A  big  saving  in  Rug  buying  goi-s  with  I  lie  prices  we  are 
quoting  for  one  week,  on  a  large  shipintnt  of  Tapestry  Kugs 
we  have  just  received. 

These  are  the  very  finest  grade  ot  l'ape.stry  Rugs  made. 
The  patterns  are  artistic,  colorings  soft  and  beantj-ully  blend- 
ed, suitable  for  Parlour,  Dining  Koom  or  Sitting  Room. 

At'our  regular  prices  they  are  ready  sellers,  as  the  quality 
IS  so  fine  and  the  colorings  so  rich. 

SEE  THE  SAVING  YOU  CAN  MAKE  BY  TAKING  ADVAN- 
TAGE  OF  THIS  SALE. 

Sl^e.  Regular  Value.        Sale  Price. 

2V2  X  3  yards  $10.00  §  8.40 

3  X  31/2  yards               14.00  11.75 

3  X  4  yards               16.75  13.75 

31/2  X  4  yards               24.00  1  9.00 

Orders  by  Mail  Promptly  Executed. 

State  ground  color  preferred,  tan,  crimson  or  green,  and 
WE  PAY  THE  FREIGHT 
On  All  Orders  of  $10.00  or  Over. 

The  N.  S.  Furnishing  Company,  Ltd. 

72-76  Barrington  Street.  Hailifax 


This  ad.  should  have  sold  rugs.    Original  i\  x  W. 

upon  by  the  salesman  are  features  of  design  and  beau- 
ty of  figure  and  finish.  There  may  be  an  appearance 
of  massiveness,  but  too  often  it  is  appearance  only. 
Neither  the  salesman  nor  the  piirchaser  gives  much 
attention  to  a  close  investigation  of  whether  or  not 
actual  massiveness  does  exist.  What  they  Avant  is  the 
"looks,"  and  so  long  as  they  get  an  outside  appear- 
ance that  appeals  they  seem  satisfied. 
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Marshall  ventilated  mattress  shown  on  Anchor  brass  beds  at  Canadian  National  Exhibition. 


Furniture  and  Stove  Displays  at  the  Toronto  Exhibition 

Exhibits  were  of  More  Than  Usual  Interest  to  Furniture  Dealers — Display 
of  Stoves  was  Particularly  Strong — A  Feature  in  Gas  Stoves  and  Heaters 


That  the  Canadian  National  Exhibition  is  growing 
in  interest  to  the  business  men  of  the  eonntry  is  one 
of  the  facts  that  impresses  itself  upon  one  who  year 
after  year  visits  it.  This  year  this  fact  was  pressed 
home  in  a  way  greater  than  ever  before.  Whatever 
the  Exh,ibition  may  be  in  other  respects,  it  has  cer- 
tainly become  a  business  man's  Exhibition.  The  busi- 
ness man  who  visits  it  with  his  eyes  open  cannot  fail 
to  discover  many  things  not  only  of  interest  but  of 
value.  In  other  words  he  will  get  a  line  both  on  new 
goods  and  new  methodvs,  to  say  nothing  of  the  people 
he  meets  and  discusses  business  with.  The  exhibits  of 
interest  to  business  men  were  not  only  large,  but  in 
variety  theiy  were  greater  than  ever  before. 

The  display  of  stoves  and  furnaces  was  again  one 
of  the  features  of  the  P]xhibition.  This  year  it  was 
stronger  than  ever.  And  the  place  that  gas  stoves  and 
heaters  are  securing  was  illustrated  by  the  fact  that 
this  year  a  building  was  exclusively  devoted  to  the 
display  of  this  line.    This  display  was  a  revelation  to  many. 

Below  are  printed  articles  describing  and  illustrating 
many  of  the  exhibits  of  a  business  character.  Tiiese 
will  be  of  particular  interest  to  those  liardware  deal- 
ers who  were  unable  to  visit  the  Exhibition,  and  will 
refresh  the  memory  of  those  who  were  fortunate 
enough  to  visit  it  and  see  the  displays  themselves. 


MARSHALL  VENTILATED  MATTRESSES. 

'IMic  Alarsliiili  Sanitary  Matti'css  Co.,  Toi-onto,  showed 
an  elaborate  display  of  their  liigh-grade  products.  This 
firm  claim  that  tliey  have  the  only  hygienic  and  act- 
ually sanitary  iruittress  in  the  world  'and  they  have 
such  (ionfidence  in  their  goods  that  besides  guarantee- 
ing the  quality  of  materials  and  workmanship,  they 
specially  guarantee  the  springs  from  becoming  mis- 
placed, breaking,  or  wearing  throngh  the  ticking,  from 
ordinary  wear,  for  five  years.  Sliould  such  a  thing 
happen,  they  will  replace  or  repair,  free  of  charge,  and 
mattresses  whose  springs  are  daiiuiged  from  such  wear. 

The  Marshall  Sanitary  mattress  was  featured.  The 


body  of  this  mattress  contains  over  1,000  coppered 
steel  springs,  so  arranged  and  encased  in  cotton  poek- 
ets  that  each  spring  works  independently  of  the  other, 
thus  ensuring  absolutely  no  noise  and  rendering  it  im- 
possible for  the  springs  to  get  out  of  order  or  become 
disarranged.  The  body  is  enclosed  in  a  stout  ease, 
covered  with  fine  curled  hair,  and  upholstered.  Other 
lines  included  the  Marshall  "Standard,"  "Cotton 
Top,"  "Regal,"  and  the  Marshall  Box  Spring.  Pil- 
lows also  were  shown  in  good  variety. 

This  firm  has  many  testimonials  as  to  the  good  qual- 
ities of  their  line,  from  business  men,  doctors  and  big 
men  of  the  world.  Among  the  larger  users  are  the 
(Junard  S.  S.  line,  who  have  equipped  most  of  their 
fieet  with  Marshall  goods,  and  the  Creat  North  West- 
ern Railroad  and  the  (ireat  North  Eastern  Railroad, 
of  England. 

Attractive  catalogues  describing  the  various  lines 
will  be  sent  on  reques;t. 


EXCELLENT  ALUMINUM  WARE  DISPLAY. 

The  extent  to  which  aluminum  isi  being  used  in  the 
manufacture  of  cooking  utensils  Avas  well  shown  in  the 
exhibit  of  the  Ware  Manufacturing  Co.,  Oakville,  Ont., 
in  the  Stove  Building.  This  was  the  first  year  this  firm 
has  made  a  display  at  the  Toronto  Exhibition.  There 

The  wearing  qualities  of  aluminum  are  too  M^ell 
known  to  dwell  upon,  and  as  the  Ware  Manufacturing 
(!o.  claim  that  their  goods  are  99.95  per  cent,  pure 
aluminum,  and  that  they  will,  therefore,  outwear  any 
three  utensils  of  any  other  material,  it  is  to  the  dealer's 
advantage  to  look  into  the  question. 

An  aluminum  vessel  can  be  taken,  filled  with  rice  and 
allowed  to  burn  dry.  Although  the  rice  is  burning  and  stick- 
ing to  the  bottom,  the  vessel  will  not  carbonize  nor  turn 
black.  The  housewife  can  then  take  a  spoon  and  remove 
what  is  not  sticking  to  the  bottom  of  the  pan  and  it  is  guar- 
anteed that  it  will  not  taste  the  least  bit  burned  or 
s(U)rched.  All  that  is  necessary  to  remove  the  burned 
part  from  the  dish  is  to  potir  on  a  little  warm  water 
and  scrape  off  with  a  wooden  spoon. 
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Canadian  Nationnl  Kxhibilion    Molfal  Stove   Co.'s  Display  of  Stoves  and  Ranges 


MOFFAT'S  STOVES  AND  RANGES. 

The  Moffat  Stove  Co.,  Weston,  occupied  their  usual 
position  at  the  entrance  to  the  Stove  Building,  but,  in 
addition  to  this,  had  a  large  display  of  gas  stoves  and 
appliances  in  the  building  which  was  this  year  devoted 
to  all  household  devices  run  by  gas.  This  firm  is 
going  into  the  manufacture  of  gas  ranges  and  stoves 
much  more  than  they  have  in  the  past  and  are  no'w 
marketing  lines  thajt  are  giving  every  satisfaction. 

In  the  Stove  Building,  all  the  well  known  lines  of 
coal  and  wood  ranges  and  heaters  were  shown,  includ- 
ing the  famous  Canada  B,  Nelson  A  and  B,  Classic, 
Welcome  B,  King  National,  and  Oak  and  Alberta 
heaters.     Many  improvements    have  been  made  on 


Moffat's  new  Combination  coal  and  gas  range 


these  lines.  The  Nelson  A  and  B  steel  ranges  have 
changed  the  ash  pit  and  ash  pit  door.  Where  formerly 
they  had  the  door  on  the  end  of  the  ash  pan,  thej'  now 
possess  a  swinging  door,  which  makes  them  more  up- 
to-date.  In  addition  to  this,  these  lines  are  now  built 
higher,  adding  to  their  appearance  and  making  it  easier 
for  the  housewife  to  clean  underneath. 

It  was  thought  that  the  Canada  B  was  perfect,  but 
a  change  has  been  made  in  it  which  has  added  to  its 
already  numerous  good  points.  Where  formerly  it  was 
only  supplied  with  a  left  hand  extension,  now  it  can 
be  bought  with  either  hand  extension.  Some  women 
find  it  more  convenient  to  use  the  left  hand,  and  for 
these  the  improvement  wiU  be  welcomed.  Another 
improvement  is  that  now  the  flues  are  underneath  the 
right  hand  reservoir,  so  that  the  heat  passes  around 
the  reservoir  before  entering  the  flue.  In  tile  decora- 
tion, the  Moffat  Stove  Company  can  now  supply  any 
range  with  hand  painted  tile  backs,  showing  Dutch, 
seaside  and  other  scenes,  to  please  the  tastes  of  people 
who  like  a  nice  kitchen. 

During  the  past  year,  a  new  cheap  steel  range  ha.s 
been  brought  out,  which  has  been  named  the  ALTA. 
This  is  a  four-hole  range,  with  improved  grate  and 
reservoir.  It  is  particularly  adapted  for  small  kitchens 
and  campers'  use. 

The  Moffats  have  now  been  manufacturing  gas 
ranges  for  some  years,  and  the  popularity  of  their  line 
is  acknowledged  by  all.  Their  No.  1657  is  one  of  the 
best  styles,  occupying  a  small  space,  with  large  deep 
oven,  and  it  has  proved  its  value  in  some  of  the  latest 
apartment  houses  and  homes  throughout  the  Dominion. 

The  big  feature  of  the  display,  however,  was  the 
new  Canada  combination  gas  and  coal  burning  range. 
This  range  was  brought  out  during  the  past  year,  and 
is  entirely  different  from  the  U.  S.  combinations  on  the 
market,  aU  the  parts  being  designed  and  made  in  the 
Moffat  plant  at  Weston. 

This  range  is  the  result  of  combining  their  best  coal 
range  Canada  X  No.  816  and  their  Canada  gas  range 
No.  1657,  the  most  modern  gas  range  they  manufac- 
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One  of  their  New  Combination  Coal  and  Gas  Ranges  being  shown  in  the  Centre  of  the  Opposite  Display. 


ture.  This  makes  an  ideal  combination  and  one  that 
is  economical  from  every  standpoint.  With  these 
points  in  its  favor,  it  is  certain  that  this  new  line  will 
be  a  big  seller.  Already  the  call  for  it  has  been  enor- 
mous. Orders  have  been  received  from  all  over  Can- 
ada during  the  short  time  it  has  been  on  the  market, 
and  if  this  can  be  taken  as  a  criterion,  the  business  to 
be  done  during  1912  should  break  all  records. 

Some  of  the  main  features  of  this  stove  are  that  it 
occupies  the  space  of  only  one  stove,  while  doing  the 
work  of  two.  It  is  supplied  with  glass  doors,  tile  back 
and  in  full  nickel  or  plain.  It  is  the  only  combination 
of  its  kind  on  the  continent.  Without  loss  of  time  or 
changing  a  fixture,  the  stove  is  ready  for  use  with 
either  coal  or  gas.  A  four-hole  gas  burner  folds  under 
the  canopy  top  and  at  times  when  the  coal  fire  is  dull, 
all  that  is  necessary  to  hurry  the  meal  is  to  lower  this 
and  light  the  gas.  Both  the  coal  and  gas  ovens  can  be 
used  at  the  same  time  without  one  interfering  with 
the  other.  The  canopy  top  and  the  ovens  are  both  ven- 
tilated into  the  smoke  pipe,  thus  carrying  off  all  odors, 
both  from  the  table  and  the  oven. 

Along  with  this  range,  there  was  shown  in  the  dis- 
play in  the  'Gas  Building  the  Nelson  single  and  double 
oven  gas  range. 

The  Canada  No.  1650  gas  range,  with  kitchen  heater 
attachment,  aroused  a  great  deal  of  interest.  This 
range  takes  the  place  of  a  coal  burning  one  in  the  mat- 
ter of  heat  given  out  and  in  these  days  of  small  houses 
and  apartments,  it  is  particularly  handy.  Nos.  1651-2- 
3-6-7-8  gas  ranges  also  were  shown.  The  bodies  of 
Moffat  gas  ranges  are  made  of  bessemer  polished  or 
aluminum  plated  sheets.  The  aluminum  prevents  rust 
and  makes  a  nice,  smooth  finish.  The  trouble  with  gas 
ranges  always  has  been  rust,  which  eats  into  the  iron 
and  causes  decay  in  a  few  years.  With  the  new  finish 
on  the  Moffat  line,  it  is  guaranteed  they  can  be  used 
for  years  without  showing  a  rust  mark.  Galvanized 


iron  is  coated  at  about  500  degrees  of  heat.  Aluminum 
steel  requires  1,500  degrees,  so  that  the  sheets  can  be 
heated  red  hot  without  destroying  the  coating. 

All  the  burners  used  are  of  solid  construction  one- 
piece  10  pt.  Star  east  iron.  This  insures  against  leaky 
burners  and  makes  for  the  greatest  proficiency. 

As  an  indication  of  the  business  the  Moffat  Stove  Co. 
is  now  doing,  during  the  past  year  there  has  been  add- 
ed to  the  already  large  plant  at  Weston,  a  new  mould- 
ing shop,  which  will  double  the  capacity  in  that  branch. 
They  have  also  put  up  a  new  mounting  room  for  gas 
ranges.  Many  new  machines  have  been  added  in  the 
various  other  departments,  and  a  much  larger  shipping 
room  has  been  added,  which  will  ensure  even  more 
prompt  delivery  than  dealers  have  been  favored  with 
in  the  past.  With  all  these  improvements,  the  plant  is 
now  one  of  the  finest  and  most-up-to-date  on  the  Ameri- 


iflOFFAT  STOVE  ^gOMPAN\ 

. 'o'^.WEaXON,  ONT.  .jSx 


Moffat's  Displaj'  in  the  Gas  Kxhibilion 
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can  continent,  and  its  ^growth  is  evidence  of  the  popu- 
larity of  ike  Moffat  line. 

Quite  recently  the  firm  has  gone  into  the  manu- 
facture of  a  triple  coil  water  heater.  This  is  one  of 
the  most  powerful  water  heaters  on  the  market  to-day. 
It  will  give  running  water,  heated  to  140  degrees,  three 
minutes  after  the  gas  is  lighted.  It  is  attached  to  the 
boiler  in  the  kitchen  and  is  adjusted  to  burn  only  40 
feet  of  gas  per  hour,  making  it  one  of  the  most  eco- 
nomical in  use.  When  in  operation,  it  will  heat  a  40- 
gallon  boiler  full  of  water  in  30  minutes.  A  lavatory 
was  installed  in  the  booth  to  give  demonstrations,  and 
much  favorable  comment  was  expressed  on  th-e  new 
machine.  Further  information  regarding  this  can  be 
had  by  writing  the  Moffat  Stove  Co.,  Weston,  Ont. 


EXTENSIVE  DISPLAY  OF  BEDS. 

The  display  of  the  Ideal  Bedding  Co.,  Toronto,  was 
the  centre  of  interest  for  retail  furniture  dealers  and 
the  general  public  alike,  on  account  of  the  excellent 
ari'amgement  of  the  booth  and  the  high  class  nature 
of  the  goods  sh'own.  Several  new  lines  were  exhibited 
and  a  novelty  which  attracted  considerable  attention 
was  a  square  design  bed,  silver  plated  and  with  small 
electric  lights  at  each  corner.  This  is  the  first  of  its 
kind  ever  turned  out  in  Cajnada  and  would  retail  at 
$300.  Two  years  ago,  King  George  had  a  bed  made 
along  the  same  lines,  although  his  was  solid  silver. 
While  this  line  is  rather  expensive  for  the  ordinary 
dealer  to  handle,  there  are  many  retailers  in  the  large 


cities  who  could  quite  easily  sell  one  or  more  of  these 
to  the  better  class  trade. 

Several  designs  in  babies'  cots  were  shown.  One 
that  met  with  great  favor  was  the  "Ideal"  accident 
proof,  'automatiic  self-locking  side  crib,  done  in  white 
enamel.  A  new  line  just  out  is  the  "Prince.ss  Pat." 
This  is  noiseless,  automatic,  self-locldng  and  also  fin- 
ished in  white  enamel. 

That  the  continued  past  design  is  meeting  Avith  favor 
was  shown  in  the  large  number  of  excellent  samples 
on  display. 

Quite  the  newest  thing  in  beds  is  the  "Ideal"  steel, 
chilless.  marble  finish  bed.  This  is  done  in  square  de- 
sign, with  brass  posts  and  brass  trimmings. 

A  couple  of  designs  done  throughout  in  Circassian 
walnut,  and  others  of  the  same  material  but  with  ma- 
hogany panels,  were  well  received. 

To  demonstrate  the  good  points  of  the  "Ideal"  fold- 
ingbed,  the  firm  had  a  darkey,  dressed  as  a  nurse, 
whose  duty  it  was  to  pull  down  and  fold  up  this  well- 
known  line.  This  bed,  when  folded,  does  not  stand 
out  any  more  than  a  foot  from  the  wall,  and  is  ideal 
in  these  days  of  small  rooms. 

Several  designs  in  brass  and  iron  beds  also  Avere 
shown  on  a  ledge  at  the  back  of  the  booth. 

Mattresses  were  displayed  in  quite  wide  range,  the 
feature  of  which  was  the  Ideal  "Hairinfelt"  line.  This 
was  left  open  at  the  ends  to  show  the  construction. 

Bedroom  boxes  and  a  small  sample  of  the  famous 
TTammo-couch  were  included  in  the  display  and  added 
much  to  the  appearance  of  the  booth. 


Magniflcent  showing  of  brass  and  iron  beds,  etc.,  made  by  Ideal  Bedding  Co.,  Toronto, 
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IBjIfPERlAi! 


Excellent  display  of  upholstered  furniture  made  by  Imperial  Furniture  Co.,  Toronto. 


FINE  DISPLAY  OF  COUCHES  AND  ROCKERS. 

The. Imperial  Furniture  Co.,  585  Queen  St.  W.,  To- 
ronto, occupied  a  prominent  corner  in  the  Industrial 
Building-  and  featured  an  extensive  line  of  Tiirkisk 
rockers  and  couches.  Many  new  lines  were  shown  and 
the  tirm  invite  all  retail  furniture  dealers  to  get  in 
touch  with  them  and  secure  blue  prints  and  other  in- 
formation as  to  prices,  etc.  The  new  designs,  particu- 
larly the  new  loose  cushion  lines,  were  bought  up  rapid- 
ly at  the  exhibit,  which  shows  the  coiitidence  the  trade 
has  in  the  Imperial  line. 

Their  line  of  tufted  aiul  plain  upholstered  leather 
couches,  mission  rockers,  arm  chairs,  Morris  chairs, 
etc.,  is  a  ])articularly  tine  one,  and  many  specimens 
were  shown  in  the  neat  display  reproduced  herewith. 

Leather  work  is  the  specialty  of  tlie  Imperial  Furn- 
iture Co.,  and  their  many  original  designs  are  well 
worth  loioking  inlo. 


Leggett  &  Piatt  springs  have  a  peculiar  construc- 
tion which  the  makere  claim  no  other  firm  has.  The 
hinge  action  on  the  mattress  surface  of  the  spring 
ecpializes  all  weights,  making  it  possible  for  two  peo- 
ple of  different  weights  to  sleep  in  the  same  bed  with- 
out involuntarily  rolling  together.  This  makes  for  the 
utmost  comfort. 

The  advertilsing  obtained  through  exhibiting  at  To- 
ronto should  pi'ove  of  great  value  to  all  furniture  deal- 
ers handling  Jjeggetit  &  Piatt  goods. 


BED  SPRINGS  STAND  SUPREME  TEST. 

The  Leggett  &  I'hitt  S|)ring  Bed  r.u.,  Windsor.  Out., 
had  a  display  of  their  goods  in  the  Industrial  Build- 
ing and  h(dd  a  demonstration  which  aroused  consider- 
able interest  among  the  general  ])ublic.  This  firm  furn- 
ishes a  guarantee  that  their  springvs  will  positively  not 
sag,  rust  nor  break  in  any  part,  and  to  prove  this  they 
had  one  of  their  springs  placed  on  the  floor  of  the 
booth  and  a  barrel  filled  with  50  gallons  of  water, 
weighing  5()()  ])ounds,  was  allowed  to  rest  on  it  in  the 
middle  for  the  whole  two  weeks  of  the  Fair,  exc-ept  for 
a  c()ui)le  of  minutes  at  intervals  when  it  was  raised  to 
show  that  it  did  not  damage  the  s[)ring.  At  the  end 
of  the  two  weeks  not  a  mark  w'as  left  to  show  that  the 
spring  had  been  bearing  any  weight. 

These  goods  are  made  of  the  best  steel  spring  wire, 
which  is  re-temi)ere(l  after  being  iriade  into  the  com- 
plete spring,  thus  giving  uniform  strength  to  every 
coil.  Every  spring  is  fijiished  in  sjx'cially  designed 
ovens  and  a  high  grade  black  baking  japan  is  used  in 
finishing,  thus  preventing  rwdt. 


FINE  DISPLAY  OF  OFFICE  FURNITURE. 

The  (Jlobe  WernicK'e  Furniture  Co.  occupied  two 
prominent  corners  in  the  IMauufacturers '  Building. 
Their  exhibit  was  divided  into  two  displays,  one  con- 
taining a  complete  line  of  up-to-date  office  furniture, 
while  the  other  was  fitted  up  as  a  modern  library. 
Tn  the  former  they  showed  several  lineis  of  filing  cab- 
inets, card  indexes,  storage  cases  and  various  other 
requisites  required  in  a  properly-fitted-out  office.  They 
also  showed  the  newest  ideas  in  sanitary  desks,  in  botli 
low  roll  and  flat  top.  These  desks  stand  high  off  the 
floor,  thus  ]n'eventing  dust  accumulation  and  making 
them  miore  sanitary.  A  new  idea  in  typewriter  deste, 
with  permanent  typewriter  board  wais  also  featured. 

The  libraay  was  equipped  with  chairs,  reading  table 
and  several  lines  of  sectional  bookcases,  all  in  mission 
design.  Their  "ideal"  ca'se,  in  three  sections  of  solid 
mahogany  came  in  for  much  admiration.  The  top  sec- 
tion of  this  case  has  a  front  of  leaded  glass,  while  the 
other  twio  have  plate.  Seveml  designs  in  fumed  oak 
also  were  shown. 

A  special  feature  of  this  display  was  a  new  maga- 
zine and  book  rack.  This  article  makes  a  good  addi- 
tion to  any  library  and  cian  be  sui)])lied  in  vai'ioiis  fin- 
ilshes  to  match  the  other  furnitui'e  in  the  room.  It  is 
used  to  hold  books  and  cui-renf  magazines  that  are 
being  read,  and  saves  the  tiiouble  of  going  to  the  book- 
case several  times  until  the  particular  book  that  is 
being  read  is  finished.  It  gives  promise  of  being  a  good  seller. 
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EXTENSIVE  DISPLAY  OF  CARPETS. 

The  exhibitiou  display  of  lloor  covei-ings  by  the  To- 
ronto Carpet  Manufacturing  Co.,  Limited,  confirnis  the 
tendency  of  newest  styles  to  feature  the  small  Oriental 
effects  and  tans  and  browns  for  coloring. 

The  small  and  allover  effects  comprised  the  bulk  of 
the  new  loffering.  Conspicuous  were  a  fawn  leopard 
skin  design  in  Khorassan  Saxony,  a  verdure  idea  in 
Rideau  Wilton  and  KPazak  in  warm  browns  in  French 
Wilton.  A  touch  of  novelty  was  added  by  including  in 
Khorassan  Saxony  a  plain  centre  rug  in  green  with 
Indian  border,  a  style  very  effective  for  clubs  and 
hotels. 

Popular  bedroom  taste  was  exemplified  by  the  Na- 
poleon conventional  shown  in  two  colorings,  fawn  and 
green,  as  designed  specially  for  the  bedroom  floors  of 
the  new  C.  N.  R.  Prince  Edward  Hotel,  Brandon,  Man. 

The  ever-popular  medallion  and  Sarabend  figures 
were  displayed  in  the  new  colors  and  the  large  Kerman 
panel  in  French  Wilton  gathered  in  resume  the  best 
ideas  of  pleasing  Oriental  style  in  the  newest  fawn 
shade  ideas. 

The  "Oriental  Room"  was  this  year  devoted  to  the 
Gorovam  Scotch  wool  bedroom  rug.  The  style  featured 
was  a  plain  rug  with  art  nouveau  border,  shown  in 
four  colors,  blue,  green,  rose  and  fawn.  These  goods 
were  well  displayed  in  a  setting  of  Winnipeg  Axmin- 
ster  rugs,  one  of  the  latest  products  of  this  company. 
The  styles  shown  in  Axminster  followed  the  trend  in- 
dicated above,  viz.,  fawn  ideas  predominating  in  Orien- 
tal conceptions,  altliough  the  green  rosebud  pattern 
which  was  included  served  to  illustrate  that  staple 
ideas  are  not  being  neglected. 

The  samples  of  railwav  and  hotel  Wiltons  made  for 
the  C.P.R.,  G.T.R.,  C.N.R.  and  I.C.R.  shown  on  the  pe- 
destals of  tlie  main  bo'oth,  were  of  jiariticular  interest, 
indicating  as  they  did  that  Canadian  railways  who  now 
specify  large  quantities  of  Canadian-made  carpets  in 
their  hotels  and  coaches  are  fastidious,  demanding  noth- 
ing but  the  best  grade,  as  therein  only  is  satisfaction 
secured. 

The  Toronto  Carpet  Manufacturing  Co.,  Limited,  are 
directing  tJieir  entire  energies  towards  the  production 
for  the  Canadian  people  by  Canadian  skill  and  labor 
of  a  standard  line,  embodying  the  best  ideas  in  the  art 
of  floor  decorations.  The  success  of  these  efforts  is  due 
to  the  careful  study  of  the  requirements,  and  the  ])ains- 
taking  care  in  the  preparation  of  their  product. 

TORONTO  FURNITURE  CO.'S  EXHIBIT. 

The  exhibit  of  the  Toronto  Furniture  Co.,  in  the  west 
end  of  the  Manufacturers'  Building,  aroused  great  in- 
terest in  the  general  public,  and  all  day  crowds  could 
be  seen  admiring  the  display.  They  showed  two  com- 
pletely fitted  out  bedrooms,  one  done  in  Queen  Anne 
design  in  Russian  walnut,  and  the  otheyr  in  Louis  XVI. 
in  lavender  enamel,  and  with  cane  and  silver  trim- 
mings. Each  suite  consisted  of  cheval,  bureau,  writ- 
ing desk,  twin  beds,  bed  room  table,  somnoe,  lowboy 
and  dressing  table.  The  lavender  suite  came  in  for  a 
lot  of  attention,  and  the  makers  say  it  is  meeting  with 
favor  among  higher  class  trade. 

The  company's  factory  on  Dufferin  St.,  just  north  of 
the  exhibition  grounds,  was  the  Mecca  of  the  large 
number  of  furniture  buyers  that  were  in  the  city. 
Here  a  large  display  of  bedroom  and  dining  room 
furniture  was  <m  view  and  many  new  lines  were  shown. 
Some  of  the  more  prominent  designs  were  William 
and  Queen  Mary,  Queen  Anne,  Colonial,  Louis  XV. 


and  Louis  XVI.  and  Sheraton,  in  mahogany,  both  solid 
and  inlaid,  Circassian  Avalnut.  oaks,  satin  walnuts,  both 
plain  and  inlaid,  and  Chippendale.  They  also  showed 
library  tables  in  mahogany  and  tabourettes  and  par- 
lor tables. 

The  firm's  staff  of  travellers  were  in  attendance  at 
the  factory  to  entertain  all  visiting  buyers. 

SOME  NEW  LINES  IN  BRASS  BEDS. 

Some  new  lines  in  brass  beds  and  many  of  the 
standard  designs  were  shown  in  the  display  of  the 
Anchor  Manufacturing  Co.,  Toronto.  Their  booth  was 
decorated  with  red  burlap  and  this  set  off  the  show 
of  beds  to  the  greatest  advantage.  The  line  they  fea- 
tured was  a  massive  bed,  in  square  design  and  done  in 
satin  finish.  To  add  to  the  effect,  inlaid  mahogany 
panels  are  ])laced  at  the  head  and  at  the  foot.  The 
finish  being  of  a  dull  nature  and  the  panels 
shiny,  the  whole  appearance  of  the  line  is  i)leasing. 


A  special  line  that  has  proved  popular  is  a  heavy  bed 
with  2V^-in.  pillar,  2-in.  fillings  and  2-in.  square  top 
rods.  The  husks  on  this  line  are  tlu^  last  word  in  the 
bed  industry. 

A  new  line  was  shown  in  Elizabethian  design  and 
Avas  favorably  commented  upon. 

A  combination  square  and  round  l)rass  bed,  yviih  2- 
in.  pillars,  made  a  great  hit  with  the  trade.  This  bed 
is  a  little  lighter  than  some  of  the  others,  having  only 
1%-in.  fillings. 

Two  miniature  brass  beds,  in  Avhich  were  sleeping 
dolls,  stood  at  the  front  of  the  display  and  proved  of 
great  interest  to  all,  but  the  children  particularly. 

Several  lines  of  iron  beds  were  shown  at  the  back 
of  the  booth  against  the  wall,  among  them  being  some 
new  designs  finished  in  the  different  colors  of  decor- 
ated chills. 

A  davenport  in  arts  and  crafts  style  also  was  on 
display.  This  is  a  new  design  >and  has  already  taken 
good  hold  on  the  trade.  This  davenport  is  in  splen- 
did harmony  with  the  better  class  of  Mission  furniture 
so  fast  becoming  prevalent  in  the  majority  of  modern 
homes. 

*    #    *  * 

Canadian  Heating  &  Ventilating  Co..  Owen  Sound, 

made  an  exceedingly  neat  display  this  year  arranged 
■with  a  background  of  Empire  steel.  Empire  Queen  and 
Chinook  ranges,  separated  by  columns  made  up  of 
Moorish  and  Empire  special  wall  registers  and  faces. 
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DOMESTIC  SPECIALTY  COMPANY'S  DISPLAY. 

The  many  lines  of  polishes  manufactured  by  the  Do- 
mestic Specialty  Co.,  Hamilton,  Ont.,  were  shown  in 
an  excellent  display  in  the  Industrial  Build^ing.  This 
firm  manufactures  polishes  for  all  uses,  including  var- 
ious metals,  silver,  furniture,  shoe  polish,  stove  polish, 
pipe  enamel,  aluminum,  paint,  varnish,  polish  and  fin- 
ishes for  harness. 

Demonstrations  of  work  that  can  be  done  with  these 
lines  were  held  during  the  two  weeks  of  the  Fair  and 
attracted  large  crowds  each  day. 

Veribrite  Venoil  was  featured.  This  is  an  excellent 
furniture  polish  made  for  use  on  all  kinds  of  wood- 
work, from  a  piano  to  a  chair.    It  cleans  and  polishes 


Canadian  National  Kxliibition— Display  of  noinestic  Specialty  Co.,  Hamilton. 

to  the  best  advantage  and  is  excellent  for  dusting  pur- 
poses. 

The  line  of  most  inter-est  to  hardware  men,  however, 
was  their  Satin  Gloss  harness  dressing.  This  is  too 
well  known  to  dwell  upon  to  any  extent,  except  to 
say  that  the  manufacturers  report  that  their  sales  on 
this  line  dnring  the  past  year  have  gone  beyond  all 
expectations. 

■Many  a  gold  watch  was  brightened  up  with  Ideal 
Silver  Cream.  This  is  a  vegetable  preparation  and  used 
for  cleaning  silver  or  gold,  with  positive  assurance 
that  it  will  not  scratch.  It  is  put  up  in  25  and  50 
cent  sizes. 

Running  along  the  front  of  the  booth  was  a  thick 
brass  rod  and  this  was  polished  several  times  daily  to 
demonstrate  the  good  points  of  "Klondike"  metal  pol- 
ish,  a  product  made  for  polishing  brass  and  other 
metals. 

"Ideal"  leather  polish  and  various  brands  of  shoe 
polish  also  were  shown.  Two  handsome  electric  light 
globes  outside  the  booth  bore  an  advertisement  call- 
ing attention  to  "Staon"  shoe  polish. 


HANDSOME  DISPLAY  OF  CARPETS. 

The  Brinton  Carpet  Co.,  Peterborough,  Ont.,  had  a 
large  display  of  Wiltons  in  several  Oriental  designs, 
in  the  Manufacturers'  Building.  One  of  the  special 
features  of  the  exhibit  was  a  large  Wilton  rug,  in 
Oriental  design,  with  a  soft  back.  The  main  good 
point  about  this  rug  is  that  it  will  fall  any  way — not 
like  the  hard-backed  kind. 

The  rug  thiat  attracted  most  attention  was  an  ex- 
cellent blue,  with  chintz  border.  This  was  hung  on 
the  wall  and  showed  up  exceptionally  well.  It  is  the 
only  one  'of  its  kind  so  far  turned  out  in  Canada,  and 
on  this  account  created  much  comment. 

This  firm  prides  itself  that  all  its  goods  are  made 
in  Canada  and  they  are  prond  to  use  the  slogan, 
"Made  in  Peterborough." 

T.  F.  Phillips,  AVestern  Ontario  representative,  was 
ill  charge  of  the  display. 


RE-NU-ALL  FURNITURE  POLISH. 

"Re-Nu-All"  wood  polish,  manufactured  by  the  Can- 
adian Wood  Polish  Co.,  Hamilton,  Ont.,  had  an  elabor- 
ate display  of  their  product  in  the  Manufacturers' 
Annex  under  the  grand  stand.  Demonstrations  were 
lield  and  samples  given  out,  which  made  the  booth  a 
centre  of  interest  from  the  time  the  gates  were  open 
till  orders  came  to  close  at  night. 

This  polish  contains  no  substances  which  will  injure 
furniture  in  any  way,  and  the  makers  claim  that  it 
does  not  require  to  be  used  as  often  as  other  makes. 
It  can  be  used  on  any  kind  of  woodwork,  including 
hardwood  floors,  pantisote,  leather,  linoleum,  oil  cloth, 
pianos;,  porcelain  sinks  and  baths,  automobile  bodies, 
and  for  many  other  uses. 

The  manufacturers  are  conducting  an  extensive  ad- 
vertising campa,ign  to  help  the  dealer.  This  product 
comes  in  cardboard  cartons  and  retails  at  25  cents  a 
bottle.  In  each  carton  is  placed  a  list  showing  sev- 
eral pieces  of  cut  glass  and  on  top  of  each  carton  is  a 
coupon.  For  the  return  of  four  of  these  coupons  ($1 
worth  of  Re-nu-all)  and  $1.25  in  cash,  a  householder 
is  entitled  to  any  piece  of  cut  glass  listed.  Or  they 
make  another  offer  that  for  $6  worth  of  coupons  (2*4 
bottles)  they  will  send  any  piece  of  cut  glass  free. 
These  facts  were  brought  to  the  attention  of  thousands 
of  people  during  the  two  weeks  of  the  Fair.  Samples 
of  tihe  cut  glass  given  away  were  shown  on  a  table  in 
the  centre  of  the  booth  and  much  interest  was  aroused 
in  the  general  public.  With  a  premium  scheme  such 
as  this,  sales  cannot  help  but  result. 

H.  B.  Bagot,  the  company's  representative,  was  in 
charge  of  the  display''. 


THE  BERLIN  BEDDING  CO. 

The  Berlin  Bedding  Co.,  Berlin,  Out.,  had  a  neat  dis- 
play in  the  Industrial  Building,  and  featured  their 
Kellaric  mattress.  Samples  of  these  were  shown  on 
elegant  brass  beds  kindly  loaned  by  the  Anchor  Manu- 
.Pacturing  Co.,  and  in  one  or  two  instances,  the  ends 
were  left  open  to  show  the  public  the  excellent  con- 
strnction  of  their  line. 

The  booth  was  tastefully  decoralted  throughout  with 
material,  to  match  the  mattress  covering,  Japanese  mat- 
ting covered  the  floor  and  several  electric  lights  placed 
at  intervals  serv(>d  to  show  off  the  goods  to  the  best 
cdvantage. 
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OTHER  DISPLAYS  OF  INTEREST. 

Burrow,  Stewart  &  Milne,  Hamilton,  made  a  large 
display  of  kitcheu  ranges,  base  burners  and  oak  stoves, 
and  upheld  tlieir  old-time  reputation  of  being  one  of 
the  leading  stove  manufacturing  concerns  in  Canada. 
Their  Royal  Jewel  range  was  one  of  their  leaders,  it 
being  sho"\^Ti  along  Avith  their  Electric  Jewel,  Dominion 
Jewel,  Social  Jewel  and  other  members  of  the  Jewel 
family  of  kitchen  ranges.  The  Quebec  Jewel  heater 
and  the  Jewel  laiindry  stove  were  also  exhibited  with 
two  sizes  of  the  Jewel  warm  air  furnace. 

Clare  Bros.,  Preston,  had  a  striking-looking  kitchen 
range  on  exhi])it,  it  being  fitiished  in  burnished  copper 
for  show  purposes.  The  Peuinsular  line  of  steel  and 
cast  iron  ranges  was  shown  in  great  varieties  together 
with  several  styles  of  cast  iron  Idtehen  stoves.  An 
extensive  line  of  Peninsular  base  burners  and  oak 
stoves  were  included  in  the  display. 

Gait  Stove  &  Furnace  Co.,  Gait,  inade  a  very  nice 
display  of  their  various  products.  ■  The  Banner  Chief- 
tan,  their  high-class  steel  range,  occupied  the  center, 
Avhile  on  the  side  were  two  types  of  the  new  Perfect 
and  Economy  steel  ranges,  an  ideal  range  for  a  cheap 
class  of  trade.  The  Art  Banner  and  Sterling  Banner 
cast  ranges  and  Banner  oak  stoves  and  the  Banner 
furnace  were  also  shown  together  with  the  Majestic 
coal  chute  Avhich  lias  become  a  very  popular  seller. 

Hall  Zryd  Foundry  Co.,  Hespeier,  exhibited  their 
line  of  Pilot  steel  and  cast  iron  ranges  in  various 
m'odels.  Three  sizes  of  Pilot  Brilliant  stoves  were 
shown  and  two  sizes  of  Quebec  heaters  mounted  on 
feet  and  having  one  and  two  hole  cooking  plates  on 
the  top. 

Percival  Plow  &  Stove  Co.,  Merrickviile,  exhibited 
their  "Colonial"  line  of  ranges  and  Imperial  base  burn- 
ing oaks  as  well  as  a  couple  of  sizes  of  Quebec  heat- 
ers. The  feature  of  their  exhibit  was  their  three-in- 
one  Colonial  coal  and  wood  range  with  three  hole  gas 
burner  and  oven  extension,  a  range  which  during  the 
past  year  has  proved  to  be  a  very  satisfactory  seller. 

Supreme  Heating  Co.,  Welland,  made  a  larger  dis- 
play than  in  previous  years,  ad.joining  one  of  the  en- 
trances to  the  stove  building,  featuring  various  styles 
of  their  Supreme  steel  ranges  and  Modern  Renown 
cast  ranges.  A  new  line  shown  was  their  Supreme  oak 
stove,  fitted  with  their  patent  triangular  shell  bar 
grate. 

Glidden  Varnish  Co..  Toronto,  constructed  a  new 
booth  this  year  and  decorated  it  with  their  own  line 
of  Avater  proof  flat  varnishes.  Samples  of  Jap-a-lac, 
green  label  varnishes  and  several  Glidden  products 
were  shown  in  the  display  together  with  samples  of 
the  effective  window  trims  which  helped  to  create  a 
large  volume  of  Jap-a-lac  business  for  hardware  mer- 
chants throughout  Canada  this  year.  Demonstrators 
were  also  present  to  show  the  ease  with  which  any 
house-holder  can  use  Jap-a-lac  in  varnishing  floors  and 
wood-AVork  and  the  demonstration  attracted  large 
crowds  each  day. 

Gendron  Manufacturing  Co.,  Toronto,  showed  sev- 
eral ncAv  lines  in  their  exhibit  in  addition  to  their  well- 
known  makes  of  children's  g-o- carts,  dolls'  carriag-es, 
sleds,  boys'  automobiles,  express  wagons,  invalid 
chairs,  rattan  furniture,  mirrors,  bath  cabinets  and 
bathroom  fixtures.  The  ncAV  line  Avhieh  attracted  most 
attention  Avas  the  pedestal  table  lamp  of  rattan,  hand- 
somely decorated  and  lighted  Avith  electric  globes.  For 
living  ro^oms,  verandahs  and  dens,  these  lamps  are  cer- 
tain to  be  in  big  demand.  A  ncAv  club  arm  chair  made 
of  rattan  with  receptacles  for  ash  tray,  drinking  glass 
and  books  also  attracted  much  favorable  comment. 


FURNITURE  MANUFACTURERS  ARE  BUSY. 

An  indication  of  the  busy  condition  existing  in  tlie 
Canadian  furniture  trade  this  fall  is  the  experietice  of 
a  Western  Ontario  manufacturer  AA'ho  supplied  a  car- 
load of  furniture  to  etiuip  a  hotel  at  Saskatoon.  The 
goods  were  destroyed  in  the  recent  fire  Avhich  damaged 
the  Great  West  Furniture  Company's  store  and  it  be- 
came necessary  to  re-order.  The  manufacturer  could 
not  promise  early  delivery,  and  Avhen  seen  by  the  Furn- 
itnre  World  Avafe  trying  to  assist  his  Saskatoon  custom- 
er by  endeavoring  to  induce  other  manufacturers  to 
accept  the  biLsiness. 


OPENED  A  NEW  STORE 

The  Acker  Furniture  Co.  have  opened  a  new  store  in 
Fort  William,  Ont.  The  store,  Avhich  is  well  located  is 
at  218  Simpson  Street,  and  is  commodious,  consisting  of 
two  large  floors.  They  will  carry  a  first-class  stock.  Mr. 
Isidore  Acker,  lately  Avith  the  Superior  Furnitnre  Co., 
Fort  William,  is  manager. 


FIRE  IN  BEDDING  FACTORY. 

On  September  7.  $10,000  damage  Avas  done  to  the 
])lant  of  the  Ideal  Bedding  Co.,  Toronto.  It  is  thought 
the  fire  originated  by  an  eniployee  dropping  a  lighted 
match  on  a  cleaning  hoard.  The  fire  spread  to  a  huge 
tank  containing  300  gallons  of  naptha.  As  the  Avater 
was  poured  into  the  tank,  the  naptha  ran  doAA-n  to 
the  engine  room  and  the  result  Avas  a  loud  explosion. 

This  catastrophe  did  not  in  any  AA'ay,  hoAvever,  affect 
the  operations  of  the  firm.  Goods  Avere  manufactured 
and  shipped  out  as  usual  and  no  inconvenience  was 
caused.   

BATEMAN  AS  A  BALL  PLAYER. 

Friends  of  Walter  Batenuin,  AA-ho  covers  Western  On- 
tario for  the  Gendron  Manufacturing  Co..  Toronto, 
knoAv  "Wally"  as  a  live  salesman,  but  fcAv  are  aAvare 
of  his  abilities  as  a  baseball  pitcher.  But  the  secret 
cannot  be  kept  much  longer  as  the  camera  has  caught 
him  in  uniform — and  he  Avears  the  outfit  as  Avell  as  he 


Walter  Batenian 

acciuits  himself  on  the  field  on  those  days  Avhen  he  fore- 
goes selling  rattan  goods  and  children's  A'ehicles  in 
order  to  help  his  team  add  another  game  to  the  good 
in  its  percentage  column.  It  is  possible  that  "  Wally 's" 
bush  league  days  are  nearly  oA'er  as  he  may  accept  an 
(■>ft'er  to  try  out  Avith  one  of  the  Canadian  League  teams 
next  spring. 
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By  a  vote  of  239  to  17,  the  ratepayers  of  Aurora, 
Ont.,  decided  to  <jrant  the  CoUie-Cockerill  Co.,  manu- 
facturers of  office  furniture,  a  loan  of  $15,000  at  T)  per 
cent,  for  20  yeans,  repayal)le  annually,  and  also  a  fixed 
assessment  of  i|i6.000  for  10  years. 

Wi]l<,iiis  &  Jael<s()n,  furniture  dealers,  Tillsoiil)ur<i', 
Ont.,  have  succeeded  J.  E.  "Weston. 

It  is  reported  that  a  new  furniture  factory  is  to  be 
started  in  New  IIaml)urfii-  by  a  number  of  old  New  Ilam- 
burgei-«,  who  intend  to  start  a  case  ^oods  factory,  pro- 
viding they  get  some  inducement  from  the  town.  Mayor 
Perce  of  New  Hamburg,  informs  the  Furniture  World 
there  is  nothing  in  the  rumor. 

A  large  new  furniture  store  has  been  opened  at 
Burnaby,  B.C. 

The  Wilson  Furniture  (Jo.,  Calgary,  Alta.,  has  asked 
permission  to  erect  a  $66,000  warehouse. 

The  Owen  Sound  Sun  says :  Owen  Sounders,  who 
have  heretofore  not  enjoyed  the  use  of  a  passenger  ele- 
vator in  any  of  their  business  proceedings,  will  be 
pleased  to  note  that  R.  Breckenriclge,  furniture  dealer, 
proposes  to  have  installed  shortly  an  electric  elevator 
in  his  place  of  business.  The  firm,  which  is  one  of  the 
oldest  establishments  in  Owen  Sound,  is  making  exten- 
sive improvements  and  will  shortly  have  very  commod- 
ious and  capable  .sliow  rooms.  This  will  be  the  prem- 
ier elevator  installed  in  any  Own  Sound  retail  house, 
and  Mr.  Breckenridge  is  to  be  commended  on  his  pro- 
gressiveness. 

J.  L.  Gordon,  Kamloops,  B.C.,  ha.s  returned  home 
after  an  eight  weeks  holiday  trip  to  B.  C.  coast  jvoints, 
including  Prince  Rui)ert,  Stewart,  and  other  Alaska 
farthest  north  points.  Mr.  Gordon  rei)()rts  having  a 
splendid  and  most  interesting  trip. 

The  National  Furniture  Manufacturers'  xVssociation 
of  Great  Britain  advanced  prices  5  per  cent,  on  July 
1.   There  was  a  similar  advance  a  month  before. 

Hon.  W.  H.  Iloyle,  speaker  of  the  Ontario  Legisla- 
ture, and  who  for  many  years  carried  on  successfully 
in  Cannington  a  furniture  and  undertaking  business, 
has  taken  up  his  residence  in  Toronto  for  the  Fall  and 
Winter  months.  For  several  years  Mr.  Tloyle  was  sec- 
retary of  the  Canadian  Kmbalmers'  Association. 

The  Kelowna  Furniture  Co.,  Kelowna,  B.d,  of  which 
D.  W.  Sutherland  is  manager,  are  erecting  a  solid  brick 
block  for  their  furniture  and  undertaking  business. 
The  building  is  70  x  80,  and  3  storeys  high,  and  upon 
completion  will  be  one  of  the  most  up-to-date  between 
Calgary  and  Vancouver,  in  both  lines  of  business. 

H.  S.  Dewett  will  start  a  furniture  store  at  Napinka, 
Man. 

The  warehouse  of  the  Great  West  Furniture  Co., 
Saskatoon,  Sask.,  was  destroyed -by  fire  on  September 
6,  together  with  several  cars-  standing  on  adjacent 
tracks.    Every  floor  of  the  warehouse  collapsed. 

On  September  15,  fire  broke  out  in  the  factory  of 
the  Lincoln  Bedding  Co.,  St.  Catharines,  Ont.,  which, 
for  a  time,  threatened  to  wipe  out  that  section  of  the 
city.  The  factory  had  just  started  a  shoi-t  time  ago  and 
the  cellar  was  filled  with  a  large  (juantity  of  hay  and 
sea  grass.  This  made  a  nasty  fire  and  a  hard  one  to 
fight.    Fortunately  not  much  machinery  was  in  the 


1)uil(ling  and  $1,000  will  cover  the  loss.  How  the  l)la/e 
originated  is  a  mystery. 

The  Canada  Furniture  Manufa(^turei-s  are  preparing 
plans  for  a  big  extension  to  their  factory  at  Walker- 
ton,  Ont. 

Fire  recently  destroyed  the  store  of  V.  Earle,  a  furn- 
iture and  dry  goods  merchant  of  Parrsboro,  N.S. 

W.  R.  Orr,  for  many  years  with  Brown's  Limited, 
furniture  dealers.  Portage  la  Prairie,  Man.,  has  pu;' 
chased  the  undertaking  business  of  his  former  employ- 
er and  will  put  in  a  large  stock  of  furniture  and  un- 
dertaking supplies. 

E.  A.  Waterman  has  bought  out  Weiler  Bi-os.,  Vic- 
toria, B.C. 

G.  P.  Chamberlain's  new  store  at  Cliilliwack,  B.C., 
has  been  (){)ened  and  is  attracting  a  good  deal  of  at- 
tention. 

Gordon  Bros.,  funaiture  dealers,  Montreal,  Que.,  Iiave 
dissolved  partnership. 

B.  L.  Kidd  is  reported  to  have  bought  the  furniture 
store  of  W.  T.  Smith  at  Foam  Lake,  Sask. 


PREPARING  FOR  JANUARY  EXHIBITIONS 

Indications  point  to  record  furniture  exhibi- 
tions in  Canadian  cities  next  January,  and  if 
Canadian  furniture  dealers  are  as  live  as  their 
brother  retailers  in  the  United  States,  the  at- 
tendancte  at  the  shows  next  January  will  be 
double  or  triple  that  of  any  previous  year. 

Secretary  Scully,  of  the  Employers'  Associa- 
tion, Berlin,  already  has  preparations  well  un- 
der way  for  the  Berlin-Waterloo  exhibition, 
and  space  on  two  floors  in  the  market  building 
has  already  been  applied  for  by  outside  manu- 
facturers who  recognize  the  advisability  of 
making  a  display  where  the  big  Iniyers  will 
gather.  A  relay  of  carriages  will  carry  buyers 
from  factory  to  factory,  visitors  being  able  to 
stoj)  off  wherever  desired  and  take  the  next  or 
second  following  rig  to  their  next  destination. 
The  various  manufacturers  intend  having  a 
friendly  competition  as  to  who  can  make  the 
best  display,  size  and  variety  of  lines  being 
considered. 

Stratford  will  als,o  be  to  the  fore  with  a 
greater  exhibition  than  ever  before,  the  var- 
ious maiuifacturers  planning  to  make  it  well 
worth  while  for  hundreds  of  buyers  to  visit 
their  displays.  The  dates  have  not  been  defin- 
itely set  yet  but  they  will  j)rol)'ably  be  the 
second  week  in  January,  when  the  Berlin  and 
Waterloo  exhibition  will  in  all  probability  be 
held.  .  " 

Woodstock,  too,  is  likely  to  itivite  buyers  to 
spend  a  day  or  so  in  looking  over  its  furniture 
di^nlav,  and  with  three  near-by  cities  offering 
inducements  for  retail  buyers  to  come  and  see 
the  latest  styles  and  finishes,  the  retailer  who 
fails  to  avail  himself  of  the  opportunity  offered 
is  his  own  worst  enemy. 

Plan  now  to  attend  the  furniture  exhibitions 
next  January  and  watch  for  further  ainiounce- 
ments  in  the  next  i.ssue  of  the  Furniture  World. 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


IMITATION  VENEER  NOT  POPULAR, 

There  is  evidence  among  the  critical  writings  of 
people  who  study  furniture  and  decorations,  that  imi- 
tation veneer,  which  made  quite  a  furore  a  few  years 
ago,  is  not  popular,  and  will  never  be  much  of  a  com- 
jietitor  with  the  real  article,  says  an  exchange.  At 
the  same  time  there  is  a  distinction  between  what  is 
called  imitation  and  what  is  recognized  as  veneering. 
At  one  time  veneering  itself  was  classed  as  a  means  of 
imitation.  To-day,  however,  it  is  recognised  as  a  means 
of  decorating  that  improves  the  quality  of  the  work 
as  well  as  its  appearance. 

It  is  the  imitation  of  something  that  is"  not  really 
supplied  that  is  losing  favor  now.  For  example,  in 
the  veneering  world  the  imitating  of  mahogany  with 
some  other  wood  is  not  as  popular  as  it  was  some  time 
ago,  because  the  discriminating  public  is  realizing  that 
imitation  in  woodwork,  whether  in  furniture  or  in 
house  decorations,  is  like  paste  jewels.  It  may  give 
the  appearance  of  the  real  article  for  a  time,  but,  when 
the  ethical  side  of  the  question  is  considered,  there  is 
no  satisfaction  attached  to  its  use. 

For  this  reason,  imitation  oak  tables  made  on  gum 
should  not  be  popular,  and  it  would  be  much  better 
for  the  manufacturers,  as  well  as  for  the  trade  in  gen- 
pi-al,  if  instead  of  imitating  oak  the  manufacturers  of 
such  furniture  would  seek  for  some  stain  or  color 
scheme  that  would  give  beauty  without  trying  to  imi- 
tate something.  Often  the  natural  color  tone  of  gum 
furnishes  more  real  beauty  than  is  obtained  by  trying 
to  imitate  quartered  oak— and  it  relieves  it  of  the  stig- 
ma of  imitation. 

Wall  paper  and  interior  decorations  were  made  in 
imitation  of  quartered  oak  and  various  other  kinds  of 
wood  some  time  ago  and  seemed  to  have  quite  a  run 
for  a  while.  Now,  however,  they  are  losing  favor  and 
the  prediction,  made  in  these  columns  heretofore,  that 
the  imitation  would  simply  turn  attention  to  the  beau- 
tv  of  the  wood  and  finally  the  discriminating  people 
would  want  the  real  wood,  is  being  fulfilled  and  there 
is  a  better  demand  for  veneered  panels  for  interior 
decorations.  In  this  way  much  good  is  being  done  for 
the  veneer  trade  and  the  sentiment  against  imitations- 
is  so  strong  now  that  there  is  no  fear  of  anything  of 
this  kind  seriously  affecting  the  veneer  industry. 


machinery.  It  gives  employment  to  quite  a  large  num- 
ber of  hand  carvers,  and  the  recent  rush  has  neces- 
sitated the  running  of  machinery  day  and  night.  Carved 
work  of  any  kind  is  undertaken,  and  quite  a  few  furn- 
iture firms  have  been  indebted  to  the  company  for 
helping  them  out  with  their  spindle  work;  work  which 
at  this,  their  busy  season,  their  own  staff  was  unable 
to  attend  to. 

All  furniture  firms  who  have  more  spindle  work 
than  they  can  cope  with  would  be  well  advised  to  com- 
municate with  this  concern  regarding  their  siirpliisage. 
Their  chief  work  is  the  getting  out  and  carving  trusses, 
pilasters,  etc.,  for  piano  firms.  They  supply  extensive- 
ly also  hearse  makers  requirements,  and  have  done,  and 
'U'e  dioing  the  carved  work  for  a  con.siderable  number 
of  church  altars,  bank  buildings,  etc.  Such  a  factory 
is  certainly  urgently  needed  on  this  side,  and  we  join 
issue  with  our  intelligent  readers  in  wishing  this  con- 
cern every  success.  Sam  Sharpe,  ]\I,P.,  is  president,  Jos- 
eph Bone,  vice-president,  and  James  Webster,  secretary. 


STRATFORD'S  FURNITURE  EXHIBITION. 

Stratford's  furniture  manufacturers  are  making  ar- 
rangements for  their  annual  exhibition  to  be  held  in 
January  next.  As  usual  the  exhibition  will  be  made 
at  the  different  factories. 

"We  are  anticipating,"  remarked  one  of  the  manu- 


ORNAMENTAL  AND  WOOD  CARVING  CO. 

Tlie  (Canadian  Ornamental  &  Wood  Carving  Co.,  Ltd., 
Uxbridge,  Ont.,  operate  their  business  in  a  large  three- 
storey  building.  .  They  started  business  in  the  factory 
they  now  occupy  in  the  beginning  of  the  present  year, 
since  when  each  succeeding  month  has  been  marked 
by  an  almost  phenominal  increase  of  output.  Mr. 
Bone,  their  manager,  is  exceedingly  optimistic  regard- 
ing their  future.  Once,  he  asserts,  his  firm  becomes  a 
little  more  widely  known,  orders  for  carved  require- 
ments of  all  descriptions  will  be  sent  them  from  al- 
most ever>^  quarter  of  the  Dominion. 

This  firm  is  the  only  one  of  its  kind  in  Canada,  and 
its  factory  is  equipi)ed  Avith  the  latest  and  best  carving 


No.  218.— A  dainty  chaiv,  finished  in  gold  or  mahogany,  by  the 
Lippert  Furniture  Co.,  Berlin. 

facturers  to  the  Furniture  World,  "an  even  larger 
inimber  of  buyers  at  the  coming  exhibit  than  were 
even  in  attendance  at  any  of  our  previous  ones." 

As  far  as  can  be  ascertained  the  IMcLagan  Co,  will 
show  a  large  assortment  of  complete  dining-room  suites, 
with  a  good  addition  of  new  patterns  in  hall  and  li- 
brary furniture. 

The  Stratford  Chair  Co.  will  show  one  of  the  best 
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A  SERIOUS  TRADE  CONDITION. 

"About  a  fortnight  ago  I  checked  off  an  in- 
voice a  bill  of  goods  ordered  from  a  Northern 
Ontario  furniture  manufacturer  last  October," 
said  E.  L.  Zeigler,  furniture  buyer  for  the  T. 
Eaton  Company's  Winnipeg  store,  when  look- 
ing over  one  of  the  furniture  displays  at  the 
Toronto  Exhibition. 

"Of  course  that  is  an  extreme  case,"  he  con- 
tinued, "but  it's  a  fact  that  shipments  are 
very  slow.  The  manufactuxers  say  they  can- 
not get  enough  unskilled,  let  alone  skilled 
workers.  Not  long  ago  I  found  that  a  factory 
from  which  I  had  ordered  a  bill  of  goods  had 
them  made  up  for  weeks,  but  had  not  shipped 
them.  I  raised  a  row  about  it  and  the  super- 
intendent was  called  in,  he  admitting  that  he 
had  the  stock  but  could  not  g'et  men  to  ship  them." 

"We  prefer  to  buy  in  Canada,"  added  Mr. 
Zeigler,  "but  the  inability  of  Canadian  furn- 
iture manufacturers  to  fill  orders  promptly — 
and  the  tendency  to  overlook  slight  imperfec- 
tions in  order  to  rush  shipments — is  forcing 
us  to  buy  more  from  United  States  manufac- 
tures, who,  as  a  result  of  our  increased  pur- 
chases, are  looking  into  the  matter  of  estab- 
lishing branch  factories  on  this  side  of  the 
line.  Mr.  Sligh,  of  the  Sligh  Furniture  Co., 
Grand  Rapids,  is  one  who  was  over  here  re- 
cently and  may  build  a  Canadian  plant." 

"What  do  you  mean  by  imperfections?" 
asked  the  Furniture  World. 

"Drawers  in  dressers  are  not  properly  fin- 
ished, and  they  won't  run  smoothly  when  our 
clerks  are  showing  them  to  customers.  Some 
of  the  varnished  surfaces  are  left  rough  and 
lumpy  and  mirrors  are  often  given  a  dirty  ap- 
pearance by  the  failure  to  properly  prepare 
the  wood  into-  which  the  glass  is  set,  the  glass 
being  thus  made  to  reflect  the  dirt  along  the 
edges.  These  are  small  matters,  but  as  we  try 
to  give  our  customers  the  best  we  can  buy  we 
have  had  to  complain  to  several  manufactur- 
ers about  these  and  similar  deficiencies." 

"This  overbusy  conditiion  is  none  too  good 
for  tlie  trade,"  concluded  Mr.  Zeigler.  "I 
know  the  manufacturers  are  finding  it  hard 
to  get  workmen,  just  ms  we  find  it  difficult  to 
secure  good  store  salesmen.  The  country  is 
growing  very  fast,  however,  and  while  many 
factories  are  being  enlarged  there  ai)pears  to 
be  business  for  more  than  now  exist  if  the 
labor  problem  can  be  solved;" 


September,  1912 

lines  of  quick  selling,  well  made  diners,  rockers  and 
den  chairs  on  the  market. 

The  Imperial  Rattan  Co.  will  have  many  new  designs 
added  to  their  already  extensive  line  of  upholstered 
and  rattan  goods. 


New  bookcase  by  the  Geo.  McLagan 
Furniture  C;o.,  Ltd.,  Stratford,  Ont. 


Filing  cabinet,  sliown  by  courtCHy  of  the  Geo, 
Mcl>agan  Furniture  Co.,  Ltd.,  Stratford,  Ont. 


The  Stratford  Manufacturing  Co.  will  show  a  splen- 
did variety  of  porch  goods,  etc. 

The  other  factories  not  mentioned  will  exhibit  lines 
fully  up  to  the  standard  of  goods  for  which  Stratford 
is  famous. 


FURNITURE  DEALERS  WORTH  MANY  MILLIONS 

A  comparative  statement  made  by  the  New  York 
Furniture  Exchange  management  using  the  atteiulance 
at  the  July  Exposition  shows  that  324  New  York  City 
dealers  with  a  total  ca])ital  rating  of  $34,861,000,  vis- 
ited the  Exjrosition.  and  but  22  of  these  visited  any 
other  market.  This  is  exclusive  of  Brooklyn,  which 
was  represented  at  the  l^jxposition  by  123  dealers,  with 
a  (iapital  rating  of  $9,295,000,  and  of  these  only  fi  vis- 
ited the  markets  of  the  west.  The  entire  State  of 
New  York,  which,  naturally,  includes  Greater  New 
York,  had  655  dealers  at  the  Exposition,  who  had  a 
capital  rating  of  $58,820,500,  of  whom  only  91  were 
at  other  markets. 
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A  HIGH  EFFICIENCY  DOVETAILING  GLUE 
JOINER. 

Efficiency  in  his  machinery  is  the  aim  sought  by 
every  manufacturer.  Consequently  every  manufac- 
turer of  furniture  should  be  interested  in  the  Linder- 
man  automatic  dovetailing  glue  joiner  manufactured 
by  the  Canadian  Linderman  Co.,  Limited,  Woodstock, 
Ont.  It  is  essentially  a  machine  of  high  efficiency,  and 
it  is  asserted  ensures  a  saving  of  60  to  80  per  cent, 
over  present  methods.  Two  boards  of  equal  length,  of 
random  widths,  are  fed  into  opposite  ends  of  the  ma- 
chine. In  one  operation  the  dovetail  is  cut,  the  glue  is 
spread  and  the  pieces  forced  together,  making  a  com- 
pleted joint.  This  piece  is  passed  back  through  the 
machine  and  another  board  is  joined  to  it.  This  oper- 
ation is  kept  up  until  a  panel  several  inches  wider  than 
the  desired  width  is  obtained ;  then  the  operator  rips 
it  to  size  and  the  edging  is  passed  through  the  Linder- 
man machine  and  is  joined  to  another  piece. 

The  land,  buildings,  fixtures,  tools  and  materials  at 
Woodstock  represent  an  investmen  of  oveir  $160,000 
all  devoted  exclusively  to  the  manufacture  of  the  Lind- 
ei'man  automatic  dovetailing  glue  jointer. 


FURNITURE  POLISH. 


Linseed  oil,  raw    32  fl  oz. 

Alcohol,  denatured    8  fl  oz. 

Diluted  acetic  acid    8  fl.  oz. 

Spirits  turpentine    8  fl  oz. 

Solution  of  antimony  chloride    2  fl  oz. 


The  above  is  said  to  be  an  excellent  formula. 


feet  long,  and,  with  the  addition  of  new  dry  kilns 
which  the  company  are  building  and  out  buildings 
will  give  about  35,000  feet  extra  space  to  their  al- 
ready extensive  plant.  This  does  not  mean  that  the 
Toronto  plant  will  be  reduced,  but  that  the  business 
demanded  more  room.  The  company  will  now  be  in 
a  position  to  increase  the  number  of  designs  in  up- 


The  new  addition  to  the  factory  of  the  Ideal  Bedding  Co..  Limited.  Toronto, 
now  nearing  completion.  It  is  two  storeys  and  basement,  and  will  increase 
their  present  floor  space  by  3o.00n  feet,  which  will  enable  them  to  materially 
increase  their  capacity  for  producing  brass  beds,  coil  springs  and  mattresses. 


GOLD  MEDAL  CO.'S  NEW  PLANT. 

The  accompanying  illustration  shows  the  new  furn- 
iture factory  recently  acquired  from  Uxbridge,  Ont., 
by  the  Gold  Medal  Furniture  Co.,  Toronto,  and  which 
will  be  used  for  the  manufacture  of  frames.  For  some 
time  past  the  firm  have  felt  the  need  for  more  manu- 
facturing space  to  keep  pace  with  their  rapidly  in- 
creasing business,  and  the  opportunity  was  presented 
in  the  offer  of  this  splendid  factory,  which  is  50  x  200 


bolstered  furniture,  particularly  in  couches  and  daven- 
ports, although  the  parlor  suites  will  not  be  over- 
looked. 

Uxbridge  is  only  about  40  miles  from  Toronto  so 
that  all  kinds  of  frames  made  at  Uxbridge  in  the 
Avhite,  will  be  shipped  in  cars  to  Toronto  and  com- 
pleted there.  Their  agreement  with  the  town  is  for 
60  employees,  but  the  company  will  commence  oper- 
ations with  75  men  and  gradually  increase  the  staff 
during  the  year  to  the  full  capacity  of  the  factory. 


OUR  Exhibit  at  the  Toronto  Exhibition  convinced  hundreds  of 
people  that  our  bed  spring  fulfilled  more  than  even  our  most  enthusiastic  claims. 

We  proved  to  the  public  that  this  spring  will  not  break,  sag,  bend  or  lose  its 
original  shape,  even  after  carrying  500  pounds  of  dead  weight  for  two  weeks.  Yet 
this  spring  is  so  soft  and  pliable  as  to  give  readily  with  even  a  slight  pressure  of 
the  hand. 

You  dealers  have  seen  these  Springs — You  know  they  are  right.  The  public 
also  are  convinced.    That  means  more  calls  for  the  springs. 

Why  not  stock  a  trial  order  ?  You  can't  lose.  We  guarantee  each  spring  for 
ten  years,  and  we  also  guarantee  to  take  back  all  springs  you  don't  sell  within  sixty 
days. 

It's  a  good  spring  and  a  good  proposition.  Write  us  for  further  particulars 
and  prices. 

Leggett  &  Piatt  Spring  Bed  Co.,  Limited 

WINDSOR  -  ONTARIO 
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We  Point  the  Way  to  Larger  Profits 

You  can  sell  more  "Ontario"  Iron  Beds  and  at  a  better  profit  than  you 
can  any  other  line  on  the  market. 

ONTARIO  BEDS 

Look  well— Sell  quickly— Last  a  lifetime.   Let  us  assist  you  to  select 
designs  suitable  to  your  trade  and  we  will  guarantee  results. 


The 


Write  today  for  1912  Catalog 


Iron  Bed  No.  853  List  Price  $9.80 
See  Catalog  Page  34  for  Description 


Ontario  Spring  Bed  and  Mattress  Co.,  Limited 

The  Largest  Bedding  House  in  Canada 

London  -  -  Ontario 


"WHO'S  WHO"  IN  THE  CANADIAN  FURNITURE  TRADE 

is  shown  in  the  Buyers'  Directory  of  the  Canadian  Furniture  World  and  The  Undertaker.  Use 
this  department  when  you  want  to  know  quickly  "who  makes  what"  and  where  they  make  it. 

//  })ou  want  to  k.now  where  any  Furniture  or  Undertakers  line  not  listed  is  manufactured,  write  us  and  we'll  give  you  the  information. 


MANY  NEW  IMPERIALS 


OUR  LINE  OF  SHEET  PICTURES  IS  ALMOST  ENTIRELY 
COMPOSED  OF  PICTURES  WE  CONTROL  FOR  CANADA 


Get  Our  New  Catalogue 


MATTHEWS  BROS.,  Limited,  788  Dundas  Street,  Toronto 


WRITE  FOR 


NEW  CATALOGUE 


JUST  PUBLISHED 


MOULDINGS,  FRAMES,  MIRRORS, 
PICTURES,  ETC. 

PHILLIPS  MANUFACTURING  CO.,  Limited 

TORONTO,  ONTARIO 
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Everything  for  the  Undertaker 


When  vou  are  investing  your  cash  you  should  look  for  good  value  or 
good  security  for  it. 

If  you  are  in  the  Undertaking  business  you  cannot  get  better  value  for 
your  money  than  we  offer  you. 

Our  goods  are  always  carefully  manufactured  and  only  the  best  materials 
are  used. 

Send  along  your  orders.    We  will  give  them  our  most  careful  attention. 


The  Globe  Casket  Co.,  London,  Can. 


No.  501  Solid  Mahogany.    No.i502;Solid:Quarter  Cut^Oak. 

Made  in  Canada 

THIS  "STATE"  DESIGN  CASKET 

is  one  of  the  best  values  ever  offered  in  a  polished  casket.  It  is  of  massive  design,  with  heavy  hand 
carved  corner  pieces.  It  is  highly  polished  bringing  out  the  beauty  of  the  grain  of  the  mahogany  or  the 
o  ik,  which  in  either  case  is  solid — not  veneer.  It  is  endorced  by  leading  undertakers.  If  not  included 
in  j'our  stock  better  get  prices  at  once.  Evei ything you  require  in  the  undertaking  business  from  cheapest 
coffins  to  finest  couches,  including  cloth  and  plush  colored  goods,  kept  in  stock.     Prompt  shipments. 

THE  D.  W.  THOMPSON  COMPANY,  LIMITED 

397-399  QUEEN  ST.  WEST 
F.  L.  COLES,  Manager  TORONTO,  CANADA 


Undertakers'  Department 

^^^^^^^^^^^^^^^     Problems  affecting  ihe  Undertaking  Profession  are  here  discussed  and  readers  are  incited  to  send  letters  ^^^^^^^^^^^^^^^ 

expressing  their  oiews  on  any  of  the  subjects  dealt  With — news  of  the  profession  throughout  Canada. 


Canadian  Embalmers'  Association  in 
Convention 

An  Interesting  and  Profitable  Four  Da^s'  Session  in  the  Antomical  Building 
of  the  Toronto  University — Interesting  Lectures  and  Practical  Demon- 
strations by  Prof.  Eckels — Comprehensive  Reports  by  Officers — 
Illness  of  Vice-President  Dodds — New  Officers  for 
Ensuing  Year — Thirty-three  Graduate  from 
School  of  Embalming. 

The  29th  annual  convention  of  The  Canadian  Em- 
balmers'  Association  was  held  in  the  Anatomical  Build- 
ing of  the  University  of  Toronto,  on  Sept.  3,  4,  5  and  6. 
While  the  attendance  thils  year  was  not  as  large  as  in 
1911,  it  must  be  considered  that  last  year  Avas  a  record 
one  in  the  history  of  the  Association  and,  therefore, 
this  year's  meeting  proved  very  satisfactory  to  both 
officers  and  all  others  in  attendance. 

New  membeis  to  the  number  of  33  joined  the  Asso- 
ciation during  the  meeting. 

The  executive  wals  particularly  fortunate  this  year 
in  being  able  to  secure  the  services  of  Prof.  Eckels,  of 
Philadelphia^  to  conduct  the  school  and  to  give  a  ser- 
ies of  lectures  and  demonstrations.  Prof.  Eckels  is  one 
of  the  moisit  widely  known  embalmers  on  this  continent, 
and  owing  to  his  widespread  experience,  in  the  profes- 
sion was  aptly  suited  to  conduct  the  work  he  was  called 
upon  to  do.  Much  satisfaction  wa.s  expressed  on  all 
sides  at  the  able  manner  in  which  he  carried  out  his 
series  of  interesting  lectures,  and  all  who  attended  went 
away  with  a  much  greater  respect  for  the  profession 
and  with  a  fund  of  knowledge  that  will  stand  them  in 
good  stead  in  the  years  to  come.  Papers  on  the  sub- 
iects  on  which  Prof.  Eckels  talked  will  appear  in  sub- 
sequent issues  of  the  Canadian  Furniture  World  and 
The  Undertaker. 

The  convention  was  called  to  order  at  10  a.m.  Tues- 
day morning,,  with  President  J.  11.  Robinson,  Hamil- 
ton, in  the  chair.  Mr.  Robinson  expressed  pleasure  at, 
seeing  so  many  in  attendance  and  introduced  Prof. 
Eckels. 

Ethics  of  Embalming. 

The  Professor  exjjressed  his  gratification  at  seemg 
so  many  intelligent  faces  in  the  audience  and  urged 
upon  the  members  of  the  association  to  do  all  they 
could  to  uplift  the  moral  standard  of  the  embalming 
profession.  He  pointed  out  that  many  people  who 
were  ignorant  of  the  art  of  embalming  and  the  guod 
it  does  were  of  the  opinion  that  a  funeral  direcu>r 
"butchered"  their  loved  ones. 

"By  going  al)<)ut  the  operation  in  a  clean  and  sa». 
tary  manner,"  he  said,  "and  allowing  the  bereaved 
ones  to  look  on  and  by  showing  them  that  it  is  for  the 
best  interests  of  the  departed  one,  I  think  they  will 
soon  become  convinced  that  the  work  is  a  beneficial 
one." 

He  urged  the  members  to  go  further  into  the  stuoj' 
of  anatomy  in  order  that  they  might  be  able  to  con- 


duct their  work  in  a  more  satisfactory  mannei,  jnd 
to  discuss  among  themselves  the  problems  that  crop 
up  from  time  to  time  in  their  work.  Every  under- 
taker, during  his  career  in  the  business,  runs  up  against 
some  question  that  is  new  to  many  other  men,  and  it 
is  only  by  telling  each  other  about  these  questions  that 
the  standard  of  the  profession  can  be  raised. 

Permanent  Preservatives. 

Prof.  Eckels  went  thoroughly  into  the  ubject  of  per- 
manent preservation  and  pointed  out  that  the  preven- 
tion of  the  spread  of  disease  is  .iust  as  important  as 
the  cure.  "The  standard  of  the  undei'taking  profes- 
sion is  being  slowly  raised,"  he  said,  "and  if  we  go 
about  the  business  in  the  right  way,  there  is  no  rea- 
son why  it  cannot  be  made  to  reach  the  high  plane  the 
medical  profession  holds  to-day.    By  conducting  our 


President  Newton  J.  Boyd,  Mitchell. 


work  in  such  a  manner  as  to  secure  the  endorsement 
of  the  people  who  have  been  bereaved  is  much  better 
for  the  profession  and  will  bring  us  more  business 
than  by  handing  out  a  $5  tip  here  and  there.  This 
latter  method  is  not  right;  it  lowers  us.  Conduct  your 
work  cleanly  and  thoroughly  and  you  cannot  help  but 
attain  success. ' ' 

Secretary  Van  Camp  read  the  minutes  of  the  last 
convention  and  these  were  adopted  unanimously. 

An  Irish  Undertaker's  Reminiscences. 

Harry  Ellis  introduced  to  the  audience  R.  R.  Loudan, 
a  funeral  director  of  Arn)agh,  Ireland.  Mr.  Loudan 
is  on  a  pleasure  trip  through  this  country  aiul  ex- 
pressed his  pleasure  at  being  in  Toronto  at  such  an 
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No.  632 


This  Beautiful  Half-Couch  Casket 
Was  Originally  Designed  by  Us 

Its  popularity  has  far  exceeded  our  wildest  anticipation. 
Our  Sale  of  this  attractive  and  popular  priced  Casket  is  greater 
than  that  of  any  other  medium  priced  Casket  we  have  ever 
placed  on  the  market. 

If  you  have  not  yet  purchased  one,  a  Trial  Order  will 
convince  you  of  its  "Superioritv"  over  all  others. 

We  are  the  largest  Manufacturers  of  High-Grade  Caskets, 
Coffms  and  Funeral  Furnishmgs  in  the  Dominion. 

Our  Piano  Polished  Oak  and  Mahogany  Caskets  are  in  a 
class  by  themselves.  Other  manufacturers  strive  but  fail  to 
attain  the  same  "Standard  of  Perfection." 

Try  Beaver  Brand  Hardware,  all  Steel,  Non-breakable,  Non-tarnishable. 


The  Semmens  &  Evel  Casket  Co.,  Limited 


Phone  517 

All  Hours— Day  and  Night 


Hamilton  and  Winnipeg 
Canada 
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opportune  time  to  meet  so  many  members  of  the  Can- 
adian undertaking  profession.  In  the  course  of  a  short 
talk,  he  pointed  out  that  he  had  been  in  the  undertak- 
ing business  in  his  native  land  for  the  past  32  years. 
He  also  said  he  was  the  proprietor  of  a  hotel,  and  much 
laughter  was  caused  at  the  combination.  The  situa- 
tion was  relieved  somewhat,  however,  when  it  was 
learned  that  it  was  an  unlicensed  house.  Speaking  of 
the  customs  'over  there,  Mr.  Loudan  stated  that  they 
are  entirely  different  to  what  they  are  here. 

"We  have  no  embalming  in  Ireland,"  he  said.  "In 
all  the  years  I  have  been  in  business,  I  have  not  heard 


First  Vice-Pres.  Mayor  J.  G.  Huiuy,  Sudbury. 

of  a  single  case.  -  Neither  is  there  any  cremating  done. 
T  have  only  heard  of  two  cases  and  both  of  these  were 
sent  to  England.  We  have  no  crematory.  When  we 
hear  of  a  death  and  are  called  to  the  house,  we  take 
our  book  with  us  and  get  into  all  the  particulars.  We 
have  the  same  trouble  as  you  in  people  wanting  to  go 
beyond  their  means,  and  you  know  the  trouble  you 
have  to  collect  after.  In  the  matter  of  dress,  if  the 
deceased  is  a  Catholic,  a  brown  serge  shroud  is  used, 
while  if  a  Prdtestant,  we  use  white  material.  The  body 
is  then  dressed.  If  the  dead  person  is  a  woman,  we 
.always  have  a  lady  accompany  us  to  attend  to  this  end 
of  the  work.  After  the  fiuieral  arrangernents  are  over, 
we  have  to  arrange  for  getting  the  grave  dug,  for  the 
clergyman,  writing  to  friends,  hiring  carriages,  etc. 

"Ireland  is  a  great  country  for  funeral  proeessions. 
Every  one  in  the  countryside  turns  out  in  all  manner 
of  rigs.  The  interment  takes  places  two  days  after 
death.  The  old  wakes  we  used  to  hear  so  much  about 
are  now  done  away  with.  I  have  seen  eases  where  the 
*'uneral  account  would  amount  to  about  $40,  while 
$100  would  be  spent  on  whiskey.  In  fact,  sometimes 
they  would  get  so  far  gone  they  would  forget  to  bury 
the  remains,  were  it  not  for  the  undertaker.  In  con- 
nection with  these  wakes,  let  me  say  that  they  gener- 
ally have  pipes  and  snuff  for  the  men,  while  the  ladies 
have  their  tea.  A  death  in  the  country  towns  is  car- 
ried out  with  a  lot  'of  show." 

Mr.  Doudan's  talk  caused  a  lot  of  merriment,  and 
one  of  the  members  present,  in  commenting  on  it  after- 
wards, said  they  did  not  need  embalming  over  there, 
judging  from  the  size  of  tlie  whiskey  accounts;  if  the 


corpse  came  in  on  the  celebration  it  would  be  em- 
balmed anyway. 

Some  Witticisms. 

Mr.  Loudan 's  mention  of  whiskey  evidently  made 
some  of  the  members  thirsty  for  several  got  up  and 
left  the  room  and  kept  the  next  speaker,  Past  President 
T.  E.  Simpson,  waiting  for  a  few  minutes.  When  the 
noise  was  over,  Mr.  Simpson  said  that  when  he  saw 
the  fellows  leaving,  it  reminded  him  of  a  story.  "There 
was  a  political  meeting  in  a  rural  section  in  Northern 
Ontario,"  he  said,  "and  both  a  Conservative  and  Lib- 
eral speaker  were  on  the  programme.  This  section  was 
very  strongly  Conservative.  The  Conservative  repre- 
sentative got  up  and  made  his  speech  and  the  audience 
listened  attentively.  When  he  sat  down  and  the  op- 
position man  got  up,  the  people  present  began  to  leave 
the  room.  This  surprised  the  speaker  and  he  hollered 
'Hold  on  there,  I  won't  keep  you  a  minute.'  No  atten- 
tion was  paid  to  him,  however,  and  the  man  who  had 
just  finished  speaking  said  to  him,  'Perhaps  if  you  get 
up  and  go  out,  you'll  drive  them  in  again.'  " 

Value  of  Conventions. 

Mr.  Simpson  then  went  on  to  point  out  the  value 
undertakers  received  by  meeting  annually  at  conven- 
tions of  this  nature  and  discussing  the  various  pro- 
blems and  listening  to  lectures  on  the  latest  topics. 
He  mentioned  that  the  association  had  about  400  mem- 
bers in  good  standing  and  while  this  was  good,  it  only 


Second  Vice-Pres.  Wui.  Edwards,  Gananoque. 

represented  half  the  number  of  men  in  the  busine,ss 
in  the  jirovince.  He  could  not  understand  tlie  reason 
the  other  fellows  were  not  in,  as  the  fee  was  low,  but 
thought  it  must  be  that  they  did  not  know  the  benefits 
to  be  gained  by  attending  the  meetings.  Therefore, 
he  hoped  that  the  officers  and  members  of  the  associa- 
tion would  co-operate  in  all  manner  possible  to  bring 
the  other  fellows  into  the  fold. 

Advice  to  Young  Undertakers. 

Mr.  Simpson,  talking  particularly  to  the  younger 
members  of  the  association,  advised  them  to  so  conduct 
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No.  638  Half  Couch         Design  No.  29D75 
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themselves  that  there  would  not  be  a  blot  upon  their 
character.  "If  you  had  occasion  to  call  an  undertaker 
into  your  own  home,"  he  said,  "you  would  send  for 
the  man  who  stood  highest  in  your  community.  Never 
dto  anything  that  will  cause  you  shame  after.  It  is  a 
bad  thing  when  your  name  is  suggested  to  have  you 
attend  to  the  funeral  ceremony  to  have  someone  say, 
'Oh,  no.  Don't  have  him.  He  drinks,  or  swears,  or 
some  other  thing.' 

"Let  me  state  another  point,  one  on  which  you  may 
not  all  agree.    That  is,  be  friendly  to  your  opposition. 


r 


A 


Secretary  F.  W.  Mattliews,  Toronto. 

I  know  that  is  hard  to  do  sometimes  but  there  is  no 
occasion  for  the  hard  feeling  that  exists  in  a  good  many 
eases  I  know  of." 

Don't  Criticize. 

Mr.  Simpson  then  went  on  to  condemn  the  practice 
some  undertakers  make  of  criticizing  the  work  of  an- 
other undertaker  in  a  different  town  who  has  prepared 
a  body  for  shipment.  "I  know,"  he  said,  "we  all  have 
received  bodies  that  are  in  a  bad  state,  but  I  would 
not  criticifie  until  I  knew  all  the  facts  of  the  case.  It 
may  be  that  it  was  impossible  to  prepare  the  body  in 
any  better  shape,  s.o  be  easy  on  the  other  fellow  until 
you  know." 

President  Robinson's  Interesting  Experience. 

Prasideut  Robinson,  in  a  few  words,  told  why  all 
undertakers  in  the  country  should  join  The  Canadian 
Embaliners'  Association.  He.  told  a  story  to  illustrate. 
He  said:  "Some  time  ago  a  man  who  was  doing  busi- 
ness in  a  border  town  that  was  somewhat  of  a  summer 
resort  called  me  up  and  said  he  was  'up  against  it.' 
Tie  stated  that  a  wealthy  American  citizen  had  died 
there  and  he  had  taken  charge  of  the  body.  "When  the 
deceased's  family  heard  'of  the  death,  they  sent  over 
an  embalmer  from  their  home  town  who  wanted  to 
take  the  body  away  for  burial.  The  American  under- 
taker also  brought  in  a  fine  metallic  casket  and  vault 
and  passed  them  through  the  customs  at  wholesale 
eovst.    He  wanted  to  know  what  to  do.    I  told  him  he 


knew  (or  should  know)  that  every  undertaker  doing 
business  in  Canada  required  a  license,  and  as  the  Amer- 
ican undertaker  did  not  have  one,  asked  him  why  he 
did  not  call  the  police.  Then,  too,  the  man  from  across 
the  line  paid  duty  only  on  the  wholesale  cost,  whereas 
he  was  charging  a  retail  price,  thus  defrauding  the 
Government.  I  told  him  further  that  if  he  would  press 
these  two  points,  the  man  would  not  take  the  business. 
Before  stopping  talking  to  him,  I  asked  him  to  let  me 
know  how  he  made  out.  From  that  day  to  this  I  have 
never  heard  from  him. 

"Now,  there  are  two  points  I  wish  to  bring  out  here. 
This  man  was  a  member  of  the  association,  but  either 
he  did  not  attend  the  conventions  or  else  did  not  pay 
attention  to  what  he  heard  if  he  did  come.  Every  one 
should  come  to  the  conventions.  Impress  upon  your 
help  the  importance  of  it.  It  may  cause  some  little 
inconvenience  at  the  time,  bitt  it  will  pay." 

Before  adjourning  for  lunch,  committees  were-  ap- 
pointed as  follows : — 

On  President's  Address: — E.  Hopkins,  Harry  Ellis,  A.  E. 
Coltart.  H.  B.  Beckett,  T.  J.  Martyn. 

On  Finance: — T.  E.  Simpson,  J.  G.  Frost,  Wm.  Edwards. 

On  the  Executive's  Report: — C.  N.  Greenwood,  J.  G.  Henry, 
J  A.  Donaldson,  Meaford  Webb. 

On  By-laws: — C.  N.  Greenwood,  J.  G.  Henry,  J.  A.  Donaldson, 
Meaford  Webb. 

*     *  * 

TUESDAY  AFTERNOON. 

The  convention  was  formally  opened  on  Tuesday 
afternoon  by  the  Rev.  Mr.  Pedley,  of  Toronto,  in  the 
absence  of  Rev.  H.  A.  MacPherson,  who  was  liill(>il  in 
tht  programme  to  perform  the  ceremony,  but  wlu)  was 
unable  to  attend.    Mr.  Pedley  complimented  the  asso- 


kScssional  Sccietary  N.  \i.  Cobblcdick, 
Toronto. 


f'iation  on  the  excellent  attendance  at  the  meetings,  and 
said  he  was  glad  to  see  so  many  intelligent  faces,  and 
that  he  had  been  in  all  kinds  of  places,  in  prisons,  asy- 
lums and  correction  houses,  and  had  met  just  as  in- 
telligent personages.  Mr.  Pedley  has  a  fund  of  humor 
and  in  his  short  talk  told  several  stories  that  were  much 
appreciated.  One  of  these- was  this:  After  expressing 
the  hope  that  there  were  no  Presbyterians  in  the  au- 
dience, he  said:  "A  minister  once  asked  a  little  boy 
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if  his  father  was  a  Christian.  'No,'  replied  the  boy, 
'he's  a  Presbyterian.'  " 

M.  S.  Burkholder.  Woodbridge,  replied  and  thanked 
-Air.  Pedley  for  his  remrarks  and  moved  that  the  con- 
vention tender  him  a  hearty  vote  of  thanks.  This  was 
seconded  by  A.  R.  Coltart,  Chatham. 

]Mayor  Geary,  on  behalf  of  the  City  of  Toronto,  ex- 
tended a  hearty  welcome  to  all  members  of  the  Can- 
adian Embalmers'  Association  and  expressed  the  hope 


Retiring'  Pref^ident  J.  H.  Robinson, 
Hamilton. 


that  the  legislation  for  which  the  association  was  work- 
ing wonld  soon  come  to  pass.  He  was  gratified  that 
they  had  already  appointed  a  Board  of  Examiners  and 
stated  that  he  hoped  the  association  would  use  great 
care  in  picking  men  for  this  work  and  that  if  they 
did  the  profession  would  reach  the  high  standard 
which  it  deserves. 

J.  B.  ]\lclntyre,  St.  Catharines,  thanked  the  ]\Iayor 
for  the  gracious  manner  in  which  he  had  extended  the 
city's  welcome  and  iwinted  out  that  of  the  29  conven- 
tions the  association  had  held,  27  of  them  had  been  in 
Toronto.  Mr.  IMcIntyre  moved,  seconded  by  ^Mr.  Keys, 
Montreal,  a  vote  of  thank  to  His  Worship. 

President  Robinson's  Report. 

President  J.  II.  Robinson  then  read  his  report,  as 
follows : — 

"I  greet  you  one  and  all  with  pleasui'e  to-day  and 
yet  with  that  pleasure  comes  a  deep  feeling  of  sadness 
in  which  I  believe  you  all  share.  The  experience  of  the 
association  this  year  should  cause  us  all  to  stop  a  brief 
moment  and  consider  our  ways  that  we  may  l)e  wise. 
Five  members  of  your  executive  have  had  a  serious 
illness  since  la.st  convention  and  our  l)eloved  and  highly 
esteemed  first  vice-president  has  been  stricken  do\vn 
with  no  hope  of  recovery. 

"He  and  hLs  dear  wife  were  in  Hamilton  for  several 
weeks  during  which  time  I  did  what  little  I  could  on 
behalf  of  the  association  as  well  as  myself.  I  hope  to 
see  him  some  time  this  week  and  shall  be  pleased  to 
deliver  any  message  you  may  have  to  send  to  him.  I 
would  like  to  suggest  that  you  create  him  a  past  presi- 
dent in  view  of  the  long  and  faithful  services  rendered 
to  us.  This,  possibly,  would  be  the  nicest  way  to  con- 
vey to  himself  and  his  family  the  love  and  esteem  we 
have  for  him. 

"I  would  like  to  emphasize  the  growing  esteem  the 
public  have  for  our  profession,  and  gentlemen,  ham- 


mer this  into  your  brain,  the  success  of  the  profession, 
as  well  as  the  success  of  your  business  in  your  com- 
munity depends  on  your  conduct  in  the  profession  and 
out  of  it ;  you  must  educate  yourself  so  well  on  what 
pertains  to  the  public  health  and  safety  that  you  can 
teach  others,  and  you  will  then  be  able  to  command  the 
confidence  and  respect  of  all;  and  let  me  add  further, 
that  the  man  who  does  not  think  it  worth  while  is 
doomed  to  go  down. 

"We  must  up  and  'play  the  m'an,'  ever>-  one  of  us, 
not  being  afraid  to  tell  our  troubles,  and  when  we  find 
the  remedy,  tell  that  also.  By  doing  this,  we  shall 
greatly  help  each  other. 

"This  association  is  not  a  combine  and  does  not  pre- 
vent any  man  from  opening  out  in  business  for  him- 
self, but  if  we  do  our  work  right  and  in  a  thoroughly 
professional  manner,  we  shall  not  need  to  fear  any 
opposition,  and  shall  be  strong  and  of  good  courage, 
having  confidence  in  our  own  education,  record  and 
ability.  I  triLst  you  be  patient  regarding  the  de- 
lay in  the  appointment  of  the  Government  Board.  It 
may  seem  slow,  but  it  will  come  eventually.  In  con- 
clusion I  desire  to  express  my  gratitude  to  you  all  for 
your  many  coutesies.  and  bespeak  for  my  successor  in 
oflfice  your  hearty  co-operation." 

When  Undertakers  Made  CoflBns. 

Mr.  Edwards,  of  Gananoque,  addressed  the  members 
for  a  few  minutes.  He  has  been  in  the  business  for  a 
long  time  and  his  father  before  him  was  in  the  same 
line.  His  father  was  a  cabinet  maker  by  trade  and 
first  went  into  the  furniture  business.  When  he  first 
took  up  undertaking,  there  Avas  no  such  thing  as  em- 
balming.   Then,  too,  he  used  to  make  his  own  coffins. 


Honorary  President  A.  Dodds.  who,  but  for  his 
serious  iUnes?,  would  ha\  e,  on  the  usual  order  of 
events,  been  elected  jtresideiit  this  year. 


One  largely  to  attending  the  conventions  of  the  asso- 
ciation, however,  he  and  his  brother  in  the  business 
were  now  well  uji  in  the  latest  methods. 

Handling  Apoplexy. 

Prof.  Eckels  then  gave  a  very  interesting  talk  on 
special  metliods  of  handling  apoplexy.  Bright 's  disease 
and  cancer  cases,  and  pointed  out  the  great  care  that 
should  be  exercised  in  the  treatment  of  bodies  that 
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had  died  from  apoi)]exy.  The  things  to  do  and  those 
that  should  not  be  done  were  well  pointed  out.  More 
information  along  this  line  will  ^appear  later  in  this 
paper. 

Executive  Committee's  Report. 

President  Robinson  read  the  report  of  the  Execu- 
tive, as  follows : — 

1.  Your  Executive  Committee's  rei>ort  consists  more  of  recom- 
mendations wlncli  are  calculated  to  put  the  Association  on  a 
more  thoroughly  sound  business  basis  than  heretofore. 

2.  There  has  not  been  anything  of  an  unusual  nature  arising 
since  we  last  assembled;  the  most  trying  part  of  our  experience 
has  been  to  keep  silent  and  patiently  await  the  time  of  the 
(iovernment  in  making  the  appointments  to  the  Embalming 
Board,  which  has  been  delayed  in  part  by  the  action  of  some 
members  of  our  Association,  as  well  as  outsiders  who  had  an 
axe  to  grind.  However,  we  have  tried  to  be  prudent  and  have 
not  told  all  we  knew,  believing  this  to  be  our  best  policy  in  the 
interest  of  our  Association.  We  have  carefully  reviewed  the 
past  year,  and  feel  that  we  have  every  reason  to  look  forward 
with  confidence,  being  assured  that  it  is  only  a  question  of  time 
when  all  will  be  right. 

3.  Your  Executive  have  carefully  looked  into  the  workings  of 
the  Association  as  we  would  examine  our  personal  business 
enterprises,  and  herewith  submit  the  following  recommenda- 
tions, which  were  ])assed  unanimously: — 

4.  We  feel  that  the  addition  of  the  Past  President  to  the 
Executive  in  the  past  two  years  has  been  of  great  value,  and 
recommend  that  all  retiring  Presidents  be  retained  on  the 
Executive. 

5.  We  also  feel  that  in  future  the  Executive  should  meet  the 
day  previous  to  and  the  day  after  the  annaal  convention,  thus 


Trcasniei-  A.  R,  Coltarc,  Chatham,  Out. 


saving  railway  fares  and  i)er  diem  allowance  on  long  distances; 
and  tliat  the  i'residcnt.  First  Vice-President  and  Secretary  shall 
i'l  future  be  the  Convention  Programme  Committee,  and  when 
anything  may  arise  which  calls  for  the  assembling  of  the 
lOxecutive,  the  President  will  still  have  the  power  to  call  them 
together  at  any  time.  This  plan  would  save  a  great  many 
dollars-  every  year  without  reducing  the  working  efficiency  of 
the  IDxecutive. 

6.  For  many  years  the  j)roj)er  auditing  of  our  accounts  pay- 
able and  receivable  has  only  been  done  in  a  half-shod  manner, 
and  we  strongly  advise  the  employment  of  a  chartered  account- 
ant for  that  ])Urpose;  the  cost  would  be  very  small  compared 
with  the  advantages  obtained. 

7.  We  also  call  atteoition  to  the  neglect  for  some  years  past 
to  bond  our  financial  ollicers,  and  feel  that  as  a  matter  of  busi- 
ness this  should  be  done. 

8.  We  further  recoinmend  that  it  is  advisable  to  place  the 
Secretary's  salary  on  a  sliding  scale  that  wonid  be  governed 
by  the  meml)ership  in  good  standing.  We  feel  that  the  i)lau 
followed  by  a  large  number  of  fraternal  societies  would  be  good 
for  us,  namely,  |)ut  a  i)er  capita  on  our  membershi])  in  good 
standing  at  the  close  of  each  year;  we  feel  that  the  wisdom 
of  this  plan  will  be  recognized  at  once. 

9.  In  conclusion  we  would  .state  that  we  have  tried  to  keep 
exjienses  down  as  much  as  possible,  and  have  managed  to  keep 
it  to  a  very  moderate  figure  this  year.  We  have  provided  the 
best  ])rogramme  we  could,  and  hope  the  gatherings  will  be  full 
of  pleasure  and  ))roft  and  that  each  succeeding  year  will  be 
better  than  the  previous  one. 


On  motion  of  Past  President  Simpson,  seconded  by 
Mr.  Lorriman,  Inwood,  the  report  was  handed  to  the 
committee  appointed  to  pass  on  it. 

J.  J.  Marshall,  Smith's  Falls,  and  Mr.  Mitchell, 
Guelph,  each  spoke  a  few  words. 

Treating  ' '  Black  Eye. ' ' 

Prof.  Eckels  then  gave  a#talk  on  a  "Black  Eye"  and 
told  several  methods  of  removing  discoloration  around 
the  eyes.  He  advocated  the  use  of  cosmetics  where  the 
injection  of  fluid  would  not  produce  the  desired  results, 
and  stated  that  no  undertaker  should  be  afraid  to  use 
these.  "People  sioon  forget  a  small  thing  like  this," 
he  said.  "I  remember  one  time  an  undertaker  called 
me  up  and  said  he  had  a  discoloration  he  could  not 
get  rid  of.  I  went  to  see  him  and  told  him  to  paint  it. 
There  was  no  a,rt  store  in  the  town  so  we  went  to  a 
drug  store  and  got  some  turpentine,  white  lead,  etc. 
We  then  went  back  and  painted  the  eye,  re-arranged 
the  flowers,  turned  the  light  low  and  asked  the  family 
to  come  in.  I  expected  to  get  a  compliment  on  the  way 
we  had  removed  the  black  eye,  but  when  the  folks 
came  in,  all  they  said  was,  'Oh,  aren't  those  flowers 
arranged  nicely  1 '  When  I  heard  this,  I  considered  that 
it  was  I  that  had  the  black  eye." 

*    *  # 
WEDNESDAY  MORNING. 

N.  J.  Boyd,  took  the  chair  in  the  absence  of  Mr. 
Robinson,  who  was  delayed  in  getting  to  the  city. 

Secretary  Van  Camp's  Report. 

Secretary  Van  Camp  read  his  report,  as  f  ollows : — 
In  coming  before  you  to-day,  I  do  so  with  feelings  of  sat- 
isfaction, realizing  that  we  have  had  a  most  successful  year. 
We  have  added  largely  to  our  membership  roll,  and  although 
our  expenses  have  been  somewhat  heavy,  we  have  a  nice  sur- 
plus to  the  credit  of  the  association. 

We  realize  that  the  executive  acted  wisely  when  preparing 
the  programme  for  our  last  convention,  to  have  established  what 
we  now  call  the  annual  School  of  Embalming,  which  as  most 
of  you  know  was  conducted  last  year  by  Prof.  Chas.  O.  Dhoneau 
of  the  Cincinnati  College  of  Embalming,  and  I  may  say  that 
his  work  in  the  school  was  most  satisfactory,  and  we  recognize 
in  Prof.  Dhoneau  an  able  teacher  and  demonstrator.  We  are 
pleased  to  say  that  some  42  persons  took  advantage  of  the  op- 
portunity and  attended  the  school,  and,  so  far  as  I  can  learn, 
general  satisfaction  was  given.  Although  ithe  eptecutive  this 
year  did  not  engage  Prof.  Dhoneau,  I  wish  to  read  a  letter 
written  to  your  Secretary  by  him,  it  will  speak  for  itself,  and 
I  trust  will  leave  a  good  impression  on  those  present  and  also 
on  those  who  may  read  it  in  the  journals. 

We  can  learn  from  this  that  the  Canadian  Embaliners'  As- 
sociation is  not  one  of  the  least  of  the  many  Associations  who 
afe  doing  work  along  these  lines.  I  wish  also  to  call  your  at- 
tention to  some  things  said  by  our  old  and  much  respected  friend, 
A.  Genung,  of  Waterloo,  N.Y.  Addressing  the  meeting,  Mr. 
Genung  said : 

"Ladies  and  Gentlemen, — I  feel  greatly  honored  at  being 
here  and  of  being  a  member  of  this  association,  and  I  think 
that  you,  as  individual  members,  should  be  very  proud  of  it.  I 
was  deeply  impressed  as  I  sat  here  yesterday  with  upwards  of 
200  people  in  this  room,  to  see  the  enthusiasm  expressed. 

' '  I  have  been  in  association  work  nearly  as  many  years  as 
.your  association  has  been  in  existence,  my  father  having  been 
president  of  the  New  York  State  Association,  and  your  associ- 
ation was  formed  a  short  while  afterwards,  and  I  have  been  active 
in  association  work  ever  since. 

' '  I  don 't  know  of  any  meetings  of  these  associations  where 
there  has  been  so  many  in  attendance  as  you  have  here,  and  I 
think  you  ought  to  be  proud  of  the  fact  that  you  have  had  the 
greatest  iiumlier  of  people  ever  assembled  at  similar  conventions, 
either  in  the  States  or  (Canada. 

"You  should  also  be  proud  of  the  men  who  form  your  con- 
vention or  association,  you  have  spe<'ial  reason  to  be  proud  of 
Mr.  Miclntyre,  the  father  of  this  association,  a  man  about  as 
well  known  in  the  States  as  ho  is  in  his  own  Province  of  Ontario. 
We  think  a  great  deal  of  Mr.  Mclntyro  and  coupled  with  his 
name  is  that  of  a  man  with  whom  it  was  a  great  privilege  to  as- 
sociate, the  lato  Alex.  Millard,  known  by  fvii'iuls  in  the  States 
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and  all  over  Oanada,  who  did  a  great  work  in  connection  with 
this  association  in  the  early  days  of  its  existence  and  in  con- 
nection with  meetings  in  the  States  and  throughout  Canada. 
Many  a  time  Alex,  has  entertained  me.  He  was  a  most  royal 
entertainer.  I  dou't  know  whether  Alex,  did  it  at  much  jjersonal 
sacrifice,  beyond  the  extent  that  most  of  us  realize. 

' '  Ye  are  apt  to  be  a  little  bit  too  busy — but  go  a  little  bit 
out  of  your  way  to  make  the  other  fellow  feel  that  he  is  hunian — 
you  are  doing  something  along  the  line  of  the  '  Brotherhood  of 
man, '  and  unless  you  inoculate  ^ha.t  spirit  into  your  association, 
you  won 't  be  successful. 

"The  little  petty  feelings  that  may  arise  in  this  association 
or  any  other,  lay  them  aside,  and  have  as  your  object  '  the 
greatest  good  to  the  greatest  number. '  You  old  tfirriers,  like 
myself,  don't  expect  that  any  body  is  going  to  teach  us  a  lot — 
we  think  we  know  it  all — having  been  at  the  work  20  or  30 
years.  We  cannot  get  it  out  of  the  gray  matter  of  our  brains 
that  we  know  a  lot,  but  patronize  the  association,  help  the 
treasurer  by  your  annual  fee,  get  new  members,  and  having  got 
them,  help  them  to  become  good  solid  members. 

"I  think  we  should  all  look  around  and  put  the  best  ma- 
terial ahead  as  officers;  they  will  do  much  better  for  us  than 
the  poor  man. 

' '  The  poor  man  may  be  a  good  toiler,  but  the  brainy  man 


J.  C.  Van  Camp,  who  refused  to  stand  for  re-election 
to  the  Secretaryship. 

is  the  man  for  your  association.  Th  tn  your  association  will  con- 
tinue to  expand. 

' '  As  to  Legislation.  Some  of  us  oJd  fellows  wonld  hate  to 
take  an  examination.  I  certainly  would ;  but  should  my  son,  who 
is  attending  Hobart  College,  decide  to  become  an  embalmer,  he 
will  not  be  a  poor  one; but  a  good  one.  My  father  urged  me  to 
study  (I  didn't  know  the  difference  between  a  civil  engineer 
and  stationary  engineer),  but  I  wanted  to  get  to  work.  The 
young  fellows  following  in  your  footsteps  should  prepare  for 
examination.  Now,  gentlemen,  before  I  leave  there  is  one  thing 
I  want  to  urge  you  all  to  do  all  you  can  for  the  good  of  your 
association. 

' '  There  is  probably  not  a  man  sitting  in  the  room  who 
cannot  learn  something   from   this  convention. ' ' 

Gentlemen,  to  me  the  thoughts  expressed  by  Prof.  Genung 
as  I  have  read  them  to  you  should  be  of  service  to  us  all.  He  has 
spoken  from  experience,  and  we  all  must  admit  that  expenenee 
is  a  great  teacher. 

Following  up  this  international  exchange  of  thought,  when 
sen<ling  out  our  special  mailing  list,  I  took  the  trouble  to  look 
up  in  the  journals  the  address  of  the  different  Secretaries  of  the 
State  Associations  and  I  sent  them  each  a  booklet  programme, 
anrl  I  did  the  same  to  all  the  Canadian  associations.  This  was 
no  small  task,  but  I  feci  that  we  should  do  what  we  can  to  keep 
in  touoh  with  our  trade  or  profession  all  over  this  Dominion  and 
also  with  our  neighbours  to  the  south  of  us. 


I  received  a  very  nice  letter  in  answer  to  one  of  these  book- 
lets which  I  sent  to  the  President  of  the  North  American  Ci.n- 
ferenee  of  Embalmers'  Examining  Board.   (Reads  letter). 

While  personally  I  am  not  a  Commercial  Unionist,  1  am  a 
Prefessional  Unionist.  While  we  may  call  our  business  or  pro- 
fession a  dead  issue,  it  is  one  which,  if  not  properly  cared  for, 
affects  the  living  very  much,  and  becomes  a  very  live  issue. 

In  a  comparatively  new  country  like  ours,  reaching  from  the 
Atlantic  to  the  Pacific,  and  from  our  neighbours  to  the  South, 
to  the  North  Pole,  and  as  the  great  advantages  this  country  of- 
fers to  millicns  of  people,  we  have  only  to  open  our  e3'es  to  wit- 
ness the  incoming  of  multitudes  which  will,  in  a  very  few  years, 
make  this  one  of  the  greatest  countries  the  sun  shines  upon. 
I  sa.y  one  of  the  greatest.  We  consider  that  our  friends  to  the 
south  of  us  enjoy  the  distinction,  of  being  now  one  of  the  great- 
est nations  in  the  world,  and  we  feel  proud  that  our  borders 
stand  shoulder  to  shoulder  with  each  other,  and  may  we  in  this 
inofessiion  recognize  but  one  law,  and  that  of  proficiency,  and 
be  of  one  spirit,  antl  that  of  universal  brotherhood. 

We  are  pleased  to  have  Professor  Eckels  with  us  in  his  pro- 
fessional capacity  as  our  lecturer  and  denionstrator.  His  work 
in  the  school  this  last  week  and  yesterday  morning  has  been  most 
satisfactory,  and  it  is  not  necessary  for  me  to  say  that  we  are 
sure  thart:  during  the  sessions  of  our  convention  he  will  fully 
measure  up  to  our  expectations. 

There  is  a  local  matter  which  I  would  like  to  mention  before 
I  am  through.  We  have  near  our  city  what  is  called  International 
Mausoleum  Company,  Limited.  This  company  have  purchased 
about  100  acres  five  miles  from  our  city,  and  have  erected  one 
section  of  the  compartment  mausoleum.  This  is  the  first  of  the 
kind  built  in -Canada,  and  I  understand  it  is  a  very  fine  structure, 
and  well  worthy  of  inspection. 

A.  J.  H.  Eckardt,  of  the  National  Casket  Co.,  Toronto,  has 
asked  the  privilege  of  your  secretary  to  invite  all  our  members 
who  are  in  attendance  at  this  convention,  to  accept  h<  spitality 
of  the  above-named  firm,  and  to  be  at  the  Metropolitan  Railway 
Station,  Yonge  North,  at  4  p.m.,  Wednesday,  September  4th. 
Cars  will  be  waiting  to  convey  us  to  the  mausoleum.  On  each 
car  will  be  a  gentleman  who  will  call  your  attention  to  the  old 
historic  battle  grounds  of  1837.  This  will  be  a  very  pleasant 
outing,  and  I  feel  that  every  man  present  and  ladies  also  will 
acfept  this  generous  invitation  and  hospitality. 

T  would  like  very  much  if  this  convention  would  appoint  J. 
B.  Mcliityre,  of  St.  Catharines,  to  represent  this  association  at 
the  Conference  of  Embalmers'  Examining  Board,  to  meet  in 
Chattanooga,  on  October  2n,d  and  4th  next. 

The  President  has  made  reference  in  his  report  to  the  sad 
conditions  of  our  much  respected  friend  and  officer,  A.  Dodds. 
I  am  sure  we  all  join  in  heart-felt  sympathy  with  the  members 
of  his  family.  The  President  has  suggested  that  we  give  Mr. 
Dodds  the  honor  of  being  a  past  president,  but  the  only  way  I 
can  ?ee  we  can  do  so  will  be  to  elect  him  President  at  this  con- 
vention, and  the  First  Vice  will  do  the  work  of  the  president 
just  the  same  as  though  he  were  made  President.  The  President, 
in  his  address,  made  reference  to  the  unusual  disability  of  the 
mendjers  of  the  executive  during  the  past  year.  The  President 
especially  was  the  victim  of  many  calls  upon  his  not  too  robust 
constitution.  His  case  reminds  me  of  that  of  St.  Paul,  who  was 
in  peril  by  land  and  by  sea.  You  know  the  rest ;  however,  we 
aire  all  pleased  to  see  him  so  well  and  able  to  attend  to  his 
duties. 

I  trust  we  shall  have  a  most  successful  ci  nvention,  and  I  am 
sure  Prof.  Eckels  will  give  us  the  very  best  the  market  can  pro- 
duce. 

It  was  moved  by  Mr.  Greenwood,  seconded  by  ^Ir. 
Floyd,  that  the  Secretary's  report  be  referred  to  the 
.  committee  appointed  on  it. 

Money  in  the  Bank. 

Treasnrer  Coltart  read  his  report  and  showed  a  bal- 
ance in  the  bank  at  the  start  of  this  convention  of 
*1,179.61. 

It  was  moved  by  J.  K.  Shinn,  seconded  by  Mr.  Har- 
ris, that  the  report  be  adopted  as  read.  Carried. 

Visit  to  Mausoleum. 

Mr.  Van  Camp  then  read  an  invitation  from  A.  J.  H. 
Eckardt  to  visit  the  mansolenm  at  North  Toronto.  It 
was  tbong'ht  that  this  wonld  interfere  with  the  after- 
noon session.  Some  members  did  not  want  to  so  while 
others  thonght  it  wonld  be  a  good  thing.  After  con- 
siderable discnssion,  it  was  decided  to  start  the  after- 
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noon  session  at  1.30  instead  of  2  o'clock,  and  adjourn 
at  3.45. 

Mayor  Henry,  of  Siidbnry,  introduced  the  new  mem- 
bers and  in  a  few  words  expressed  his  g-ratification  at 
seeing  them  become  members  of  the  association,  and 
hoped  that  they  would  do  all  they  could  to  further  the 
work  of  the  organization  and  make  it  even  stronger 
than  it  is  now. 

Honor  for  Vice-President  Dodds. 

Mr.  Hopkins,  chairman  of  the  committee  on  the  Pre- 
sidenit's  address,  spoke  feelingly  of  the  serious  illness 
of  Vice-President  Albert  Dodds,  and  moved  that  the 
suggestion  in  the  President's  report,  re  creating  Mr. 
Dodcl's  a  Past  President  of  the  Association,  be  carried 
out.  He  wais  seconded  by  Harry  Ellis.  Then  followed 
a  warm  discussion. 

Mr.  Van  Oamp  thought  such  a  move  would  be  irre- 
gular. President  Robinson  said  he  had  looked  into  the 
matter  and  that  it  would  not  be  beyond  the  association 
to  make  such  a  move.    Mr.  Coltart  agreed  with  him. 


Prof.  H.  S.  Eckels,  Philadelphia,  whose  practical 
lectures  and  demonstrations  were  the  feature  of 
the  convention. 


Mr.  Burkhohler.  however,  was  very  much  in  sj^mpathy 
with  Mr.  Van  Camp's  attitude  and  sitated  he  was  a 
member  of  many  fraternal  organizations  and  had  never 
heard  of  such  a  thing  being  done.  After  more  discus- 
sion, the  motion  was  adopted  unanimously. 

Practical  Talk  on  Embalming. 

Professor  P]ck(^ls  then  gave  an  interesting  talk  on 
how  to  properly  embalm  the  entire  body  witli,out  the 
use  of  a  hollow  needle,  and  on  how  secretions  in  case 
of  pneumonia  may  be  removed  from  the  thoracic  cav- 
ity and  these  cavities  properly  embalmed  without  any 
puncture.  He  said  he  had  no  use  whatever  for  the 
trokar,  although  he  always  carried  one  or  more  in  his 
grip,  and  while  he  acknowledged  there  were  some  cases 
where  it  absolutely  had  to  be  done,  these  were  few  and 
far  between,  and  that  there  was  altogether  too  much 
"sitabbing"  being  done  in  the  embalming  business  to- 
day. 


Prof  Eckels  also  gave  a  demonstration  of  the  differ- 
ent methods  of  embalming  bodies  for  funeral  purposes, 
with  demonstrations  ^on  cadavers,  methods  that  should 
give  absolute  success  in  all  cases.  The  convention  was 
fortunate  in  securing  a  body  for  demonstration  pur- 
poses and  much  valuable  information  was  gleaned 
from  the  well-conducted  demonstrations  of  the  Pro- 
fessor. 

*    *  * 

WEDNESDAY  AFTERNOON. 

The  Professor  continued  his  talk  after  lunch  and 
gave  a  very  interCvSting  lecture  on  permanent  preserva- 
tion by  his  own  original  methods  and  without  the  use 
of  special  instruments  or  fluids  other  than  those  suited 
for  every  day  work. 

The  round  table  talk  had  to  be  cancelled  owing  to 
the  inability  of  Past  President  C.  N.  Greenwood,  Strat- 
ford, to  be  present.  This  is  always  one  of  the  best 
features  of  the  meetings  and  was  greatly  missed. 

The  trip  to  the  mausoleum  was  a  success  and  all  the 
members  who  took  advantage  of  it  reported  a  good 
time.  Several  special  cars  were  chartered  and  each  one 
was  in  charge  of  a  man  who  pointed  out  and  described 
all  the  historical  places  of  interest  along  the  route. 

^        ^  ^ 

THURSDAY  MORNING. 

The  first  business  on  Thursday  morning  was  the  re- 
port of  the  various  committees  on  the  different  reports. 
Past  President  Simpson  read  the  report  on  the  reports 
of  the  Secretary  and  Treasurer,  and  after  a  little  dis- 
cussion they  were  passed,  as  stated  above.  In  the  dis- 
cussion, Mr.  Edwards,  of  Grananoque,  pointed  out  that 
an  error  in  the  by-laws  did  not  provide  that  all  moneys 
received  by  the  Secretary  shall  be  handed  over  to  the 
Treasurer  immediately  on  the  closaof  the  convention, 
and  stated  that  he  thought  the  by-law  should  be  amend- 
ed. The  difficulty  now  is  that  the  revenue  that  comes 
in,  and  the  expenses,  are  spread  over  a  year.  To  pre- 
vent this,  he  thought  there  should  be  an  audit  of  the 
booltis  at  the  convention  and  a  certified  statement  of 
the  amount  on  hand  given  to  the  treasurer  to  be  placed 
in  the  bank  immediately  to  the  credit  of  the  ass.ocia- 
tion. 

Past  President  Greenwood,  chairman  of  the  commit- 
tee on  the  report  of  the  Executive,  moved  that  the  re- 
port be  taken  up  clause  by  clause.  Carried.  Clauses 
two  and  three  were  adopted  as  read.  Clause  five  as 
amended,  caused  a  little  discussion.  Mr.  Tees  thought 
it  might  not  be  convenient  for  one  or  more  of  the  mem- 
bers of  the  Executive  to  meet  at  the  same  time  and 
thought  they  should  arrange  to  hold  the  meeting  when 
all  could  be  present.   However,  the  clause  was  carried. 

Clause  6,  referring  to  the  appointment  of  auditors, 
was  p'assedi,  though  not  without  discussion.  Some  mem- 
bers wanted  t<o  know  why  auditors  were  not  necessary, 
and  Mayor  Henry  replied  that  the  committee  had  dis- 
cussed the  question  thoroughly  and  were  not  of  the 
opinion  that  such  a  move  was  necessary. 

Clause  7  was  adopted  as  read. 

Clause  8  caused  a  lot  of  discussion.  Mr..  Beckett  did 
not  think  this  a  move  in  the  right  direction.  He  stated 
the  aasociation  was  piling  a  lot  of  work  on  the  Secre- 
tary and  making  him  responsible  for  membership  and 
attendance  at  conventions.  He  might  work  hard  and 
not  get  the  nuuntxM-s  out  he  had  in  the  past,  and  it 
would  not  be  fair  to  ask  him  to  do  it.  He  thought  the 
association  was  big  enough  to  pay  the  Secretary  a  sal- 
ary. Mayor  Henry  said  the  committee  had  gone  into 
the  mtitter  thoroughly  and  pointed  out  the  large  nnin- 
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ber  of  members  there  were  in  arrears,  and  he  was  of 
the  opinion  that  there  were  but  few  of  these  who  could 
not  be  got  if  gone  after  in  the  right  manner. 

It  was  moved  by  Mr.  Greenwood,  seconded  by  Mr. 
Webb,  that  the  whole  report  be  adopted.  Carried. 

Removing  Dropsy  Secretions. 

Prof.  Eckels  gave  a  demonstration  of  his  own  man- 
ner of  Avork,  whereby  dropsy  secretions  may  be  re- 
moved from  the  limbs  Avithout  leeching  or  puncturing 
the  skin  in  any  manner,  and  how  such  limbs  may  be 
successfully  embalmed  and  thoroughly  disinfected  so 
that  they  will  not  give  off  any  offensive  odor  or  liquid 
secretions  at  any  future  time.  He  stated  that  he  had 
secured  excellent  results  by  elevating  the  limbs  and 
allowing  the  vein  tube  to  remain  in  the  axilliary  vein 
and  drain  from  the  body.  If  the  vein  tubes  are  open 
and  the  loAver  limbs  elevated,  and  the  head  rest  raised 
four  inches,  it  Avill  not  permit  the  water  to  go  to  the 
head.  Rubber  bands  oppose  easy  circulation  of  the 
fluid  and  prevent  preservation  and  cause  skin-slip.  The 
Professor  pointed  out  that  skin-slip  may  occur  six  or 
eight  hours  after  death.  In  every  human  body  there  is 
90  per  cent,  of  moisture,  leaving  but  10  per  cent,  of 
solid  material.  In  dropsical  cases  this  is  more.  This 
means  that  in  cases  of  this  kind,  the  SAvelling  of  the 
tissues  must  be  removed.  To  drain  the  water  during 
the  injection  of  the  embalming  fluid  is  the  best  way  of 
all.  While  this  takes  more  time,  it  is  better.  It  is  well 
in  the  embalming  of  every  body  to  use  sponges  and 
lower  the  entire  body  at  intervals  to  stimulate  the  cir- 
culation and  force  the  blood  from  the  adjoining  parts. 

"SJ" 

DR.  J.  W.  S.  McCULLOUGH  ON  BURIAL 
REGULATIONS. 

President  Robinson  intiodueed  Prof.  McC'ullough,  of  the  Pro- 
vincial Board  of  Health,  who,  after  thanking  the  members  for 
the  splendid  reception  given  him,  referred  to  the  splendid  man- 
ner in  vehieh  the  funeral  directors  of  the  province  had  responded 
to  the  nevr  rules  of  the  Board  of  Health.  Since  the  new  nde 
respecting  the  registrations  of  deaths,  in  one  month  the  under- 
takers reported  .50  per  cent,  more  eases  than  the  registrar-general 
showed. 

New  regulations  have  been  made  regarding  the  burial  and 
transportation  of  the  dead.  In  the  past,  no  one  who  has  died 
of  such  diseases  as  smallpox,  diphtheria,  scarlet  fever,  etc.,  could 
be  transported  by  either  boat  or  railway.  This  entailed  consid- 
erable hardship  and  Mr.  MeCullough  knew  of  one  case  where  a 
little  Jewish  girl,  whose  home  was  in  Toronto,  had  died  of 
diphtheria  in  an  outlying  town.  The  Jews  are  very  particular 
about  seeing  that  tieir  people  shall  be  buried  in  ground  con- 
secrated by  their  Rabbis  a:nd  the  parents  of  this  little  girl  were 
in  a  quandary  to  know  what  to  do.  They  finally  had  to  drive 
the  body  over  100  miles  to  bring  it  to  Toronto.  Now,  however, 
the  rules  have  been  modified  to  read  as  follows: 

1.  The  body  of  any  one  who  ha.s  died  of  smallpox,  scarlet 
fever,  measles,  diphtheria,  croup,  bubonic  plague,  cholera,  epi- 
demic cerebro-spinal  meningitis  ot  epidemic  anterior  polio-myeli- 
tis, shall  be  interred  forthwith  except  as  hereinafter  provided, 
and  in  no  case  shall  exposure  of  the  body  be  allowed  or  a  pub- 
11;    funeral  held. 

2.  The  body  of  any  one  who  has  died  of  smallpox,  scarlet 
fever,  measles,  diphtheria,  croup,  bubonic  plague,  cholera,  epi- 
demic cerebro-spinal  meningitis  or  epidemic  anterior  polio-myeli- 
tis, shall  in  no  cape  be  transported  by  railway,  boat  or  other 
public  conveyance  unless  .such  body  has  first  been  completely 
wrapped  in  a  sheet  wrung  out  l-in-.500  bichloride  of  mercury  and 
enclosed  in  an  hermetically  sealed  coffin  to  the  satisfaction  of 
the  Medical  Officer  of  Health,  whose  certificate  to  this  effect 
shall  ap])ear  upon  the  outside  of  the  coffin.  The  coffin  must  not 
subsequently  be  o()ened. 

3.  The  body  of  any  one  who  has  died  of  any  of  the  aforesaid 
diseas(>s  shall  not  be  disinterred  for  any  -reason  except  by  the 
order  of  the  Atterney-Oeneral,  unless  for  purposes  of  transporta- 
tion or  re-interment  within  Ontario,  in  which  case  the  precautions 
named  in  Rejfulation  2,  must  be  complied  with  under  the  super- 
vision and  with  the  ccmsent  of  the  Medical  Officer  of  Health. 

4.  The  body  of  any  one  who  has  died  of  any  other  than  a 
communicable  disease  may  be  transported  or  disinterred  for  in- 


terment or  re-interment  under  the  certificate  of  the  Medical  Officer 
of  Health. 

This  means  that  any  body  may  be  transported  or  disinterred 
if  all  these  regulations  have  been  complied  with  and  the  un.ler- 
taker  has  the  certificate  of  the  local  Officer  of  Health.  Prof. 
MeCullough  said,  however,  that  any  railroad  or  steamboat  com- 
pany might  refuse  to  transport  a  body  even  in  spite  of  this, 
but  that  he  could  not  see  why  they  should  do  so  if  the  rules 
w^ere  thoroughly  carried  out. 

A  question  was  asked :  "  Is  it  necessary  to  disinfect  a  house 
where  communicable  diseases  have  been?"  The  speaker  referred 
the  questioner  to  page  29,  Regulation  10  of  the  Bulletin,  which 
reads  as  follows:  "In  the  case  of  death,  removal  or  recovery  of 
a  person  suffering  from  tubercolosis,  it  shall  be  the  duty  of  the 
Medical  Officer  of  Health  to  provide  that  the  residence  of  such 
patient  shall  be  thoroughly  and  eflHciently  disinfected  and  renovat- 
ed at  the  cost  of  the  owner  before  any  person  is  allowed  to  oc- 
cupy such  residence. ' ' 

*     *  * 

FINANCE  COMMITTEE'S  REPORT. 

Past-President  Simpson  presented  the  report  of  the 
Finance  Committee.     It  read  : 

We,  3'our  Finance  Committee,  have  examined  the  books  and 
vouchers  of  the  Secretary  and  Treasurer  and  find  them  to  be 
correct,  showing  a  balance  in  the  hands  of  the  Treasurer  of 
$1,179.61.  covering  receii)ts  up  to  Sept.  8th,  1911,  and  expendi- 
ture up  to  August  20th,  1912. 

We  desire  to  compliment  the  Secretary  on  the  complete  and 
comprehensive  report  which  he  submitted,  showing  in  detail  the 
source  of  our  revenue,  whether  it  was  dues  for  the  current  year, 
arrears  of  dues,  new  membership  fees,  or  fees  for  attendance 
at  the  school.  This  is  information  which  we  believe  is  due  the 
Association,  and  would  recommend  that  the  Secretary  here- 
after submit  a  report  of  this  nature  each  year. 

Owing  to  the  large  amount  of  cash  received  during  each  con- 
vention, we  would  recommend  that  an  audit  be  made  and  sub- 
mitted just  before  the  close  of  each  annual  meeting,  and  that 
all  moneys  be  handed  over  to  the  Treasurer  promptly,  to  be 
placed  by  him  in  a  savings  account  in  a  chartered  bank  to 
the  credit  of  the  Canadian  Embalmers'  Association. 

All  of  which  is  respectfullv  submitted. 

T.  E.  SIMPSON. 
J.  G.  FROST. 
WM.  EDWARDS. 

*     #  * 

REPORT  ON  BY-LAWS 

The  Committee  on  by-laws  recommended  that  amend- 
ments be  read  as  follows  : 

We  recommend  that  By-laws  be  amended  to  read  as  follows: — 

2.  "And  the  officers  of  the  Association  shall  consist  of  Presi- 
dent, immediate  Past  President,  1st  Vice,  2nd  Vice,  Secretary 
and  Treasurer." 

This  recommendation  was  adopted. 

3.  "The  Executive  shall  make  arrangements  for  holding  the 
annual  meeting  at  the  time  and  jilace  ordered  according  to 
resolution  of  the  Association,  and  that  a  clause  be  added  to 
No.  3,  that  the  Executive  shall  meet  the  day  previous  to  and 
the  day  after  our  annual  convention,  and  the  President,  1st 
Vice  and  Secretarj'  shall  be  a  Convention  Program  Committee." 

This  also  was  adoi)ted. 

7b.  "Any  person  who  is  not  in  business  as  an  undertaker 
who  shall  furnish  the  Association  with  a  declaration  signed  by 
a  qualified  undertaker,  that  he  has  had  six  months'  experience 
as  an  undertaker's  assistant,  sliall  be  eligible  to  become  a 
member  of  this  Association  on  payment  of  a  fee  of  $10,  and 
shall  be  entitled  to  attend  all  meetings,  lectures  and  demon- 
strations of  this  Association,  and  upon  passing  an  examination 
l>efore  the  Examining  Board  of  this  Association  and  paying  a 
further  sum  of  five  dollars,  shall  be  entitled  to  a  diploma  after 
having  completed  two  years'  service  with  a  qualified  under- 
taker. ' ' 

By  this  it  will  get  over  the  difficulty  of  a  young  man  not 
being  able  to  join  the  Association  until  he  has  had  tw-o  years' 
experience.  Mr.  Hopkins  objected  to  a  young  man  being 
charged  $10  at  the  start.  He  thought  that  if  a  fellow  had 
been  with  an  undertaker  for  six  months  and  was  desirous  of 
attending  the  lectures,  he  should  pay  $o  on  attending  the 
Association  meetings  and  $10  when  he  succeeds  in  getting  his 
diploma.  Mr.  Simpson  ]iointed  out  that  if  the  Association  did 
this  and  the  Government  appointed  an  Examining  Board,  a 
young  man  would  rather  try  the  Government  examination  and 
would  not  come  to  the  Association  for  a  diploma.  However, 
the  amendment  stood  as  written  in  the  report. 

11.  "It  shall  be  the  duty  of  the  Secretary  to  attend  all  meet- 
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iugs  of  the  Association  and  keep  a  record  of  its  proceedings. 
He  shall  also  keep  the  account  between  the  Association  and  its 
members  and  pay  over  all  moneys  received  by  him  to  the  Treas- 
urer forthwith,  taking  his  receii)t  for  the  same.  For  his  ser- 
vices he  shall  receive  a  saJary  of  $1.50  per  year." 

12.  "It  shall  be  the  duty  of  the  Treasurer  to  take  charge 
of  the  funds  of  the  Association  and  deposit  the  same  forthwith 
in  a  savings  account  in  a  chartered  bank  to  the  credit  of  the 
Association,  and  pay  all  orders  drawn  upon  him  by  the  Presi- 
dent, countersigned  by  the  Secretary.  He  shall  submit  his 
account  to  the  annual  meeting  and  the  same  shall  be  referred  to 
the  Finance  Committee  for  the  jmrpose  of  auditing  the  same. 
Security  shall  be  obtained  by  the  Association  by  placing  the 
Secretary  and  Treasurer  in  a  guarantee  company." 

C.  N.  GREENWOOD. 

J.  G.  HENEY. 

J.  A.  DONALDSON. 

MEAFOED  WEBB. 

#     *  * 

THURSDAY  AFTERNOON. 

The  election  of  officers  for  the  ensuing  year  took 
place  immediately  after  lunch, 'and  resulted  as  follows: 

Past  Presidents — Albert  Dodds,  Toronto,  and  J.  H. 
Robinson,  Hamilton. 

President — Newton  J,  Boyd,  Mitchell. 

1st  Vice-President — Mayor  J.  G.  Henry,  Sudbury. 

2nd  Vice-President — Wm.  Edwards,  Gananoque. 

Secretary— F.  W.  Matthews,  243  Spadina  Ave.,  To- 
ronto. 

Treasurer — A.  R.  Ooltart,  Chatham. 
Sessional  Financial  Secretary — N.  B.  Cobbledick,  To- 
ronto. 

J.  C.  Van  Camp,  Toronto,  was  appointed  to  the  Board 
of  Examiners,  to  replace  N.  J.  Boyd,  who  was  elected 
to  the  presidency. 

The  installation  of  officers  then  took  place  amid  much 
enthusiasm,  and  each  one  thanked  the  members  for  the 
honor  they  had  conferred  upon  them  by  electing  them 
to  hold  office. 

Versatile  Mr.  Eckardt. 

Towards  the  close  of  the  isession,  the  audience  was 
favored  with  vocal  selections  from  E.  Hopkins  and  A. 
R.  Coltart,  with  Harry  Ellils  as  accompanist.  A.  J.  H. 
Eckardt,  of  the  National  Casket  Co.,  Toronto,  when 
called  upoin  for  a  sooig,  stated  he  bad  a  cold  but  would 
do  a  dance  instead,  and  proceeded  to  "turkey  trot" 
around  the  room.  He  afterwards  spoke  a  few  words 
in  which  he  congratulated  the  association  on  the  splen- 
did ppogreSiS  it  was  making,  and  hoped  that  each  suc- 
ceeding year  would  bring  forth  many  new  members  till 
the  association  was  the  biggest  on  the  American  con- 
tinent. 

Silver  Tray  for  Mr.  Robinson. 

The  convention  waJS  brought  to  a  fitting  close  when 
Past  President  Simpson  presented,  on  behalf  of  the 
officers  atui  mendiers  of  the  association,  retiring  presi- 
dent J.  II.  Robinson  with  a  handsome  silver  tray. 

Mr.  Robinson  replied  in  a  few  well-chosen  words  and 
said  it  would  always  be  a  reminder  of  the  pleasant  year 
he  had  while  president  of  The  Canadian  Embalmers' 
Association. 

«    *  • 


R.  U.  Stone,  Toronto. 

W.   H.  Stone,  Toronto. 

A.  J.  Thomson,  Erin. 

Chas.  R.    HoUon,  Toronto. 

N    J.   Boyd,  Mitchell. 

V.  J.  Mongeau,  St.  Hyacinthe. 

A.  R.  Coltart,  Chatham. 

N.  B.  Cobbledick,  Toronto. 

W.   Wallace,  ("omher. 

S.    l^athcrland.  Schomberg. 

E.   M.vles,  WalkiTton. 

Chas.   Pcttiplace,  Walkerton. 

Jno.   A.  Robinson,  Newbury. 

W.  W.  White,  Bracebridge. 


Fied  Fischer,  Elora. 

William   Thomson,  Fergus. 

A.  W.  Barlctt,  Toronto. 

VV,  W.  l>ewis.  Mount  Forest. 

Moirison  Si  McPhail,  Kincardine 

.Ino.  F.  Schuett,  Mildmay. 

.Ino.  D.  Schuett,  Cargil. 

(J.    W.   Sutherland,  Welland. 

W.    H.    Harper,  Watford. 

.\.  M.  Ffiimilton,  Gorrie. 

T    A.  Matthews,  Toronto. 

J.    O.    Reid.  Princeton. 

.\.  S.  Pieton,  Toronto. 

T.  G.  Car.scallen,  Napanee. 


W.  B.  Moshier,  Lion's  Head. 

Wm.  Floyd,  Fort  Frances. 

E.  J.  Downs,  Hepworth. 

J.    Paul,  Feversham. 

Geo.  L.  Phillips,  Sarnia. 

E.    S.   Lorriman,  Inwood. 

J.  H.  Summerfeldt,  Mt.  Albert. 

J.  A.  Long,  Fevesham. 

Wm.  L.  Phillips,  Sarnia. 

Chas.  E.  Addison,  Otterville. 

T.   C.    Gilmoure,  Spencerville. 

A.  L.  Beamish,  Pembroke. 

Wm.  Beamish,  Pembroke. 

A.  J.  Hoople,  Maxville. 

Jas.  Farrar,  Tweed. 

A.  A.  Farrar,  Tweed. 

Ernest  E.   Bolton,  Toronto. 

W.  G.  Burrows,  Chatham. 

S.   Harris,  Streetsville. 

J.  H.   Shinn,  Waterloo. 

Wm.   Edward,  Jr.,  Gananoque. 

C.  J.   Heaslip,  Hagersville. 
J.  A.   Phelan,  Arthur. 

W.  N.  Brien,  Sherbrooke. 
T.  E.  Simpson,  Soo. 
J.  G.  Henry,  Sudbury. 
A.  A.  Jackson,  Sudbury. 
E.  S.  Golden.  Toronto. 

E.  Hopkins  Burial  Co.,  Toronto. 
Jas,  A.  Cain,  Lindsay. 

A.  AV.  Hale.  Granby,  Que. 
W,  L.  Heath,  Wallaceburg. 
Jas.  M.   Taylor,  Tillsonburg. 
J.  A.  Donaldson,  Caledon  East. 
Meaford  Webb.  Ban-ie. 
William  Jones,  Odessa. 
Miss  G.  Martyn,  Kincardine. 
Miss  Ida  C.  Ronan,  Kingston. 

D.  A.  Benesteel,  IngersoU. 
Hugh  Walker.  Port  Hope. 
W.  H.  Santon,  Strathroy. 
Frank  Smith,  Strathroy. 
R.  G,  Freeman,  Prescott. 

A.  Fitzgerald,  Prescott. 
Chas.  Dunham,  Aurora. 
H.    Strasler,  Aurora. 

H.   Ellis,  Toronto. 

Fred  Skinner,  Schomberg. 

J.   B.  Martyn.  Ripley. 

H.  Louis  Brown.  Dundas. 

F.  P.   Morris.  Bowmanville. 
Jas.   Baird,  Plattsville. 
Wm.   Harmer,  Cobalt. 

J.   J.   Marsh.    Smith's  Falls. 
C.    R.   Woodburn,  Ottawa. 
J.    Cummings,  Hazeldean. 
S.   S.  Corbett,  Kingston. 
J.  S.  Torrance,  Brampton. 

F.  J.  Martyn.  North  Bay. 
W.   Hutchinson,   North  Bay. 
P.  R.  Williams,  St.  Thomas. 

E.  C.  Williams,  St.  Thomas. 
Chris.   Dreisinger.  Elmira. 
Geo.   Dreisinger.  Eilmira. 

J.  C.  VanCamp.  Toronto. 

S.  F.  L.  McMurtrv,  Midland. 

J    N.   Burkholder.  Stouffville. 

B.  W.  H.  Love.  Stouffville. 
Reynolds  &  Son.  Bethany. 
Wm.   H.  Bunt.  Flesherton. 
J.   C.  McMoin.  Dorchester. 
Joseph  Brophey,  Goderich. 

A.  Hunt.  Dorchester. 

C.  M.  Howard,  Hastings. 
E.  .1.  Humphrey.  Toronto. 

E.  James  Humphrey.  Toronto. 

I.  B.  Mclntyre,  St.  Catharines. 
J,  A.  Barminster,  St.  George. 
C.  Miller.  Ayton. 

J    Hammer.  Neustadt. 
M.    Barkholder.  Woodbridge. 
Fred   Scott.  Woodbridge. 
A.  G.  Schreiter.  Berlin. 

G.  W.  C.  Graham.  Toronto. 
T  evi   Seibert,  Berlin, 

H.  B.    Dell.  Ridgeway. 

A.   T.   McDonald,  Stayner. 
Brady  •     Harris,  Ottawa. 
Roger    Wilson,  Chatsworth. 
John  Bell,  Vesboro. 
W.  W.   Tait.  Parkhill. 
A.  M.  Mitchell,  Guelph. 
A^'^    G.  Watson.  Priceville. 
G.  L.  Watson,  Walters  Falls. 
Max   McPherson.  Delhi. 

Henderson.  Drayton, 
ciias.  S.  Clarke.  Ottawa. 
Richard  Tees,  Montreal. 
Roll  J.  Reid,  Kingston. 


Thos.  D.  O'Connor,  Renfrew. 

D.   Clark,  Orillia. 

Thos,   Ronen,  Kingston. 

C.  R.   Turner,  Milton. 

John  P.   McCammon,  Paris. 

G.  W.  Sponenburgh,  Melbourne. 
W.  Marsh  &  Sons.  Iroquois. 

A.  K.  Dillane,  Palmerston. 
C.   N.   Greenman,  Stratford. 
N.  A.  Johnson,  Geeleys  Bay 
C.  L.  Farster,  Parkhill 
N.   McPhee,  Parkhill. 

C.  Haskett,  Lucan. 

D.  P.  Fry,  Dunnville. 
Jas.  McFarquhar,  Toronto. 
Jno.   Ij-vin,  Campbellford. 

J.  W.  Theaker,  Mount  Albert. 

H.  B.  Beckett,  Brantford. 

F.  G.  Wilcox,  Waterford. 
Era   Green,  Hamilton. 
Geo.    C.    Byny,  Bobcaygeon. 
L.  N.  Phippen.  Sarnia. 
Fred  A.  Wray.  Montreal. 

E.  G.  Cross,  Stratford. 

H.  W.  Mann,  Coumington. 
Norman  A.  Craig,  Toronto, 
Wm.  G,  Osborne,  Warkworth. 
J.  W.  Palmer,  Richmond  Hill 
J.  C.  Pattison,  Port  Elgin. 
A.  W.  George  &  Son.  Port  Hope. 
Roy  E.  Boughner,  Brampton. 
Harvey  V.  Ciawford,  Brampton 
A.   E.   Maynes,  Toronto. 
John  T.  Ferguson.  Leamington. 
J.  F.  Varcen  &  Slater,  Water- 
town. 

Wm,  Findlayson,  Paris. 

H.  R.  Marston,  Paris 

J.  C.  Marlatt,  Grim.sbv. 

T.   H.   McKilleys,  Brampton. 

R.  Nageut,  Lindsay. 

Fred  W.   Keller,  ihger.soll. 

M.  Morse,  Niagara  Falls. 

W.   N.   Knechtel,  Toronto. 

M.  P.  Brown,  Brantford. 

G.  A.  Winterstein.  Zephyr. 
Geo.  Thompson,   Port  Dover. 
W.  B.   Thompson,  Port  Do\'it. 
R.  A.  Breckenridge.  Owen  So\ind 
A.  McPhail,  Bothwell. 

M.  E.  Tangney.  Lindsay. 

G.  J.  Lawrie,  Maple. 

H.  E.  Caulfleld.  Aylmer. 
N.  J.  Smith.  London. 
James  A.  Taylor.  Sutton, 
.lames  Dunfold. 

N.  L.  Brandon,  St.  Marys. 
S.  A.  Hewitt,  Mitchell. 
Alex  Lang,  Kirby. 
J.  H.  Robinson.  Hamilton. 
R.  Moffatt.  Toronto. 

F.  Slaught.  W^ellandport. 
A    J.  Thorpe.  Haileybury. 
John   Leech,   St.  Thomas. 
J.   G.   Scarron.  Tara. 

G.  H.    Hetherington,  Langton. 

H.  W.  Brown,  Toronto. 
J.  Stanley  Chellew,  BIyth. 
W.    R.   Dixon.  Sprucedale. 
Harry  .1.  McKenzie.  IngersoU. 
Geo.  W.  Still.  Simcoe. 

J.  A.  Mundell,  Markdale. 
Fred  J    Cullen,  West  Lorne. 
O".  Reid.  Kincardine. 
.T.  A.  Munro,  Glencoe. 
Jas,  M.  Logan.  Parry  Sound. 
.Adolphus    Staples,  Ingersnll. 
.\rthiir  Payne,  Cardinal. 
G.   Stanley  Robinson.  Hamilton. 
M.    S.    Bedfoi-d  Hamilton. 
Matthew  Whiting.  Brantford. 
Arthur  F.  Searight,  Norwood. 
Samuel  W.   Wellsford.  Toronto 
Henry  Gauthier,  Ottawa. 
Fred  Windover,  Frankford. 
A.   W.  Birch,  Lonsdale. 
Rov  Rogers,  Stratford. 
Chas.   M.  G.  Smith.  Barrie. 
Walter  S.   Fenwick,  Enterprise. 
Wm.  S.  Curtis.  Havelock. 

F.  O.    Cu.ndell,  Hamilton. 
Frank   Kilkenny.  Bradford. 
Wm.  Wetalun.  Glencoe. 

G.  EilbeCk,  Newcastle. 
J.  Werlich,  Preston. 

W.   A.   Wright.   Richmond  Hill. 
S.  H.  HOifmann.  Simcoe. 
J    L.  Licksel,  Belleville. 


THOSE  WHO  REGISTERED  AT  CONVENTION. 


*    *  * 

NEW  MEMBERS  OF  THE  PROFESSION. 

The  .second  annual  School  of  Embalming,  run  in  con- 
nection with  the  Canadian  Enibalniers'  Association, 
was  held  in  Toronto  the  week  previous  to  the  Miinini' 
meeting  of  the  association.  Prof.  Eckels  of  Philadcl 
phia,  conducted  the  classes,  and  it  is  excellent  test' 
monial  to  his  work  when  it  is  considered  that  of  ..he 
'.^f)  who  tried  the  examinations,  only  three  failed  to 
(luality.    The  Professor  certainly  conducted  his  work 
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in  a  most  able  manner  and  the  way  "the  boys"  res 
ponded  to  his  teaching  is  most  gratifying.  When  prais- 
ing Mr.  Eckel's  work,  one  must  not  forget  the  assist- 
ance given  him  by  R.  U.  Stone,  of  Toronto.  Mr.  Stone 
took  the  class  several  times  and  all  the  members  are 
higii  in  their  praise  of  the  work  done  by  him. 

This  school  is  a  greait  boon  to  the  young  men  about 
to  enter  the  undertaking  field.  It  costs  very  little  to 
take  the  course,  it  comes  at  a  most  convenient  time 
and  at  a  time  when  special  rates  are  giiven  by  all  the 
railroads.  Then,  too,  the  young  fellows  get  the  bene- 
fit of  the  teaching  of  the  most  able  men  in  the  pro- 
fession, besides  hearing  the  experiences  of  old  men  in 
the  undertaking  business.  It  is  the  purpose  of  the 
association  to  continue  this  good  work  and  no  young 
assistant  could  spend  time  or  money  to  better  advan- 
tage than  to  take  this  course. 

Those  Avho  passed  the  Board  of  Examiners  this  year 
are  as  follows: — 

G.  Arthur  Payne,  Cardinal. 

W.  R.  Dixon,  Sprucedale. 

J.  Mundell,  Markdale. 

M.  S.  Bedford,  Hamilton. 

Harry  J.  Mackenzie,  Ingersoll. 

A.  A.  Farrar,  Tweed. 

Stanley  Robinson,  Hamilton. 

MathcAv  Whiting,  Cainsville. 

Herbert  W.  BroAvn,  Toronto. 

A.  W.  Burtch,  Lansdowne. 

Jos.  A.  Munroe,  Glencoe. 

W.  S.  Fenwick,  Enterprise. 

Wm.  Wehlam,  Glencoe. 

Geo.  W.  Stitt,  Simcoe. 

Henri  Gauthier,  Ottawa. 

O.  J.  Reed,  Kincardine. 

Fred  A.  Windover,  Frankford. 

Arthur  Searight,  Norwood. 

E.  J.  DoAvns,  Hepworth. 

John  F.  Schuett,  Mildmay. 

Rov  Rogers,  Stratford. 

S.  *A.  Hewitt,  Mitchell. 


B.  C.  FUNERAL  DIRECTORS  MEET  OCT.  1. 

The  first  annual  convention  of  the  British  Columbia 
Funeral  Directors'  and  Embalmers'  Association  will  be 
held  in  Vancoiiver  from  October  1  tO'  4,  during  the  Pro- 
vincial Fair  at  New  Westminster. 

A  prominent  lecturer  has  been  engaged,  and  a  most 
successful  meeting  is  anticipated. 

Mr.  A.  E.  Harron,  Vancouver,  B.C.,  is  president,  and 
Dr.  H.  H.  Hotson,  of  New  Westminster,  B.C.,  is  secre- 
tary and  treasurer. 


MARITIME  FUNERAL  DIRECTORS  MEET. 

The  annual  meeting  of  the  Maritime  Funeral  Direct- 
ors' Association  was  held  in  St.  John,  N.B..  during 
the  fir.st  week  in  September,  when  the  following  offi- 
cers were  elected  for  the  ensuing  year: — 

John  Snow,  Sr.,  Halifax,  President. 

A.  A.  Tuttle,  Moncton,  Vice-President. 

D.  L.  McKinnon,  P.  E.  Island,  Vice-President. 

A.  B.  Lauder,  Hillsboro,  Secretary. 

J.  C.  Olive,  Truro,  Chaplain. 

During  the  meeting  greetings  were  extended  to  Mr. 
E.  J.  11.  Eckardt  of  the  National  Casket  Co.,  Toronto, 
for  the  many  courtesies  extended  by  him  to  the  asso- 
ciation. 

It  was  decided  to  hold  the  next  convention  at  Hali- 
fax. 


Gossip  of  the  Profession 


Mesisrts.  Whitehead  &  Ripson,  of  the  Dominion  Cas- 
ket Co.,  have  purchased  a  factory  in  Guelph.  Ont.,  from 
the  Canadian  Furniture  Manufacturers  for  the  pur- 
l>ose  of  making  caskets  and  undertakers'  supplies. 

W.  A.  Graham  has  started  in  the  undertaking  busi- 
ness at  Plainfield,  N.S. 

The  Steel  Grave  Vault  Co.,  Gallion,  Ohio,  has  offered 
to  put  up  a  factory  at  St.  Thomas.  Ont.,  in  consider- 
ation of  a  free  site. 

Twelve  wives  of  undertakers  sat  on  a  coroner's  jury 
at  Lodi,  Cal.,  and  decided  that  a  Japanese  had  died 
from  natural  causes.  They  were  the  wives  of  delegates 
to  the  convention  of  Funeral  Directors'  Association, 


John  Snow,  Halifax,  President  of 
the  Maritime  Funeral  Directors 
Association. 


now  in  convention  at  Stockton.  Lodi  entertained  the 
delegates,  and  in  deference  to  the  women,  Coroner  Wal- 
lace allowed  them  to  sit  on  the  jury. 

Mr.  Edgett,  of  the  National  Casket  Co.,  Oneida,  N.Y., 
was  the  guest  of  Mr.  Eckardt  for  a  few  days  during 
the  Fair. 

J.  J.  Ryan,  Jr.,  of  Ryan  &  Sons,  Arthur  St.,  Toronto, 
was  married  on  Tuesday,  September  17.  to  Miss  Mc- 
Gowan,  also  of  Toronto. 

John  Moody,  of  Moody  &  Son,  funeral  directors, 
West  Selkirk,  Man.,  has  returned  home  after  a  six 
weeks'  visit  to  B.  C.  coast  points,  Seattle  and  Portland. 
Mr.  Moody  visited  these  points  three  years  ago. 
and  was  surprised  at  the  growth  and  progress  made 
in  the  B.  C.  coast  cities. 

John  Gillies,  Huntingdon,  B.C..  has  started  in  the  \m- 
dertaking  business. 

W.  J.  Walton,  manager  for  Campbell  Bros..  Vernon, 
B.C.,  has  returned  home  after  a  six  Aveeks'  visit  to  the 
East. 

G.  E.  McPherson,  manager  for  A.  M.  Shaver,  fxineral 
director,  Calgary,  hais  returned  home  after  a  month's 
holidays  in  the  East. 

J.  S.  Crowell,  of  Nakusp,  B.C.,  has  started  in  the  un- 
dertaking business  at  that  place. 

George  B.  Thomson,  of  Thomson  &  Morrison,  funer- 
al directors,  Fernie,  B.C.,  was  recently  married  to  one 
of  Fernie' s  most  popular  young  ladies. 
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Exhibits  of  Supplies  at  Toronto 

THE  GLOBE  CASKET  COMPANY. 

The  Globe  Casket  Company,  London,  Ont.,  opened 
temporary  show  rooms  at  359  Yonge  Street  for  their 
exhibit  during  the  Embalmers'  convention  and,  al- 
though somewhat  crowded  for  space,  had  a  most  cred- 
itable display  'of  some  choice  selections  from  their  ex- 
tensive line  of  caskets  and  undertakers'  supplies.  _ 

In  polished  caskets  they  exhibited  some  very  fine  lines 
in  mahogany  and  quarter-cut  oak  and  solid  oak.  One 
particularly  attractive  ease  was  a  quarter-cut  oak,  Col- 
onial Column  style,  and  trimmed  with  best  Liberty 
satin.  They  also  have  the  same  design  handsomely 
finished  in  solid  walnut. 

They  exhibited  another  pretty  Colonial  design  in 
couch  style  in  grey  silk  plush  finish  and  trimmed  in 
Liberty  satin. 

A  pretty  polished  casket  much  admired  by  the  trade 
was  a  solid  oak,  drop  front,  couch  style  with  white 
embossed,  marceline  lining.  Other  features  of  the  ex- 
hibit were  a  grey  couch  casket  trimmed  in  Liberty 
satin,  grey  French  lace  all  over;  a  fairy  couch  trimmed 
in  best  silk  merceline,  grey  and  white  lining;  a  black 
cloth  canopy  couch,  with  best  Liberty  satin  interior, 
and  a  very  neat  and  pretty  child's  canopy  couch  cas- 
ket in  white  plush  with  Liberty  satin  interior  and  hand- 
worked colored  embroidery. 

The  Globe  Company  had  a  large  assortment  of  cas- 
ket hardware  displayed  in  plush  cabinets,  and  includ- 
ed all  newesit  ideas  in  des^ign  and  finish.  Among  the 
new  lines  were  extension  and  short  handles  in  French 
grey  and  Old  English. 

They  also  exhibited  a  complete  line  of  society  em- 
blems, name  plates,  etc..  in  silver  and  other  finishes. 

This  firm  are  very  strong  in  robes,  suits  and  linings, 
and  exhibited  many  excellent  pieces.  Their  handsome 
grey  silk  ladies'  suits  were  very  fine  selections  and 
much  admired. 

The  Globe  Casket  Co.  pride  themselves  on  the  fact 
that  their  entire  exhibit  was  manufactured  in  their 
own  factory  at  London  where  they  have  increased  the 
capacity  in  many  departments  to  supply  the  increas- 
ing demand.  The  casket  hardware  department  has 
recently  been  doubled. 

During  the  London  Fa,ir  the  company  exhibited  their 
full  line  in  their  permanent  show  rooms,      where  a 
goodly  number  of  undertakers  from  Western  Ontario 
visited  them. 


EVEL  CASKET  CO.'S  SHOWING. 

The  Evel  Casket  Co.,  Limited,  Hamilton,  Ont.,  held 
an  excellent  display  in  temporary  show  rooms  at  8-10 
Wellington  St.  E.,  Toronto,  during  the  time  of  the 
Canadian  National  Exhibition.  This  consisted  of  cas- 
kets, in  solid  mahogany,  solid  oak,  birch  mahogany  and 
covered  caskets  in  oak  and  mahogany.  Casket  hard- 
ware, robes,  linings  and  crepes  als'o  were  shown  in 
wide  range. 

Three  lu^w  lines  of  caskets  were  on  view,  the  feature 
of  which  was  a  massive  solid  mahogany,  lined  with 
Liberty  satin.  Another  solid  mahogany,  not  quite  so 
big  but  made  along  the  same  lines,  and  a  birch  ma- 
hogany were  the  other  two.  The  latter  is  a  particu- 
larly good  line  and  is  specially  adapted  for  the  under- 
taker who  is  breaking  into  the  better  class  trade. 

A  solid  oak  casket  of  I14  inch  oak  aroused  much 
attention.  This  is  the  same  inside  as  out,  and  has  no 
veneering.    A  solid  oak,  with  heavy  mouldings,  and 


covered  with  the  best  broadcloth  was  another  popular  line. 

A  particularly  fine  line  was  a  canopy  drop  side  couch 
casket,  with  dull  grey  Liberty  interior,  tufted  and  cov- 
ered with  grey  plush  and  with  heavy  chenille  tassels. 

Caskets  with  interior  to  match  are  proving  very  pop- 
ular and  many  new  designs  built  along  this  line  were 
shown.  Their  pure  eliptic  end  caskets  were  shown 
and  aroiised  much  favorable  comment. 

All  the  Evel  C.  E.  and  K.  shrines  are  aixtomatic. 
On  these,  the  sides  control  the  head,  where  formerly 
the  undertaker  would  have  to  get  down  and  use  all  his 
strength  to  get  it  into  shape.  Another  good  point  about 
some  of  these  is  that  they  are  reversible. 

For  city  trade,  the  Evel  Casket  Co.  have  gone  into 
the  manufacture  of  cloth  covered  solid  mahogany  cas- 
keits,  trimmed  with  crepe  de  chine. 

This  firm's  robes  are  all  made  out  of  good  quality 
dress  goods.  Usually  these  are  made  out  of  material 
manufactured  specially  for  the  undertaking  trade,  but 
the  Evel  Casket  Co.  are  turning  out  a  high  class  art- 
icle in  order  to  supply  the  better  class  of  trade.  While  they 
cost  a  little  more  than  some  lines,  they  give  satisfaction. 

Many  lines  of  casket  hardware  were  displayed  at- 
tractively in  cases  on  top  of  those  caskets  for  which 
they  were  particularly  adapted.  They  claim  that  their 
hardware  is  made  from  the  original  steel  mould,  giv- 
ing a  uniform  thickness  on  the  inside.  These  are  double 
steel,  with  seamless  bars  and  are  made  of  solid  brass. 
A  particularly  nice  line  was  a  Dresden  finish,  for  ma- 
hogany cases. 

The  firm  handles  a  fine  line  of  imported  hardware, 
including  oxodi;;ed,  ebony  and  copper  and  French  grey. 

Business  so  far  has  been  excellent  and  the  firm  looks 
forward  to  a  very  successful  season. 


D.  W.  THOMPSON  CO.,  LIMITED. 

The  D.  W.  Thompson  Company,  Limited,  Toronto, 
exhibited  a  full  line  of  caskets  and  undertakers'  sup- 
plies at  their  permanent  show  rooms  opened  recently 
at  397-399  Queen  Street  West,  for  the  accommodation 
of  undertakers  wishing  to  bring  in  customers  to  m'ake 
selections. 

In  polished  caskets  they  displayed  seven  quarter-cut 
oak  and  three  solid  mahogany.  Of  these  a  solid  ma- 
hogany Ionic  column  case  was  very  rich  and  hand- 
some in  design  and  probably  attracted  most  attention. 
Also  a  roll  mould  birch  mahogany  trimmed  in  white 
embossed  silk. 

A  special  feature  of  the  display  was  a  solid  oak. 
Tonic  column  couch  casket  covered  with  black  broad- 
cloth and  trimmed  with  best  Ijiberty  satin,  and  draped 
in  cloud  effect  w,ith  rose  trimmings. 

Another  attractive  design  was  the  pipe  organ,  cloth 
covered  casket,  full  or  half  lid,  with  copper  lining  and 
white  crushed  silk  trimming.  Other  styles  of  couch 
caskets  were  much  commented  on  by  visitors. 

Their  line  of  hardware  was  displayed  to  best  ad- 
vantage in  glass  show  eases,  illuminated  with  100-walt 
lamps  and  were  very  neatly  arranged.  All  standard 
finishes  were  shown  with  many  new  ideas,  but  we  noted 
their  particularly  strong  line  of  Venetian  bronzes. 

Ladies'  costumes  were  displayed  on  figures  in  well- 
lighted  show  cases,  and  looked  very  handsome.  The 
most  attractive  costume  was  a  grey  silk  with  surplice 
styles  waist  trimmed  with  pink  satin  roses  and  headed 
white  chiffon. 

The  Thompson  Co.  also  carry  a  large  assortment  of 
gent's  suits  and  a  variety  of  robes,  linings,  etc. 

The  Syracuse  steel  vault  was  another  feature  of  the 
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exhibit,  and  is  carried  by  this  company  for  the  Can- 
adian trade. 

The  Thompson  Company  are  centrally  located  in 
their  new  premises  and  had  many  visitors  to  their  ex- 
hibit during  the  two  weeks  of  the  Canadian  National 
Exhibition. 


NATIONAL  CASKET  CO.'S  DISPLAY. 

The  National  Casket  Co.,  Toronto,  had,  as  usual,  a 
large  exhibit  of  all  lines  of  casket's,  hardware,  robes, 
costumes,  linings,  embalming  flu>ids  and  embalming  in- 
struments at  their  well-appointed  show  rooms,  and  en- 
tertained during  the  Fair  nearly  400  visitors  at  the 
famous  Hotel  De  Eckardt.  The  roof  garden  was  illum- 
inated as  usual  and  the  buffett  had  orchestra  dail.y  in 
evidence.    All  report  a  good  time. 

During  the  Embalmers'  Convention,  o^  the  invita- 
tion of  A.  J.  H.  Eckardt,  the  undertakers  visited  and 
inspected  the  first  Grand  Compartment  Mausoleum 
erected  in  Canada.  About  250  or  300  took  advantage 
of  this  opportunity  and  left  North  Toronto  by  special 
private  cars  on  Wednesday  afternoon.  Mr.  Eckardt  is 
a  director  of  the  Internatiion'al  Mausoleum  Co.,  and 
undertakers  will  be  interested  to  know  that  arrange- 
ments have  been  made  recently  by  which  the  company 
will  sell  regular  plots  to  parties  all  over  Canada,  and 
will  be  pleased  to  have  undertakers  in  various  towns 
and  cities  to  act  as  their  representatives.  Booklets 
giving  full  particulars  can  be  secured  by  writing  their 
office  at  36  King  St.  E.,  Toronto. 

In  addition  to  the  National  Casket  Co. 's  buttons 
which  were  given  to  the  undertakers,  Mr.  Eckardt  pre- 
sented to  visitors,  and  in  fact  to  undertakers  all  over 
Canada,  a  "Boost  Cochrane"  button.  That  live  North- 
ern Ontario  town  should  derive  much  benefit  from  the 
free  advertising  it  received.  Mr.  Eckardt  has  great 
faith  in  its  future,  believing  it  to  be  one  of  the  coming 
cities  of  the  Dominion.  He  is  interested  in  its  progress 
and  is  helping  to  boost  the  town  along. 


HANDSOME  CASKET  DISPLAY. 

During  the  two  weeks  of  the  Toronto  Exhibition, 
the  Semmens  &  Evel  Casket  Co.,  Hamilton,  Ont.,  con- 
ducted temporary  show  rooms  at  120  Bay  Street,  To- 
ronto. They  showed  a  full  line  of  caskets,  in  solid 
mahogany,  quartered  oak,  fumed  oak,  Circassian  wal- 
nut and  covered  caskets,  all  of  which  were  uphol- 
stered inside  with  the  best  Liberty  satin.  Besides 
these,  many  lines  of  robes  and  linings,  cooling  boards, 
embalmers'  instruments  and  cateket  hardAvare  Avere  dis- 
played. 

A  particularly  fine  line  on  exhibition  was  a  cloth- 
covered  casket.  No.  524,  in  State  style.  This  had  a 
solid  copper  metallic  lining  and  was  all  tufted  through- 
out with  Liberty  satin.  A  canopy  couch  casket.  No. 
325,  was  another  pretty  design.  This  was  crushed 
throughout  with  Marcelline. 

A  new  line  shown  this  year  was  a  half  couch,  re- 
verse top,  plush  casket.  No.  632.  This  line  has  al- 
ready taken  strong  hold  of  the  trade  throughout  the 
country.  Several  other  plush  covered  designs  also  Avere 
«hoA\'n,  along  with  some  handsome  designs  in  babies' 
couch  caskets. 

■The  lines  in  solid  mahogany  and  oak  were  much  ad- 
mired. There  is  a  fair  demand  for  these  among  the 
better  class  trade  and  quite  a  few  are  being  sold. 

A  large  display  of  robes  and  suits  was  shown  nicely 
arranged  in  the  centre  of  the  room.  Over  150  de- 
signs in  ladies'  robes  were  on  view. 


A  new  feature  was  exhibited  in  the  shape  of  door 
crepes  of  waterproof  material.  These  may  be  soaked 
in  a  pail  of  water  and  will  come  out  dry  and  unharmed. 

One  of  the  features  of  the  whole  display  was  the 
showing  of  casket  hardware.  Many  lines  were  shown, 
including  some  new  ones.  The  neAvest  is  a  line  done  in 
Ebonette  finish.  This  Avas  shoAvn  on  a  black  casket  and 
presented  a  handsome  appearance.  It  has  a  deep,  rich 
appearance  and  gets  away  from  the  more  or  less  flashy 
stuff.  The  Semmens  &  Evel  Co.  are  introducing  a  line 
of  solid  steel  handles.  These  are  absolutely  unbreak- 
able and  untarnishable.  When  in  Chicago  last  sum- 
mer, one  of  the  representati\'es  of  the  firm  had  one  of 
these  handles  fastened  to  the  floor  of  a  building.  A 
large  scantling  was  placed  underneath  it  and  efforts 
made  to  pull  it  from  its  fastenings.  Before  this  could 
be  accomplished,  a  section  of  the  floor  had  to  be  torn 
up  and  the  handle  was  found  to  be  intact.  They  are 
the  first  people  in  Canada  to  introduce  these  goods. 
Some  of  the  other  finishes  included  ebony,  copper, 
brass,  old  silver,  Butler  and  Damasco. 

Many  of  the  funeral  directors  attending  the  exhibi- 
tion and  the  convention  of  The  Canadian  Embalmers' 
Association  visited  the  display  and  Avere  loud  in  their 
]iriaises  of  the  shoAAdng. 


HUMPHREY  BURIAL  CO.  MOVES 

E.  J.  Humphrey,  proprietor  of  E.  J.  Humphrey  Burial 
Co.,  Toronto,  is  remoA'ing  from  359  Yono^e  Street,  to  407 
Queen  Street  West,  where  the  firms  headquarters  will  be 
in  future.  The  premises  at  the  latter  address,  formerly 
conducted  as  a  branch  have  been  overhauled,  the  remodel- 
ling' providing  for  a  show  room  that  can  readily  be  con- 
verted into  a  priA'ate  chapel. 


R.  U.  STONE  OFF  FOR  THE  WEST 

R.  U.  Stone,  Toronto,  Avho  so  acceptably  filled  the 
position  of  demonstrator  at  the  recent  annual  couA  ention 
of  the  Canadian  Embalmers'  Association  in  Toronto,  has 
been  engaged  to  lecture  to  the  British  Columbia 
Embalmers  at  their  conA  ention  in  VancouAer.  Mr.  Stone 
Avill  be  absent  about  three  weeks,  calling  at  seAeral 
western  points  on  his  return  journey.  His  inAitation  to 
British  Columbia  is  a  distinct  compliment  not  only  to 
Mr.  Stone's  ability  but  to  the  Canadian  profession.  His 
lectures  at  Toronto  were  most  favorably  commented  upon 
as  being  practical  and  "just  what  the  boys  AA^ant". 


Mr.  James  J.  Evel,  Evel  Casket  Co.,  'caught' 
by  the  camera  while  catching  lish  on  the 
Kideau  near  Smiths  Falls. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co.  * 
Bowmanville— 

Disney,  R.  S. 
Brockville — 

Quirmbach,  Geo.  E.,  162 
King  St. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Copper  Cliff — 

Boyd,  W.  C. 
Button — • 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victocij. 
Ave. 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepwcrth — 

Downs,  E.  J. 
Inwood — ■ 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

Ilendren,  Geo.  G. 
Little  Current — 

Sims,  J.  Q. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  E. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L. 
Oshawa — 

Disney  Bros. 

Luke  Bros. 


Ottawa — 

Eogers,  Geo.  H.,  128  Bank 
St. 
Petrolia — 

Steadman  Bros. 
Port  Arthur- 
Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Eankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's— 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  E.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 
Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent— 

Gougeon,  Jos. 

NEW  BRUNSWICK. 
Petitcodiac — 

Jonah,  D  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 
Ferrona — 

Fraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 

MANITOBA. 
Brandon — 

Vincent  &  McPherson. 
Swan  River — 

Paull,  Geo. 


Winnipeg — 

Bardal,  A.  S.,  843  Sherbrooke 
St. 

Thompson,  J.  Co.,  501  jr;\in 
St. 

Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 

Gull  Lake — 

Morrow,  Fred.  A. 
Kamsack — 

Eussell,  G.  E.  L 
Lanigan — 

Robertson,  Wm. 
Rush  Lake — 

Friesen,  John  M. 

Ppinee  Albert- 
Howard,  A.  C. 

For  Sale 
Wanted 


Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 
Calgary — 

Graham  &  Buscomb,  6'11 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 
Hanna  &  Thompson,  827  Pan- 
dora Ave. 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 


MINIMUM  50  CENTS 


FOR  SALE — Mattress  and  Spring  Bed  business  in  good  going 
order.  This  business  wants  angary  and  push.  Present  owner  has 
other  business  and  would  sell  out  cheap.  Address,  E.  S.  Oldham, 
Wastboro,  Ont. 


FOR  SALE — Black  Hearse  Mare,  six  years  old,  sixteen  hands, 
weight  about  1300.  Sound  and  true  in  all  harness.  J.  A.  Donaldson, 
Caledon  East,  Ont. 


WANTED — Traveling  Salesman  to  handle  a  leading  line  of 
refrigerators  and  folding  chairs.  Address  T.  B.  care  of  The  Canadian 
Furniture  World  and  The  Undertaker. 


WANTED — Position  as  salesman  in  furniture  and  stoves  by  cap- 
able man,  twelve  years'  experience,  four  as  buyer.  Box  93,  Cana- 
dian Furniture  World,  410  McKinnon  Bldg.,  Toronto.  5-12-1 

WANTED — Business  Manager  for  Spring  Bed  and  Mattress 
business.  Must  have  experience  and  business  character  and  give 
security  for  honesty,  etc.  Must  build  up  trade  and  make  good. 
Address,  Thos.  Roberts,  415  Sussex  St.,  Ottawa. 


WANTED — Cabinet  Makers,  Upholsterers,  Machinery  Hands 
and  Finishers.  Good  wages  and  steady  employment.  Apply  to 
The  Secretary,  Employers'  Association,  59  King  Street  West, 
Berlin,  Ont. 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 

Illustrated  Price  List 
Manufacu r«l  by    TARBOX    BROS.,  TORONTO 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 

PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 
Sometimes  an  advertiser  makes  several  lines    and  only  ONE  line 
will  be  represented  in  his  advertisement    but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CRAFTS  FURNITURE 

Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

BABY  CARRIAGES. 
Gendron   Mfg.   Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 
BANK   AND   STORE  FIXTURES. 
Globe  Furniture  Co.,  Waterloo. 

BENT  WOOD  FURNITURE. 
John  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture   Co.,  Hanover. 
Geo.     McLagan     Furniture  Co., 

Stratford. 

BUFFETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario    Spring   Bed    &  Mattress 

Co.,  London. 

BEDS  (Modern  Wood). 

Elora  Furniture  Co.,  Elora. 
Malcolm  &  Soiiter  Furniture  Co., 

Hamilton. 
Toronto  Furniture  Co.,  Toronto. 
Knechtel  Furniture   Co.,  Hanover. 

BED  SPRINGS. 
Knechtel   Furniture   Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &   Piatt   Spring   Bed  Co., 
Windsor. 

Ontario    Spring    Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CJHAIRS. 
Baetz  Bros.,  Berlin. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Lippert  Furniture  Co.,  Berlin. 

BED  ROOM  SUITES. 
Knechtel    Furniture    Co.,  Hanover. 
Dymond-Colonial   Co.'s,  Strathroy 
Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 
Malcolm  &   Souter,  Hamilton. 

CARD  AND  DEN  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CARPETS  AND  RUGS. 
Otto  T.  E.   Veit  &  Co.,  Toronto. 

CAMP  FURNITURE. 
Stratford   Mfg.    Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 
Dymond-Colonial  Co.'s  Strathroy. 

CHAIRS  AND  ROCKERS. 
Baetz  Bros.,  Berlin. 
Dymond-Colonial  Co.'s,  Strathroy. 
Knechtel    Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Stratford  Chair  Co.,  Stratford. 
Waterloo  Furniture  Co.,  Waterloo. 
H.  Krug  Furniture  Co.,  Berlin. 
Canadian   Rattan    Chair   Co.,  Vic- 
toriaville. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture  Co.,  Toronto. 
Gendron    Manufacturing   Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 

CHESTERFIELDS. 
Imperial   Furniture   Co.,  Toronto. 

CHIFFONIERS. 
Knechtel    Furniture   Co.,  Hanover. 
.Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 

COMFORTERS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

Dymond-Colonial   Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal     Furniture     Co.,  To- 
ronto. 

Imperial  Furniture  Co.,  Toronto. 

COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 

Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel   Furniture   Co..  Hanover. 

CRIBS  (Iron). 
Ideal   Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co..  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 

DESKS. 

Knechtel  Furniture   Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
iStratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville  Furniture  Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Stratford   Chair  Co.,  Stratford. 
Toronto  I'urniture  Co.,  Toronto. 

DINNER  WAGONS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Dymond-Colonial  Co.'s,  Strathroy. 

DRESSERS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Knechtel    Furniture    Co.,  Hanover. 
Orillia   Furniture   Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

EXPRESS  WAGONS. 
Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

FILING  DEVICES. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co..  Stratford. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddini?'  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville   Chair  Mfg.   Co.,  Vic- 
toriaville. Que. 

JARDINIERE  STANDS. 
Elora  Furniture  Co.,  Elora. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

KITCHEN  CABINETS. 
Knechtel    Furniture   Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 

KITCHEN  TABLES. 
Knechtel   Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN   SEATS   AND  SWINGS. 

Stratford   Mfg.   Co.,  Stratford. 


LIBRARY  TABLES. 

Dymond-Colonial  Co.'s,  Strathroy. 

Geo.      McLagan      Furniture  Oo., 
Stratford. 

Malcolm  &  Souter,  Hamilton. 
MATTRESSES. 

Knechtel    Furniture   Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 

Dymond-Colonial  Co.'s,  Strathroy. 

Gendron  Mfg.  Co.,  Toronto. 
MISSION  FURNITURE. 

Ellis  Furniture  Co.,  Ingersoll. 

Baetz  Bros.,  Berlin. 

John  C.  Mundell  &  Co.,  Elora. 

Waterloo  Furniture  Co.,  Waterloo. 
MORRIS  CHAIRS. 

Ellis  Furniture  Co.,  Ingersoll. 

Imperial  Rattan  Co.,  Stratford. 

Knechtel   Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Waterloo  Furniture  Co.,  Waterloo. 
MUSIC  CABINETS. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Malcolm  &   Souter,  Hamilton. 
OFFICE  CJHAIRS. 

Knechtel   Furniture    Co.,  Hanover. 

H.   Krug  Furniture   Co.,  Berlin. 

Stratford  Chair  Co.,  Stratford. 

J.  &  J.  Kohn,  Toronto  (W.  Craig). 
OPERA  CHAIRS. 

Globe  Furniture  Co.,  Waterloo. 

PARLOR  CHAIRS  and  ROCKERS 

Ellis    Furniture   Co.,  Ingersoll. 

Waterloo  Furniture  Co.,  Waterloo. 
PARLOR  SUITES. 

Dymond-Colonial  Co.'s,  Strathroy. 

Ellis  Furniture   Co.,  Ingersoll. 

Knechtel   Furniture   Co.,  Hanover. 

Waterloo  Furniture  Co.,  Waterloo. 

Gold     Medal    Furniture    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
PARLOR  TABLES. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture   Co.,  Hanover. 
PEDESTALS. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Toronto    Furniture    Co.,  Toronto. 
PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbo.x  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co.,  Waterloo. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian   Rattan   Chair  Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture    Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief  Mfg.   Co.,   Central  Falls, 
R.  I. 

Reliable  Rug  Rack  Co.,  Chicago,  111. 

SCHOOL  FURNITURE. 
Globe  Furniture  Co.,  Waterloo. 

STOVES  AND  RANGES. 
Burrow,   Stewart  &   Milne,  Hamil- 
ton. 

Gait  Stove  *  Furnace  Co.,  Gait. 
SIDEBOARDS. 

Knechtel   Furniture   Co.,  Hanover. 

Stratford  Chair  Co.,  Stratford. 
CHINA  CABINETS. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Stratford  Chair  Co.,  Stratford. 

Toronto  Furniture  Co.,  Toronto. 
TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Orillia    Furniture   Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


TABOURETTES. 

Elora  Furniture  (Jo.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 

TABLE  DISPLAY  RACKS. 

Eureka  Mfg.  Co.,  Warren.  Ohio. 

TEA  TABLES. 

Toronto  Furniture  Co.,  Toronto. 

TELEPHONE  STANDS. 

Dymond-Colonial  Co.'s,  Strathroy. 

UPHOLSTERERS'  SUPPLIES 

Ellis   Furniture   Co..  Ingersoll. 
Gold     Medal    Furniture     Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture   Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture    Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfe.  Co.,  Berlin. 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Stratford   Mfg.   Co.,  Stratford. 

WARDROBES. 

Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

WICKER  FURNITURE. 

Imperial  Rattan  Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving   Co.,  U.\bridge. 

CLAMPS. 

Batavia  Clamp   Co.,  Batavia,  X.Y. 

CURLED  HAIR 
Griffin  Curled  Hair,  Toronto 

ENGRAVINGS. 

Legg  Bros.  Engraving  Co.,  Toronto 

FURNITURE  SHOES. 

Onward  Mfg.   Co.,  Berlin. 

GLUE    JOINTING  MACHINES. 

Canadian    Linderman    Co.,  Wood- 
stock. 

HARDWOOD  LUMBER. 

Wilco.x    &    Knapp,  Conneautville. 
Pa. 

SPRINGS. 

James  Steele.  Guelph. 

Ideal  Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 

Lackawanna  Leather  Co.,  Hacketts- 
town,    X.  J. 

STERILIZED  HAIR. 

Griffin   Curled   Hair  Co.,  'Toronto. 

VARNISHES. 

R.  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 

Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 

James  S.   Elliott  &   Son.  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
CASKETS  AND  COFFINS. 

James  S.  Elliott  &  Sons,  Prescott. 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co..  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
CHURCH  TRUCKS. 

Bomgardner    ilfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chemical     Co.,  Boston, 
Mass. 

HEARSES. 

Mitchell  &  Co.,  Ingersoll. 

LOWERING  DEVICES. 
Bomgardner     Mfg.    Co.,  Cleveland, 
Ohio. 

SCHOOLS   OF  EMBALMING. 

Canadian    School    of  Embalming, 
Toronto. 
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A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing' plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  furn- 
shed. 


Built  any  size  desired.    Famished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


Short  Reach  Clamp 

For  Drawer  eind  Table  Tops 


Colt's  Quick  Acting  Clamps 


Atk  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 


Oil  Finished 


Spanish  Leather 


(Large  Steer  Hides) 


1 0  Grades,  1 0  Grain  Effects, 
20  Colors  to  select  from. 
Wfiolesale  only. 


Samples  and  Prices  on  Application 


The 


Lackawana  Leather  Co. 


Tanners  and 

Manufacturers 


Hackettstown,  N.J. 


Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 


Plain  woods — All  kinds;  Domestic 
Figured  Woods — All  kinds;  Circassian 
Walnut  and  Mahagony  ;  Quartered 
White  Oak,  Red  Oak,  Sycamore, 
Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 

Same  Attention  to  Small  Orders  at  Large 

Write  Us 


Indianapolis,  Ind.,  U.S.A. 
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Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ONTARIO 


WILCOX  &  KNAPP 

CONNEAUTVILLE,  Pa.  U.S.A. 


Hardwood  Lumber 

Plain   Oak  a  Specialty 

Mills  in 

WEST  VIRGINIA  AND  KENTUCKY 


Twill  Do  Your  Advertising 

This  new  book  on  advertising  will  tell  you  all 
you  want  to  know  about  advertising  in  the  store. 


Here's  the  Book  that 
will  be  Your  Ad.  Man 


Retail. 


Retail  Advertising 
Complete 

By  FRANK  FARRINGTON 

$1.00  Postpaid 

With  this  book  on  your  desk  you  are 
never  at  a  loss  what  kind  of  advertising 
to  do,  or  how  to  do  it.  Every  kind  of 
advertising  is  treated  fully : 

Chapters  on  Newspaper  Advertising 
Making  an  Advertisement 
Good  Specimen  Ready-made  Ads. 
Mail  Advertising 
Window  Trimming 
Advertising  Novelties 
Outdoor  Advertising 
Inside  the  Store  Advertising 
Advertising  Schemes 
Special  Sales 
Mail  Orders,  etc.,  etc. 

There  is  no  better  book  of  ihe  kind  at  any  price.  You  can't  afford 
to  get  along  without  it. 


272  pages 
Bound  in  Cloth 


Absolutely  New 


Just  Published 


Send  UB  a  dollar  for  this  book  and  a  six 
months  trial  subscription  for  this  paper 

Commercial  Press,  Limited 

Publishers 

Canadian  Forniture  World  and  the  Undertaker 


408  McKinnon  Building 


Toronto,  Ontario 


The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 


We  make  a  specialty  of  Machine 
and  Hand  Carvings  of  all  descrip- 
tions for  Churches,  Houses, 
Furniture,   Pianos,  etc. 

We  can  save  you  at  least  25  o 
on  your  present  prices. 

Send  us  Samples  or  Drawings 
for  a  Trial  Order 

UXBRIDGE,  ONTARIO 


WHEN  YOU  WANT  TO 
SELL  YOUR  BUSINESS 

You  want  to  g-et  the  best  possible  offer.  The  more 
possible  buyers  you  g-et  in  touch  with  the  better 
chance  you  have  of  making  a  good  sale.  The 
"For  Sale"  and  "Want"  ads.  in  the  CANADI.A.N 
FURNITURE  WORLD  are  read  every  month 
by  over  two  thousand  manufacturers,  travellers, 
retail  dealers  and  store  salesmen. 


Four  Cents  a  Word 

One  Insertion 


Ten  Cents  a  Word 

Three  Insertions 
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Over  50  years  of 
experience  guar- 
antees the  Quality 
of  our  Products. 

Contains  no    beeswax,    being    made    from  HARD 

VEGETABLE    WAX    and    is  therefore  far  more 

durable  than  the  ordinary  soft  wax. 

It  is  applied  with  a  brush  and  gives  A  PERFECT 

FINISH. 

Let  Us  Send  You  a  Sample 

R.  C.  JAMIESON  &  CO.,  LIMITED 

MONTREAL  ^^Yn^Tss""'^  VANCOUVER 


An  article  must  have  merit  to  show  an  increase  of  sales  of  230% 
during  the  month  of  July,  1912,  as  over  the  correspond- 
ing month  in  1910.    Such  is  the  record  of 

* 

Oil  Finished  Spanish  Leather 

AS  PRODUCED  BY 

The  Lackawanna  Leather  Company 

HACKETTSTOWN,  N.  J. 

Samples  and  'Prices  We  Solicit  the 

on  Application  Wholesale  Furniture  Trade  Only 


JAMIESON'S 
LIQUID 
WAX  FINISH 
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IMPERIAL 

REED  AND 
UPHOLSTERED 
FURNITURE 
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An  all-the-year-round  seller  of 
dependable  quality.  Suited  for 
the  highest  class  of  trade  and 
certain  to  bring  customers  back. 

Your  store  ought  to  have 
half  a  dozen  or  more 
samples  on  display  this 
fall  so  order  now. 


Stratford  is  a  carload  centre  for 
high-grade  furniture 


IMPERIAL  RATTAN  CO. 

LIMITED 

Stratford      -  Canada 


QUALITY  IS 
ECONOMY 


CHEAP  GOODS  HAVE 
HAD    THEIR  DAY 


The  wise  dealer 
is  now  demanding 
reliable  goods — 
and  for  reliablity 
there  is  nothing  to 
excel  the  fine  line 
of  chairs  we  offer 
to  Canadian  furni- 
ture dealers. 


n 


STRATFORD 
CHAIRS 

are  second  to  none  in 
Canada,  and  the  dealer 
who  sells  them  is  assured 
a  profit  on  his  sale  and 
a  satisfied  customer  as 
well.  Order  fall  goods 
now. 


Stratford  is  a  carload  centre  for 
high-grade  furniture 

STRATFORD  CHAIR  CO. 

LIMITED 
Stratford      -  Canada 
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Published  at  32  Colborne  Street,  Toronto 
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Furniture  WoRW 


One  of  the  Commercial  Press,  Limited,  Group  of  Trade  Newspapers 


No.  2386 


No.  2376 


No.  2292A 


Splendid  Designs  for  Fall  and  Christmas  Trade 

THE  MUSIC  CABINETS  ARE 
MADE  TO  ACCOMMODATE 
PIANOLA  ROLLS  OR  SHEET 
 MUSIC  

THE 

GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


October,  1912. 


Oil  Finished 


Spanish  Leather 


(Large  Steer  Hides) 


10  Grades,  10  Grain  Effects, 
20  Colors  to  select  from. 
Wholesale  only. 


Samples  and  Prices  on  Application 


The 


Lackawanna  Leather  Co. 

MWacturers  HackcttStOWIl,  N.J. 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
in  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
ty  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustntions 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students— The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Srind  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  (jet  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 


Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 


Plain  woods — All  kinds;  Domestic 
Figured  Woods — All  kinds;  Circassian 
Walnut  and  Mahagony  ;  Quartered 
^\'hite  Oak,  Red  Oak,  Sycamore, 
Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 

Same  Attention  to  Small  Orders  as  Large 

Write  Us 


Indianapolis,  Ind.,  U.S.A. 


WILCOX  &  KNAPP 

CONNEAUTVILLE,  Pa.  U.S.A. 


Hardwood  Lumber 

Plain   Oak  a  Specialty 

Mills  in 

WEST  VIRGINIA  AND  KENT|UCKY 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Spnngs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ONTARIO 


October,  1912. 
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What's 
the 

Matter 

With 

These 


You  can  turn  a  lot  of  the  Christmas 
money  into  your  till  if  you  feature  articles 
like  these.  Most  people  would  sooner 
give  useful  presents  than  otherwise  and 
they  will  too,  if  you  show  them  the  way. 
Display  a  nice  assortment  of  Elora  art 
beds,  tables  and  tabourettes. 


As 
Xmas 
Trade 
Sugges- 
tions 


The  Elora  Furniture  Company,  Elora,  Ont. 
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If  You  Want  Satisfied  Customers 

Recommend  Lee-Burrell  Mattresses 


THEY'RE 
GUARANTEED 


Made  in 
Four  Grades 

LEE-BURRELL, 


and  they  are  /     ^  DCY  DCrCKIT 

the  kind  that   ^"^Z^"^^  X  '  ^   ^^"^  '    KtllLW  1 

carry  a  good  /f*^^-^^;^    ^"^ 

margin  of  profit  J      f  Ai^^T^^^^^^^^^^^^a^^   

L_   S'/'^--^^^  -  '  INVICTUS 

THE  PRICE  IS  LOW  ^ 

BUT  THE  QUALITY  IS  HIGH         ^^^"^^^^S^^-""''''^^  Ticl" 

Place  a  trail  order  or  send  for  further  particulars — write  to-day 

THE  STANDARD  BEDDING  COMPANY 

27-29  Davies  Avenue     ^tr^:i::^:r     Toronto,  Ontario 


w 


HEN  a  dealer  sells  a  LEGGETT  &  PLATT  Spring,  he 
does  two  things. 


FIRST — He  satisfies  his  customer  and  insures  a  repeat  order. 
Second — He  makes  a  good  profit  for  himself. 


nrHE  purchaser  of  a  LEGGETT  &  PLATT  Spring  gets 
^     three  things 


FIRST — A  spring-  which  gives  uniform  rest  and  comfort  to  the  tired  body. 
Second — A  spring  which  cannot  sag,  break  or  bend. 

Third  —  A  guarantee  that  the  spring  will  last  for  ten  years  and  fulfill  all  the  claims 
made  for  it. 

Aren't  these  reasons  sufficient  why  every  dealer  should  stock  LEGGETT  &  PLATT  SPRINGS? 
You  know  they  are  ! 

Then  don't  procrastinate  any  longer — give  our  traveller  a  trial  order,  or  write  us  direct  at  Windsor. 
Easlem  Wholesale:   W.  F.  P.  CURRIE,  345  St.  James  Street,  Montreal,  Que. 

LEGGETT  &  PLATT  SPRING  BED  CO. 

WINDSOR  ONTARIO  o-se 


October,  1912. 
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Two 
Popular 
Samples 
from  our 
line  of 
Dressers 


YOU  KNOW  IT  TO  BE  A  FACT 


That  if  a  dealer  can  give  a 
better  quality  of  goods  with- 
out increasing  the  price  he  is 
certain  to  increase  his  trade, 
because  satisfied  customers 
will  tell  their  friends  and 
advertise  your  store. 


Why  not  be  that  dealer  who 
is  gradually  enlarging  the 
circle  of  his  customers? 

You  can  be  if  you  put  in  a 
stock  of  "Orillia  Furniture." 


The 


Orillia  Furniture  Company,  Limited 


Orillia,  Ontario 


r. 
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ADD  STOVES 
TO  YOUR  LINE 

Scores  of  the  most  progressive  furni- 
ture merchants  have  found  it  profitable 
to  sell  stoves  and  ranges  with  their 
other  housefurnishings. 

When  a  newly  married  couple,  for 
instance,  comes  to  your  store  for  a 
bed,  a  kitchen  table  and  other  house- 
keeping requisites,  you  have  the  first 
opportunity  to  sell  the  kitchen  range. 

Be  prepared  by  having  a  stock  of 
BANNER  Stoves  and  Rang  es  on 
your  floor.  They  carry  a  good  profit 
and  will  help  to  build  up  your  house- 
furnishing  business. 

Send  for  a  copy  of  our  catalogue  so 
that  we  can  demonstrate  to  you  the 
many  special  selling  features  of 
BANNER  Stoves  and  Ranges. 

The  Gait  Stove  and 
Furnace  Co.,  Limited 


GALT 


ONTARIO 


MANUFACTURERS  OF 


Children's  Vehicles  and  Reed  Furniture 


No.  14  Sleigh  No.  1149  Flexible 

Write  for  Our  Sleigh  Catalogue. 


No.  1275  Sidewalk  Sulky 
Full  Line  Shown  in  Grade  "A"  Catalogue. 

The  Gendron  Mfg.  Co.,  Limited 

TORONTO 


Two  More  of  the 
Rapid  Selling  .  .  . 

"STRATFORD" 
FOLDING 
CHAIRS 

Illustrated  in  Catalogee  No.  3 


A  postal  will  bring 
a  copy  of  the 

Catalogue. 
Write  to- da}). 


It's  surprising  how  many  of  these 
Folding  Chairs  some  furniture  deal- 
ers are  selling,  and  if  you  haven't 
got  samples  on  your  floor  you  are 
missing  many  chances  to  make 
profits. 

Order  a  sample  dozen  and 
lei  them  sell  themselves 

Stratford  Mfg.  Co. 

LIMITED 

Stratford  -  Ontario 


October,  1912. 
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Jewel  Stoves  and  Ranges 


Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modern  improvement  is  embodied  in  the  Royal  Jewel 
Range. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 
The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 
The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 
it  never  comes  back,  but  is  always  a  work- 
t.-^-d  ing^  advertisement.   One  sale  makes  another 

^  and  the  demand  is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 
your  leader  and  you  are  sure  of  the 
best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel. 


STYLE  R.  F. 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 
Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 

Offices  also  at  MONTREAL,  TORONTO  and  WINNIPEG 


Western  customers  please  write  for  information  and  send  orders  to  our 
Winnipeg  Branch,  No.  130  James  Avenue 
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TORONTO 

Offers  Special  Advantages   to  retailers  as  a 

MIXED  CARLOAD  CENTRE 


Gold  Medal  Furniture 
Mfg.  Co.  Ltd. 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames, 
"  Hercules "  Bed  Springs  and  Steel 
Couches,  "  Gold  Medal "  Mattresses, 
Furniture  Coverings  and  Upholsterers' 
Supplies. 

Van  Home  St.  and  Bartlett  Ave. 
Toronto 


Standard  Bedding  Co. 

Manufacturers 

Seagrass  and  Cotton  Mattresses 


4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent,  and  Invictus 
Felt  Mattre5*es 


27-29  Davies  Ave. 
Toronto        -        -  Ontario 


Otto  T.  E.  Veit  &  Co. 

Headquarters  for 

Imported  Seamless 
Axminster  Squares 


Wrile  us  for  prices  and  set  of  color- cards 


(EMPIRE  BUILDING) 

58-64  Wellington  Street  West 
Toronto 


Time,  Money 
and  Worry 
will  be  Saved 

By  buying  from  these  firms 
who  have  arranged  to  co- 
operate in  shipping  in  mixed 
car  lots. 

Prompt  Delivery  is  assured 
as  an  average  of  87  freight  trains 
leave  Toronto  daily  in  every 
direction. 

A  Greater  Variety  is  also 
possible  when  you  buy  in  a  larger 
centre. 

Larger  Sales  can  be  made  if 
you  are  able  to  back  up  the 
maker's  guarantee  with  your  own 
experience. 

Visit  Our  Factories,  there- 
fore, when  you  visit  Toronto  and 
see  how  our  goods  are  made. 


BUY  IN 
TORONTO 


The  Toronto  Furniture 

Co.,  Limited 

Manufacturers   of  the 

"Better  Make"  of 
Canadian  Quality 
Fumiture      :  : 

Dufferin  Street,  Toronto 

(Neai  Exhibition  Gioundt) 


The  Toronto  Feather  & 
Down  Co.,  Ltd. 

Manufacturers  of 

Pillows,  Comforters,  Cushions 
35  Britain  St.,  Toronto 


Hopwood  &  Bryant 

Agents  for  Montreal  and  Quebec 

59  St.  Peter  Street  Montreal 


The  Kindel  Bed  Co. 

Limited 


Davenport  Beds 
Divanettes 
Chair  Beds 


Toronto 


Ontario 


Imperial  Furniture  Co. 


Manufacturers  of 
Turkish   Rockers,  Leather 
Upholstered  Couches,  High 
Grade  English  Chairs,  and 
Chesterfields. 


585  Queen  St.  W.  Toronto 
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THE  GOLD  MEDAL  LINE 

A  perfectly  safe  and  reliable  line  to  handle 
from  start  to  finish.  Every  modern  improve- 
ment in  design  and  construction  is  embodied 
in  our  goods.  We  aim  to  produce  sellers  and 
put  the  workmanship  in  every  line  vs^e  make. 


Parlor  Suites 

Couches 
Fancy  and  Mission  Chairs 

"Hercules^'  Bed  Springs 
"Gold  MedaF'  Mattresses 

Steel  Sliding  Couches 

and  the 

Celebrated  Imperial 

Automatic  Steel  Couch 

The  Gold  Medal  Furniture  Mfg.  Co. 

Limited 

Toronto  Montreal  Winnipeg 
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January 


BERLIN 


1913 


WATERLOO 
FURNITURE 
EXHIBITION 


An  Invitation  is  Extended 


We  want  you'to  visit  Berlin  and  Waterloo  next  January — get  that  into  your  mind  and  keep  it  there 
until  you  take  the  train.  There  will  be  new  styles  and  new  kinds  of  furniture  and  many  new  things 
to  learn  about  furniture  merchandising.  No  live  dealer  can  visit  such  a  big  furniture  centre  as 
Berlin  and  Waterloo,  meet  the  men  who  make  his  furniture  as  well  as  his  fellow  dealers  from  other 
towns  without  profiting  greatly  as  a  result. 


A  large  building  with  two  floors  and  about  25,000  feet  of  floor  space  has  been  secured  for 
furniture  exhibits,  and  as  most  of  the  Berlin  and  Waterloo  furniture  manufacturers  will  make  their 
exhibits  in  their  own  factory  display  rooms,  the  majority  of  this  big  building  is  offered  to  furniture 
manufacturers  from  other  Canadian  towns,  at  a  small  charge,  to  cover  necessary  expenses  such  as 
heating  and  lighting.  Space  will  be  allotted  in  the  order  applications  are  received.  Get  in  on  this 
liberal  offer  and  write  for  space  at  once. 


There  are  about  two  dozen  furniture  factories  in  Berlin  and  Waterloo  and  in  addition  to  being  the 
hub  of  the  Canadian  furniture  industry  all  the  year,  it  will  be  the  Mecca  towards  which  all  wise 
furniture  men  will  turn  their  faces  next  January.  Note  the  dates  in  black  figures  below  and  make 
up  your  mind  now  to  attend  our  1913  Exhibition. 


Make  a  Note  on  Your  Calendar 


To  Furniture  Merchants 


And  To  Furniture  Manufacturers 


Berlin  and  Waterloo — The  Furniture  Centre  of  Canada 


For  information  write  Mr.  J.  P.  Scully,  Secretary 


191 


3    JANUARY  1 


913 


SUN. 


MON-    TUE.    WED.    THU.  FRl. 


SAT. 


4 
1  1 
18 


Don't  Forg< 
the  Dates 


19 


Come  with 
the  Crowd 


28 
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Odd  Chairs  for  Christmas 


"Specializing  in  Chairs"  does 
not  mean  merely  that  we  do  not 
make  anythmg  but  Chairs,  but 
that  all  our  time,  thought  and 
energy  is  bent  on  but  one  thing, 
and  that  is  to  make  "better  than 
ordmary"  chairs,  chairs  that  are 
correctly  designed  and  propor- 
tioned, well  made  and  well 
finished,  and  well  upholstered. 


BAETZ  BROTHERS  &  CO. 


BERLIN,  ONT. 


POPULAR 
SELLERS 


Odd  Chair  No.  52,  Birch  Mahog- 
any  with  genuine  inlaid  back. 


HOLIDAY 
TRADE 

Odd  Chair  No.  61,  Solid  Mahog- 
any with  genuine  inlaid  back. 


Odd  Chair  No.  215,  Solid  Mahogany  or  in  Gold 
Finish 

Lippert  Furniture  Co.,  Ltd.,  Berlin,  Ont. 


October,  1912. 
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These  "Pairs^^  are  "Peaches^^ 

for  Fall  and  Christmas  Trade 


6142  Chair— Solid  Mahogany,  Moire  Silk 
List  Price,  $16.00 


6148  Chair    Solid  Mahogany,  Moire  Silk 
List  Price,  $16.00 


You're  Looking 
for  all 
That's 
Coming 
to  You 
and 
We  Deliver 
the  Goods 

in  our 
"  Waterloo 
Monimal^ers' 
Buy 
Now 

"Bumper  Crops" 


6142  Rocker — Solid  Mahogany,  Moire  Silk 
List  Price,  $17.00 


6148  Rocker— Solid  Mahogany,  Moire  Silk 
List  Price,  $17.00 


A  CAREFUL  LOOK  AT  THE  WATERLOO  LINE  WILL  PAY 
OUR  "HUSTLERS"   GET   CREDIT   FOR   MAIL  ORDERS 


Waterloo  Furniture  Co,,  Limited,  Waterloo 

Permanent  Showrooms  at  Factory 
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Vacuum  Cleaners  and  Furniture  Shoes 


Make  a  select 
list  of  probable 
customers  and 
ask  them  to  let 
you  demonstrate 
the 

"Eureka 
Electric 
Cleaner 

the  lightest  and 
most  compact 
Suction  Cleaner 
made.  It  weighs 
only  9  pounds  and  is  only  8 
inches  high.  The  "Eureka" 
was  selected  by  us  as  the 
fastest  selling  and  most  satis- 
faction giving  electric  cleaner 
on  the  market. 

Retails  for  only  $45.00 


TWO  LINES  WHICH  SHOULD  BE  PUSHED 
FROM  NOW  UNTIL  CHRISTMAS 


Equip  a  table  or  desk  with  "ONWARD"  furniture  shoes  and 
demonstrate  it  on  a  rug  in  your  store  along  with  an  Electric  or 
Hand  Power  Vacuum  Cleaner  and  you  will  make  many  sales. 

Write  us  for  circulars  and  discounts. 


Branch  Store : 
423  Yonge  St.  Toronto 


Onward  Manufacturing  Co. 


BERLIN 
ONTARIO 


Western  Distributing  Agents: 

Moncrieff  &  Endress,  Ltd. 
Scott  Block.  Winnipeg 


Church,  School  and  Opera  Furniture 


You  Should  Be  Interested 

in  the  furnishing-  of  Churches,  Schools,  Opera  Houses  and 
Lodge  rooms  in  3'our  town  and  community.  If  you  are  you 
cannot  afford  to  ignore  our  claims.    Get  in  touch  with  us. 

Our  designs  are  architecturally  correct,  therefore 
pleasing  to  the  eye,  and  suitable  for  any  st3le  of 
architecture. 

In  Our  Ecclesiastical  Furniture 

artistic  appearance,  durability  and  comfort  predominate 
We  are  prepared  to  submit  designs  and  manufacture 
Prayer  Desks  and  Stalls,  Bishop's  Chairs,  Baptismal 
Fonts,  Lecturns,  Hymn  Tablets,  Confessionals,  Vestment 
Cases,  Alms  Basins  and  Boxes,  Credence  Shelves, 
Altars,  Altar  Rails,  Communion  Tables,  Chairs  and  Rails, 
Pu  pit  Furniture  and  Seating. 

Writel'us  to-day 

Church  Furniture — Ask  for  Catalogue  C 
School  Furniture — Ask  for  Catalogue  S 
Opera  Chairs — Ask  for  Catalogue  O 


THEGLOBfc  FURNITURE  CO. 


WATERLOO 


ONTARIO. 


THIS    L4BEL  IS  OF  ajJALITV 


October,  1912. 
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Children's 
Bentwood 
Chairs 


Comfort 
Strength 
Simplicity 


The  Chair  that  makes  the  home  I  %         Goods  well   made  are  half 

complete.  No.  1502  ^o\d. 

Our  lines  are  built  for  the  hardest  usage,  have  many  unique  features,  and  give  perfect  satisfaction. 

Our  Patented  Leg  Joint  consists  of  a  steel  tenon  carefully 


Constructed  from  thoroughly  seasoned  Austrian  Beech  Wood. 
Rubbed  Finish  in  Golden  Oak  or  Mahogany. 
Few  Joints.    Seats,  frames,  backs  and  arms  are  each  made 
of  one  continuous  piece. 

No  Glue  Joints  to  loosen,  all  puts  put  together  with  bolts 
and  screws. 


imbedded  in  the  chair  leg  and  it  screws  into  a  steel  nut 
mortised  into  the  seat  frame.    It  dispenses  with  the  use  of  any 
glue,  prevents  the  loosening  and  wobbling  of  legs. 
Guaranted  right  in  every  way. 


No.  1545 


Send  us  ^our  Orders  for  Holiday  Trade 

Jacob  &  Josef  Kohn 

Vienna,  Austria 

Canadian  Branch  : 

215-219  Victoria  Street,  Toronto,  Ontario 


No.  1542 


A  POPULAR  SELLER 
FOR  HOLIDAY  TRADE 

This  cut  illustrates  one  of  our  new  chairs  gotten 
out  as  a  leader  for  fall  and  holiday  trade. 
We  have  others  equally  as  attractive  and  at  par- 
ticularly reasonable  prices. 
We  specialize  on  Upholstered  goods  and  would 
like  the  opportunity  of  quoting  prices  to  you. 

Drop  us  a  card  to 'day 

Imperial  Furniture  Co., 

585-591  Queen  Street  West 
TORONTO  CANADA 


No.  226.    Tufted  Back  Chair 


"WHO'S  WHO"  IN  THE  CANADIAN  FURNITURE  TRADE 

is  shown  in  the  Buyers'  Directory  of  the  Canadian  Furniture  World  and  The  Undertaker.  Use 
this  department  when  you  want  to  know  quickly  "who  makes  what"  and  where  they  make  it. 

If  you  want  to  f^now  where  any  Furniture  or  Undertakers  line  not  listed  is  manufactured,  write  us  and  we'll  give  you  the  information. 
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The  RELIANCE  RUG  RACK 


Illustration  showing  Rugs  on  Rack. 

Rugs  can  be  swung  around  to  show  full 
front,  as  arms  are  on  swivels. 


(ALL  METAL) 
For  Displaying  Small  Rugs 

Keep  your  Rugs  off  the  Floor 

Rugs  quickly  hung  and  quickly 
taken  down 

PRICES : 

25  Arms,  holding  50  Rugs  -  -  -  $20.00 
30  Arms,  holding  60  Rugs   -       -       -  21.50 

Terms  :  1%  10  days.     Net  .30  days. 

F.  O.  B.  Mishawaka,  Ind.,  U.S.A. 
Arms  are  36  in.  wide  and  will  hold  either  36  in. 

or  27  in.  Rugs.     Rack  is  7  ft.  high. 

Will  show  your  entire  line  of  small  rugs 
in  a  few  minutes. 

KEEPS  RUGS  CLEAN! 

ANOTHER  POINT:  An  undecided  purchaser  can 
quickly  form  an  idea  of  the  pattern  or  color  of  a  large 
rug  desired  by  being  shown  the  small  rugs. 


Illustration  showing  Simplicity  of  Rack, 
also  detail  of  Trolleys  and  Arms 


Agents  wanted  in  all  Canadian  territories  to  handle  this  Rack  on  commission 

ReUABLeRugRaCrCo.  Inc.  '^^Se  N.  Winchester  Ave. 
V  V    V  CHICAGO,  ILL. 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
nish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specialty  Co. 


Hamilton,  Ontario 


Limited 


No.  6. 

Good  Luck  Table  Support 

An  alt  iron  table  support  that  holds  any  extension  table  perfectly 
secure  and  never  fails.  The  rocking  and  tilting  device  allows  you  to 
show  the  table  top,  a  great  convenience  to  both  the  salesman  and  the 
customer.  It  insures  clean,  perfect  table  tops  and  eliminates  the  cas- 
ter cup  troubles.  They  cannot  break  or  wear  out  and  will  last  a 
lifetime.  No  matter  what  they  cost  it  is  a  matter  of  economy  to  use 
these  table  holders.  There  are  thousands  of  these  racks  in  use  all 
over  the  U.  S.  and  growing  more  popular  all  the  time.  Every  furni- 
ture store  should  have  them.  Price  $2.50  each,  f.o.b.  factory. 
Warren,  Ohio.  They  ship  as  iron  and  castings  and  take  a  low 
freight  rate.    Write  and  ask  about  them  at  once. 

Made  by 

THE  EUREKA  MFG.  CO. 

WARREN,  OHIO 


October,  1912 
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Gentlemen,  when  you  contemplate  installing  a  Rug  Rack,  look  for  the  one  that  has  all  the  latest 
and  most  complete  up-to-date  improvements. 

Send  for  our  catalog.    You  will  see  at  once  that 

The  Moncrief  Rug  Rack 

is  the  one  that  stands  alone,  in  quality  and  durability.  It  is  made  of  steel,  stands  braced  from  the 
floor,  with  all  the  finest  quahties  that  make  it,  the  only  one  to  buy.  It  has  a  guard  on  every  bar, 
the  only  rack  that  has  it,  which  protects  every  rug,  keeps  them  from  rubbing  and  does  not  allow 
the  rugs  to  wear  or  discolor  each  other.  Our  adjustmg  bar  raises  and  lowers  the  arms.  Just 
one  turn  of  the  brace  either  way  sends  it  up  or  down  without  trouble.  The  pins  are  on  an  angle 
which  makes  it  easy  to  place  or  replace  the  rugs.    It  is  only  a  boy's  work  to  handle  our  RACK. 

Look  at  the  reputation  of  The  Moncrief  Rug  Rack.  Come  to  our  home.  All  of  the 
largest  houses  in  the  city  of  Providence  use  our  RACKS.    Here  are  the  names  : 


Moncrief  Rug  Racks  used  by  Anthony  &  Cowell  Co. 
Providence,  R.I. 

steel  girder  building-.   Height  of  ceiling  under  girders,  14'  5". 

Three  double  side  or  V  racks,  two  of  80  amis,  40  on  a  side,  and  one  of  13i! 
anns,  66  on  a  side.  The  largest  V  rack  ever  built.  These  racks  are  fastened 
by  means  of  3  bolts  dropped  from  flange  of  girders  fastening  top  beam  to  steel 
girders.  Hottom  beam  is  trussed  down  2"2",  enabling  rugs  to  hang  frojn  3"  to 
H"  from  floor. 


Anthony  &  Cowell  Co. 
The  Boston  Store 
Outlet  Co. 

A.  G.  Scattergood  Co. 
Household  Furniture  Co. 
Burke  &  Curran 
R.  I.  Supply  Co. 
C.  H.  Robinson  Co. 
Chas-  J.  Proctor 
W.  Elovitz 


They  would  be  pleased  to  tell  you  what  they  think  of  our  RACK.  Any  one  that  has  our 
fixture  would  not  change  it  for  any  other.  It  has  replaced  many  other  racks  and  continues  to  do 
so.    When  you  buy  off  us,  our  RACK  goes  with  our  full  guarantee  of  its  durability  and  quality. 

It  is  a  pleasure  to  send  catalogs.    Let  us  send  one  to  you. 


MONCRIEF  MANUFACTURING  CO. 

7-9-11  Sheridan  Street 

CENTRAL  FALLS,  .  -  -         R.  L,  U.S.A. 
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"50" 

FLAT  VARNISH 


Gives  the  rubbed  effect  to  perfection  and 
does  not  show  Brush  Marks.  It's  the  most 
convenient  and  satisfactory  flat  finish  made. 


R.  C.  JAMIESON  &  CO.,  UMITED 


MONTREAL  VANCOUVER 

Over  fifty  years  of  experience  guarantees  the  high  quality  of  our  products. 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  furn- 
shed. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


Colt's  Quick  Acting  Clamps 


Ask  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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"The  Best  Joints 
Ever  Obtained  in 
All  My  Experience" 


was  the  statement  made  on  April  12th  by  the 
Superintendent  of  one  of  the  largest  Canadian 
furniture  factories  to  his   general  manager. 


The  advisability  of  ordering  a  second  machine  for  one  of  their  other  factories  was  under  discussion.  He 
continued :  "There  is  no  question  about  it.  You  cannot  obtain  as  near  perfect  results  in  ony  other  way.  Why 
look  at  those  six  foot  maple  tops.  Those  joints  are  a  marvel,  almost  beyond  belief,  then  think  of  the 
saving  in  the  Finishing  Department,  no  doctoring  of  joints." 

The  Linderman  Automatic  Dovetail  Glue  Jointer 

effects  a  saving  in  any  woodworking  Factory  which  cannot  be  obtained  by  any  other  method.  This  saving  is  so 
large  that  it  fully  justifies  its  immediate  installation,  for  beyond  the  known  flgurable  saving  there  is  a  decided 
noticeable  advantage  of  the  quick  movement  of  stock  from  the  cutting  up  department  to  the  finishing  room,  which 
is  appreciated  by  all  progressive  manufacturers  who  have  analyzed  and  thoroughly  understand  where  the  loss  of 
profits  is  greatest.  MACHINE  LABOR  as  AGAINST  HAND  labor  has  always  yielded  vast  returns. 
Tell  us  your  conditions  and  we  will  tell  you  what  you  can  save. 


mm 


CANADIAN  UNDERMAN  COMPANY,  LIMITED 

Works  at 

MUSKEGON,  MICH.  WOOODSTOCK,  ONT. 


20 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


October,  1912. 


A  'Wink"  is  as  ''Good  as  a  Nod" 

To  a  Wideawake  Dealer 


Don't  Wait 
Until 
The  Last 
Minute 


File  Your 
Fall  and 
Holiday 
Orders  Early 


"SOEASY"  Chait.  No.  94 
List  Piice,  in  Arabian  Leather 

$17.00 


"SOEASY"  Chair,  No.  93 
List  Price,  in  Arabian  Leather, 

$29.00 


THE 

"Soeasy" 
Reclining 
Chair 


"Foot  Rest  Slides  Back, 
Out  of  Sight." 


"SOEASY"  Chair,  No.  95 '  i 
List  Price,  in  Arabian  Leather 


$26.00 

Choice  selected  Quartered  Oak,  Golden,  Fumed,  and  Early  English  Finishes. 

Do  you  handle  our  "SOEASY  '  selling  line  ?  If  not, 
write  or  wire  us  for  book  of  blue  prints  and  prices. 

Every  dealer  should  have  a  stock  of  the  "SOEASY"  Reclining  Chairs.     They  sell  "Soeasy. " 

Owen  Daveno  Bed  Company,  Limited 


Our  Representatives  get  credit 
for  Mail  Orders. 


Hespeler,  Ontario 


October,  1912. 
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The  Danger  Line  That  a  good  thing  can  be  over- 

in  Bargains.  done  is  being  exemplified  day 

by  day  in  business  as  well  as 
in  other  things.  Bargains,  for  example,  are  commend- 
able when  confined  within  certain  bounds.  The  store, 
however,  that  moves,  lives,  and  has  its  being  in  bar- 
gains comes  to  be  known  as  a  bargain  store,  simply 
that  and  nothing  else. 

Bargains  are  all  right  in  their  place,  and  that  is, 
through  being  something  out  of  the  ordinary,  to  at- 
tract special  attention  to  the  store,  and  at  the  same 
time  create  a  sale  for  slow-moving  or  left-over  goods. 
They  should  be  confined  to  this  purpose. 

Frequency  of  bargains  tends  to  educate  customers 
to  defer  purchasing  until  the  merchant  advertises  at 
cut  prices  the  goods  they  require.  To  dwell  upon  the 
evil  which  results  from  this  is  needless.  It  is  apparent 
to  everyone. 

Concentration  should  be  made  upon  making  the  store 
noted  for  cpiality  and  service.  In  window  displays  and 
advertising  pro])aganda  impress  this  fact  upon  the  pub- 
lic. The  store  that  consistently  does  this  can  run  an 
occasional  bargain  without  impairing  its  standing. 

It  is  the  clerk  of  to-day  that  studies  advertis- 
ing, window  dressing  and  good  business 
methods  generally  that  makes  the  up-to-date 
business  man  of  to-nwrroiv. 

The  Furniture  Every    man    who    earns  his 

Dealer  and  bread  by  the   sweat   of  his 

His  Salary.  brow  is  entitled   to    a  stated 

sum  of  money  as  remuneration 
for  his  services.  lie  is  a  slave  if  he  does  not  receive 
it. 

The  rule  should  apply  to  men  in  })iisiness  for  them- 
selves as  well  as  to  those  Avho  are  emi)loyed  by  others. 
That  most  furniture  dealers  see  it  this  way  there  is  no 
doubt.  But  that  there  are  not  a  few  who  do  not  prac- 
tice it  is  equally  certain. 

A  furniture  dealer  has  as  much  right  to  be  in  the 
regular  pay  list  as  the  salesmen  and  others  whom  he 


employs.  He  is  not  fair  to  either  himself  or  his  busi- 
ness when  he  does  not  draw  at  stated  periods  a  fixed 
sum  of  money  for  services  rendered. 

If  the  business  is  a  young  and  struggling  one  he  may 
not  be  able  to  draw  a  salary  as  large  even  as  he  would 
if  employed  by  some  one  else.  But  if  he  cannot  draw 
as  much  as  he  is  worth  he  should  draw  as  much  as  he 
can.  To  arrive  at  the  stipulated  sum  he  should  re- 
ceive may  not  always  be  an  easy  matter.  He  who  is 
not  just  sure  the  amount  the  business  can  stand  should 
start  ofi^  with  at  least  an  amount  sufficient  to  keep 
himself  and  family,  increasing  it  as  circumstances  war- 
rant. 

Even  if  the  business  is  not  on  a  profitable  basis  the 
dealer  should  not  be  deterred  from  making  up  his  pay 
envelope  weekly,  fortnightly,  or  monthly  as  the  case 
may  be. 

The  salesman  who  remembers  his  employer's 
interests  does  not  forget  his  own  welfare. 

Co-operation  Among  In  our  last  issue  we  published 
Furniture  Dealers.         a  summary  of  the  proceedings 

of  the  recent  convention  of  in- 
stallment furniture  dealers  of  the  United  States;  also 
of  one  or  two  of  the  papers  read  there. 

If  there  was  one  thing  in  regard  to  the  proceedings 
that  impressed  one  it  was  the  importance  of  co-oper- 
ation, for  it  was  the  Alpha  and  Omega  of  the  conven- 
tion. 

Co-operation  is  the  spirit  of  the  age.  Furniture  deal- 
ers as  well  as  business  men  in  other  classes  are  realiz- 
ing that  it  is  not  profitable  for  them  to  live  unto  them- 
selves. 

From  co-operation  there  not  only  accrues  better 
business  legislation,  but,  and  what  is  equally  potent, 
a  better  esprit  de  corps  among  those  who  are  partici- 
pating. 

Many  a  good  idea  in  business  has  come  to  an 
untimely  end  because  it  has  bee?i  allowed  to  go 
to  sleep. 

An  Opportunity  Fmm  the  movement  which  is 

for  Furniture  taking  pl'ace  on  this  continent 

Dealers.  and  in  Europe  for  the  beauti- 

fying of  homes  and  towns  no 
class  of  trade  should  benefit  more  than  manufacturers 
and  dealers  in  furniture. 

To  beautify  a  home  without  giving  attention  to  the 
furniture  that  furnishes  it  is  like  attempting  to  play 
TIamlet  with  the  chief  character  in  the  play  elimin- 
ated. 

If  there  is  at  any  time  a  psychological  moment  favor- 
able for  the  furniture  dealer  to  bring  to  the  attention 
of  the  householders  and  others  in  his  neighborhood 
to  the  articles  he  sells,  it  is  when  the  beautifying  of 
home  and  town  is  being  made  the  subject  of  a  special 
campifijign.  People  are  then  in  a  more  receptive  mood 
than  is  the  case  under  normal  conditions. 

But  very  little  increased  business  is  likely  to  come 
to  the  dealer  from  a  general  campaign  of  this  kind  un- 
less he  himser  is  prepared  to  make  a  special  efl-'ort,. 

About  a  month  ago  the  citizens  of  Fredericton,  N.B., 
hehl  an  "Ai  Home"  week,  and  it  wals  a  most  pleas- 
ing sight  to  see  the  intelligent  way  the  local  mer- 
chants of  nearly  all  branches  of  trade  utilized  the  col- 
umns of  the  local  newspapers.  They  impressed  upon 
the  home-comers  that  the  time  was  opportune  to  buy 
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merchandise  and  soiivenirs  from  the  merchants  of  the 
old  town.  Through  their  window  displays  they  did 
the  same  thing. 

This  is  the  policy  that  should  be  adopted  when  a 
home  and  town  beautifying  campaign  is  being  carried 
on.  It  is  when  the  iron  is  hot  that  the  blow  is  most 
eflPective. 

The  potentialities  of  home  and  town  beautifying  and 
home  coming  campaigns  are  so  obvious  that  it  is  rather 
strange  so  few  towns  g;ive  heed  to  them.  And  not 
only  does  immediate  benefit  accrue  to  the  business 
men  of  the  town  from  such  campaigns,  but  there  is 
the  other  fact  to  be  considered,  namely,  that  they  im- 
press upon  the  residents  of  the  immediate  territory  the 
other  fact  that  it  is  to  their  interest  to  patronize  the 
home  town  instead  of  making  their  purchases  in  the 
department  stores  of  the  big  cities. 

In  lending  his  interest  to  all  schemes,  by  whatever 
name  they  may  be  known,  for  the  advancement  of  the 
welfare  of  his  own  town  he  is  obviously  sowing  for 
his  own  reaping. 

He  who  lacks  enthusiasm  is  deficient  in  one 
of  the  chief  qualifications  of  good  salesmanship. 


Vacuum  Cleaners 
in  Furniture 
Stores. 


While  the  furniture  dealer  can- 
not expect  to  monopolize  the 
trade  in  vacuum  cleaners  there 
is  every  reason  why  he  should 
get  and  keep  all  of  it  that  he  can. 

Vacuum  cleaners  certainly  fit  in  with  the  furniture 
trade.  Dealers  who  are  handling  them  find  them  a 
profitable  line.  And  besides  the  profits  that  accrue 
from  selling  them  there  is  the  revenue  that  is  to  be 
derived  from  renting  them.  But  these  are  not  the  only 
inducements.  The  selling  and  renting  of  vacuum  clean- 
ers tends  to  bring  business  for  other  lines  which  the 
furniture  dealer  carries  in  stock. 

Poor  advertising  can  no  more  be  expected  to 
hold  business  than  poor  glue  to  hold  fur  tiiture. 


Should  Interest 

Furniture 

Manufacturers. 


Furniture  manufacturers  can 
scarcely  be  uninterested  in  the 
rumor  that  comes  from  Ottawa 
to  the  effect  that  an  export 
duty  on  pulp  wood  is  contemplated. 

The  chief  supply  of  wood  for  pulp-making  comes  from 
spruce.  Last  year  over  78  per  cent,  was  from  that 
source.  It  is  here  that  the  furniture  manufacturer's 
interest  comes  in,  spruce  being  the  chief  source  of 
supply  for  the  furniture  and  ear  manufacturers  of  the 
country. 

According  to  the  last  report  of  the  Conservation  Com- 
mission, spruce  is  becoming  more  and  more  important 
to  these  two  industries,  which  between  them  in  1910 
used  up  10,000,000  feet.  Of  the  total  lumber  cut  of 
the  Dominion  nearly  one-third  is  spruce. 

That  we  have  an  enormous  quantity  of  spruce  in 
Canada  there  is  no  doubt,  but  the  point  that  gives 
concern  to  those  who  are  conversant  with  the  situation 
is  that  we  are  using  it  up  faster  than  Nature  is  pro- 
ducing it  for  us.  We  have  it  on  the  authority  of  Prof. 
Fernow.  Dean  of  the  Faculty  of  Forestry,  University 
of  Toronto,  that  it  takes  120  years  to  grow  a  12-inch 
spruce  tree. 

But  our  concern  is  not  confined  to  spruce  alone,  for 
in  spite  of  the  undoubted  vastness  of  the  timber  re- 
sources of  the  country,  Canada  is,  according  to  the  Con- 


servation Commission,  "yearly  growing  more  depen- 
dent upon  foreign  countries  for  her  supplies  of  the 
grades  of  timber  used  by  manufacturers."  The  im- 
portance of  this  may  be  gathered,  to  some  extent  at 
least,  from  the  fact  that  the  products  of  the  forest  used 
in  Canada  and  exported  in  1909,  the  last  j'ear  for  which 
figures  are  procurable,  aggregated  2,906,000,000  cubic 
feet,  valued  at  $166,000,000.  And  this  does  not  in- 
clude the  many  million  dollars'  Avorth  destroyed  by 
forest  fires. 

It  is  quite  obvious,  therefore,  that  furniture  manu- 
facturers can  scarcely  be  disinterested  in  any  move- 
ment which  has  for  its  object  the  conservation  of  the 
timber  resources  of  the  Dominion. 


He  who  plans  his  campaigns  well  ahead  is 
not  likely  to  find  himself  distanced  in  the  race 
for  business. 


Interests  of 
Wholesalers 
and  Retailers 
Are  Common, 


The  day  when  the  wholesaler 
and  the  retailer  were  deemed 
to  have  nothing  in  common  is 
pass-ing  to  the  limbo  of  for- 
gotten things  like  many  other 
narrow  beliefs  and  practices. 

It  could  not  well  be  otherwise.  Men  realize  in  a 
way  they  never  did  before  that  they  are  merely  units 
in  the  world  of  humanity  and  that  that  which  efl'eets 
one  effects  all,  either  injuriously  or  beneficially  as  the 
case  may  be.  Naturally  the  sphere  of  business  could 
not  be  uninfluenced  by  these  forces. 

Wholesalers  and  retailers  are  realizing  that  as  a 
matter  of  fact  there  is  no  such  a  thing  as  an  absolute- 
ly individual  interest.  On  the  contrary  they  are  awak- 
ening to  the  fact  that  in  the  final  analj^sis  there  is 
not  a  point  at  which  their  interests  do  not  touch. 
There  are  some  who  may  not  yet  be  fully  awake  to 
the  fact.  But  there  are  none  who  are  so  sound  asleep 
as  to  be  absolutely  unconscious  of  what  is  going  on 
in  the  business  world  around  them.  All  are  at  least 
sufficiently  awake  to  rub  their  eyes.  Some  will  prob- 
ably lie  down  and  go  to  sleep ;  but  not  all. 

The  new  gospel  of  business  is  bringing  men  closer 
together.  When  they  get  together  they  learn  to  know 
each  other.  It  was  when  they  did  not  knoAv  each 
other  that  business  men  disliked  each  other. 

The  great  Samuel  Johnson  once  told  Goldsmith  that 
he  disliked  a  stranger  who  came  and  sat  near  him. 
When  asked  the  reason  he  said  it  was  because  he  did 
not  know  him,  and  that  if  he  knew  him  he  would  like 
him.  This  is  the  basis  of  most  of  our  likes  and  dis- 
likes. When  we  do  not  know  the  other  fellow  in  busi- 
ness we  do  not  like  him.  And  because  we  do  not  like 
him,  be  he  wholesaler  or  retailer,  we  do  those  things 
in  business  which  dislike  breeds. 

Amity  between  business  men  does  not  dull  their 
keenness  for  business,  but  it  does  lessen  or  remove 
that  keenness  for  taking  an  undue  advantage  of  each 
other  which  sometimes  exists  among  business  men.  It 
pays  to  cultivate  it. 


Stpatfopd's  fupnitupe  exhibition  will  ppobably 
be  held  the  second  week  in  Januapy.  although 
the  exact  date  has  not  yet  been  decided  upon. 
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Credit  and  Its  History 

3t/  H.  B.  Buell 


Before  we  enter  upon  the  discussion  of  the  theme,  we 
ean  well  ask  ourselve.s,  What  is  credit?  We  use  the 
word  freely,  it  is  constantly  on  our  lips  and  we  are 
called  "Credit  Men,"  but  do  we  properly  understand 
the  meaning  of  the  Avord.  Webster  says:  "Credit  in 
commercial  transactions  is  mercantile  reputation  entit- 
ling to  be  trusted  or  to  receive  goods  or  loans  on  pro- 
mise of  after  payment."  Another  writer  says:  "We 
have  come  to  an  exact  scientific  notion  of  the  nature  of 
credit  that,  Avhile  it  serves  the  purpose  of  capital,  it 
can  only  do  so  while  there  is  capital  ready  to  come  and 
take  its  place  if  necessary."  Credits  which  are  not  in 
this  position  (though  they  may  happen  to  serve  their 
turn,  as  a  ship  may  sail  some  distance  unwrecked  with- 
out a  steersman)  do  not  accomplish  the  purpose  of 
credit.  Credit  is  therefore  in  other  words  the  capital- 
ization of  reputation. 

If  we  then  as  dispensers  of  credit  are  to  deal  with  so 
abstract  a  quantity  as  the  reputations  of  our  custom- 
ers, how  much  we  need  to  study  them,  and  to  fit  our- 
selves to  handle  it  without  loss  to  either  party.  It  has 
become  indeed  one  of  the  exact  sciences. 

History  of  Credit. 

The  history  of  credit  dates  back  as  far  as  the  history 
of  man.  The  old  JcAvish  laAvs  referred  to  contracts  and 
debts,  and  provided  that  at  stated  intervals  the  "Slate" 
should  be  washed  clean  and  all  debts  forgiven.  The 
opponents  of  the  bankruptcy  laws  of  to-day  are  evi- 
dently not  in  sympathy  with  the  early  Jewish  "Jubi- 
lees." Perhaps  the  oldest  historical  reference  to  credit 
is  found  in  China,  where  as  early  as  2,800  B.  C.  banks 
of  deposit  and  discount  existed,  denoting  a  high  state 
of  civilization,  from  which  we  may  reason  that  in  that 
slowly  ])rogressive  country,  centuries  elapsed  in  the 
maturing  of  such  forms  of  credit.  Likewise  in  Egypt 
and  India  credit  transactions  are  recorded.  In  Greece 
credits  were  not  unknown,  and  while  the  rights  of 
('ai)italists  were  severely  taxed  they  were  also  carefully 
guarded.  The  history  of  all  nations  is  the  history  of 
connnercial  activity  in  which  credit  has  always  in  the 
past,  and  always  must  in  the  future,  play  the  leading 
part.  Wherever  a  high  state  of  credit  existed  there 
was  a  correspondingly  high  state  of  civilization.  In 
savage  countries  credit  is  unknown,  the  savage  is  like 
an  untrained  child.  What  he  sees  that  he  Avants,  he  ap- 
propriates to  his  own  use  and  asks  no  question  nor  un- 
derstands the  meaning  of  honor  or  fair  dealing,  but  in 
so  far  as  countries  become  civilized  so  far  does  credit 
come  to  its  perfection.  Credit  giving  is  manifestly  an 
invention  of  man,  for  nature  never  established  the  cus- 
tom. Nature  gives  no  credit.  She  requires  that  we 
must  work  first  and  eat  afterward.  The  soil  must  be 
tilled  before  the  earth  will  yield  its  increase,  but  man 
is  not  so  inexorable  and  is  willing  to  "take  a  chance," 
and  parts  with  his  goods  accepting  in  return  the  repu- 
tation of  another  that  payment  will  be  fully  made  at  a 
later  date. 

Credit  is  Two-Faced. 

Credit  is  also  two-faced  and  may  be  employed  to 
benefit  or  to  injure  according  as  its  aid  is  invoked. 
Willi  a  firm  foundation  I'oi-  our  business,  with  brain  and 

•|n  part  an  iuidioss  (Iclivcii-ofl  bcforo  the  CiinatUaii  (imtit  Men's  .\s- 
sociation  at  Toronto,  on  OcIoIht  17,  by  H.  Ji.  IJiicll,  foi nicr  Ficsident  of 
tlic  Syracuse  Credit  Men's  Association. 


energy  to  back  it,  and  with  honor  to  direct  it,  it  may 
be  used  to  our  advantage.  The  danger  lies  in  its  mis- 
use or  too  great  reliance  upon  it.  We,  too,  often  rely 
upon  it  as  an  inexhaustible  mine,  ever  ready  to  yield 
to  our  wants,  but  apt  to  fail  us  when  most  needed. 

Credit  is  most  plentiful  Avhere  least  required,  and 
most  hard  to  obtain  when  most  needed.  If  then  we 
are  to  handle  so  subtle  and  elusive  a  c[uantity,  we 
should  have  some  sound  basis  upon  which  to  operate. 
What  then  are  the  elements  of  safety  in  granting  cred- 
its? I  think  these  can  be  enumerated  in  three  ele- 
ments : — 

1.  Honesty. 

2.  Capital. 

3.  Ability. 

Importance  of  Honesty. 

I  place  honesty,  that  sterling  cjuality  that  Avill  not 
stand  for  anything  but  the  fairest  and  squarest  deal- 
ings between  man  and  his  fellow,  first,  for  I  regard  it 
as  the  most  essential  qualification  of  the  credit  seeker. 
Without  this  essential,  credit  is  unsafe  regardless  of 
all  the  others.  The  dishonest  man,  or  the  man  Avho  per- 
haps would  not  like  to  be  classed  as  such,  but  whose 
standard  of  morals  is  such  that  he  is  Avilling  to  wink 
at  transactions  that  would  not  bear  the  closest  scrutiny, 
is  unsafe  to  be  the  recipient  of  your  confidence  and  of 
your  merchandise.  While  he  will  pay,  and  pay  prompt- 
ly perhaps  for  a  long  time,  and  may  never  fail  to  do  so, 
while  his  business  runs  smoothly,  let  times  of  depres- 
sion come  and  such  a  man  Avill,  if  it  seems  necessary 
to  him,  try  to  save  himself  without  regard  to  the  rights 
of  others.  The  man  of  sterling  character  who  feels 
that  his  honor  stands  first,  in  times  of  trouble,  may  go 
down  to  financial  ruin,  hut  if  afterAvard  the  opportun- 
ity should  ever  present  itself  to  make  good  his  obliga- 
tions he  Avill  not  hide  behind  a  discharge  in  bankruptcy, 
but  Avill  make  every  effort  to  pay  his  debts  in  full. 

I  have  in  mind  a  case  in  my  oAvn  city  of  a  merchant 
Avho  some  years  ago  was  forced  into  failure  by  an 
epidemic  of  smallpox,  but  Avho,  in  after  years  AA^hen  he 
had  regained  his  financial  standing,  took  the  keenest 
pleasure  in  mailing  his  check  in  cancellation  of  his  old 
indebtedness  to  every  creditor,  although  he  was  under 
no  legal  obligation  to  do  so. 

A  dishonest  man  can  do  more  harm  Avith  capital  than 
without  it,  Avhile  Avith  right  character,  backed  by  fair 
ability,  capital  can  be  acquired,  for  a  man  Avith  good 
standing  and  ability,  although  Avith  comparatively 
small  means,  is  in  a  better  position  to  win  success  than 
the  man  with  bad  or  weak  character,  though  he  may 
have  better  ability  and  capital. 

The  man  who  has  developed  traits  of  regularity, 
thrift,  industry,  and  a  determination  to  Avin,  though 
Avith  narroAv  means,  Avill  make  a  more  desirable  cus- 
tomer than  he  AA'ho  Avith  larger  means  is  careless  or  in- 
different to  his  obligations.  You  have  confidence  in 
the  man  of  character  because  you  knoAV  what  he  Avill 
do  and  he  gives  no  cause  for  distrust. 

Importance  of  Capital. 

Next  in  importance!  I  place  capital.  It  would  seem 
to  be  luuiecessary  to  say  that  no  business  could  be  suc- 
(•(issfully  conducted  without  capital  to  properly  finance 
it.    Yet"  too  many  are  trying  to  successfully  cope  with 
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modern  trade  conditions  with  little  or  insufficient  capi- 
tal. It  is  a  hard  road  and  strewed  with  the  wrecks  of 
others  who  have  preceded  them.  In  conditions  of  keen 
competition  as  we  find  them  to-day,  no  business  with- 
out sufificient  capital  to  take  advantage  of  all  discounts, 
and  to  meet  all  obligations  properly,  can  hope  to  finally 
succeed,  the  handicap  is  too  great.  You  will  remember 
that  Ave  are  dealing  with  "reputation"  and  when  "rep- 
utation" says  he  cannot  from  lack  of  capital  properly 
conduct  his  business,  and  meet  his  bills  as  he  should, 
then  the  penalty  must  be  paid  in  loss  of  credit,  and 
credit  once  impaired  is  very  slowly  regained.  It  is  like 
a  beautiful  piece  of  china  that,  although  broken,  can 
be  repaired  to  serve  its  purpose,  but  it  can  never  be- 
come the  beautiful  and  perfect  work  of  art  that  it  once 
was.   It  will  always  bear  the  marks  of  its  downfall. 


It  has  been  said  that  the  peddler  is  the  ideal  mer- 
chant, for  with  bis  capital  of  $50  or  $100  he  buys  his 
supplies  for  cash  and  sells  before  buying  again.  In 
this  manner  he  turns  over  his  money  many  times  dur- 
ing the  year,  and  profits  made  are  therefore  large  in 
proi)ortion  to  the  capital  employed.  If  instead  he  had 
*5,Q00  and  put  it  all  into  goods  when  his  proper  re- 
quirements could  have  been  .satisfied  with  half  the 
amount,  he  would  have  the  other  half  in  dead  stock, 
which  becomes  "deader"  and  constantly  depreciating 
in  value  as  time  goes  on.  And  this  leads  me  to  say 
that  the  third  element  of  safetv  in  credit  granting  is 
"Ability." 

Importance  of  Ability. 

Without  the  capacity  for  the  proper  use  of  his  capi- 
tal the  man,  though  honest,  cannot  hope  for  ultimate 
success.  It  is  an  age  of  progress,  of  keen  business  com- 
petition, when  the  best  that  is  in  every  man  must  be 
brought  to  the  front,  and  the  business  man  raiist  iise 
the  gray  matter  with  which  his  maker  has  endowed 


him  to  carve  his  name  high  as  one  who  has  achieved 
success.  Give  two  ordinary  men  equal  facilities  and 
one  will  fail  while  the  other  will  amass  wealth.  One 
is  in  good  credit  and  the  other  is  not.  Surelj'  they  must 
differ  in  essential  characteristics,  in  judgment,  prud- 
ence, thrift,  energy,  economy  or  in  diligence.  Some 
are  like  race  horses,  trained  for  speed  rather  than  en- 
durance, some  are  of  the  effeminate,  fussy  type,  they 
are  apt  to  be  narrow,  they  do  not  get  a  broad  view  of 
the  situation  and  have  more  zeal  than  sense.  The  am- 
iable, yielding  man,  who  cannot  say  "Xo, "  is  often 
more  applauded  as  the  horn  of  plenty  by  his  customers 
than  by  his  creditors,  and  soon  finds  his  capital  all  in 
accounts  receivable,  and  in  debt  for  all  his  goods.  The 
resolute  pugnacious  man  is  apt  to  lack  tact  and  court- 
esy and  so  repels  rather  than  attracts.    Others  are  ac- 


This  factory  at  Calgarj', 
AUa..  has  been  purchased 
by  the  Western  Ideal 
Bedding  Co.,  Limited,  10 
JefTcrson  Ave.,  Toronto. 
Improvements  and  ad- 
ditions will  be  made  as 
fast  as  possible,  so  that  in 
time  the  complete  "Ideal" 
line  for  the  Western  trade 
will  be  manufactured  at 
this  plant. 


five  and  energetic  in  their  pleasures,  but  listless  and 
indifferent  in  their  business. 

Incompetence  is  largely  the  cause  of  every  failure, 
and  those  who  do  not  succeed  can  generally  find  the 
cause  of  their  failure  in  themselves.  In  your  own  ex- 
perience call  up  the  failures  with  which  you  are  ac- 
quainted, and  you  will  find  that  while  dishonesty  may 
be  prominent  and  lack  of  capital  is  very  noticeable,  in- 
competence plays  a  leading  part  in  every  one. 

WALKER  &  CLEGG'S  CATALOGUE. 

Walker  &  Clegg,  Wingham,  Out.,  manufacturers  of 
upholstered  furniture  of  the  better  grade,  have  issued 
n  handsome  new  80-page  catalogue  for  the  coming  year. 
This  book  throws  great  credit  on  the  firm  and  should 
be  in  the  hands  of  every  retailer  who  wants  to  handle 
first-  class  stuff.  The  cover  is  embossed  and  the  pub- 
lication is  profusely  illustrated  throughout  Avith  clear 
half  tones.  A  pleasing  feature  is  the  use  of  color  Avork, 
several  of  the  lines  being  shoAvn  in  the  colors  in  AAiiicli 
the  work  is  turned  out. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
Arrangements. 


PRACTICAL  WINDOW  DRESSING  SUGGESTIONS* 

By  Arthur  B.  Abbott 

When  a  great  ship  is  sinking  at  sea,  the  attempt  to 
save  the  different  articles  in  its  manifest  is  made  in 
accordance  with  their  value.  When  a  merchant  finds 
it  necessary  to  curtail  his  expenses,  he  leaves  to  the 
last  that  which  is  of  the  greatest  value  to  the  success- 
ful promotion  of  his  business.  He  may  dispense  with 
certain  of  his  clerical  and  sales  force,  he  may  cut  out 
many  things  which  were  in  a  way  luxuries,  and  he  may 
even  cut  down  his  advertising  in  the  newspapers.  But 
who  ever  heard  of  a  merchant  closing  his  show  win- 
dows in  times  of  depression? 

There,  are  good  reasons  why  the  window  should  bloom 
perpetually,  and  one  is  that  it  is  the  most  potent  and 
vital  in  any  retail  mercantile  endeavor.  Yet  in  spite 
of  the  fact  that  it  is  of  so  great  importance,  it  is  very 
often  the  case  that  the  window  is  given  grudgingly  of 
time  and  general  expense  appropriation.  There  lies 
hidden  in  the  valleys  and  mountain  sides  vast  treas- 
ures of  gold  and  precious  stones,  but  because  of  their 
hidden  and  unknown  location  they  are  of  no  value  to 
the  world.  So  you  may  have  goods  of  the  most  allur- 
ing nature,  but  if  the  public  is  not  made  aware  of  your 
treasures,  the  money  you  have  invested  in  them  is  of 
no  more  value  than  the  hidden  gold.  You  cannot,  with 
])ropriety,  stand  out  on  the  sidewalk  and  shout  the  mer- 
its of  your  goods,  nor  has  there  yet  been  invented  a  de- 
vice or  process  by  which  you  can  sit  in  your  store  and 
send  out  mysterious  thought  waves  to  the  minds  of  those 
needing  your  goods.  The  reputation  of  your  store  will 
help  some,  your  advertising  in  newspapers  will  do 
more;  literature  and  alluring  illustrations  will  have 
their  effect,  but  what  you  need  and  must  have  if  you 
are  to  get  the  fullest  harvest  from  the  field  of  your 
endeavors,  is  something  which  will  arrest  passers-by 
and  compel  them  to  come  into  your  store  and  leave 
their  money  in  the  cash  drawer. 

Speaking  Power  of  the  Window. 

A  catalogue  containing  handsome  and  enticing  cuts 
is  powerful ;  a  pretty  picture  of  the  little  birds  feather- 
ing their  nest  is  suggestive,  but  we  all  are  Missourians 
when  it  conies  to  giving  up  our  cash.  The  Avindow  dis- 
play stands  out  and  says  to  everyone  who  passes: 
"Folks,  this  store  has  been  telling  you  in  the  papers 
and  by  letters  of  the  wonderful  treasures  they  have, 
and  here  they  are.  Stop  a  moment  and  I  will  show 
you." 

r  have  si)ent  sonu;  twenty-five  years  meeting  the  pub- 
]\('.  find  iti  selling  goods,  and  I  have  always  found  that 
T  got  the  best  results  when  I  donned  my  most  pleasing 
s(!enery,  carried  in  my  sample  trunks  goods  which  were 
seasonable  and  what  the  public  was  interested  in,  and 
was  able  to  point  out  the  merits  of  my  goods  in  the 
fewest  words  possible,  it  is  a  very  rare  occasion  that 
the  fellow  who  has  mon(^y  enough  in  his  pocket  to 
come  in  and  pay  for  goods  lias  tinu^  enough  on  his 

"AdrirosK  before,  Ihc  Convention  of  InstiUnicnt  Furnitiiri;  Dealers  of  the 
United  States,  July  31,  I'm. 


hands  to  listen  to  a  long  roundabout  explanation  of 
their  merits  or  to  alleged  funny  stories  told  for  his 
supposed  entertainment. 

Now,  the  window  occupies  a  position  in  your  busi- 
ness which  commands  the  highest  salary,  considering 
overhead  charges,  and  is  supposed  to  be  your  star 
salesman.  Is  it  earning  its  salary  and  is  it  a  credit  to 
your  store  ?  The  answer  lies  with  you.  The  window  is 
on  the  ,]ob  day  and  night,  and  only  depending  on  you 
to  give  it  the  opportunity  to  make  good. 

Are  you  loading  it  down  with  all  the  junk  you  can 
get  into  it,  or  are  you  making  a  careful  selection  of 
such  goods  as  are  seasonable,  such  as  the  public  is  in- 
terested in  and  which  your  newspaper  advertising  is 
placing  before  the  public?  Are  you  making  it  your 
special  business  to  see  that  it  has  a  clean  shave  and  a 
glistening  ten  cent  shoe  polish  every  day?  In  other 
words  are  you  letting  the  dust  accumulate  on  the  mer- 
chandise and  window  glass  or  are  you  keeping  it  care- 
fully and  neatly  dusted  and  the  window  sparking  from 
the  effect  of  soap  and  water?  Are  you  putting  a  gag 
in  its  mouth  and  tying  its  hands  behind  it  so  that  it 
cannot  demonstrate  or  explain  the  merits  of  your 
goods,  or  are  you  by  neat,  tasty  cards  giving  interest- 
ing talks  and  information  and  by  other  educative  fea- 
tures adding  interest  to  the  window? 

Some  merchants,  by  the  indifference  manifested  to- 
ward their  window,  remind  me  of  the  Indian  who  saw 
some  white  folks  picking  geese.  He  asked  what  they 
were  going  to  do  with  the  feathers.  They  told  him 
that  they  put  the  feathers  in  their  bed  to  make  it  soft. 
The  Indian  thought  the  matter  over  for  a  while  and 
then  selected  a  nice  large  feather,  and  when  he  lay 
down  put  the  feather  under  his  Ijlanket.  The  next 
morning  he  walked  into  the  white  man's  house  and 
said:  "White  man  heap  liar.  Feather  no  soft."  Such 
merchants  have  never  given  their  windows  the  oppor- 
tunity to  make  good,  nnd  consequently  discredit  their 
worth. 

Three-Fold  Mission  of  the  Window. 

A  window  must  do  three  things  to  properly  fill  its 
mis.sion.  It  must  have  some  attractive  feature  which 
will  be  so  strong  that  it  will  arrest  the  passer-by  and 
bring  him  to  the  window.    It  must  have  such  arrange- 


A  flisplny  of  MliiiK  ciibinets  in  which  a  picture  of  members  of  a 
tfoveruineiit  cabinet,  draped  with  a  Hag,  are  utili/.ed. 
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ment  of  goods  as  to  create  interest,  and,  lastly,  and 
most  important,  it  must  be  so  suggestive  as  to  create 
the  desire  to  purchase.  There  are  many  ways  of  at- 
tracting attention  in  a  window,  among  which  the  mov- 
ing device  is,  without  doubt,  the  most  potent,  if  it  call 
attention  to  the  goods  advertised.  If  it  simply  attract 
and  entertain,  it  is  nothing  more  than  a  free  show,  and 
as  soon  as  the  observer  has  satisfied  his  curiosity  he 
passes  on  without  the  slightest  idea  of  the  goods  ad- 
vertised. But  if,  with  every  moment,  it  is  suggesting 
the  goods  or  pointing  to  them,  then  it  becomes  most 
valuable. 

A  freak  creation  has  a  very  doubtful  value  as  an 
attractive  feature.  It  may  impress  with  the  ingen- 
uity of  its  creator,  but  a  washboard  converted  into  an 
automobile  seat  will  sell  neither  washboards  nor  auto- 
mobiles. In  fact,  the  time  the  observer  has  given  to 
the  window  has  been  consumed  in  listening  to  its  funny 


Yet  all  these  points  are  of  interest  and  value  when 
one  is  buying  furniture. 

If  a  Avindow  display  with  the  good  samples  of  the 
raw  material  from  which  the  goods  were  constructed, 
accompanied  by  a  brief  recital  of  its  story  were  made, 
it  would  create  an  interest  in  the  goods  which  the 
goods  alone  could  not.  A  cross  section  of  a  log  .show- 
ing the  cuts  to  produce  quarter  saw  will  not  only  illus- 
trate this  interesting  and  important  process,  but  will 
hold  the  attention  of  the  observer  and  impress  him 
with  the  thought  that  your  goods  are  of  such  high 
grade  that  you  are  not  afraid  to  give  him  the  points 
which  will  enable  him  to  .judge.  Interest  created  in 
goods  in  this  way  is  transmitted  to  the  store  itself,  as 
it  demonstrates  the  thought  that  the  store  is  a  student 
of  the  goods  it  is  selling,  and  as  such  is  able  to  make 
a  proper  selection.  The  average  customer  is  not  posted 
in  the  technical  features  of  the  goods  and  must  relv 


A  neat  and  effective  display 
of  Northern  dining  suit  in 
fumed  oak.  The  illustration 
is  used  through  tlie  eourtcsy 
of  the  Northern  Company, 


story  and  before  the  window  has  had  time  to  get  down 
to  talking  goods,  the  observer  has  passed  on. 

It  is  possible  to  take  a  bed  which  has  been  returned 
to  the  parental  roost  through  long-deferred  payments, 
and  give  it  a  coat  of  polish  and  place  it  'midst  attrac- 
tive decorations  and  make  a  better  impression  than  one 
fresh  from  the  hands  of  its  creator  and  dumped  into 
a  commonplace  window.  A  few  paper  flowers,  an  at- 
tractive arrangement  of  the  goods  will  cover  up  a 
multitude  of  sins  and  give  the  sinner  a  favorable  show- 
ing among  the  saints. 

Make  Novel  Arrangements. 

Another  attractive  feature  is  the  novel  arrangements 
of  goods  displayed,  or  some  educative  feature  shown 
with  them  to  create  interest  in  the  goods  after  the  ob- 
server has  been  drawn  to  the  window.  How  many 
people  know  that  50  per  cent,  of  the  mahogany  goods 
sold  to-day  were  grown  on  a  birch  stump?  How  many 
can  tell  the  difference  between  cjuarter  sawed  and 
rotary  cut  goods?  How  few  are  aware  that  rosin  var- 
nish will  break,  turn  white  and  crack,  while  good  var- 
nish, with  oil  rubbed  finish  will  last  for  all  time  with 
proper  care?  How  many  know  enough  about  forestry 
to  tell  the  difference  between  an  oak  and  an  ash  grain? 


more  or  less  on  the  judgment  of  the  merchant,  and  the 
greater  confidence  the  customer  has  in  the  judgment 
of  the  merchant  the  more  likely  he  is  to  place  orders. 

Power  of  Suggestion. 

Another  way  to  create  interest  and  influence  the  cus- 
tomer to  come  in  and  purchase  is  by  suggestion.  For 
example :  Suppose  it  be  lawn  goods  and  ice  cream  freez- 
ers that  are  being  advertised.  Arrange  the  window  to 
represent  a  lawn  scene.  Place  a  small  table  with 
chairs  in  the  center.  On  the  table  arrange  dainty 
decorations  and  plates'  full  of  colored  wax  ice  cream. 
By  the  side  of  the  table,  near  the  front,  place  a  freezer 
full  of  this  delicious  ice  cream.  This  affords  oppor- 
tunity to  display  a  great  variety  of  summer  goods,  and 
is  a  great  temptation  placed  before  the  hot,  per.spiring 
observer  which  will  be  irresistible.  How  many  of  us 
i>o  down  the  street  with  no  thought  of  buying  peanuts. 
But  our  nose  catches  the  aroma  of  some  vender's 
roaster  and  it  is  all  over;  it  must  be  peanuts  if  we  are 
morally  certain  at  the  time  that  we  will  suffer  from 
the  eating. 

The  store  windows  in  every  community  reflect  the 
degree  of  enterprise  manifested  in  the  community.  I 
would  rather  have  a  store  with  ample  and  proper  show 
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window  facilities  and  located  on  a  less  frequented 
street,  than  one  on  a  busy  street  but  with  poor  Avindow 
display  facilities.  For  after  all,  it  is  not  the  number 
that  pass  by  that  count,  but  the  number  Avho  come  in- 
side and  leave  their  money  with  the  cashier. 

It  is  said  that  one  of  the  most  successful  steamboats 
on  the  Missouri  river  in  early  days  was  one  with  so 
small  boilers  and  large  whistle  that  it  had  to  tie  up  to 
the  bank  every  time  it  blew  its  whistle.  But  because  of 
the  racket  the  whistle  made,  it  was  heard  far  and  near, 
and  every  one  was  at  the  wharf  with  their  goods  Avhen 
the  boat  came  along.  Your  window  is  your  Avhistle 
and  it  is  up  to  you  to  keep  up  enough  steam  even 
though  you  have  to  curtail  somewhere  else  to  make 
your  whistle  wake  the  sleepers  and  get  them  running 
to  your^tore  to  see  what  is  happening.  There  are  dif- 
ferent Avays  of  getting  a  reputation.  One  is  to  get  the 
reputation  of  haA'iug  the  handsomest  and  most  attrac- 
ti\'e  AvindoAvs  in  toAvn.  You  Avill  haA'e  every  one  guess- 
ing and  talking  and  consulting  your  AvindoAvs  as  the 
oracle  of  fashion. 

Another  splendid  method  of  popularizing  your  store 
in  the  community  is  to  observe  national  holidays  in 
your  AvindoAvs.  A  store  Avhich  outAvardly  expresses 
sympathy  and  respect  for  our  nation '.s  heroes  or  great 
events  in  its  life  history  Avill  intrench  itself  in  the  es- 
teem of  the  public.  So  important  is  this  feature  that 
I  Avill  pause  long  enough  to  suggest  a  feAv  thoughts 
a^ong  this  line.  Take  Christmas,  the  world's  holiday, 
for  example.  DisplaA's  on  this  event  are  so  common 
that  ncAV  and  original  displays  are  difficult  of  making. 
I  Avill  suggest  one  idea  Avhich  is  original  Avith  me,  as 
1  have  never  seen  it  Avorked  out.  I  shall  call  it  the 
"Three  Wise  Men."  The  name  is  suggestive  to  start. 
Take  three  small  tables,  place  at  the  side  of  each  fig- 
ures to  represent  persons  in  youth,  middle  age  and  old 
age.  Arrange  on  and  around  the  tables  goods  appro- 
priate as  gifts  for  persons  of  the  age  represented  by 
the  figures.  The  thought  is  that  because  these  three 
men  Avere  Avise  they  made  a  happy  selection  of  presents 
*rom  your  stock.  It  Avill  serve  another  purpose  also. 
It  is  difficult  to  make  a  selection  of  presents  for  all 
ages,  and  the  suggestion  Avill  be  of  great  help  to  shop- 
pers, and  disclose  the  possibilities  your  line  affords. 

As  birthday  memorials  I  Avou'd  suggest  arranging  the 
windoAvs  to  repi-esent  a  small  stage.  On  the  back  place 
a  large  framed  portrait  of  the  subject.  On  the  walls 
arrange  cuttings  from  maga;ines,  newspapers,  etc.,  or 
better,  if  available,  cheap  colored  pictures  to  represent 
different  scenes  and  events  in  the  life  of  the  sub.iect. 
That  you  have  been  enterprising  and  patriotic  enough 
to  give  time  and  space  to  such  a  dis])lay  and  obser- 
vance reflects  in  a  silent  but  very  effective  manner  in 
your  behalf. 

When  next  you  enter  your  store,  consider  Avhether 
your  head  salesman  is  receiving  that  co-operation  ne- 
cessary to  present  your  goods  in  the  most  valuable 
manner,  and  Avhether  he  is  a  creditable  representative 
of  the  ideal  store  and  a  promoter  of  public  eiit('ri)nse. 


NEW  BUILDING  OF  CALGARY  FURNITURE 
STORE,  LIMITED. 

The  new  building  which  the  Calgary  Furniture  Store, 
Limited,  are  erecting  Avill  be  large,  attractive,  and  a 
credit  to  the  city  as  Avell  as  to  the  firm.  It  Avill  be  100 
by  180  feet  with  six  storeys  aiul  basenu'nt.  and  Avill 
cost  in  the  neighborhood  of  if!8r)0,00().  The  building, 
Avhich  is  in  course  of  construction,  is  on  the  iioi'thwest 
corner  of  Seventh  and  First  Streets,  aiul  faces  the  Hud- 
son's Bay  Company's  new  store. 


That  the  store  Avill  possess  a  bright  interior  may  be 
gathered  from  the  fact  that  there  Avill  be  two  hundred 
and  thirty  feet  of  plate  glass  AvindoAvs. 

The  loAver  floor  is  made  tAventy  feet  high  for  the 
purpose  of  alloAving  a  double  shoAV  AvindoAV  to  be  put 
in.  In  CDUsequence  of  this  arrangement  there  Avill  be 
a  AvindoAV  space  equal  to  four  hundred  and  sixty  feet. 

The  building  Avill  be  strictly  fireproof  and  modern  in 
CA'ery  respect.  It  Avill  be  built  of  re-inforced  concrete 
Avith  terra  cotta  facings,  and  is  considered  to  be  the 
finest  building  of  its  kind  in  Canada. 

In  addition  to  the  regular  furniture  lines  the  com- 
pany Avill  carry  stoves,  electrical  fixtures,  crockery, 
and  kitchen  utensils  in  their  ucav  store. 

The  manager  of  the  store  is  Mr.  G.  A.  Crooks. 


A  NOVEL  STORE  FRONT. 

Furniture  retailers  Avho  are  contemplating  the  erec- 
tion of  a  ncAV  store,  or  AA'ho  are  thinking  of  altering 
the  appearance  of  the  front  of  their  present  store,  could 
not  do  better  than  foiloAv  out  the  idea  contained  in  the 
accompanying  illustration.  It  is  a  Avell-knoAvn  fact 
that  large  AvindoAvs  are  necessary  to  the  proper  display 
of  furniture  and  the  style  adopted  by  the  Gurney-Ox- 
ford  StoA'e  Co.,  Toronto,  is  all  that  could  be  desired. 

As  Avill  be  seen  from  the  illustration,  the  store  en- 
trance is  very  deep,  there  being  five  distinct  AvindoAvs, 
tAvo  in  the  front.  tAvo  on  the  slant  in  the  entrance  and 
one  facing  the  street,  20  feet  from  the  sidcAvalk,  .just 
behind  the  tAvo  doors  Avhich  open  into  each  side  of  the 
store. 

Instead  of  alloAving  A^aluable  display  space  on  the 
second  floor  to  go  to  Avaste,  the  firm  has  put  in  four 
large  plate  glass  AvindoAA^s,  extending  across  the  40- 
foot  frontage.  In  AvindoAvs  such  as  these,  goods  can 
be  seen  from  across  the  street  and  can  be  made  to 
make  a  very  attractiA^e  shoAving. 


EOLLENBERG  BROS.'  NEW  STORE. 

The  retail  furniture  and  house  furnishing  store  at 
632  Simpson  St.,  Fort  William,  Out.,  owned  by  Hollen- 
berg  Bros.,  is  a  credit  to  the  firm.  It  occupies  a  space 
of  30  X  70  feet  and  is  two  storeys  high. 


B.  Hoi.i.KN'HEKc 


The  firm  carries  a  large  stock  of  inedimn  grade  furn- 
iture and  stoves  aiul  claim  that  the  latter  are  a  great 
factor  in  building  up  a  furniture  trade. 

B.  Ilollenberg,  the  buyer  of  the  firm,  states  that  trade 
eoiulitions  in  Fort  William  are  excellent. 


F.  W.  Hart,  proprietor  of  the  Big  Furniture  Store, 
Prince  Rupert,  B.C.,  has  leased  a  l)lock  of  laiul  and 
will  erect- a  new  store. 

The  Ilarriston  Furnitui-e  Co..  llarriston.  Out.,  is 
erecting  several  small  buildings  to  take  care  of  their 
rapidly  increasing  trade,  and  will  slioi-tly  double  the 
capacity  of  their  present  plant. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Typography) 


RETAIL  FURNITURE  ADVERTISING. 

B\>  E.  L.  Winters 

There  are  several  fundamental  and  material  factors 
of  importance  that  enter  into  retail  furniture  advertis- 
ing— and  the  same  may  be  said  to  be  true  of  almost 
all  other  biisinesses. 

I  shall  name  them  in  the  ratio  of  their  importance, 
according  to  my  .judgment  (which  is  not  infallible,  by 
any  means).  In  their  entirety  they  should  merge  into 
one  efficient  whole — the  embodiment  of  harmonious  and 
effective  advertising  organization. 

First — Character  of  establishment. 

Second — Qualities  of  merchandise. 

Third — ^Newspaper  publicity. 

Fourth — Window  displays. 

Fifth — Efficient  salesmanship. 

Sixth — Thorough  delivery  service. 

Seventh — Mail  delivery,  circular  letters,  etc. 

The  character  of  the  establishment  naturally  reflects 
to  a  great  degree  the  personality  of  the  proprietors — 
the  man  with  the  means — the  head  of  the  helm — ^he 
whose  business  capabilities  spell  success  in  proportion 
to  the  experience,  energy  and  directing  ability  he  is 
capable  of  infusing  into  the  business,  which  is  the  child 
of  his  creation  and  must  depend  upon  him  to  a  great 
extent  for  very  existence. 

He  must  coddle  it,  cajole  it,  humor  it,  spank  it.  when 
necessary,  (in  other  words,  hammer  it  into  shape), 
until  at  last  he  sees  it  take  definite  form,  become  ma- 
ture, endowed  with  a  character  reflecting  that  of  its 
founder. 

Again,  the  head  of  the  house  surrounds  himself  with 
a  sales  and  office  force  governed  largely  by,  and  who 
soon,  perhaps,  assimilate  manj^  of  the  idiosyncracies 
and  traits. 

Thus  we  see  that  that  character  of  the  house  is  large- 
ly one  of  personality,  which  governs  its  attitude  to- 
ward the  public,  in  its  advertising  and  otherwise. 

The  quality  of  merchandise  has  much  to  do  toAvard 
the  nature  of  advertising. 

For  instance,  the  merchant  who  has  an  established 
reputation  for  carrying  best  grades,  would  not  endan- 
ger that  reputation  by  putting  in  inferior  goods,  in  the 
vain  hope  of  catering  to  the  cheaper  trade. 

He  endangers  his  reputation.  His  customers  don't 
Avant  that  kind  of  goods — and  his  advertising  man  can 
"holler  his  head  off,"  so  to  speak,  in  the  newspapers 
and  he  won't  sell  enough  to  break  even  on  advertising 
expense.  He  finds  it  very  difficult  to  attract  cheap 
trade  to  a  house  that  has  a  reputation  of  being  first- 
class. 

Attract  Better  Class  Trade. 

On  the  contrary,  the  furniture  dealer  who  has  made 
it  his  business  to  cater  to  the  cheaper  trade,  finds  it 
equally  difficult  to  attract  the  better  class,  largely  be- 
cause of  environment  and  esta])lished  character. 

Thus  it  will  be  seen  that  while  each  house  may  carry 
largely  diversified  stocks,  the  bulk  of  the  business  of 
each  will  be  confined  to  the  particular  class  to  which 


it  makes  its  strongest  appeal,  and  no  amount  of  ad- 
vertising will  have  immediate  effect  to  change  that 
course. 

No  one  store  can  control  all  the  business,  and  the 
preference  of  the  individual  is  governed  largely  by 
the  character  of  the  house  and  the  nature  and  quality 
of  its  advertising. 

If  a  man  intended  starting  a  second-hand  furniture 
store,  it  Avould  be  folly  for  him  to  seek  a  location  in  a 
high-class  district,  where  rents  are  high  and  where  he 
would  find  customers  few  and  far  between  simply  be- 


Brass  Beds 


Some  brass  beds  deteriorate  before  they  leave  the 
dealer's  floor.    Such  is  not  the  case  with  our  beds 
The  beds  we  handle  have  all.  the  fine  points  of  quali 
ty  which  insure  satisfaction  to  the  buyer    They  stand 
solidly  on  their  castors,  they  are  strong,  and  they  have 
a  fini.'?h  that  is  ever  dear  and  lasting 

The  P  rices  Range  from 

$13.95  to  $45.00 

Over  a  dozen  different  designs  to  choose  Troin 
It  will  do  you  good  to  see  this  display — drop  in  today 

WRIGHT'S  LIMITED 

CHARUITTS  STRKKT,  STDHEV 


A  well-written  and  well  displayed  advertisement. 
Original  was  4J  x  6. 

cause  of  environment — and  the  same  would  be  true  of 
a  high-class  store  in  a  poor  locality.  It  would  mean 
business  suicide,  that's  all. 

Now,  given  the  proper  location  and  the  kinds  of  mer- 
chandise you  intend  to  feature,  the  question  of  adver- 
tising becomes  of  paramount  importance. 

If  a  man  has  any  individuality,  his  advertising  will 
reflect  that  individuality  to  a  great  extent — and  he  can 
make  it  conform  to  the  character  of  the  store  through 
his  style  of  display  and  wording  of  his  announcements. 

Personally,  I  like  to  infuse  as  much  human  interest 
as  I  can  into  my  advertising,  through  the  use  of  appro- 
priate pictures  pertinent  to  the  subject  or  season.  A 
pretty  picture  will  entice  the  eye  and  attract  atten- 
tion. That  accomplished,  the  ad.  is  reasonably  sure 
to  be  read. 

Were  I  doing  the  advertising  for  a  house  which 
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catered  particularly  to  the  popular  trade.  I  would  use 
middling  heavy  faced  type  for  display  heads  and  prices, 
with  large  and  effective  illustrations  taken  direct  from 
the  advertised  article,  accompanied  by  a  brief  one  and 


The  Rug  and 

Carpet  Department  Is 

Completely  Rc 

jady  for  the  Fall  Trade 

Nearest  Patterns  in 
on 

Floor  Coverings  Non?  On  Display 
the  Third  Floor 

New  Brussels  Rugs 

iij  self  ct'tfcts  jiid  also  in  scroll  and  Oriontal 
designs  pi'odured  in  the  newest  shades  of 
Olc-i-ii.  r,rniMi.  Red.  Blue  and  Fawn. 

Size  6.9  X  9  ft,  $10.50. 

Size  9x9  ft,  $14.50. 

Size  9  X  10.6  ft.,  $16.50. 

Size  9  X  12  tt..  $18.50. 

Size  11.3  X  12  ft,,  $22.60 

Size  11.3  X  13.6  ft.,  $25.75. 


New  Tapestry  Rugs 

in  scroll,  medallion  and  conventional  designs. 
Size  6.9  X  9  ft.,  $6.60. 
Size  9x9  ft.,  $8.50. 
Size  9  I  10.6  ft.,  $9.50. 
Size  0  X  12  ft.,  $10.60. 
Size  10.6  X  12  ft.,  $12.00 
Size  12  X  12  ft.,  $14.50. 
Size  12  X  16  ft.,  $18.00. 


New  Brussels  Carpets,  iu  all 

the  latest  colors  and  desii^us, 
t^l*ecial  price,  per 
jMrd   


$1.10 


New  Tapestry  Carpets  in  8 

(liffcreut  patterns,  showinjj 
ue;it  l  olnrmes  of  Fawu,  G'-ncu 
ami  Hc.I.    Spe-  ial  /-  r 

pri'  C.  t      v;ird  \JjO 


New  Scotch  Printed  Linole- 
ums, 2  yards  wide,  in  neat  de- 
signs.   Thoroughly  seasoned. 
Our  special  price,  per    A  C 
square  yard  T  JC 


Special  Prices  on  Floor  Coverings  for  Wednesday 

42c 

..    2  Hlld 

27c 


'  HE.WV  TAPESTRY  r.\RPf:TS,  2' 
dlfti.r»ul  pallirns.     J'-ful.irly  G(l,>  p.r  ,> : 


HK.tVV  OILCLOTH  in 
:  >  Kvds.    I!c.ul«rl.i  |. 


HE.WV  PRI.NTl-.l 
200  vaivJM.  l,V-„lail, 
Tui.,urr<jw  


HBVKRSIRI.I-:  .\RT  RfCS  in  sizes  from  3  x  21-. 
I,  ll.  :l  X  -1  yards     (IL'onl.v  i    Rrcularly  C5.25 


uj.  to  .$6..}il.    'I  i. 
IIF..VHTH  II 


rr.nv,  n  liilr  ihry  tai 


36c 

-Third  Floor. 


MITliK  Rl  IIS  ot  l]rsl  ijiiidilv  Curpels, 
.  4'.  iirs     (  ]1  ciiil.i  I.    IicKul«rly  up  to 


$3' 
$2" 


This  is  a  section  from  an  ad.  of  T.  C.  Walkins,  Hamilton.  Original 
7i  X  8.   The  layout  is  a  good  one  for  basis  of  any  kind  of  ad. 

two  syllable  "speil"  Avith  a  striking  price  arranged 
near  the  cut,  so  that  the  entire  thing  could  be  compre- 
hended at  a  glance. 

Use  lilustrations. 

An  effective  picture  and  a  prominently  displayed 
price  will  generally  prove  effective,  and  attract  those 
who  will  not  bother  to  read  the  ad. 

I  do  not  favor  very  black  and  heavy  display  be- 
cause it  savors  of  cheapness  and  gives  the  impression 
also  that  its  perpetrator  is  addicted  to  profanity. 

Large  newspaper  space  need  not  necessarily  be  used 
— but  special  lots  of  goods  bought  in  quantities  on 
which  low  prices  can  be  placed,  to  be  used  as  "pullees." 
When  advertised  effectively  and  placed  on  the  floor  in 
conjunction  with  other  goods  of  like  nature,  many 
sales  will  result  on  goods  not  advertised. 

I  have  heard  of  fui-niture  houses  that  used  this  meth- 
od of  i)ulling  people  into  the  store,  having  instructed 
the  .salesmen  not  to  show  or  sell  an  advertised  article 
unless  a  sale  could  not  be  made  otherwise. 

This  is  a  poor  business  method  and  generally  results 
in  disaster.  Don't  advertise  any  piece  of  furniture  un- 
less you  have  plenty  of  it  to  fill  the  demand,  or  know 
where  it  can  be  procured  without  delay. 

Of  course,  if  yon  have  but  one  or  two  pieces  of  a 
kind  and  want  to  close  them  out  and  so  announce  it, 
that's  a  different  pro])ositi(in. 

The  higher  grades  of  fnrnitnre  should  be  treated 
to  a  mor-e  refined  and  conservative  style  of  newspaper 
publicity.  The  display  should  be  modest  and  tasty,  yet 
easy  to  read  and  comprehend. 

Avoid  Long  Paragraphs. 

Avoid  long  lines  in  ])aragra])hs  set  in  small  type,  as 
the  eye  finds  it  difficult  to  travel  back  and  quickly 


catch  the  following  line.  It  is  tiring,  and  anything 
that  tires  Avill  not  be  readily  read. 

Short,  terse  paragraphs  are  advisable.  Make  them 
crisp  and  put  all  the  sense  you  can  into  them — but 
make  them  short.  Remember  there's  another  day  com- 
ing when,  perhaps,  you  can  say  more  on  the  same  sub- 
ject. Don't  load  it  all  onto  the  reader  at  once.  He 
could  undoubtedly  carry  it  better  in  two  or  three  loads. 

I  can't  place  two  much  stress  upon  the  necessity  of 
a  good,  painstaking  layout — as  one  of  the  essential  ele- 
ments that  enter  into  the  construction  of  an  ad.  is  its 
design  and  finish  from  a  typographical  point  of  view. 

I  have  seen  many  an  otherwise  strong  ad.  ruined 
through  bad  layout  and  improper  display — many  a  bril- 
liant sentence  or  paragrapli  has  lost  its  virile  strength 
from  the  same  cause. 

A  gentleman  would  not  look  well,  to  say  the  least, 
attending  an  evening  party  or  reception,  dressed  in  a 
jumper  and  overalls.  Then,  if  you  have  a  brilliant 
thought,  clothe  it  in  proper  apparel  and  it  will  be  wel- 
comed, otherAvise  it  might  get  itself  arrested  for  in- 
ebriety on  the  thoroughfare. 

Copy  and  Layouts. 

Some  ad.  men  arrange  their  layout  first  and  Avrite  to 
it.  I  prepare  my  copy  first  and  make  the  layout  to 
accommodate. 

The  proper  distribution  of  matter,  the  arrangement 
of  cuts,  the  placing  of  special  items  to  give  them  prom- 
inence— the  intelligent  use  of  AA^hite  space — all  deserve 
thoughtful  consideration  to  embellish  the  ad.,  so  that 
the  complete  diagram  presents  a  pleasing  perspective. 

The  laj^out,  diagram,  or  dummy,  should  be  drawn 
full  size,  with  close  attention  to  detail,  avoiding  as 
much  as  you  can  any  approach  to  the  grotesque  or 
freakish. 

Don't  draAV  a  diagram  so  intricate  as  to  overshadoAV 
the  matter — don't  evolve  a  freak  liable  to  excite  derog- 
atory comment — but  just  an  evenly  balanced,  easily 
grasi^ed  ad.  that  Avill  attract  the  reader  Avithout  his 
exactly  knoAving  why. 

Some  men  have  the  faculty  of  lavout  better  devel- 


Verandab 
Foirnltiire 
Odd  Cbairs 


A 

Known  Fact  I 


Parlor  Suites 
Coucbei 
etc. 


Everyone  knows  ihai  every  business  has  a  slack  season  in  the  year.    They  al- 
so know  ihat  the  merchant  is  glad  to  reduce  his  price  in  order  to  obtain 
buslnesb  at  that  particular  season.    So  here  we  stand.    This  is  our 
slack  season  and  we  are  going  to  give  our  customers  an  excep- 
tionally good  oppor'unity  to  buy 

Bedroom  Furnishings 


at  Greatly  Reduced  F^rlces. 


Beds — TliiH  week  we  arc  making  a 
fipccinl,  oa  a  bodNpringaud  matinm 
for  your  neleutlon.  A  nico  eoAmrl 
bed  witli  brosa  caps,  full  size  at...  $  2.95 

Springs— Nicely  wovoo,  with  iroo 
biading  making  tbom  MtroQg  ftod 
ftbdoluU-ly  vermin  proof  aad  tear 
heavy  cnblea  ramiiiig  through  tho 
centre.  SqIJ  everywhere  at  (3  75 
to  93.25.  Our  prio«  thia  woek  %  1.99 

Mattresses— Art  ticking.  Sea 
gruta  centre,  cotton  folt  top*  and 
bottom.  Gnnrootood  Soaitary, 
only  13.39  or  the  complete  outfit, 
bed,  aprioga  and  mattroas,  tor  onIy$  g.OO 


AIno  other  grades  at  a  little  more 
money,  a  aweH  tult«d  mattreoa  filled 
with  all  cotton  felt  of  the  beat  grade 
Ooly   $  8.50 

Dressers  and  Stands— SarfBc« 

Oak  at  $10.00.  $12.00  and  ■  $15.00 

Quartered  Oak  Dressers— At 
$19.00,  S23.O0  up  to  $35.00 

A  Suite— Oeuomo  ClrcaMion  Wal- 
nut to  eee  thia.ia  to  love  it.  Regular 
valne  $68.00,  thia  week  ooly  $52.50 


Undertake  rif 

and 
Embalmers 


DISNEY  BROS. 

Bowmanvllle  Pictura  Frtmlig 


An  attractive  ami  woll-writtcn  acivcrtisciiicut.   Originai  (U  x  8. 
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oped  than  others,  but  I  daresay  the  majority  can  pro- 
duce satisfactory  results  with  care  and  study. 

If  you  are  using  but  one  cut,  your  judgment  will 
tell  you  how  to  place  it,  always  remembering  that  the 
eye  travels  from  left  to  right,  naturally  taking  in  left 
side  first. 

If  you  have  more  than  one  cut  make  them  aid  you 
in  the  layout  by  symmetrical  arrangement  or  harmon- 
ious grouping — arrange  and  re-arrange  to  your  satis- 
faction before  locating  finally  on  layout. 

It  may  be  found  necessary  at  times  to  discard  effect 
— but  it  should  be  borne  in  mind  that  a  cut  too  many  is 
a  detriment  rather  than  an  aid. 

In  regard  to  typographical  display — select  any  good 
letter  that  has  a  clean  cut  face  and  stick  to  it.  Do  the 
same  for  body  of  ad.  It  is  advisable  to  consult  the 
foreman  of  composing  room  as  to  this,  as  he  Itnows  his 
business  and  can  be  of  material  assistance.  You  will 
find  him  glad  to  help  you,  because  it  is  to  his  interest 
to  do  so. 

And  for  goodness  sake,  don't  write  more  instructions 
than  copy.  I  have  seen  copy  so  bungled  with  unneces- 
sary instructions  as  to  render  it  almost  illegible.  Give 
the  printer  credit  for  having  some  sense  and  remember 
that  he  can  help  make  or  mar  you.  And  be  it  said  to 
his  credit,  he  generally  wants  to  "make  good." 

Rely  on  Printer's  Judgment. 

Where  you  want  a  full  line  on  display,  mark  it  so 
on  diagram.  The  printer  knows  your  style — put  up 
to  him  to  get  a  full  line  in  your  particular  type.  Don't 
mark  it  "36  point,"  "48  point,"  "60  point" — embon- 
point or  any  other  kind  of  point.  The  man  don't  live 
who  can  tell  exactly  how  any  particular  "point"  size 
is  going  to  fit  vmtil  he  sets  the  type  in  the  stick.  Let 
the  printer  look  after  the  "points" — you  stick  to  your 
copy. 

It  is  a  good  idea  to  prepare  your  copy  somewhat 
after  the  style  in  which  you  wish  to  appear.  For  In- 
stance, if  you  want  a  paragraph  sunk  each  end,  write 
it  so  in  your  copy.  Sink  it  in.  If  you  want  it  under- 
lined, underline  it.  Simplicity  in  instruction  to  printer 
is  as  essential  as  simplicity  in  copy  to  make  it  compre- 
hensive. 

Get  your  copy  in  early  if  you  want  the  best  results. 
I  always  try  to  do  this  for  my  own  benefit,  not  that 
T  give  a  rap  for  the  convenience  of  the  printer. 

In  preparing  copy  it  is  preferable  to  use  letter  size 
paper — the  linotype  operator  can  handle  that  size  bet- 
ter. If  it  is  spread  over  a  big  sheet  of  wrapping  paper, 
he  has  to  fold  it  repeatedly  and  the  sense  of  it  is  not 
so  easily  grasped. 

Some  men  dictate  copy,  others  use  the  typewriter 
themselves  and  produce  good  results.  Personally  I  pre- 
fer to  use  the  pen.  I  don't  use  a  typewriter  because 
1  cannot,  but  if  I  could  I  wouldn't,  for  the  reason  that 
my  thoughts  seem  to  travel  better  with  a  pen. 

I  have  a  belief  that  with  a  pen,  I  can  write  just  as  I 
want  it — in  the  form  in  which  I  want  it — and  when  it 
reaches  the  printer,  he  knows  what  is  required  of  him. 

The  bulk  of  an  advertising  appropriation  should  be 
spent  with  the  daily  papers.  Use  the  small  weekly  and 
other  kinds  of  publicity  at  discretion — but  sparingly. 
The  field  is  pretty  well  covered  through  the  dailies  and 
it's  a  poor  customer  who  doesn't  take  one  or  the  other. 

I  favor  the  use  of  circular  letters  to  a  considerable 
extent  in  retail  furniture  advertising.  They  should  be 
prepared  with  the  utmost  care  and  used  systematically 
to  produce  results,  making  it  a  personal  proposition  as 
much  as  possible. 


Prominent  window  displays  to  support  the  adver- 
tising should  receive  close  attention.  The  window  is 
an  important  phase  of  publicity  and  many  sales  can  be 
traced  directly  thereto. 

The  proper  placing  of  goods  on  the  floors — the  value 
of  efficient  salesmen — the  benefits  derived  from  a  thor- 
ough delivery  service — good  system  in  the  receiving 
and  shipping  room — all  these,  if  Avhieh  every  advertis- 
ing man  knows  the  true  significance  and  value  from  a 
general  publicity  point  of  view — are  subordinated  in 
but  slight  degree  to  the  actual  buying  of  the  goods  in 
the  markets. 

In  conclusion,  let  me  say  I  feel  there's  a  great  deal 
for  us  all  to  learn.  That's  true,  now,  isn't  it?  Know- 
ledge is  very  elu.sive — difficult  to  catch — hard  to  hold. 
Then,  let's  work,  and  get  in  personal  contact  with  our 
fellows  as  much  as  possible. 


COMFORTERS  FOR  FALL  AND  WINTER. 

Comforters  that  are  now  being  made  up  for  the  Fall 
and  Christmas  trade,  show  a  range  of  coverings  par- 
ticularly attractive  Avhen  it  is  considered  that  they 
harmonize  beautifully  with  fabrics  used  for  bedroom 
draperies  and  upholsteries.  Is  the  better  grades,  rang- 
ing from  .$10  to  $15,  art  sateens  with  dainty  floral  pat- 
terns, damask  or  brocaded  satins  and  beautiful  French 


Xew  bedstead  by  Ontario  Spring  Bed  and 
Mattress  Co. 


and  Swiss  satins  with  designs  that  are  decidedly  in 
keeping  Avith  modern  decorative  treatment,  represent 
a  note  that  should  be  very  acceptable,  not  only  for 
the  early  season,  but  later  as  Chi'istmas  favors.  I\Iany 
of  these  fabrics  are  down  proof  and  lend  themselves 
to  that  very  desirable  quality,  warmth,  without  weight. 
In  cheaper  grades,  selling  at  $21  dozen  and  up,  many 
handsome  efi'ects  in  silkoline  are  also  shown. 


MOFFAT'S  WINNIPEG  WAREHOUSE. 

The  Moffat  Stove  Co..  Limited,  who  established  a 
wholesale  furniture  department  of  their  business  at 
Winnipeg  about  a  year  ago,  report  an  enormous  in- 
crease in  their  business  and  in  consequence  they  have 
doubled  their  warehoiise  space  by  removing  their  ware- 
houses and  offices  from  Princess  St.  to  130  Ballantyne 
Ave.  East,  Winnipeg. 


At  a  meeting  of  the  directors  of  the  Arnett  Furn- 
iture Co.,  Souris,  Man.,  it  was  decided  to  greatly  in- 
crease the  present  capacity  of  the  plant.  The  laying 
of  foundations  for  additions  already  has  started.  This 
firm  has  recent) j'  purchased  a  large  drum  sander  weigh- 
ing four  tons. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


NAMING  PRICES  IN  INSTALLMENT  STORES. 

By^  A.  B.  Lever 

Dealers  who  sell  furniture  on  both  the  installment 
and  the  cash  basis  should  inquire  from  a  customer 
whether  he  wished  to  pay  cash  or  not  before  naming 
a  price. 

A  customer  entered  a  store  in  Toronto  recently  which 


Patton's  new  fm  iiitnrc  store,  Loiuioii,  Out.  The  front  is  of  copper, 
and  presents  a  striking  appearance.  'I'lie  prism  glass  over  tlie  front 
window  very  materially  improves  the  liKlitinK  properties  of  the 
store.  The  sipn  is  illuminated  by  electricity  at  night.  Mr  Patten 
uses  the  third  flat  as  a  dwelling. 

does  a  large  installment  business.  "How  much  do  you 
want  for  this  chair!"  asked  the  customer. 

"Six-fifty."  replied  the  salesman. 

"I'll  take  it,"  said  the  customer  as  she  opened  her 
purse  to  make  payment. 

"Are  you  going  to  pay  cash  for  it?"  iasked  the  clerk 
in  a  surprised  tone.   On  being  answered  in  the  affirm- 


ative he  added:  "Oh,  well  then,  we'll  take  off25  per  cent. " 

While  the  incident  might  have  served  a  good  pur- 
pose in  emphasing  the  advantage  of  making  cash  pay- 
ments it  might  also  give  the  impression  that  furniture 
dealers  make  large  profits.  To  have  ascertained  the 
method  of  payment  the  customer  desired  to  make 
would  at  least  avoid  the  latter  danger. 


GOOD  ADVERTISING  METHODS. 

In  order  to  compete  against  mail  order  houses,  furn- 
iture dealers  must  adopt  methods  similar  to  those  iised 
hy  the  larger  stores. 

Vernon  &  Co.,  Truro,  N.S.,  realize  this  and  have 
gotten  out  a  60-page  catalogue  in  which  are  listed  all 
kinds  of  furniture,  rugs,  carpets,  lighting  fixtures,  lin- 


W.  M.  Patten, 
the  man  who 
owns  the  store 


oleums,  baby  carriages  and  go-carts,  pictures,  window 
blinds,  hand  sleighs,  liammocks,  trunks,  refrigerators, 
etc.  The  book  is  well  gotten  up  and  profusely  illus- 
trated. Each  article  is  thoroughly  described  and  the 
retail  price  quoted. 

During  the  year  Vernon  &  Co.  keep  adding  to  their 
mailing  list  and,  as  a  resitlt,  they  have  a  large  number 
of  names,  and  the  advertising  and  increased  business 
as  the  result  of  the  catalogue  warrant  well  the  money 
spent. 


The  upper  storey  of  the  Dominion  Motor  Garage, 
Medicine  Hat,  Alta.,  was  recently  destroyed  by  fire. 
The  top  of  the  building  was  used  by  C.  A.  Long  &  Co. 
as  a  furniture  room,  and  about  a  carload  of  beds,  mat- 
tresses, etc..  was  packed  in  the  room  at  the  time  of  the 
fii-e.  The  natiii'e  of  the  goods  made  excellent  i)rey  for 
the  tiaines  and  the  stuff  was  packed  so  tightly  tiiat 
the  firemen  had  much  difficulty  in  fighting  the  fire. 
Everything  owned  by  Long  &  Co.  will  be  a  complete 
loss. 
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Making  the  Most  of  Holiday  Trade 

The  former  habit  of  giving  useless  and  trifling  gifts 
at  Christmas  time  and  on  birthdays,  etc.,  has  given 
way  to  that  of  sending  articles  that  will  save  house- 
hold labor  or  that  can  be  made  iise  of  in  the  decora- 
tion of  the  home. 

There  are  few  presents  more  acceptable  than  a  piece 
of  furniture  and  the  dealer  who  is  not  awake  to  the 
fact  and  pushing  for  trade  at  the  holiday  season  is 
losing  a  lot  of  good  business.  The  city  dealer  and  mail 
order  houses  are  not  allowing  this  to  slip  by  them,  as 
is  evidenced  by  the  advertisement  here  reproduced. 
Any  one  of  the  articles  listed  would  please  the  heart 
of  any  housewife,  the  bachelor  lady  in  her  little  flat, 
or  the  man  who  likes  his  easy  chair  and  pipe. 

Notice  the  two  lines  at  the  bottom  of  this  advertise- 
ment, "Send  for  catalogue.  We  pay  the  freight." 
This  shows  that  they  are  not  only  looking  for  local 
business,  but  are  reaching  out  all  over  the  province 
for  trade.  The  country  retailer  must  wake  up  in  earn- 
est if  he  is  going  to  combat  this  competition.  When 
a  city  flrm  offers  to  pay  freight  on  goods  to  out-of- 
town  points,  they  must  know  there  is  business  to  be 
secured  there  and  there  must  be  something  wrong  with 
the  country  dealer  if  he  allows  the  trade  to  be  taken 
right  from  under  his  nose.  There  is  no  reason  for  this. 
He  can  buy  just  as  cheaply  as  the  city  retailer  and, 
therefore,  can  give  just  as  good  a  jirice,  if  not  better, 
than  the  city  fellow. 

What  is  the  reason,  then,  that  so  much  business  goes 
to  the  city?  Simply  because  the  dealer  does  not  let 
the  people  of  his  town  know  the  lines  he  is  carrying 
and  the  good  values  he  can  give.  Advertising  has  paid 
in  the  past  and  will  continue  to  do  so,  and  until  the 
furniture  dealers  allows  this  to  soak  into  his  system, 
he  is  not  making  the  most  of  his  chance. 

It  is  not  too  early  to  draw  attention  to  the  appro- 
priateness of  a  piece  of  furniture  as  a  Christmas  gift. 
As  soon  as  the  weather  becomes  cool  and  the  wind 
begins  to  Avhistle  down  the  chimney,  people  get  that 
thought,  "My,  it  will  not  be  long  now  till  Christmas 
is  here."  and  they  start  to  save  their  mone.y  to  buy 
gifts.  The  earlier  the  fact  is  brought  to  their  mind,  the 
more  money  they  will  have  .saved  by  the  time  the  time 
to  purchase  comes  round. 

The  most  popular  lines  for  gifts  are  heavy  arm  chairs, 
in  upholstered  leather,  Morris  chairs,  music  and  bric-a- 
brac  cabinets,  parlor  tables  and  desks  and  secretarys. 
Any  one  of  these  lines  makes  a  nice  gift. 

Kitchen  cabinets  should  be  featured  at  th's  season. 
When  the  writer  asked  a  furniture  dealer  if  he  went 
into  kitchen  cabinets  to  any  extent  around  the  Clmst- 
mas  season,  the  dealer  replied  that  a  man  w^uld  have 
to  like  his  wife  a  good  deal  before  he  would  give  her 
such  an  expensive  article.  Now,  it  is  not  a  question 
how  much  a  man  likes  his  wife.  All  men  should  do 
this.  But  it  is  a  question  whether  or  not  he  can  afford 
to  buy  such  a  big-priced  article.  An  article  of  this 
nature  runs  into  quite  a  lot  of  money,  but  the  dealer 
can  fix  it  .so  that  it  will  make  it  easy  for  any  one  to 
purchase  a  cabinet. 

The  plan  adopted  by  a  lot  of  retailers  is  to  organize 
a  club.  The.v  announce  that  they  are  forming  a  club 
and  each  member  entering  has  to  agree  to  purchase  a 
cabinet  and,  by  wa.y  of  an  entrance  fee,  pay  $1  down. 
Then  he  agrees  to  pay  $1  a  week  until  the  cabinet  is 
paid  for.  In  this  manner  he  is  not  forced  to  lay  out 
considerable  money  in  a  lump  sum  and  thus  stint  the 
rest  of  his  household  and  his  friends.  One  firm  the 
writer  knows  of  adopts  this  plan  each  year,  and  in  this 


way,  not  only  makes  the  sale  of  the  cabinet,  but  it  gets 
the  names  of  the  persons  on  its  books  and  when  it  has 
anything  special  to  offer,  it  has  these  names  to  send 
announcements  to.  Then,  again,  when  a  person  sees  a 
firm  is  willing  to  give  credit  in  this  manner  it  draws 
them  closer  together.  They  make  the  price  sufficiently 
low  that  a  person  could  not  go  elsewhere  and  buy  the 
cabinet  at  a  lower  figure,  even  though  they  paid  cash. 

In  the  matter  of  window  displays,  these  should  be 
changed  more  often  during  this  season  than  at  any 
time  during  the  year.  The  writer  knows  of  a  firm  that 
for  the  first  couple  of  Aveeks  before  Christmas  puts  in 
a  different  display  every  second  day,  and  during  the 
week  preceding  the  holiclay.  changes  it  every  day.  Thus 
the  buying  public  is  made  acquainted  with  the  large 


number  of  lines  the  firm  has  in  stock,  and  the  method 
helps  to  get  rid  of  a  lot  of  stuff'  that  would  otherwise 
be  left  on  their  hands. 

It  oftens  happens  that  people  will  be  walking  down 
street  and  notice  an  article  in  a  window  which  they 
would  like  to  buy  but  it  just  happens  that  they  have 
not  enough  money  to  pay  for  it.  They  therefore  pass- 
it  by.  A  good  plan  is  to  have  a  sign  in  the  window 
reading,  "Any  of  these  goods  will  be  held  over  on  pay- 
ment of  a  small  deposit."  If  the  person's  mind  is 
made  up  to  buy  the  article,  they  will  go  in  and  pay 
the  deposit  and  the  retailer  should  make  this  sufficient- 
ly large  that  even  though  the  customer  does  not  come 
back,  he  will  have  received  sufficient  money  to  warrant 
him  carrying  the  article  over  for  another  season. 

In  the  habit  of  gift  giving,  persons  want  to  hide  their 
presents  till  Xmas  Eve,  when  they  can  be  "put  in  the 
recipient's  stocking."  A  piece  of  furniture  is  a  diffi- 
cult article  to  hide  where  it  will  not  be  found,  and 
the  furniture  dealer  must  make  preparations  to  deliver 
the  goods  on  the  evening'  preceding  the  festive  holi- 
da.v.  Most  dealers  follow  the  plan  of  guaranteeing  to 
deliver  that  night  all  goods  purchased  before  7.30  or 
8  o'clock.  This  may  cause  some  extra  trouble,  but  at 
that  season  "Everybody's  doing  it." 


Gift  Furniture 

THEF.CBURROUGHES 
FURNITURE  CO  Joronte 

Have  just  issued  for  the  holiday  trade  a 
large  supplement  booklet  of  Gift  Furni- 
ture. It  offers  a  most  euticiog  array  of 
splendid  pieces  suitahle  for  giit  porposes, 
such  as — 

Mahogany  Music  Cabinets, 

Ladies'  Desks  and  Secretaries, 

Parlor  Cabinets, 

Pedestals, 

Easy  Chairs, 

Fancy  Chairs  and 

Parlor  Rockers, 

Den  and  Living-room  Chairs, 

Buffets, 

Sideboards, 

Brass  Beds, 

Hall  Racks, 

Hall  Mirrors, 

Electric  Domes  and  Fixtures, 
Parlor  Suites, 

Couches  and  Parlor  Tables. 


Satisfaction  Guaranteed,  or 
Money  Cheerfully  Refunded 


?t.  is  made  of  select  northern- 
olid  mabogauy  veneered  d<tor, 
■  records.  ...  $7,35 


"No.  16,  Music  C; 
Srown  birch,  w 
sides  and  top. 

Price,  freight  paid  In  Ontario 

17— Desk  or  Secretary;  is  solid  oirch.  golden 
surface,  oak  flnieh;  glass  door;  desk,  cupboard 
space  Rnd  mirror.  Price,  freight  paid  ^1  Q  Qt^ 
In  Ontario     


fiEND  FOB  CATALOGUE. 

FBEIGHT. 


WE  PAT  TffE 


NO.  It  P«BK. 


A  sugg-estiA'e  and  well-balanced  seasonable  ad.   Original  6  s  4i  in. 
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SPRING  STYLES  IN  CARPETS. 

Elaborate  colorings  and  large  patterns  are  the  trend 
of  styles  in  carpets  for  next  Spring.  An  exchange  in 
commenting  npon  the  styles  remarks  that  while  the  de- 
signer has  here  had  a  field  rich  in  suggestion,  it  mus't 
he  said  that  he  has  confined  his  selections  very  care- 
fully to  those  types  so  much  in  favor  for  approved 
room  treatment  in  harmony  with  other  departments  of 
decoration.    In  following   the  rich   colorings  of  the 


Oriental  reproductions  while  very  rich  are  also  soft 
and  agreeable  in  general  tones  and  are  highly  approved 
for  dining-rooms,  living  rooms,  dens  and  parlors. 

One  of  the  developments  now  in  evidence  is  to  select 
rugs,  runners  and  squares  in  matching  designs  for 
home  treatment,  and  recognizing  this  tendency  manu- 
facturers are  making  a  more  extended  variety  of  sizes. 
One  manufacturer,  discussing  this  feature,  showed 
many  beautiful  designs  matched  in  the  following  sizes : 
Rugs — 18  in.  x  33  in. ;  27  in.  x  51  in. ;  33  in.  x  36  in. 
Runners  27  in.  and  3  feet  wide  in  the  following  lengths : 
9  ft. ;  10  ft.  6  in. ;  12  ft. ;  15  ft.  Squares  4  ft.  6  in.  x 
7  ft.  6  in. ;  6  ft.  9  in.  X  9  ft. ;  9  ft.  x  9  ft. ;  9  ft.  x  10  ft. 
6  in.;  9  ft.  X  12  ft.;  11  ft.  5  in.  x  12  ft.;  11  ft.  3  in.  x 
13  ft.  6  in. ;  11  ft.  3  in.  x  15  ft.  Thus  there  are  19  dif- 
ferent sizes  for  selection,  and  it  is  anticipated  that  the 
matching  idea,  worked  out  with  fabrics  that  are  used 
for  draperies  and  upholsteries  at  the  present  time  will 
become  an  important  factor  in  retailing. 

Many  dainty  patterns  and  colorings  are  shown  in 


"  Tui  kostan  "  18th  century  imitation  oriental,  rnanufactvired  by  Sachsisclio  Kunstxvcberei  C'lavic/C,  Adorf.   Sole  Canadian  representatives 

Otto  T.  E.  Veit  &  Co.,  (i4  V^■ellinKlon  St.  West,  Toronto. 


Oriental,  the  manufacturer  has  also  secured  effects  that 
are  decidedly  different  from  tliose  that  obtained  a  few 
years  ago.  Not  only  is  this  true  of  Wiltons,  in  which 
there  is  a  particularly  rich  assortment,  l)ut  in  many 
Axminsters  and  Brussels  the  Oriental  treatment  is  in 
evidence.  ^]ven  where  this  is  not  the  case  patterns  are 
fof  the  most  part  on  the  small  oi-der. 

Wliil(!  it  may  be  said  that  the  brown  shades  are  de- 
cidedly ])rominent,  ])articiilai-ly  in  Wiltons,  the  chief 
beauty  of  the  new  lines  consists  in  the  close  combina- 
tions, browns,  blues,  greens,  in  different  tones  being 
cleverly  employed,  with  touches  of  Indian  red  and  other 
brightening  colors  in  quantities  sufficient  only  to  re- 
lieve or  maintain  balance.    The  color  effects  in  these 


Brussels  for  bedi'ooms.  Light  blues,  soft  greens,  fawns 
and  light  tans  are  featured  in  the  ranges  shown.  Many 
of  these  are  in  two-tone  effects  with  delicate  touches 
of  contrasting  color.  Some  one-shaded  grounds  are 
shown  with  dainty  ])atterns.  Thus,  a  carpet  with  fawn 
ground  had  a  small  rose  pattern  encircled  by  a  lighter 
shade  of  the  Iwidy  color. 

The  new  note,  therefore,  is  small  patterns,  in  soft 
colorings,  and  such  is  the  merit  of  domestic  ranges  that 
manufacturers  are  fully  .iu.stified  in  concentrating  upon 
numbers  which  will  undoubtedly  appeal  to  the  better 
l)rice.  Appreciation  of  the  dcvelopnicnt  in  Canadian 
car])et  inaiiufacture  has  uiuloubt(Hlly  l)cen  the  inspira- 
tion behind  the  new  productions. 
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WALL  PAPERS  FOR  SPRING. 

Spring  lilies  of  wall  paper  are  now  being  shown  by 
the  manufacturers  and  many  new  features  are  to  be 
seen.  Fabric  reproductions  are  a  strong  note,  linens, 
denims  and  grass  cloth  in  embossed  effects  forming  a 
notable  series.  Considerable  prominence  is  given  to 
leather  papers  in  shot,  or  iridiseent  and  ooze  finishes. 
Leather  promises  to  be  exceptionally  good.  It  is  evi- 
dent, in  discussing  latest  forms  of  decoration,  that 
leading  decorators  intend  making  extensive  use  of 
leather  effects  since  they  lend  themselves  so  satisfac- 
torily to  combinations  with  the  draperies  and  curtains 
that  are  favoied  to-day.  This  tendency  Avill  give 
strong  position  to  browns,  tans  and  bronzes  for  dining 
rooms,  living  rooms  and  dens. 

One  of  the  most  recent  numbers  in  wall  paper,  show- 
ing that  wonderful  soft  coloring  and  rich  ornamenta- 
tion so  necessary  for  period  decorations  is  now  being 
shown.  The  paper  is  made  by  steel  roller  embossing 
process,  the  effect  produced  so  closely  resembling  silk 
that  when  applied  to  the  wall,  it  requires  more  than 
a  glance  to  decide  that  it  is  anything  but  fabric.  The 
colors,  all  in  delicate  tAvo  tones,  come  in  a  very  wide 
range,  and  the  designs  run  from  the  well-known  silk 
ribbon  treatment,  plain  or  with  mauve  effects,  to  the 
more  elaborate  designs  that  are  distinctively  period. 
With  draperies  to  match,  papers  on  this  order  suggest 
their  suitability  for  any  revival  of  the  high  art  form 
of  int^)'ior  decorating. 

According  to  an  exchange  a  novelty  which  has  not 
yet  been  very  cordially  received,  but  for  which  a  cer- 
tain vogue  has  been  predicted  is  that  class  of  wall 
paper  showing  decidedly  Oriental  treatment  on  black 
grounds.  While  gold  and  black  seem  to  be  one  of  the 
li-ading  combinations  in  this  series,  there  are  other 
treatments,  such  as  black  and  white,  introducing 
touches  of  color  to  accentuate  floral  patterns.  These 
a"e  for  the  most  part  on  the  Chinese  or  Japanese  order. 
Though  departments  stocking  this  paper  have  been 
demonstrating  it  on  screens  for  some  time,  it  is  re- 
garded as  a  too  decided  change  to  meet  with  sudden 
Canadian  vogue. 

The  present  favor  for  panelling  treatment  of  walls 
is  one  that  lends  itself  particularly  Avell  to  demonstra 
+ion  in  the  department.  Screens  from  three  to  five 
teet  wide,  and  five  feet  high  showing  the  effect  of  wall 
and  border  combinations  are  exceedingly  suggestive 
and  have  been  instrumental  in  making  many  sales. 


bered  that  plain  colors  are  most  restful.  Restfulness 
is  desirable  in  a  home.  For  walls,  violent  contrasts 
should  be  avoided.  If  the  woodwork  is  dark,  the  pa- 
per should  be  dark.  In  dealing  with  a  low  room,  it 
can  be  made  to  appear  higher  by  having  vertical 
stripes  or  narrow  paneling  in  the  paper.  A  room  may 
be  made  to  appear  lower  by  a  frieze  or  molding  a 
foot  or  so  down  from  the  ceiling.  A  large  pattern  will 
diminish  the  apparent  size  of  the  room  as  will  also 
warm  colors,  such  as  red  or  orange.  A  small  figure  and 
light  colors  will  increase  the  apparent  sire  of  a  room 
as  will  cold  colors ;  green,  blue  ar.d  violet.  When 


Dining  room  or  den  elFect.   Show  by  conrtesj"  of 
Staunton's,  Limited,  Toronto. 

faulty  background  prevents  ornament  from  being  effec- 
tive, the  ornament  should  have  an  edging  of  another 
color,  either  a  band  or  outline  serving  as  a  supplemen- 
tary background  to  throw  up  the  ornament.  White, 
gold  or  black,  which  are  neutral  colors  may  form  the 
outline  of  any  color. 


FACTS  ABOUT  INTERIOR  DECORATION 

The  first  essential  of  interior  decoration,  says  an  au 
thority,  is  to  have  a  well  defined  scheme.  The  sui- 
roundings  of  the  room  and  its  furnishings  should  be 
studied,  as  often  a  large  number  of  small  separate  pic- 
tures or  a  large  number  of  floor  rugs,  an  over-furnish- 
room  with  an  over-abundance  of  bric-a-brac,  will  make 
a  pleasing  room  impossilile,  despite  the  best  efforts  of 
rhe  decorator.    In  selecting  colors,  it  must  be  remem- 


RATHER  ANNOYING. 

A  gruesome  story  reaches  us  from  a  certain  hospital. 
On  its  staff  is  a  surgeon  who  is  famous  for  the  celerity 
of  his  operations.  The  other  day  he  had  twelve  on  his 
list.  When  he  had  polished  off  the  eleventh  he  asked 
where  the  twelfth  was.  "Oh,  Number  One  refused  to 
leave  his  bed,"  he  was  told.  "What  a  pity!"  said  the 
surgeon.  "That  means  that  I  have  performed  the 
wrong  operations  on  all  the  others,  for  I  took  'em  in 
the  order  of  the  list." 
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Arranging  For  Furniture  Exhibitions  Next  January 

Berlin  and  Waterloo  Furniture  Manufacturers  Name  January  13  to  1 8  as  Dates, 
and  Engage  Large  Premises  for  Outside  Manufacturers  to  Use  for  Displays- 


Judging  by  the  enthusiasm  manifested  by  the  fiirni- 
ture  manufacturers  at  Berlin  and  Waterloo  the  Furn- 
iture Exhibition  to  be  held  in  those  cities  next  Janu- 
ary will  be  the  most  comprehensive  of  any  similar 
event  ever  held  in  Canada,  and  furniture  retailers  who 
can  arrange  to  "take  a  Aveek  off"  and  "come  to  mar- 
ket" should  lay  plans  to  spend  the  week  of  January 
13  to  18  looking  over  the  displays  in  the  factories  which 
announce  their  intention  of  making  exhibits. 

At  a  reqent  meeting  of  the  Berlin  and  Waterloo 
furniture  iminufacturers  arrangements  were  made  to 
issue  a  joint  invitation  to  the  trade  in  the  November 

g  Keep  January  13  to  18  open  for  Berlin  and  » 
§        Waterloo  Furniture  Exhibition,  8 

issue  of  the  Canadian  Furniture  World  and  a  manage- 
ment committee  was  appointed  to  complete  plans  for 
the  January  exhibition,  those  selected  being:  E.  0. 
Weber  (Waterloo  Furniture  Co.),  chairman;  Rudolph 
Krug  (Krug  Bros.),  H.  M.  Snyder  (Snyder  Bros.),  Herb. 
Lippert  (Lippert  Furniture  Co.),  M.  Bramley  (J.  B. 
Snyder  &  Co.),  C.  A.  Richardson  (Berlin  Furniture 
Co.),  and  J.  P.  Scully,  secretary. 

An  entertainment  committee  will  also  be  appointed 
to  arrange  for  a  banquet  to  be  tendered  all  visitors  to 
the  Twin  Cities,  this  event  to  take  place  on  Thursday 
evening,  January  16. 

Outside  Manufacturers  Invited  to  Exhibit. 

Berlin's  magnificent  market  building  has  been  se- 
cured and  any  Canadian  furniture  manufacturer  can 
secure  space  for  display  purposes  on  application  to 
Secretary  Scully  at  Berlin. 

The  market  building  is  well  suited  for  the  exhibi- 
tion purposes,  it  having  two  floors,  one  44  x  226  feet, 
and  the  other  64  x  226  feet  in  sire.  Booths  24  x  24  feet, 
16  X  24  feet  and  12  x  16  feet  can  be  conveniently  laid 
out,  and  altogether  forty  or  more  different  manufac- 
turers' displays  can  be  accommodated.  Several  furni- 
ture manufacturers  from  Preston,  Ilespeler  and  Toron- 
to have  already  asked  for  space,  and  others  desiring 
to  avail  themselves  of  this  splendid  opportunity  should 
write  Secretary  Scully  at  once. 

The  market  building  is  to  be  heated  and  lighted  and 
a  nominal  charge  made  to  exhil)it()rs  to  cover  neces- 
sary ex{)enses,  the  amount  to  be  figured  out  pro  rata 
to  the  space  occupied  by  each  manufacturer.  "We  do 
not  aim  to  make  any  [)rofit  on  these  exhibits,"  said 
Mr.  Scully  to  the  Furniture  World,  "and  we  are  not 
planning  any  expensive  decorations.  What  we  want 
is  to  provide  display  space  at  cost  for  as  many  furni- 
ture manufacturers  in  other  places  as  desire  to  take 
advantage  of  showing  their  goods  to  the  huiulreds  of 
furniture  dealers  we  expect  to  visit  our  exhibition  next 
flanuarv. " 

Most  of  the  twenty  odd  furniture  manufacturers  in 
Berlin  and  Waterloo  will  make  displays  in  their  own 
factory  s}u)wrooms,  but  several  who  are  short  of  si)ace 
will  make  displays  in  the  nuirket  building.  Manufac- 
turers of  metal  beds,  si)rings,  nuittresses,  stoves,  go 


carts,  baby  carriages,  and  other  lines  sold  by  furniture 
merchants,  will  also  be  given  space  if  applied  for  in 
time. 

It  is  also  planned  to  have  carriages  follow  a  regu- 
lar schedule  calling  at  the  various  factories,  this  en- 
abling visitors  to  stop  off  at  any  factories  desired,  and 
when  their  business  is  transacted,  to  take  the  next  rig 
to  other  factories  along  the  route. 

Berlin  Growing  Rapidly, 

Berlin's  population  is  now  within  a  hundred  of  17,- 
000  there  having  been  an  increase  of  over  1,500  during 
the  past  year.  Advertisements  are  now  being  circul- 
ated throughout  Great  Britain,  and  it  is  expected  that 
when  the  population  is  announced  a  year  hence  the 
figures  will  total  over  20,000.  This  rapid  growth  is 
remarkable,  especially  as  Waterloo,  immediately  ad- 
joining Berlin,  is  also  steadily  adding  to  its  5,000  popu- 
lation. 

The  furniture  industry  is  the  foundation  upon  which 
the  progress  of  the  Twin  Cities  is  being  built  and  near- 


"So-ensy"  reclining  chair.  No.  93,  by  Owen  Daveno  Co., 
Hespeler,  Ont.  The  special  feat\ires  of  this  chair  are  that 
in  reclining  the  extension  foot  rest  is  placed  at  a  proper 
height  to  ensure  perfect  comfort  at  any  angle.  When  up- 
right the  front  slides  back  out  of  siglit.  It  is  made  in 
difTerent  styles,  up  to  smokers'  cliair,  which  is  featured 
with  box  arms  and  magazine  rack,  and  is  upholstered  in 
Arabian,  regular  and  Spanish  leathers. 

Iv  every  furniture  manufacturer  is  enlarging  his  plant 
to  ])rovide  for  further  growth,  one  of  the  largest  exten- 
sions being  the  addition  of  two  large  new  three-storey 
wings  being  added  to  D.  Ilibner  &  Co. 's  factory.  The 
Onward  IManufacturing  Co.  have  also  purchased  a  site 
near  the  big  II.  Krug  factory,  for  a  new  factory  for 
the  manufacture  of  vacuum  cleaners,  sliding  furniture 
shoes,  etc. 

S  As  most  people  are  beginning  to  think  about  g 
g  Christmas  presents  the  psychological  moment  » 
S  has  arrived  when  the  furniture  dealer  should  S 
S  make  his  plans  for  turnirg  their  thoughts  in  « 
S      the  direction  of  his  store.  S 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


SELLING  THE  FACTORY'S  HICKORY  DUST. 

The  investigation  of  the  wood  industries  of  a  cer- 
tain Southern  State  disclosed  the  fact  that  one  of  its 
wagon  factories  was  selling  its  hickory  dust.  Hickory 
spokes  and  other  parts  of  wagon  gear  made  of  this 
wood  are  polished  by  the  use  of  sanding  belts.  In 
every  instance  excepting  the  present  one,  this  fine 
dust  has  to  be  scooped  up  and  thrown  away  at  an 
outright  expense.  Therefore,  when  the  Federal  wood- 
utiliration  expert  found  that  this  factory  was  selling 
its  hickory  dust  he  promptly  started  an  investigation 
— for  the  utilization  of  sawdust  is  regarded  as  a  per- 
manent and  standing  problem  in  the  Office  of  Wood 
(Utilization.  It  was  found  that  a  shrewd  man  living 
in  the  locality  of  the  wagon  factory  had  discovered 
the  value  of  this  hickory  dust  as  an  ingredient  in  floor 
cleansers  and  jewelry  polish.  At  once  he  began  to 
drive  a  thriving  trade  as  a  dust  broker,  selling  this 
queer  commodity  to  the  manufacturers  of  floor  clean- 
ers and  jewelry  polish.  Now  every  wagon  manufac- 
turer in  the  country  knows  the  value  of  his  hickory 
dust  and  where  it  can  be  sold. 

"Hickory,"  declares  Mr.  Sackett,  "is  undoubtedly 
onr  most  indispensable  wood  and  it  is  growing  scarcer 
and  dearer  with  every  passing  year.  Nothing  should 
be  left  undone  that  may  prevent  the  waste  of  a  part- 
icle of  it.  More  than  thirty  thousand  cords  of  good 
hickory  are  used  every  year  by  the  great  meat-pack- 
ing houses  to  impart  the  hickory  flavor  to  certain 
brands  of  smoked  hams  and  bacon.  Then,  to  give  a 
still  finer  aroma  to  these  meats,  mahogany  sawdust  is 
sprinkled  over  the  hickory  wood  in  the  smoke-houses. 
Though  this  hickory-mahogany  smudge  certainly  does 
give  the  meat  a  delicious  flavor  that  perhaps  costs  the 
consumer  an  additional  ten  cents  a  pound,  at  the  same 
time  it  seems  to  me  that  this  sacrifice  of  thirty  thou- 
sand cords  of  good  hickory  wood — so  indispensable 
for  the  spokes  of  wagons,  carriages  and  automobiles 
— is  lamentable.  This  office  indulges  the  hope  that 
such  a  sacrifice  of  hickory  can  be  eliminated  with 
entire  satisfaction  to  the  great  meat-packing  houses. 
Possibly  this  may  l)e  done  through  the  use  of  the  saw- 
dust— not  th*^  sanding  dust — from  the  sawpits  of  the 
mills  where  the  hickory  logs  are  cut  into  materials 
for  the  factories,  as  Avell  as  from  the  wagon  factories 
themselves.  At  any  rate,  we  are  working  on  this  pro- 
l)lem  and  have  strong  hopes  of  solving  it  before  we 
quit.  We  want  to  save  that  thirty  thousand  cords  of 
good  spoke  hickory  if  possible." 


WHEN  THE  BLOWER  IS  LOADED. 

A  .shaving  exhauster  system  involves  a  blower  and 
a  niOH!  or  less  complicated  system  of  piping  to  ma- 
chines that  get  much  more  so  in  the  course  of  time  as 
new  machines  are  added  here  and  there  and  other 
changes  are  made,  says  the  Furniture  Manufacturer. 
There  is  a  very  simple  system  for  figuring  it  all  out  in 
the  original  installation — a  certain  ratio  of  inlets  that 
one  f^x|)('ri('tiee(l  in  the  work  can  figure  from  and  get 
a  perfectly  satisfactory  job.    But,  by  and  by,  a  new 


machine  is  put  in,  here  and  there,  and  the  system  is 
not  only  broken  into,  but,  eventually,  the  blower  may 
become  so  loaded  down  that  it  will  not  do  good  work. 
Then  it  is  time  for  something  to  be  done,  and  here  is 
a  comparatively  new  wrinkle  that  may  serve  to  help 
some  man  out  of  a  hole.  It  is  a  unit  or  int\ividual  sy.s- 
tem.  The  equi})ping  of  single  machines,  or  groups  of 
machines  with  their  own  individual  blower  and  pip- 
ing. This  is  an  idea  that  should  appeal  especially 
where  there  are  machines,  or  groups  of  machines,  that 


No.  lt)2.  —  Hall  rack  in  golden  finish, 
quarter  cut  oak.  By  Lippert  Furniture 
Co.,  Limited,  Berlin,  Ont. 


are  used  intermittently,  for  when  they  are  not  in  use, 
the  power  required  to  driver  the  blower,  as  well  as 
that  for  the  machines,  is  saved.  It  is  an  idea  that 
comes  along  with  and  fits  in  well  with  electric  trans- 
mission—individual motors  for  machines  and  for  the 
extra  bloAver. 


A  CARPET  SWEEPER  IMPROVEMENT. 

The  Bissell  Carpet  Sweeper  Co..  Niagara  Falls,  Ont.. 
have  made  a  decided  improvement  in  their  "Cyco" 
ball  bearing  sweepers  by  the  addition  of  "No  mar" 
rubber  corner  eiishions.  These  cushions  are  made  of 
high  grade  soft  rubber  and  are  held  firmly  in  place  by 
a  non-stretchable  braid  band  which  is  threaded  right 
through  them,  both  being  positively  prevented  from 
(ir()])i)ing  of¥  by  an  improved  construction  of  a  patent- 
ed device  which  consists  of  a  depression  at  each  corner 
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of  the  sweeper  iuto  which  closely  fits  a  corresponding 
pro.jection  on  the  inside  of  the  rubber  corner  cushion. 

The  improvement  fills  a  want  that  has  existed  in 
every  home  since  the  carpet  sweeper  came  into  popu- 
lar use.  With  the  device,  the  sweeper  can  be  run  up 
against  the  finest  piece  of  furniture  without  damaging 
it  in  the  slightest  degree. 


by  this  concern  has  made  for  it  a  wide  reputation, 
having  enough  orders  on  hand  to  keep  them  busy  un- 
til the  first  of  the  year. — Gait  Reporter. 


FURNITURE  MANUFACTURING  IN  B.C. 

From  the  New  IVestminster  Columbian 

Experiments  in  furniture  manufacturing  which  may 
mean  much  to  the  future  of  the  industry  in  Vancouver 
are  now  proceeding  successfully.  For  a  long  time  deal- 
ers had  supposed  that  owing  to  the  practical  absence 


Library  table.   By  the  Geo.  MoLag-an  Furniture 
Co.,  Limited,  Stratford,  Ont. 

of  hard  wood  such  as  maple,  oak,  walnut,  beech  and 
hickory  from  the  British  Columbia  forests,  this  indus- 
try could  not  prosper  here ;  but  already  local  manufac- 
turers are  making  high-grade  furniture  in  a  somewhat 
experimental  way,  and  the  business  promises  to  be- 
come a  thriving  and  important  one. 


CROWN  FURNITURE  CO.  EXPANDS. 

The  Crown  Furniture  Co.,  Preston,  Ont.,  are  erect- 
ing an  up-to-date  dry  kiln,  which  when  completed  will 
exceed  any  in  town.    It  will  be  20  x  65  feet,  with 


Another  new  library  table.   By  the  Geo.  McLagan 
P'urniturc  Co.,  Limited,  Stratford,  Ont. 

cem(!nt  foundation  and  built  of  white  l)rick,  and  there 
will  1)(!  three  tracks  rnnniiig  into  it.  This  industry  is 
fast  becoming  one  of  Preston's  foremost  industries. 
Th(;ir  rapid  increase  in  business  has  forced  them  to 
erect  a  handsome  three-storey  addition  to  their  pre- 
sent large  plant,  and  every  foot  of  floor  space  is  in 
use.    The  high  grade  fui-niture  that  is  manufactured 


CANADA    FURNITURE    MANUFACTURERS  RE- 
ORGANIZING. 

The  annual  meeting  of  the  shareholders  of  Canada 
Furniture  Manufacturers,  Limited,  was  held  at  the  head 
office  of  the  company  in  Toronto  on  Monday,  Septem- 
ber 30. 

After  the  president  and  managing  director  had  been 
appointed  chairman  and  secretary  of  the  meeting  res- 
pectively, the  secretary  read  the  financial  statement, 
which  was  as  follows : — 

It  affords  us  pleasure  to  send  you  herewith  the  finan- 
cial statement  of  the  comx^any's  affairs  covering  the 
fiscal  vear's  operations  and  the  closing  of  the  books 
as  at  June  30,  1912. 

As  it  is  possible  that  you  may  not  have  before  you 
the  statements  of  recent  years,  we  are  glad  to  call 
your  attention  to  the  net  earnings  of  the  company,  as 
at  June  30,  1910,  being  $70,145.47 ;  for  the  same  period 
of  1911,  $150,919.81 ;  and  for  the  current  year  ending 
Jtine  30,  1912,  $165,983.28,  against  which  sum  provision 
is  made  for  depreciation  of  buildings,  plant,  machin- 
ery, etc. 

We  feel  sure  that  you  will  appreciate  the  progress 
that  has  been  made  in  the  company's  affairs.  Business 
conditions  in  Canada  are  very  good,  and  we  are  receiv- 
ing a  full  share  of  the  country's  prosperity. 

Consideration  to  the  re-ad.justment  of  the  company's 
financial  affairs  will  be  stibmitted  to  you  at  an  early 
date,  and  when  further  consideration  has  been  given 
thereto,  and  as  shall  be  in  the  best  interests  of  the 
shareholders  and  the  company,  thus  enabling  it  to  care 
for  a  much  larger  and  more  profitable  business  in  the  future. 

The  officers  and  employees  of  the  company  have  ren- 
dered every  assistance  possible,  enabling  the  directors 
to  present  you  with  so  satisfactory  a  statement. 

On  behalf  of  the  directors,  yours  faithfully, 

R.  HARMER, 

President. 

STATEMENT. 

Assets.  1912 

Real  estate,  plant  and  machinery,  good- 
will, patents,  chattels   ".  $2,171,441.68 

Raw  materials,  supplies,  goods  in  process 
and  finished,  head  office  and  ware- 
house accounts    639,006.55 

Insurance  vinexpired    16,448,57 

Accounts  and  bills  receivable,  mortgages, 
shares  in  other  companies  after  pro- 
viding for  bad  and  doubtful  book  ac- 
counts   392,184.79 

(Jash  in  hand    2,873.66 

Head  office  premises    37,541.13 

$3,250,496.38 

Liabilities. 

Accounts  and  bills  payable,  bank  over- 
draft, reserves  and  contingent  ac- 
count $  821,604.58 

iMortgages  and  interest  (accrued)    40,500.00 

Salaries  and  wages  (accrued)    12,413.52 

Preferr(ul  and  common  stock   (less  ti'cas- 

ury  shares)    2,219,600.00 

Pi'ofit  and  loss,  balance  carried  foi'ward..  156,378.28 

$3,250,496.38 
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Profit  and  Loss  Account. 

July  1,  1911.  By  balance  forward   $  25,395.00 

June  30,  1912.  By  gain  for  year  ending 
June  30,  1912,  after  making  provision 
for  bad  and  doubtful  accounts   165,983.28 


$  191,378.28 

June  30,  1912.  To  provision  for  deprecia- 
tion of   buildings,  machinery,  tools, 

etc  '   35,000.00 

June  30,  1912.  To  balance  carried  for- 
ward   156,378.28 


$  191,378.28 


The  report  of  the  directors  and  the  financial  state- 
ment for  the  year  ending  June  30,  1912,  were  received 
and  adopted  unanimously,  and  a  vote  of  thanks  was 
tendered  by  the  .'•hareholders  to  the  directors,  officers 
and  statf  for  the  careful  attention  given  to  the  inter- 
ests of  the  company.    All  the  transactions  for  the  year 


which  had  been  issued  by  the  general  manager  on  the 
16th  of  July  last  in  respect  to  the  re-organization  of 
the  company's  finances,  a  committee  consisting  of  Sir 
Geo.  Gibbons,  London ;  J.  W.  Hobbs.  Toronto ;  S.  H. 
Ewing,  Montreal;  H.  M.  Snyder,  Waterloo,  and  D.  A. 
(yameron,  of  Toronto,  was  appointed  by  the  sharehold- 
ers to  confer  with  the  directors  in  respect  to  the  finan- 
cial re-organization  of  the  company. 

As  it  was  decided  to  apply  the  surplus  earnings  of 
the  company  to  the  improvement  of  the  plant,  no  divid- 
end was  declared. 

It  is  said  that  the  plan  of  re-organization  contem- 
plates an  issue  of  new  stock  which  Avill  be  exchanged 
for  that  held  by  present  shareholders. 


IDEAL  BEDDING  CO.  EXPANDS. 

As  a  result  of  their  exhibit  in  the  "Made-in-Canada" 
the  Ideal  Bedding  Co.,  Limited,  Toronto,  have 
a  factory  formerly  occupied  by  the  West- 


train 

purchased 


New  factory  of  the  Gold  Medal  Furniture  Co.  at  Uxbridge,  Ont. 


of  the  board  on  behalf  of  the  company,  were  ratified 
and  confirmed. 

Messrs.  Jenkins  and  Hardy,  of  Toronto,  were  re-ap- 
pointed shareholders'  auditors  for  the  current  year, 
and  the  following  directors  were  elected: — 

R.  Harmer,  Toronto;  J.  R.  Shaw,  Woodstock;  A. 
Hutchison,  Toronto;  A.  H.  Watson,  Woodstock;  G.  H. 
Meldrum,  Toronto. 

The  only  new  member  of  the  board  is  G.  H.  Meldrum, 
who  was  appointed  in  the  place  of  Robert  Kilgour, 
who  resigned  prior  to  the  meeting,  owing  to  the  press 
of  other  duties. 

The  following  officers  were  subsequently  elected  by 
the  board: — 

President — R.  Harmer. 

Vice-President — J.  R.  Shaw. 

Treasurer — Mark  Rowe. 

Secretary — I.  Wegenast. 

Following  the  circular  letter  to  the  shareholders 


ern  Tent  and  Mattress  Co.,  at  Calgary,  Alta.  The  fac- 
tory has  been  greatly  enlarged,  and  in  due  course  a 
complete  line  of  Ideal  beds  and  bedding  will  be  manu- 
factured to  supplj^  the  western  trade. 

It  has  been  thought  all  along  that  the  firm's  Winni- 
peg warehouse  was  sufficient  to  take  care  of  the  west- 
ern trade,  but  from  recent  observations  it  has  been 
seen  that  the  capacity  of  both  it  and  the  Calgary  fac- 
tory will  be  taxed  to  the  utmost  to  supply  the  demand. 

It  is  interesting  to  note  that  it  is  but  12  years  since 
the  Ideal  Bedding  Co.  started  a  little  plant  employing 
about  a  dozen  men.  To-day  they  give  steady  employ- 
ment to  400  people  at  their  Toronto  Avorks,  and  the 
noAV  factory  will  enable  them  to  not  only  increase  their 
staff,  but  the  capacity  as  well. 

The  Calgary  branch  will  be  known  as  the  Western 
Ideal  Bedding  Co..  Limited,  with  a  personnel  made  i;p 
as  follows:  President,  W.  A.  Denby,  Calgary;  vice- 
president,  W.  B.  Bennett,  Toronto ;  secretary-treasurer, 
P.  D.  Sprung,  Calgary. 
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Knobs  of  News 


W.  T.  Smith  has  sold  out  to  E.  L.  Kidd. 

Louis  Phippen,  of  Sariiia,  was  in  Toronto  last  week. 

G.  F.  Patton,  Vancouver,  B.C.,  has  gone  out  of  busi- 
ness. 

The  Gait  Robe  Co.,  Gait,  Out.,  recently  suffered  a 
fire  loss. 

G.  P.  Chamberlain  has  opened  a  new  furniture  store 
at  Chilliwack,  B.C. 

Chaney  &  Co.,  mattress  manufacturers,  Toronto,  have 
gone  out  of  business. 

Robt.  Swinton,  furniture  dealer,  Orillia,  Ont.,  is  on 
a  trip  through  the  west. 

Geo.  H.  Hammond  has  opened  a  furniture  repair 
shop  at  Smith's  Falls,  Ont. 

The  new  furniture  factory  of  Hallwards,  Limited, 
Victoria,  B.C.,  is  now  in  operation. 

A  small  fire  recently  occurred  in  the  Vancouver 
Auction  &  Storage  Co.,  Vancouver,  B.C. 

A.  Arkins'  furniture  store  in  Welland,  Ont.,  was  ser- 
iously damaged  by  fire  on  September  30th. 

Wilkins  &  Jackson,  the  new  furniture  dealers  in  Till- 
sonburg,  Ont.,  are  doing  some  effective  advertising. 

Clark  Washburn,  western  traveller  for  Durham  Furn- 
iture Co.,  has  been  seriously  ill  for  several  weeks. 

The  Standard  Furniture  Co.,  Lethbridge,  Alta.,  have 
moved  into  their  new  store  in  the  Dominion  block. 

Jacob  Werlich,  Preston,  has  purchased  a  site  and  Avill 
erect  a  new  store  65  x  45  feet.  Work  will  start  as  soon 
as  possible. 

Fire  did  considerable  damage  on  October  13  to  the 
stock  and  store  of  J.  E.  Cullen,  furniture  dealer,  Port 
Colborne,  Ont. 

The  Duhamel  Rattan  Furniture  Co.,  St.  Hyaeinthe, 
Que.,  has  been  granted  Dominion  charter.  Capital 
stock,  $50,000. 

A  new  store  is  being  erected  at  Tuxedo  Park,  Cal- 
gary, Alta.,  and  it  is  reported  it  will  be  used  as  a  furn- 
iture establishment. 

Fire  which  started  in  Wry's  furniture  repair  shop 
in  Sackville,  N.B.,  destroyed  it  and  several  other  build- 
ings, entailing  a  large  loss. 

Fire  which  broke  out  in  the  furniture  store  of  A. 
Beland,  Gatineau  Point,  Que.,  destroyed  eleven  build- 
ings, entailing  a  loss  of  $53,000. 

The  Manufacturers'  Adjusting  Co.  has  taken  over 
the  stock  of  the  Mount  Pleasant  Furniture  Co.,  Lim- 
ited, Vancouver,  B.C.,  and  is  holding  a  special  sale. 

J.  A.  De  Wolfe,  president  of  the  Oxford  Furniture 
Co.,  Oxford,  N.S.,  rei)orts  that  trade  is  booming,  and 
that  twice  as  much  business  is  being  done  as  last  year. 

The  Great  West  Furniture  Co.,  Saskatoon,  Sask., 
whose  building  and  contents  were  completely  destroyed 
by  fire  last  month,  have  started  the  erection  of  a  fine 
3-storey  building  on  the  same  site.  They  are  now  in 
temporary  quarters  and  business  is  going  on  as  usual. 


The  Collie,  Cockerill  Manufacturing  Co.,  Limited, 
furniture  manufacturers,  have  received  Provincial 
charter.   Head  ofSce,  Toronto.   Capital  stock,  $100,000. 

J.  Elliott,  Brampton,  a  traveller  for  the  Canada  Car- 
pet and  Comforter  Co.,  Toronto,  had  his  leg  broken  re- 
cently in  a  train  wreck  between  Deseronto  and  Tweed. 

Ray  Varin  has  opened  a  new  furniture  store  at  Atha- 
basca Landing,  Alta.  He  has  a  complete  stock  of  house 
and  office  furniture,  carpets,  oil  cloth,  linoleums,  bas- 
kets, etc. 

"Mutt"  Sussex,  of  London,  and  "Jeff"  Rapp,  of 
Stratford,  appeared  at  Bennett's  theatre,  Hamilton, 
last  week,  not  as  actors,  but  occupying  one  of  the  most 
prominent  boxes. 

The  Kensington  Furniture  Co.  are  having  a  very  busy 
season,  and  are  working  overtime  four  nights  a  week  in 
order  to  catch  up  with  orders.  They  find  a  great 
scarcity  of  skilled  labor. 

Ed.  Henry  &  Co.  have  opened  up  a  furniture  and  un- 
dertaking business  in  Thamesville,  Ont.  Ed.  Henry  will 
be  manager.  The  firm  has  recently  bought  a  fine  new 
car  from  Mitchell  &  Co.,  Ingersoll,  Ont. 

Acker  Bros.,  formerly  connected  with  the  Superior 
Furniture  Co.,  Fort  William,  Ont.,  have  branched  into 
business  for  themselves.  They  have  opened  a  store  un- 
der the  name  of  the  Acker  Furniture  Co. 

Rich.  W.  Dale,  A.  H.  and  H.  Scane,  John  Mundy  and 
John  Robertson,  all  of  Harriston,  Otat.,  are  the  direc- 
tors of  the  Harriston  Casket  Co.,  Limited,  recently  in- 
corporated with  a  capital  stock  of  $40,000. 

In  the  last  issue  of  the  Furniture  World  announce- 
ment was  made  that  the  Wilson  Furniture  Co.,  Cal- 
gary, Alta.,  had  asked  permission  to  erect  a  $66,000 
warehouse.  The  building  inspector  of  that  city  advises 
us  that  no  application  has  as  yet  been  received. 

The  new  furniture  factory  of  Honderick  &  Eydt  at 
Milverton,  Out.,  is  nearing  completion.  The  work  was 
held  back  by  wet  weather  and  scarcity  of  brick,  but 
has  gone  ahead  rapidly  during  the  past  few  weeks. 
A  siding  has  been  laid  from  the  C.P.R.  yards  into  the 
factory. 

Furniture  dealers  need  not  be  surprised  to  see  trav- 
ellers carrying  the  real  article  in  buffets,  extension 
tables,  parlor  suites,  etc.,  since  Harry  Blackwell,  of 
London,  has  started  the  ball  rolling  by  carrying  din- 
ers. A  snap-shot  was  taken  of  him  in  Hamilton  re- 
cently with  the  goods  on  him,  but  unfortunately  a 
double  exposure  appeared  on  the  plate. 

The  Dominion  Furniture  Co.  of  St.  Paul  and  Minnea- 
polis, Minn.,  have  purchased  a  building  in  Moose  Jaw, 
Sask.,  and  will  start  business  on  the  15th  inst.  A 
wholesale  and  retail  business  will  be  conducted.  The 
company  have  also  branches  at  Winnipeg,  Brandon, 
and  Saskatoon.  They  are  appointing  an  agent  at  Re- 
gina,  and  have  intentions  of  starting  at  Edmonton  and 
(Jalgary  in  addition  to  Moose  Jaw.  Messrs.  C.  W.  Gar- 
tnim  and  S.  H.  Davis  are  the  principals  in  the  firm. 
Mr.  Garnum  will  be  in  charge  at  Moose  Jaw. 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 
Illustrated  Price  List 
Manufactured  by    TARBOX   BROS.,  TORONTO 
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The  Globe  Casket  Company 

London,  Ontario 


Is  the  firm  with  forty  years  experience  at  its  back  in 
the  one  line  of  business  and  cannot  be  excelled  for 
their  manufactured  goods.  The  best  assorted  stock 
in  every  line  in  the  Dominion,  reasonable  prices, 
prompt  service  and  courteous  treatment  is  our  style  of 
doing  business. 


Send  for  Catalogue  if  You 
do  not  Possess  One 


Your  Inquiries  Solicited 


Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  Views  on  any  of  the  subjects  dealt  With — news  of  the  profession  throughout  Canada. 


Convention  of  B.  C.  Embalmers 

First  Annual  Meeting  a  Gratifying  Success — R.  U.  Stone  gives  Practical 
Talks  on  Embalming — Finances  in  Good  Shape — Kamloops 
Next  Place  of  Meeting 

The  first  aonual  convention  of  the  British  Columbia 
Funeral  Direcr."^rs'  and  Embalmers'  Association  met  in 
the  City  of  Vaj.'^ouver  on  October  1st  and  2nd,  1912. 
There  were  35  mombers  present  out  of  an  enrollment 
of  41.  The  whole  convention  seemed  ladened  with 
characteristics  embodying  Charity,  Brotherhood  and 
Manhood. 

The  Rev.  R.  B.  Day  read  part  of  the  13th  chapter  of 
1st  Corinthians  and  invoked  the  divine  blessings  on  the 
assemblage,  making  a  strong  plea  for  principle  includ- 
ed in  the  Holy  Writ,  stating  that  charity  and  love 
toward  our  brothers  in  all  things  should  mark  the  ideal 
state  of  perfection  in  the  profession  and  to  extend  the 
true  sympathy  Avhich  should  characterize  all  true  men. 

President  Harron's  Welcome. 

The  President,  Mr.  A.  E.  Harron,  of  Vancouver,  in 
rising  to  welcome  the  members,  said:  "It  seems  but 
yesterday  since  we  organized  this  association,  and  yet 
a  whole  year  has  passed..  I  greet  you,  and  trust  that 
this  convention  will  be  the  first  step  towards  legisla- 
tion in  our  province  which  will  uplift  and  advance  our 
y)rofession.  I  entreat  you  to  be  men  of  honor  and 
respectability,  and  thus  raise  the  standards  of  our  call- 
ing. I  congratulate  the  executive  on  being  able  to  se- 
cure the  services  of  Mr.  R.  U.  Stone,  of  Toronto,  as 
demonstrator  and  lecturer,  and  I  trust  we  all  will  be 
more  proficient  in  the  performing  or  our  dvities  by  tak- 
ing note  of  his  instruction  and  advice,  so  that  everv 
member  of  our  profession  will  rise  to  an  equal  stand- 
ing with  any  other  profession  in  our  fair  province." 
(Applause.) 

In  the  absence  of  Mayor  Findlay  to  welcome  the 
funeral  directors  to  Vancouver,  Alderman  Baxter  did 
the  honor,  and  in  well-chosen  words  said:  "Gentlemen, 
on  behalf  of  the  city  of  Vancouver,  I  wish  to  express 
my  pleasure  and  interest  in  that  as  you  have  organ- 
ized in  order  to  raise  the  standard  of  your  profession, 
vou  will  also  benefit  us  as  citizens,  and  all  sane  and 
progressive  people  are  pleased  to  helj)  all  endeavors 
in  advancement.  Gentlemen,  I  appreciate  your  energy 
and  wish  you  every  success  for  a  good  convention." 

Mr.  Glass  Responded. 

In  the  absence  of  the  Honorable  President,  Chas. 
Hayward,  Victoria,  Mr.  J.  H.  Glass,  representative  of 
the  Globe  Casket  (/O.,  responded  to  the  address  of  wel- 
come, saying  in  ])art :  "I  thank  you,  on  behalf  of  the 
members  of  this  association,  for  your  kind  remarks.  I 
agree  with  you  when  you  say  that  we  are  a  jovial 
crowd,  but  our  ethics  are  also  of  a  very  high  order. 
As  a  commercial  traveller  for  over  25  years,  and  being 
in  touch  with  the  funeral  directors^  perhaps  in  a  way 
that  few  have  the  privilege,  I  know  whereof  I  speak, 


and  can  truly  say  we  appreciate  your  good  wishes,  and 
feel  that  it  is  good  to  be  here.  Again  I  thank  you  for 
your  kind  and  generous  welcome." 

Mr.  Stone  Was  Practical. 

Mr.  R.  U.  Stone,  of  Toronto,  in  his  introductory  ad- 
dress said:  "Gentlemen,  I  am  not  a  professor,  I  am  one 
of  you,  a  business  man  engaged  in  all  the  advantages 
and  disadvantages  of  our  profession,  but  as  I  have  made 
the  educational  part  of  our  profession  my  hobby,  I 
feel  prepared  to  give  to  you  the  benefit  of  my  studies, 
and  to  try  in  that  way  to  uplift  and  advance  my  broth- 
ers, for  to  advance  the  individual  means  the  uplift  of 
the  profession.    I  deem  it  a  great  privilege  ancl  honor 


President  A.  K.  Harron.  of  Hairon  Uros.,  Vancouver 

to  l)e  invited  to  this  youi'  fii'sl  convention,  and  more  so 
because  I  happen  to  l)e  the  youngest  demonstrator  on 
the  continent  and  lecturing  to  the  youngest  association. 
1  am  sure  you  will  l)e  successful  for  you  are  all  infus- 
ing stronger  and  higher  principles  in  your  convention 
than  any  other  I  have  had  the  honor  of  attending." 

During  the  course  of  Mr.  Stone's  lectures  the  fol- 
h)wing  subjects  were  dealt  with  : — 

"What  constitutes  embalming." 

"Embalming,  ancient  and  modern." 

"Anatomy,  Physiology  and  Bacterology." 

"Disinfection  and  disinfectants." 

"Circulation,  detailed." 

"Distribution  of  arteries  and  veins,  location  and  des- 
crii)tion." 

"Arteries  used  for  embalming;  their  respective  val- 
ues." 
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No.  632 


This  Beautiful  Half-Couch  Casket 
Was  Originally  Designed  by  Us 

Its  popularity  has  far  exceeded  our  wildest  anticipation. 
Our  Sale  of  this  attractive  and  popular  priced  Casket  is  greater 
than  that  of  any  other  medium  priced  Casket  we  have  ever 
placed  on  the  market. 

If  you  have  not  yet  purchased  one,  a  Trial  Order  will 
convince  you  of  its  "Superiontv"  over  all  others. 

We  are  the  largest  Manufacturers  of  High-Grade  Caskets, 
Coffins  and  Funeral  Furnishings  in  the  Dominion. 

Our  Piano  Polished  Oak  and  Mahogany  Caskets  are  in  a 
class  by  themselves.  Other  manufacturers  strive  but  fail  to 
attain  the  same  "Standard  of  Perfection." 

Try  Beaver  Brand  Hardware,  all  Steel,  Non-breal^able,  N on-tarnishahle. 


The  Semmens  &  Evel  Casket  Co.,  Limited 


Phone  517 

All  Hours — Day  and  Night 


Hamilton  and  Winnipeg 
Canada 
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Mr.  Stone,  though  a  young  man,  possesses  a  person- 
ality which  wins,  an  ability  and  confidence  which  con- 
vinces, a  clear  and  decisive  manner  which  shows  a  mas- 
tery over  the  subject  in  hand.  The  officers  and  mens 
bers  of  the  association  feel  that  to  a  large  extent  the 
success  of  the  convention  was  attributed  to  Mr.  Stone. 

Undertakers'  Duties. 

Mr.  M.  G.  Brady,  of  Vancouver,  gave  an  able  ad-- 
dress  outlining  his  views  of  an  undertaker's  duties 
from  the  time  of  the  first  call  to  the  finish,  which  was 
well  received  and  appreciated  by  all  the  members  pre- 
sent. 

Clergymen  and  Undertakers. 

The  address  of  the  Rev.  J.  C.  Switzer,  "As  the  Clergy 
Sees  the  Undertaker,"  was  a  most  valuable  criticism. 
He  said  in  part:  "I  observe  a  vast  change  in  the  hand- 


Seuretary  H.  H.  Hotson,  of  Armstrong  &  Hotson,  Vancouver 

ling  of  tile  dead  in  the  last  few  years,  and  in  appear- 
ance and  demeanor  of  the  funeral  director." 

He  gave  what  he  considered  some  of  the  essentials 
of  a  successful  funeral  director,  namely : — 

(1)  A  reverence  for  human  life  makes  a  more  effi- 
cient funeral  director.  Hold  sacred  the  body  for  what 
it  has  been  thus  making  an  impression  on  the  friends. 

(2)  A  sympathetic  attitude  toward  mourners,  losing 
sight  of  the  professional  call  as  much  as  possible.  With- 
out sympathy  a  funeral  director  is  nothing  but  a  ma- 
chine of  cold  professionalism. 

(3)  A  funeral  director  should  be  a  good  man.  The 
most  worldly  men  do  not  want  an  unprincipled  fun- 
eral director  handling  their  dead. 

(4)  A  funeral  director  must  be  an  architect  to  plan  the 
funeral  from  start  to  finish  before  he  starts  his  work, 
in  order  to  avoid  jars  and  blunders,  and  be  careful  to 
see  that  all  his  plans  are  carried  out  correctly  as  far 
as  possible. 

(5)  The  funeral  director  should  have  full  charge  of 
tho  funeral.  Never  allow  some  officious  person  to  dis- 
arrange your  plans,  not  even  the  clergyman.  Make 
known  your  plans  to  him  and  he  will  assist  rather  than 
hinder  you.  Don't  appear  conspicuous  at  a  funeral, 
but  always  be  in  the  right  i)lace  at  the  right  time. 

(6)  Be  a  man  of  resource  in  difficulties,  think  quick- 
ly, act  wisely,  and  the  public  will  not  be  slow  to  com- 
pliment you.    Treat  the  poor  Avith  as  much  courtesy 


as  you  would  the  wealthy;  their  feelings  are  just  as 
sensitive,  if  not  more  so.  In  conclusion,  practice  what 
you  preach. 

The  minutes  of  the  inaugural  meeting  were  read  and 
accepted. 

Balance  on  Hand. 

The  secretary.  Mr.  H.  H.  Hotson,  read  the  financial 
statement : — 

Receipts  from  fees  and  dues  during  the 
year  and  also  during  the  conven- 
tion  $508.45 

Expenditure  to  date    257.00 


Balance  on  hand   $251.45 

N.  J.  Barwick,  F.  M.  Miller,  and  T.  Edwards  were  ap- 
pointed as  an  auditing  committee,  and  reported  the 
books  correct. 

The  resolution  committee  brought  in  a  report  recom- 
mending five  new  clauses  to  be  added  to  the  by-laws. 
Report  was  adopted. 

A  committee  on  legislation  was  appointed  as  follows : 
Messrs.  M.  6.  Brady,  R.  Hayward,  J.  C.  Wainwright. 

Next  Meeting  at  Kamloops. 

A  communication  was  read  from  the  funeral  direc- 
tors of  both  Victoria  and  Kamloops  inviting  the  asso- 
ciation to  hold  the  next  annual  convention  at  those 
respective  cities.  After  some  considerable  discussion 
it  was  decided  to  meet  at  Kamloops,  date  to  be  ar- 
ranged by  the  Execiitive  Committee. 

Officers  for  1912-13. 

Election  of  officers  for  1912  and  1913  resulted  as 
follows : — 

Hon.  President — Chas.  Hayward.  Victoria. 
President — A.  E.  Harron,  Vancouver. 
1st  Vice-President — H.  W.  Merkley,  Vancouver. 
2nd  Vice-President — J.  C.  Wainwright,  Kamloops. 
Secretary-Treasurer — H.  H.  Hotson,  Vancouver. 
Sargeant-at-Arms — E.  Murehie,  New  Westminster. 
After  the  installation  of  officers  by  M.  G.  Brady,  the 
business  came  to  an  end  and  the  convention  closed. 


J.  B.  Mclntyre,  St.  Cathfriiics,  the  "Father  of  the  Ontario 
A.ssociatio'n,"  who  sent  greetings  to  the  B.  C.  Association 


The  Banquet. 

On  the  evening  of  Oct.  2.  the  last  day  of  the  conven- 
tion, a  banquet  was  tendered  to  the  visiting  members 
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Evel  Quality  Caskets 


are  all  the  name  implies 


No.  418  "C"  Panel  Shrine  Design  16D40 


OUR  "C"  shrines  are  made  to  work  automatically.     The  sides  control  the 
action  of  the  roll  end,  which  is  thrown  out  or  tightly  closed  when  the  sides 
are  lowered  or  raised.    There  is  no  chance  for  confusion  or  delay  when 
closings  the  casket  at  the  final  moment,  and  any  feature  which  helps  to  make  )'our 
work  run  smoothly  cannot  fail  to  be  of  advantage  to  you. 

The  shrine  is  made  out  of  a  very  nice  quality  of  Swiss  silk,  and  honeycombed, 
on  the  bias,  by  hand.  This  biased  honeycombing  costs  us  more  than  if  we  did  it 
in  the  regular  way,  but  we  succeed  in  giving  you  work  that  will  not  crush  or  pull 
out  of  place.     It  always  looks  as  if  it  had  just  left  the  factory. 

The  shrine  is  formed  by  cutting  the  top  mould.  All  you  have  to  do  when 
trimming  is  to  lift  the  top  off  the  same  as  you  would  an  ordinary  casket.  You 
will  find  it  very  easy  to  handle. 

All  hinges  used  are  of  brass.  They  are  very  thin  and  neat,  thus  doing  away 
with  any  unsightly  bulges  in  the  cloth. 

We  are  selling  a  great  many  of  these  caskets,  and  if  you  have  not  already 
used  them  we  can  honestly  recommend  them  to  you  as  being  of  exceptional  value. 
"QUALITY  "  above  every  other  consideration  is  our  aim,  and  we  certainly  give 
it  to  you  in  this  style  of  casket. 

The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 


Hamilton  -  -  Canada 


Trade  M&rk 


Trade  Mark 
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by  the  funeral  directors  of  Vancouver  in  the  grill  room 
of  the  Travellers'  Hotel,  and  after  the  inner  man  had 
been  satisfied,  a  number  of  speeches,  songs,  and  stories 
were  listened  to  with  a  great  deal  of  interest. 

H.  W.  Merkley,  of  Greene  &  Merkley,  said  that  the 
convention  had  been  not  only  beneficial  socially,  but 
also  a  means  of  education  in  the  work  of  the  profes- 
sion. Thoiigh  the  present  numbers  were  small  he  hoped 
that  each  man  Avould  see  to  it  that  his  son  would  be 
trained  to  follow  in  the  footsteps  of  his  father,  and 
thus  swell  the  membership  of  the  association. 

John  C.  Gillis  said,  in  part,  that  he  felt  that  this  un- 
dertaking by  the  undertakers  for  the  undei'taker.s  had 
l)een  splendidly  and  successfully  undertaken. 

The  banquet  came  to  a  close  by  singing  "God  be 
with  you  till  we  meet  again,"  followed  by  prayer  by 
the  Rev.  R.  B.  Day.  All  pronounced  the  convention  a 
complete  success. 

Those  Present. 

Names  and  addresses  of  those  who  attended  during 
the  two  days  of  the  convention : — 

D.  J.  Jenkins,  Nanaimo. 
Chas.  Hayward,  Victoria. 
John  Hilbert,  Nanaimo. 
W.  B.  Smith,  Victoria. 
J.  C.  Henderson,  Chilliwack. 
N.  J.  Barwick.  Merritt. 

I.  Lehman,  Ashcroft. 
O.  McPherson,  Armstrong. 
"William  Scott,  Kerrisdale. 

A.  E.  Harron,  Vancouver. 
H.  W.  Merkley,  Vancouver. 
R.  Hayward.  Victoria. 
L.  A.  Howson,  Revelstoke. 
T.  Syer,  Penticton. 

B.  Priest,  Merritt. 
W.  E.  Fales,  New  Westminster. 
T.  M.  Gully,  Vancouver. 
W.  A.  Mack,  Vancouver. 
W.  Y.  Brady,  Vancouver. 
Prank  Lowe,  Dawson. 

G.  M.  Williamson,  Vancouver. 
W.  E.  Reynolds,  Vancouver. 
Milford  E.  Lauder,  Vancouver. 
A.  P.  McCabe.  Toronto. 
Robert  Aves,  Vancouver. 
Albert  Armstrong,  Vancouver. 
Frank  J.  Miller,  Grand  Forks. 
R.  A.  Mack,  Vancouver. 
J.  H.  Glass,  Penticton. 
J.  C.  Wainwriuht,  Kamloops. 
J.  A.  Harron,  Vancouver. 

E.  Murchie,  New  Westminster. 
T.  J.  Kearney,  Vancouver. 
W.  N.  Fulton.  Victoria. 
T.  Edwards,  Vancouver. 
J.  J.  Hanna,  Vancouver. 
S.  E.  Aiken,  Vancouver. 

H.  H.  Hotson,  New  Westminster. 
R.  U.  Stone,  Toronto. 
E.  S.  Price,  Vancouver. 
J.  A.  Green,  Vancouver. 
T.  E.  Banks,  Cumberland. 
Rev.  R.  B.  Day,  Vancouver. 
J.  C.  Gillies,  Vaiu-ouver. 


LETTER  OF  THANKS. 

Canadian  Furniture  World  and  The  Undertaker,— 
We  take  this  opportunity  of  exprcissing  thi'ough  th 


pages  of  your  valuable  journal,  our  sincere  thanks  to 
all  the  members  of  the  Canadian  Embalmers'  Associa- 
tion for  the  kjndly  manner  in  which  they  accepted  our 
invitation  to  call  at  our  temporary  show  room,  120 
Bay  Street,  Toronto,  during  convention  Aveek. 

We  are  indeed  grateful  for  the  many  kind  remarks 
and  expressions  of  approval  made  by  all  who  visited 
us  and  examined  our  display  of  high  grade  caskets, 
funeral  dry  goods  and  hardware.  We  'also  appreciate 
their  hearty  support  in  the  way  of  orders,  which  in 
volume  and  quality  of  goods  exceeded  all  previous 
years.  We  also  wish  to  assure  them  of  our  very  best 
attention  and  prompt  dispatch  to  their  commands  in 
the  future. 

THE  SEMMENS  &  EVEL  CASKET  CO., 

A.  W.  Semmens,  General  Manager. 

Hamilton,  Sept.  14,  1912. 


ALBERTA  FUNERAL  DIRECTORS'  MEET. 

The  sixth  annual  convention  of  the  Alberta  Funeral 
Directors'  and  Embalmers'  Association  was  held  in 
Calgary,  September  2-5,  with  a  large  number  in  attend- 
ance. 

President  G.  E.  Bowker,  Ponoka,  Alta.,  opened  the) 
meeting  and  urged  upon  the  members  to  strive  to  reach 
higher  ideals  in  the  profession.  He  referred  briefly 
to  the  legislation  that  was  being  sought  for  and  ad- 
vocated the  establishment  of  a  short  term  of  lectures 
to  be  held  previous  to  each  convention  meeting. 

The  reports  of  the  secretary  and  treasurer  showed 
the  association  to  be  in  good  condition,  both  in  the 
number  of  members  and  the  amount  of  money  on 
hand. 

Reference  was  made  to  the  death  of  J.  K.  Buscombe, 
Calgary,  Avho  was  one  of  the  foremost  undertakers  in 
the  province. 

Prof.  C.  0.  Dhonau,  of  Cincinnati,  was  engaged  as 
lecturer,  and  gave  several  interesting  and  instructive 
addresses  and  demonstrations.  The  latter  were  con- 
ducted in  the  parlors  of  A.  M.  Shaver. 

H.  G.  Stone,  of  Red  Deer,  gave  an  interesting  demon- 
stration on  name-plating  engraving. 

The  third  day's  session  was  opened  by  a  discussion 
of  the  Embalmers'  Act,  the  secretary  reading  several 
letters  which  had  been  received  from  the  government 
explaining  why  the  Act  was  not  passed  during  the  last 
session  of  Parliament.  This  was  gone  into  fully,  and 
the  clauses  which  were  making  trouble  in  Ontario  were 
discussed,  and  were  left  in  the  hands  of  the  executive 
committee  for  revision. 

Officers  elected  for  the  ensuing  year  were  as  follows: 

Honorary  President — Geo.  E.  Bowker,  Ponoka. 

President — J.  W.  Connelly,  Edmonton. 

1st  Vice-President— W.  G.  McArthur,  Innisfail. 

2nd  Vice-President — B.  Jarvis,  Calgary. 

Secretary-Treasurer — H.  G.  Stone.  Red  Deer. 

Sergeant-at-arms — A.  S.  Wortlien,  Zealandia. 

Calgary  was  again  chosen  as  the  meeting  place  for 
]9i;3. 

The  following  passed  the  examination  held  in  con- 
nection with  the  convention :  Alberta — B.  B.  Martin, 
Lethbridge;  ]\liss  Beatrice  Jarvis,  Calgary;  W.  P. 
Sti'ong,  Tofield;  Walter  Daniels,  Hardisty.  Saskatche- 
wan— A.  S.  Woi'then,  Zealandia. 

A.  D.  Wright,  Regina,  a  member  of  the  Ontario  As- 
sociation, and  Mr.  Collins,  a  member  of  the  Manitoba 
A.ssociati()n,  addressed  the  delegates. 
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HIGH  GRADE  CASKETS 

Simplicity,  beauty  and  superior  workmanship,  with  the  best  of 
materials  characterize  our  manufactured  products. 

Individual  care,  prompt  shipment,  efficieflt  and  courteous  atten- 
tion are  accorded  your  orders. 

These  facts  ensure  satisfaction  hence  your  interests  are  well 
served. 

Many  successful  undertakers  realize  these  statements  are  true 
but  we  desire  to  prove  to  others  that  our  claims  are  justified. 

Let  us  have  your  orders.  Large  stock,  full  assort- 
ment of  sundries,    splendid  shipping  facilities. 

JAMES  S.  ELLIOTT  &  SON 

Prescott  Ontario 


Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 

And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       Ingersoll,  Ontario 
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UNIQUE  UNDERTAKING  BUSINESS  AT  HALIFAX 

Halifax,  Nova  Scotia,  claims  one  of  the  most  unique 
undertaking  establishments  in  the  world,  that  of  John 
Snow  &  Sons,  who  carry  a  stock  at  all  times  of  about 
500  coffins  and  caskets,  they  conducting-,  on  an  aver- 
age, three  funerals  every  day  in  the  year. 

Snow  &  Sous  won  distinction  early  this  year  by 
being  given  entire  charge  of  the  embalming  and  burial 
of  the  bodies  of  the  victims  of  the  Titanic  disaster  by 
the  White  Star  Steamship  Company.  Undertakers 
from  New  York  and  Boston  tried  to  "butt  in"  and 
expressed  doubt  at  the  ability  of  the  Halifax  firm  to 
do  the  work  satisfactorily,  but  they  gained  nothing  by 
their  criticisms  as,  after  seeing  the  extensive  stock  of 
costly  caskets  in  their  big  show  rooms,  and  learning 
that  Snow  &  Sons  had  some  years  a,go  performed  sim- 
ilar services  after  the  "La  Burgoyne"  disaster,  they 
were  forced  to  retire,  and  later,  express  admiration 
for  the  thorough  manner  in  which  the  work  was  done. 
Snow  &  Sons  guaranteed  to  have  a  staff  of  fifty  ex- 
perienced embalmers  if  required,  and  they  kept  their 
contract  by  securing  the  services  of  every  undertaker 
in  Nova  Scotia,  Prince  Edward  Island  and  New  Bruns- 
Avick,  some  being  sent  out  on  each  relief  boat  to  do  the 
preparatory  work  while  the  others  remained  at  Hali- 
fax until  their  labors  were  over.  Not  a  moment  was 
lost  waiting  for  supplies  or  embalmers,  and  Canadian 
undertakers  and  casket  manufacturers  supplied  every- 
thing. 

A  Small  Beginning 

The  business  which  now  undertakes  such  large  con- 
tracts as  the  embalming  of  between  200  and  300  bodies, 
and  which  with  its  six  hearses  conducts  about  1,000 
funerals  annually  in  a  city  of  about  50,000  ])opnlation, 
had  a  small  and  interesting  beginning. 

Thirty  years  ago  John  Snow  was  the  sexton  of  an 
Rjnseopal  Church  in  Halifax  and  occasionally  assisted 
one  of  the  local  undertakers.  One  of  the  undertakers 
was  a  Roman  Catholic,  and  being  called  out  of  town 
he  left  Mr.  Snow  to  conduct  a  funeral  for  him.  The 
funeral  proceeded  to  the  Catholic  Church  and  the  cas- 
ket was  being  carried  inside  when  Mr.  Snow  noticed 
that  several  of  the  assistants  had  laid  their  hats  on  the 
casket. 

"That  is  no  place  to  put  your  hats."  he  said,  "you 
should  have  more  respect  for  the  body  and  the  place 
of  worship  we  are  in." 

The  priest  overheard  the  reprimand  and  several  days 
later  thanked  Mr.  Snow  for  his  thoughtfullnesvs,  sug- 
gesting that  he  ought  to  go  into  the  ixndertaking  busi- 
ness. The  suggestion  was  repeated  several  times  dur- 
ing the  next  few  months  by  both  the  Episcopal  and 
Catholic  clergymen,  the  latter  saying:  "If  I  cannot 
do  you  any  good  I  won't  do  you  any  harm." 

In  1883  Mr.  Snow  began,  as  he  says,  "with  a  $5 
horse  and  a  $4  wagon,"  and  business  eame  to  him 
from  the  start.  Shortly  after,  one  of  the  undertakers 
who  saw  business'  falling  off,  offered  to  sell  out,  and 
Mr.  Snow  bought  his  hearse  and  equipment.  The 
hearse  was  repainted  and  the  single  horse  shafts  were 
replaced  with  tongue  and  whiffletrees,  the  span  of 
horses  and  the  newly  i)ainted  hearse  drawing  a  con- 
siderably increased  trade. 

Up  to  this  time  the  art  of  embalming  had  not  been 
introduced  into  Nova  Scotia,  and  his  business  now  be- 
ing established,  Mr.  Snow  went  to  Boston  and  took  a 
course  in  embalming  with  one  of  the  leading  men  in 
the  profession  there. 

The  business  continued  to  grow  aiul  when  his  three 


sous  grew  into  manhood  they  jo,ined  their  father  in 
his  work,  they  now  looking  after  much  of  the  work 
while  Mr.  Snow  gives  a  good  share  of  his  time  to  the 
management  of  estates  which  he  is  secretary  of  and 
to  duties  incidental  to  his  office  of  justice  of  the  peace. 

Mr.  Snow's  business  policy  has  always  been  to  get 
a  fair  price  for  his  work,  although  in  the  case  of  poor 
and  worthy  cases  his  practice  was  to  say:  "Give  me  a 
dollar  over  the  cost  so  that  people  cannot  say  I  did  it 
for  nothing."  But  he  is  no  price  cutter,  as  was  shown 
once  when  another  undertaker  accused  him  of  cutting 
prices. 

"You  did  one  funeral  for  less  than  $10,"  said  the 
accuser. 

"Give  me  the  date  and  we'll  look  up  our  books  and 
find  out,"  was  the  reply.  Investigation  showed  that 
the  price  had  been  $18.  But  did  you  get  paid?"  was 
the  next  query.  The  cash  book  shoAved  that  the  money 
had  been  received,  so  the  accusing  undertaker  con- 
victed himself  by  saying,  "Well,  I  quoted  $10  and 
■wasn't  given  the  order." 

Has  No  Ambulance. 

Snow  &  Sons  do  not  conduct  an  ambulance  in  con- 
nection with  their  undertaking  business,  holding  the 


Snow  &  Co..  Halifax,  N.S,,  their  establishment,  their  staff,  and  one  of 
their  hearses.   Mr.  John  Snow,  senior  member  of  the  firm, 
is  in  the  foreground. 


view  that  a  sick  person  will  have  a  horror  of  riding  in 
an  undertakers  conveyance. 

And  in  this  connection  Mr.  Snow  tells  of  how  an 
undertaker  with  an  ambulance  lost  an  order  by  being 
too  keen  after  business  in  handing  his  card  to  a  rela- 
tive of  a  sick  person  with  the  remark:  "If  anything 
happens,  remember  me." 

"The  liveryman  is  the  proper  person  to  conduct  an 
ambulance,"  said  Mr.  Snow. 

A  chapel  is  conducted  as  part  of  Snow  &  Sons  busi- 
ness and  probably  no  greater  tribute  can  be  paid  to 
the  sound  business  principles  upon  which  they  prac- 
tice their  profession  than  to  say  that  Catholics  and 
Protestants  alike  favor  them  with  the  great  volume 
of  the  burials  which  take  place  in  Nova  Scotia's  capi- 
tal city. 


John  G.  Adams,  Fredericton.  N.B.,  whose  premises 
were  destroyed  by  fire  some  time  ago,  will  move  into 
a  new  store  immediately. 
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DISCOLORATION  OCCURRING  BEFORE  DEATH. 

By  Prof.  Dohnau 

I  Avaut  to  say  to  you  that  as  this  professional  Avork 
advances  we  lose  sight  of  ordinary  things.  We  are 
formerly  accustomed  to  agglomerate  into  one  mixture, 
as  it  were,  anything  like  a  discoloration  in  the  body, 
and  the  undertaker  would  throw  up  his  hands  and  say, 
"It  has  gone  to  the  bad."  Some  forms  of  discolor- 
ation are  on  the  body  even  before  the  undertaker  has 
a  chance  to  get  there  at  the  time  of  death,  some  are 
developed  afterwards,  of  these  a  few  are  the  resiilt 
nf  careless  work  in  embalming,  others  errors  of  omis- 
sion, others  errors  in  judgment,  and  so  on.  I  have, 
T  think,  compiled  a  list  of  about  11  discolorations,  and 
I  am  going  to  take  each  one  up  as  fully  as  the  time 
allotted  will  allow  of,  and  give  you  what  has  proven 
*-o  be  in  some  cases  a  good  preventive  treatment,  and 
in  other  cases  a  curative  treatment  when  discoloration 
had  been  in  the  body  before  we  get  to  it.  It  is  then 
no  longer  advisable  to  use  a  preventive  treatment.  We 
must  cure  it. 

Mild  Injecting  Fluid. 

Start  with  a  yellow  jaundice  case.  You  will  re- 
member the  principle  of  this  treatment  is  to  get  rid 
of  the  trouble  as  far  as  possible  before  we  put  the 


"  Morning  Sunshine."  Ai-tist,  Sydney 
Kendrick  Brown.  From  Matthews 
Bros.,  Ltd.,  Imperial  line  of  pictures. 


!luid  into  the  blood  vessels  or  the  tissues  of  the  body, 
to  make  the  color  fast.  You  all  know  what  formalde- 
hyde and  blood  stains  will  do  to  the  hands.  You  know 
Avhat  bi-chloride  of  mercury  and  blood  will  do  to  a 
piece  of  cloth.  The  stain  will  stick  and  make  it  io- 
ilclible.  Now  when  you  treat  a  yellow  jaundice  case 
use  as  much  mild  injecting  fluid  as  possible  and  ex- 
tract some  of  the  bile  and  blood,  and  let  it  go  at  that. 

Now,  let  me  tell  you  that  almost  anybody  could  em- 
balm a  body  and  have  it  look  like  an  ordinary  dead 
body.  Ijast  June  there  was  a  travelling  man  in  Kan- 
sas selling  caskets  and  the  undertaker  asked  him  to 
go  to  the  morgue  with  him,  where  he  had  a  body,  and 
when  they  reached  there,  he  said:  "Jim,  what  do  you 
think  of  the  body?"  The  traveller  said:  "Do  you 
want  me  to  tell  you  what  I  think  of  it?"  "Yes,"  he 
said.  "Man,  anybody  can  tell  that  body  is  dead,"  he 
re[)lied.  Now  there  is  a  little  lesson.  Make  it  appear 
contact  with  them.  Use  the  borax  solution,  1  oz.  to 
gal.  of  water.    Inject  into  the  artery.    Use  one-half 


strength  fluid  for  the  second  bottle.  We  throw  in  our 
non-astringent  first  then  throw  in  our  alkaline  to  wash 
it  out,  then  throw  in  the  full  strength  fluid,  so  as  to 
obtain  as  good  a  circulation  as  possible.  The  borax 
will  take  all  the  colored  matter  possible  to  get  from 
the  capillaries,  the  half  s-trength  fluid  will  go  in,  giv- 
ing us  the  fluid  circulation,  and  the  full  strength, 
which  follows  the  half  strength,  will  attend  to  the 
jireservation  of  the  body. 

I  seem  to  run  into  yellow  jaundice  cases.  The  first 
case  I  had  at  the  Kansas  convention  Avas  a  jaundice 
ease.  I  went  west  with  the  borax  idea  in  my  head, 
and  I  had  a  good  chance  of  trying  it  out  before  the 
convention.  Mr.  Penwell,  Secretary  of  the  Association, 
informed  me  that  this  body,  Avhich  Avas  buried  three 
days  afterAvards,  Avas  at  least  50  per  cent,  better  than 
it  was  before  it  was  treated. 

If  you  will  just  try  this  solution  Avhen  you  get  home, 
you  can  demonstrate  this  for  yourself.  As  I  said  be- 
fore, the  water  ciosts  little  or  nothing  and  the  borax 
is  very  cheap  also. 

Pigmentary  Atrophy. 

The  next  is  pigmentary  atrophy.  This  is  a  similar 
condition  to  jaundice  except  that  it  is  green  instead 
of  yelloAv,  and  the  cells  are  contracted  in  one  case  and 
normal  in  the  other.  I  Avould  advise  the  same  treat- 
ment as  in  yelloAV  jaundice.  Take  out  your  bile  pig- 
ment first,  then  use  your  injections.  Atrophy  means 
contraction,  especially  of  the  cells  making  up  the  body. 

In  yelloAv  jaundice  you  have  bili-rubin ;  in  pigment- 
ary atrophy  you  have  bili-rubin  and  bili-A'erdin.  In 
the  first  we  have  bili-rubin  (yelloAv),  in  the  other  a 
combination  of  both  yelloAv  and  green. 

In  the  al)sence  of  a  doctor's  certificate  shoAving 
cause  of  death,  and  you  have  great  emaciation,  great 
thinness,  then  yoit  can  be  almost  sure  it  is  a  case  of 
a  combination  of  yellow  and  green.  When  the  body 
is  normal,  it  is  a  case  of  yelloAV  jaundice  only.  If  you 
Avill  bear  this  in  mind  and  contrast  these  tAvo  colors 
in  your  mind,  you  will  be  able  to  recognize  Avhieh 
class  it  is  in  the  next  time  you  see  it. 


FIRE  AT  NATIONAL  CASKET  CO. 

Early  on  the  morning  of  the  25th,  fire  did  $20,000 
damag-e  to  the  plant  of  Eckardt's  National  Casket  Co., 
Toronto.  The  blaze,  however,  took  place  in  the  planing 
mill,  situated  away  from  the  main  part  of  the  works  and 
operations  at  the  plant  were  not  stopped  in  the  least. 
None  of  the  machinery  was  injured  and  the  men  were  at 
work  as  usual  the  next  day. 

The  loss  is  fully  covered  by  insurance. 


GOSSIP  OF  THE  PROFESSION. 

The  undertaking  businesses  of  SAvinton  &  Son  and 
H.  A.  Bingham,  Orillia,  Out..  haA^e  been  merged,  and 
the  ncAV  firm  is  known  as  the  Orillia  Burial  Co. 

Geo.  Morse,  funeral  director,  Niasrara  Falls,  Ont., 
has  been  appointed  Inspector  of  Anh^x..^^/  for  Welland 
Covtnty.  He  Avill  care  for  all  unclaimed  and  unidenti- 
fied bodies. 

R.  U.  Stone,  Toronto,  called  on  Jessop  Nott,  Medi- 
cine Hat.  Alta.,  on  his  Avay  to  the  coast. 

Marmaduke  Terrill,  of  McNair  &  Terrill,  funeral  dir- 
ectors, Trenton,  Ont..  was  killed  by  a  train  at  Belle- 
ville on  October  11.  He  Avas  visiting  in  BelleA'ille  and 
it  is  unknown  how  he  met  his  untimely  death. 

A.  W.  Robinson,  Winnipeg  and  Avestern  representa- 
tive of  the  Semmens  &  Evel  Casket  Co..  Hamilton, 
called  at  this  office  recently.  He  reports  conditions  in 
the  west  as  being  the  best  ever. 
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Neatness  in  Funeral  Director  s  Work^ 

By  Fred  Robertson,  Manitou 

We  are  living  in  an  age  of  big  things  of  great  ac- 
complishments, of  wonderful  opportunities  and  still 
jjreater  ambition  and  dreams.  Our  country  is  broad 
and  long  and  can  boast  of  almost  every  cliinate,  every 
product  and  every  mineral,  and  she  offers  splendid 
opportunities  to  every  class  of  man.  The  laborer 
thinks  of  the  big  day's  pay.  The  clerk  behind  the 
counter  dreams  of  a  large  and  growing  business,  and 
the  financier  looks  forward  to  his  millions.  We  all  see 
big  things  almost  in  our  hands  and  very  often  the  con- 
sequence is  we  lose  sight  of  the  little  things. 

We  have  been  listening  great  things  since  coming 
to  thi.s  convention — thanks  to  our  professor — and  we 
find  them  interesting  and  realize  their  importance. 
But  after  all  there  are  some  little  things  in  connection 
with  the  undertaker's  work  that  are  of  great  import- 
ance also.  And  it  is  some  of  the  little  things  in  our 
Avork  that  I  have  to  deal  Avith  for  a  few  minutes. 

Neatness  in  the  funeral  director's  work.  I  speak  of 
the  term  "funeral  director's  work"  in  the  broad  sense 
of  the  term,  and  so  will  deal  very  briefly  first  with  his 
show  rooms,  second,  casket  trimmings,  third,  his  work 
in  the  home,  fourth,  the  funeral  proper,  and  last,  per- 
sonal appearance. 

Cabinets  for  Samples. 

I  presume  I  am  speaking  to  some  Avho  have  not  a 
business  large  enough  to  warrant  having  beautiful 
(|uartered  oak  cabinets  in  which  to  keep  your  sample 
goods.  Even  such  might  require  a  word  spoken  as  to 
the  neatness  of  their  show  room.  The  principle  that 
applies  to  the  dealer  who  has  poor  equipment  applies 
also  to  the  best  and  vice-versa.  Have  your  floors  clean 
always.  Your  goods,  too,  should  not  be  allowed  to 
gather  dust.  Keep  them  covered  if  not  in  cabinets. 
If  a  purchaser  comes  in  unexpectedly  your  stock  never 
looks  unbecoming  to  be  covered  over  if  it  is  only  the 
paper  eaj)  that  comes  with  them.  If  found  covered 
with  dust  and  out  of  place  it  leaves  the  impression  that 
they  are  of  no  great  value.  Have  everything  in  the 
room  from  the  caskets  to  the  rugs  on  the  floor  neatly 
arranged  and  clean. 

Trimming  the  Casket. 

Exercise  a  little  care  in  your  upholstering  work  to 
have  the  under  lining  fairly  smooth.  Do  not  allow  big 
black  tack  heads  to  show.  TTse  a  tinned  tack  and  space 
them  evenly.  These  little  things  do  not  need  to  take 
any  extra  time  or  expense.  Many  undertakers  use  a 
half  lining  only.  I  refer  to  the  silk  we  finish  with. 
This,  I  claim,  is  ])oor  policy  from  a  business  standpoint, 
and  is  not  satisfactory  from  the  customer's  point  of 
view.  We  find  people  who  are  curious  every  day  and 
sometimes  you  will  have  some  of  the  friends  butting 
in,  shall  I  say,  and  they  see  the  casket  before  the  lid 
is  i)ut  on,  and  see  that  part  of  your  work  is  only  half 
done.  It  looks  to  him  like  a  small  trick,  that  you  are 
careful  only  for  what  is  seen.  He  wanted  things  done 
properly  from  start  to  finish  and  expect  to  pay  for  it. 
He  still  expects  to  have  to  pay  for  what  is  lacking, 
and  so  he  does,  if  the  l)ill  is  paid  at  all.  Consequently 
he  is  paying  for  what  he  does  not  get.  The  dealer  has 
two  dollars  in  his  pocket  for  which  he  has  given  no 
e((uivalent.  Prices  are  not  cut  so  fine  in  undertaking 
work  that  we  can  excuse  ourselves  for  this  little  piece 
of  deception.  A  good  plan  would  be  to  ask  your  cus- 
tomers for  a  while — every  one  you  have — whether  they 
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would  have  the  lining  all  around  or  half  Avay  making 
a  difference  of  say  three  or  five  dollars  and  see  how 
many  say  put  it  just  where  it  was  seen. 

Care  in  Details. 

Our  duties  in  the  home  above  every  thing  demands 
our  careful  consideration  and  the  smallest  details  are 
of  importance.  De  not  be  in  a  hurry.  Be  calm,  let 
your  words  be  few.  A.sk  for  as  few  articles  as  pos- 
sible. Be  sure  you  know  their  wishes  as  to  the  funeral 
arrangements  in  every  detail.  Do  not  turn  yourself 
into  one  of  the  mourners  while  at  the  same  time  you 
are  thinking  more  of  the  increase  in  your  bank  ac- 
count, and  it  is  equally  bad  taste  to  exhibit  in  your 
face  any  thought  of  big  profits,  or  good  business  that 
might  possibly  be  in  your  wicked  heart. 

Do  not  ask  the  friends  to  bring  in  a  storm  door  or 
other  rough  boards  to  lay  the  body  out  upon.  Have 
your  own  cooling  board  with  you,  and  if  you  have 
not  a  convenient  one  and  do  not  feel  like  spending 
$20  or  $25  to  get  one,  I  will  show  you  how  to  make 
one  for  $2.00  convenient  enongh  to  carry  under  your 
arm  or  to  lay  under  the  seat  of  your  b\iggy.  When 
yow  embalm  do  not  have  the  whole  room  strewn  Avith 
instruments,  rubber  tubes,  bottles,  rags  and  clothing. 
Lay  out  on  a  table  by  yon  the  instruments  you  expect 
to  use.  leaving  your  case  handy  to  lay  your  hand  on 
Avhat  may  unexpectedly  be  required.  Use  a  large  rub- 
ber sheet  so  that  no  blood  stains  AA'ill  be  left  behind, 
and  ahvays  keep  any  traces  of  blood  Aviped  up.  Keep 
your  draining  bottle  out  of  sight  the  blood 
being  conveyed  to  it  by  a  rubber  tube.  Keep  bloody 
clothes  out  of  sight.  Do  not  expose  the  body  any  more 
than  is  necessary,  and  if  necessary  not  any  longer  than 
is  necessary.  Even  if  alone  just  practice  always  doing 
your  Avork  with  as  little  disorder  as  possible.  This,  I 
believe,  is  important,  and  perhaps  Ave  haA^e  not  given  it 
the  thotight  we  should.  But  \A'hy  is  it  of  importance. 
I  have  already  said  that  sometimes  friends  "butt  in," 
and  sometimes  it  may  be  Avhen  Ave  least  Avant  them. 
Sometimes  the  relatives  are  desirous  that  some  friend 
assist  you  so  that  their  Avishes  may  be  carried  out  per- 
fectly. HoAV  nice  it  is  to  have  them  tell  hoA\'  neatly, 
how  delicately  and  hoAV  perfectly  you  performed  your 
AVork.  Then  is  no  repulsive  description  to  be  taken 
back  to  the  sorrowing  relatives,  and  consequently  you 
are  looked  up  to  as  an  educated  professional  man  and 
the  price  you  ask  is  cheerfully  paid.  Many  may  not 
agree  with  me,  but  I  often  encourage  some  friend  of 
the  family  coming  Avith  me,  and  consequently  I  find  the 
desire  to  embalm  increasing,  and  the  thought  of  butch- 
ery dying  out,  and  I  ahvays  call  it  embalming,  not 
care  of  the  dead,  temporary  preservation,  or  any  other 
term.  Another  reason  Avliy  our  work  should  be  done 
neatly  and  in  order  is  just  becanse  it  is  pi'ofessional, 
our  high  calling  demands  it. 

Neatness. 

Neatness  in  the  funeral  arrangements  is  important 
too.  Have  yonr  ])lans  fully  mai)ed  out  before  coining 
to  the  home  the  (lay  of  the  funeral.  KnoAV  just  Avhere 
to  place  each  eari-iage  and  be  sure  the  teamsters  knoAV 
exactly  what  time  to  be  on  hand.  Give  the  pall-bear- 
ers their  directions  as  to  the  order  in  Avhich  they  are 
placed  and  just  how  the  casket  is  to  be  got  through 
the  doors,  before  the  service  commences.  Be  at  the 
house  early.  It  is  inexcusable  for  the  funeral  director 
to  be  late,  ('ommence  the  servi(!e  at  the  time  stat(>d 
and  advertised.  It  is  no  sign  of  luidue  haste  to  start 
sliarj)  on  time. 

Funeral  Services. 

If  the  funeral  service  is  in  the  church,  know  exactly 
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where  to  place  the  casket  beforehand,  also  where 
mourners  and  bearers  are  to  sit.  Do  not  push  yourself 
in  a  conspicuous  place.  Your  place  is  in  the  back 
j^round,  but  you  are  being  closely  watched  for  orders 
so  that  a  slight  motion  on  a  quiet  word  is  all  that  is 
necessary  to  direct  everything  properly.  The  conse- 
quence is  everything  goes  smooth  and  the  director  is 
scarcely  noticed  by  the  general  public. 

At  the  Grave. 

Endeavor  to  have  the  caretaker  do  his  woi'k  neatly. 
If  you  do  not  use  a  lowering  device  it  is  a  good  plan 
to  place  a  good  plank  on  either  side  of  the  grave  .iust 
far  enough  apart  to  let  the  casket  down  between.  This 
saves  any  stretching  apart  as  the  casket  is  carried  over 
the  grave,  and  also  prevents  clots  of  earth  being  broken 
off  and  dropping  into  the  box.  Use  three  straps  so  that 
each  bearer  assists  in  the  lowering.  Hinge  the  cover 
on  the  rough  box.  It  is  very  much  neater  than  lower- 
ing the  box  cover  Avith  straps  and  setting  it  on  top 
loosely.  Be  sure  that  all  is  ready  before  coming  to 
the  grave.  In  directing  a  funeral  always  keep  your 
eyes  open  for  the  unexpected  to  happen,  and  when  it 
does  never  exhibit  it.  but  be  equal  to  the  occasion. 
Your  mind  should  be  on  nothing  else  but  your  special  work. 

Personal  Appearance. 

I  would  say  just  a  word  or  two  as  to  personal  and 
general  appearance.  Dress  well.  Yoixr  position  and 
the  profession  demands  it.  A  long  coat  and  square 
hat  are  becoming  and  dignified.  It  is  hardly  necessary 
to  say,  have  a  clean  hearse,  but  just  remember  that  a 
dirty  hearse  is  a  disgrace  to  yourself,  the  friends  you 
are  serving  and  the  dead  you  are  burying.  A  hand- 
some team  of  horses,  black  or  grey,  neatly  draped,  add 
greatly  to  the  general  appearance.  Encourage  the 
hearse  driver  to  dress  himself  becomingly. 

In  all  our  work  as  funeral  directors  and  undertak- 
ers, exercise  care,  neatness  and  precision.  The  price 
being  paid  usually  demands  our  best  attention,  but 
there  is  better  reason  than  that.  Our  profession  is  a 
high  and  noble  one.  and  we  should  do  everything  pos- 
sible to  maintain  its  high  standard.  Yet  there  is  an- 
other and  greater  reason  than  this  for  our  utmost  care 
for  the  little  things  connected  with  a  funeral.  The 
body  we  are  burying  is  precious  and  sacred  to  some- 
body as  would  be  that  of  our  mother,  sister,  wife  or 


child  to  us.  Hearts  are  broken  and  tender.  The  last 
sign  of  thoughtlessness  in  our  work  or  speech  cuts 
deeply  and  the  least  jar  rubs  roughly.  Therefore,  let 
everything  be  done  neatly  with  no  mistakes  or  jars,  and 
a  great  load  has  been  lifted  from  the  hearts  of  those 
who  are  sorrowing.  They  feel  comforted  that  their 
dear  ones  have  been  so  tenderly  laid  to  rest,  and  in  so 
doing  we  have  performed  a  good  Avork. 

Do  not  forget  men,  our  profession  is  a  noble  one, 
a  high  calling,  and  the  smallest  details  connected  there- 
with are  of  great  importance. 


BENEFIT  OF  OUR  ASSOCIATION  TO  THE  PUBLIC* 

By  R.  J.  Campbell,  Brandon,  Man. 

It  is  with  a  keen  sense  of  pleasure  that  I  am  pri\d- 
leged  to  address  this  convention  on  the  above  topic. 
Eight  years  ago  when  this  association  was  organized, 
even  the  most  optimistic  among  us  had  our  misgivings 
as  to  the  results.  Year  after  year  realized  new  in- 
terest until  to-day  we  have  a  strong  body,  accomplish- 
ing much  good  not  only  to  the  practitioner  but  also  to 
the  public.  This,  I  believe,  is  principally  due  to  the 
strong  policy  adopted  at  the  inception  of  the  associa- 
tion. If  I  might  be  permitted  to  put  same  in  a  word, 
it  is  education  Avhich  Avill  give  the  greatest  good  to  the 
greatest  number. 

Several  dealers  asked  "What  is  the  use?"  The  pub- 
lie  thought  "Even  the  undertakers  are  organizing,  now 
it  will  cost  something  to  die." 

How  has  it  worked  out?  We  find  that  nearly  all 
the  dealers  who  couldn't  be  taught  anything  ncAV,  or 
Avere  so  pessimistic  that  they  Avanted  to  control  all  the 
embalming  of  Western  Canada  have  laid  aside  their 
prejudice  and  joined  hands         us  for  better  serA^ice. 

An  Appreciative  Public. 

The  public  have  shoAvu  their  appreciation  in  de- 
manding the  best  Ave  can  give  them  in  this  connection. 
Instead  of  the  old  method  of  supplying  a  cofflu  and 
having  interment  as  soon  as  possible,  to-day  they  are 
asking  for  sanitary  protection,  embalming,  disinfection, 
etc.,  that  will  not  only  giA'e  protection  from  contagion, 
but  with  it  the  satisfaction  of  proper  conditions,  leav- 
ing a  pleasant  and  everlasting  impression  in  the  hearts 
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of  all  connected.  The  public  is  quick  to  appreciate  a 
good  thing.  They  will  also  recognize  good  service  as 
("luiekly  as  they  will  scrutinize  your  faults. 

The  educational  policy  of  this  association,  supported 
not  only  by  the  foremost  men  in  the  west,  but  having 
the  best  teachers  and  demonstrators  at  each  meeting, 
has  given  its  members  ideals,  which,  if  practiced,  will 
elevate  your  service  from  that  of  an  ordinary  coffin 
seller  to  an  honored  profession  in  the  care  of  our  be- 
loved departed. 

We  are  pleased  further  for  the  recognition  that  has 
been  received  from  the  clergy  with  whom  we  are  so 
closely  associated  in  giving  the  last  sad  rites.  The  hon- 
orable gentlemen,  too,  are  not  slow  in  their  apprecia- 
tion of  good  service. 

The  medical  fraternity  have  expressed  their  confid- 
ence in  our  ability,  "not  as  follow-afters, "  but  as  pro- 
tectors of  the  public  in  the  matter  of  sanitation.  They 
have  confidence  in  our  ability  to  grapple  serious  con- 
ditions. 

Appreciating  the  confidence  of  the  public,  the  clergy 
and  the  medical  practitioners,  how  are  we  going  to 
make  our  services  more  proficient?  It  can  only  be 
accomplished  through  co-operation  in  an  organization 
such  as  this.  If  we  are  going  to  be  wise  men  we  must 
walk  wisely;  give  in  service  more  than  we  expect  in 
pay.  "We  must  aim  at  higher  ideals  in  better  service, 
not  mere  monetary  returns.  This  applies  to  every 
practitioner,  because  it  is  a  positive  fact  that  our  asso- 
ciation is  judged  by  its  members. 

Ideals  in  the  Profession. 

_  May  I  be  permitted  to  make  a  few  suggestions?  Prac- 
tice your  profession  not  as  a  side  line  from  which  you 
get  side  money.  Embalm  not  so  much  to  have  a  good 
looking  corpse,  but  rather  to  have  it  sanitary.  Clean 
up  the  room,  disposing  with  bedding,  etc..  quietly.  Be 
clean  and  neat  while  at  work.  Use  utmost  care  to 
have  instruments  kept  clean.  A  workman  is  usually 
judged  by  his  tools.  You  are  exposed  to  contagion  and 
blood  poisoning;  use  great  care;  never  take  chances. 
Handle  remains  tenderly  and  carefully,  they  are  dear 
to  some  one. 

Guard  Family  Secrets. 

Be  close-mouthed.  So  many  conditions  arise  that  re- 
quire secrecy  on  your  part.    If  you  mention  any  fam- 


ily secrets  it  will  react  on  yourself.  You  never  hear 
a  doctor  talk  about  his  patients. 

Have  a  good  word  for  the  travelling  salesman.  He 
is  in  touch  with  all  the  small  town  dealers,  and  often 
a  suggestion  will  be  very  helpful  to  pass  on  to  others. 

We  must  stand  not  only  for  efficiency  hxit  for  honor- 
able conduct  in  all  our  dealings,  and  not  with  any  taint 
of  undue  influence  over  a  people  in  time  of  trouble, 
who  need  and  naturally  expect  our  help,  advice  and 
sympathy. 


A  WORD  FROM  F.  W.  WALLACE. 

Editor  Furniture  World  and  The  Undertaker, — I 
have  had  the  pleasure  of  reading  your  paper  during 
the  past  year  and  while  I  am  not  in  the  furniture  sec- 
tion, I  have  been  deeply  interested  in  the  undertaking 
department,  and  I  feel  sure  the  Furniture  World  and 
The  Undertaker  should  commend  itself  to  those  inter- 
ested in  both  departments. 

I  have  retired  from  the  editorial  chair  of  the  Fun- 
eral Director  owing  to  overwork  along  many  lines,  and 
the  Maritime  Association,  Avhieh  has  kept  this  little 
journal  going  for  the  ])ast  ten  years,  has  decided  to 
discontinue  publication  of  the  Canadian  Funeral  Director. 

I  wish  it  to  be  understood  that  the  Maritime  Asso- 
ciation is  in  a  healthy  condition  and  with  the  officers 
elected  at  the  last  annual  meeting,  I  look  forAvard  to 
greater  progress  for  the  future  than  has  been  accom- 
plished in  the  past. 

While  I  do  not  wish  to  discourage  the  funeral  direc- 
tors of  Canada  from  taking  the  American  journals, 
which  have  done  so  much  for  the  profession  on  this 
side  of  the  line,  I  feel  that  Canada  should  support  its 
own  pul)Iicati()n,  througli  which  they  can  secure  their 
local  lu^ws  and  exchange  ideas  as  to  the  profession  in 
this  young  healthy  country  of  ours.  I  hope  the  Can- 
adian Furniture  World  and  the  Undertaker  will  keep 
up  the  good  work  that  I  tried  to  do  amid  many  disad- 
vantages. I  did  my  best  with  what  T  had  time  and 
talents  to  do. 

Wishing  your  paper  every  success,  and  as  time  goes 
by  and  T  get  a  little  rest,  I  hope  to  contribute  a  little 
to  help  the  good  Avork  that  is  going  on  in  our  profes- 
sion in  this  fair  Domim'on. 

F.  W.  WALLACE.. 

Sussex,  N.B..  October  7.  V.n2. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 

Bowmanville— 

Disney,  R.  S. 
Brockville — 

Quiriiiljach,  Ceo.  R.,  1G2 
Kin;,'  St. 
Campbellford — • 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Coboeonk— 

Greenlev,  A. 
Copper  Ciiff— 

Boyd,  W.  C. 
Dungannon— 

Sproul,  William 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinf;er,  Chris. 
Fenelon  Falls — 

Deynian,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  II. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victoti.i 

Morris,  A. 
Hailcybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — • 

Downs,  E.  J. 
Inwood — • 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L. 


Oshawa — 
Disney  Bros. 
Lul<e  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Petrolia— 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

A'au^lian,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

Vancamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo— 

Klippert   Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Fraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 


MANITOBA. 

Brandon — 

Vincent  &  McPherson. 

Swan  River — 
Paul],  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  M;iin 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake- 
Morrow,  Fred.  A. 
Kamsack — 

Ifussell,  G.  E.  T. 

Lanigan — 

Robertson,  Wm. 

Rush  Lake — 

Friesen,  John  M. 

Prinee  Albert- 
Howard,  A.  C. 

For  Sale 
Wanted 


Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — • 

Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscorab,  611 
Centre  St. 
Caster — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 
Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan 
dora  Ave. 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 


MINIMUM  50  CENTS 


ASSISTANT  WANTED— Exceptional  opening  for  bright  young 
man  as  assistant  undertaker — send  photo,  age  and  experience. 
Apply  J.  H.  Robinson  &  Co.,  Hamilton,  Ont. 


SIDE  LINES — Traveller  covering  Eastern  Ontario  is  willing  to 
add  one  or  two  special  lines.  Address  Box  105,  Canadian  Furniture 
World,  32  Colborne  St.,  Toronto. 


WANTED — Assistant  Undertaker,  two  years'  experience,  wants 
to  learn  furniture  trade  in  small  town  or  city.  Address  Box  106, 
Canadian  Furniture  World,  32  Colborne  St.,  Toronto. 


PARTNER  WANTED— Undertaker  in  British  Columbia  City  is 
willing  to  take  in  partner.  State  amount  available  to  invest.  Box 
107,  Canadian  Furniture  World,  32  Colborne  St.,  Toronto. 


FOR  SALE — Undertaking  business,  in  western  coal  mining 
town,  population  2,500.  Have  stock  worth  $1,000.  Good  reasons 
for  selling.  Box  108,  Canadian  Furniture  World,  32  Colborne  St., 
Toronto. 


FOi?  SALE— Undertaking  Outfit,  New  Up-to-date  Hearse, 
Church  Truck,  Embalming  Outfit,  etc.  Great  Bargain.  Address, 
Dominion  Bedding  Co.,  Belleville,  Ont. 

FOR  SALE — Undertaking  and  Furniture  business.  Doing  good 
town  and  country  trade.  No  opposition.  Everything  in  first  class 
condition,  good  reason  for  selling.  .Apply  to  Box  102,  Canadian 
Furniture  World  and  The  Undertaker,  32  Colborne  St.,  Toronto. 


WANTED — A  position  by  a  young  man  who  has  had  two  and 
one  half  years'  experience  in  furniture  and  undertaking,  passed  the 
Ontario  examination,  a  member  of  the  Canadian  Embalmers'  Assoc- 
iation. References  furnished.  Address  Box  104,  Canadian  Furniture 
World  and  The  Undertaker,  82  Colborne  St.,  Toronto. 


WANTED — A  line  of  Upholstered  F"urniture,  Case  goods,  Iron 
Beds  and  Chairs,  for  the  West,  by  an  experience  Furniture  man  on 
Commission.  .Address  Box  103,  Furniture  World  and  The  Under- 
taker, 32  Colborne  St.,  Toronto. 


FOR  SALE — A  good  paying  Furniture  Business  in  an  Ontario 
town  of  4,000.  Will  sell  on  easy  terms  to  experienced  man  if  he  has 
a  small  capital.  Best  reasons  for  selling  the  business.  Address 
Box  109  Canadian  Furniture  World  and  The  Undertaker,  32  Colborne 
St.,  Toronto. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming  and  Funeral  Directint^ 
PREPARATION  FOR  EXAMINATIONS 

ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


October,  1912. 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ARTS  AND  CEAFTS  FURNITURE 

Geo.      McLagau      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

BABY  CARRIAGES. 
Gendron   Mfg.   Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 
BANK   AND    STORE  FIXTURES. 
Globe  Furniture  Co.,  Waterloo. 

BENT  WOOD  FURNITURE. 
John  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtcl  Furniture   Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 

BUFFETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victor- 

iaville,  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 

BEDS  (Modern  Wood). 

Elora  Furniture  Co.,  Elora. 
Malcolm  &  Soutei'  Furniture  Co., 

Hamilton. 
Toronto  -Furniture  Co.,  Toronto. 
Knechtel   Furniture   Co.,  Hanover. 

BED  SPRINGS. 
Knechtel  Furniture   Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett  &  Piatt   Spring  Bed  Co., 
Windsor. 

Ontario    Spring    Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Lippert   Furniture  Co.,  Berlin. 

BED  ROOM  SUITES. 
Knechtel    Furniture    Co.,  Hanover. 
Dymond-Colonial   Co.'s,  Strathroy 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 
Malcolm  &   Souter,  Hamilton. 

CARD  AND  DEN  TABLES. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CARPETS  AND  RUGS. 
Otto  T.  E.   Veit  &  Co.,  Toronto. 

CAMP  FURNITURE. 
Stratford   Mf;;.    Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 
Dymond-Colonial  Co.'s  Strathroy. 

CHAIRS  AND  ROCKERS. 
Baetz  Bros.,  Berlin. 
Dymond-Colonial  Co.'s,  .Strathroy. 
Knechtel    Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Stratford  Chair  Co.,  Stratford. 
Waterloo  Furniture  C'o.,  Waterloo. 
H.  Krug  Furniture  Co.,  Berlin. 
Canadian    Rattan    Chair    Co.,  Vic- 
toriaville. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture  Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Ijippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Uymond-Colonial  Co.'s,  Strathroy. 
Toronto  Furniture  C').,  Toronto. 

CHESTERFIELDS. 
Imperial   Furniture   (jo.,  Toronto. 

CHIFFONIERS. 
Knechtel    Furniture   Co.,  Hanover. 
Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 

COMFORTERS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

Dymond-Colonial   Co.'s,  Strathroy. 
Eilis   Furniture   Co.,  Ingersoll. 
Gold     Medal     Furniture     Co.,  To- 
ronto. 

Imperial   Furniture   Co.,  Toronto. 

COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 

Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel   Furniture    Co.,  Hanover. 

CRIBS  (Iron). 
Ideal   Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-Colonial    Co.'s,  Strathroy. 
Imperial   Rattan   Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co.,  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 

DESKS. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville  Furniture  Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan      Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Stratford   Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 

DINNER  WAGONS. 

Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Dymond-Colonial   Co.'s,  Strathroy. 

DRESSERS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Knechtel    Furniture    Co.,  Hanover. 
Orillia   Furniture   Co.,  Orillia. 
Stratford   Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

EXPRESS  WAGONS. 
Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &   Sons,  Trenton. 

FILING  DEVICES. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FURNITURE  POLISH. 
Domestic   Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-iColonial  Co.'s,  Strathroy. 
Geo.      McTjagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddinf  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville   Chair  Mfg.  Co.,  Vic- 
toriaville. Que. 

JARDINIERE  STANDS. 
Flora  Furniture  Co.,  Elora. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stiatford. 

KITCHEN  CABINETS. 
Knechtel    Furniture    Co.,  Hanover. 
Stratford   Chair  Co..  Stratford. 

KITCHEN  TABLES. 
Kn(chti'l    Furnitui'e   Co.,  Hanover. 
Victor'aville  Furniture  Co.,  Victor- 
iaville. 

LAWN   SEATS   AND  SWINGS. 

Stratford    Mfg.    ('o..  Stratford. 


LIBRARY  TABLES. 

Dymond-Oolonial   Co.'s,  Strathroy. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Malcolm  &   Souter,  Hamilton. 
MATTRESSES. 

Knechtel   Furniture    Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture     Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co..  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Malcolm  &   Souter,  Hamilton. 

OFFICE  CHAIRS. 
Knechtel  Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

OPERA  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis   Furniture   Co.,  Ingersoll. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
PARLOR  TABLES. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture    Co.,  Hanover. 
PEDESTALS. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Toronto    Furniture    Co.,  Toronto. 
PILLOWS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbo.x  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co..  Waterloo. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian    Rattan    Chair   Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel    Furniture    Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief  Mfg.   Co.,   Central  Falls, 
R.  I. 

Reliable  Rug  Rack  Co.,  Chicago,  111. 

SCHOOL  FURNITURE. 
Globe  Furniture  Co.,  Waterloo. 

STOVES  AND  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

Gait  Stove  &  Furnace  Co.,  Gait. 
SIDEBOARDS. 

Knechtel    Furniture    Co.,  Hanover. 

Stratford  Chair  Co.,  Stratford. 
CHINA  CABINETS. 

Knechtel    Furniture    Co.,  Hanover. 

Geo.      McLagan      Furniture  Co., 
Stratford. 

Stratford  Chair  Co.,  Stratford. 

Toronto  Furniture  Co.,  Toronto. 
TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture    Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Orillia    Furniture    Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


TABOURETTES. 

Elora  Furniture  Co.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 

TABLE  DISPLAY  RACKS. 

Eureka  Mfg.  Co.,   Warren,  Ohio. 

TEA  TABLES. 

Toronto  Furniture  Co.,  Toronto. 

TELEPHONE  STANDS. 

Dymond-Colonial   Co.'s,  Strathroy. 

UPHOLSTERERS'  SUPPLIES 

Ellis   Furniture   Co.,  Ingersoll. 
Gold     Medal    Furniture     Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal     Furniture     Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfg.  Co.,  Berlin. 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratrord. 
Gendron  Mfg.  Co.,  Toronto. 
Stratford    Mfg.   Co.,  Stratford. 

WARDROBES. 

Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

WICKER  FURNITURE. 

Imperial  Rattan  Co.,  Stratford. 
Gendron  Mfg.  Co.,  'Toronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving  Co.,  Uxbridge. 

CLAMPS. 

Batavia  Clamp   Co.,   Batavia,  N.Y. 

CURLED  HAIR 
Griffin  Curled  Hair,  Toronto 

ENGRAVINGS. 

Legg  Bros.  Engraving  Co.,  Toronto 

iURNITURE  SHOES. 

Onward  Mfg.   Co.,  Berlin. 

GLUE    JOINTING  MACHINES. 

Canadian    Linderman    Co.,  Wood- 
stock. 

HARDWOOD  LUMBER. 

Wilcox    &    Knapp,  Conneautville, 
Pa. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal   Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 

Lackawanna  Leather  Co.,  Hacketts- 
town,    N.  J. 

STERILIZED  HAIR. 

Griffin   Curled   Hair  Co.,  Toronto. 

VARNISHES. 

R.  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 

.\dams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 

James  S.  Elliott  &  Son,  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
CASKETS  AND  COFFINS. 

James  S.  Elliott  &  Sons,  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.   Thompson  Co..  Toronto. 
CHURCH  TRUCKS. 

Bomgardner    Mfg.    (^o.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chemical     Co.,  Boston, 
Mass. 

HEARSES. 

Mitchell  &  Co.,  Ingersoll. 

LOWERING  DEVICES. 

Bomgardner     Mfg.    Co.,  Cleveland, 
Ohio. 

SCHOOLS  OF  EMBALMING. 

Canadian    School    of  Embalming, 
Toronto. 
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Iron  Bed  No.  852X 
Pillars  7/8  "  Foot  45" 

Filling  3  8",  5/16"  Sizes  4'  0  ',  4'  6' 
Head  61"  List  Price  $8.20 


THERE  IS  A  DIFFERENCE 

between 

"Ontario  Quality"  Iron  Beds,  Springs  and  Mattresses — the  work 
of  skilled  workmen — and  the  "just  as  good  kind." 
Place  an  "Ontario"  Bed,  Spring  or  Mattress  alongside  of  what 
you  have  on  your  floor  and  make  the  comparison  yourself.  You 
will  do  your  customers  a  good  turn. 

A  post  card  will  bring  latest  Catalog 


The 


Ontario  Spring  Bed  and  Mattress  Co.,  Limited 

The  Largest  Bedding  House  in  Canada 

London  -  -  Ontario 


The  Cincinnati 
College  of  Embalming 

(Chartered  by  the  State  of  Ohiol 

THIRTIETH  YEAR 


Our  Canadian  Special  Correspond- 
ence Course  which  has  been  arranged 
by  Prof.  Chas.  O.  Dhonau  and  Prof. 
J.  \.  rke,  is  meeting  with  favor 
by  the  A'ho  have  used  it  as  a  means 
to  raise  their  qualifications,  or  for 
preparation  for  examin  .ti 

Write  to-day  and  a  sa:  .^^  of 

the  first  lesson  will  be  sent  imme- 
diately, free  of  charge. 


The 


Address  Canadian  Dept 

Cincinnati  College  of  Embalming 

Cincinnati,  Ohio,  U.S.A. 


The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 


We  make  a  specialty  of  Machine 
and  Hand  Carvings  of  all  descrip- 
tions for  Churches,  Houses, 
Furniture,   Pianos,  etc. 

We  can  save  you  at  least  25  % 
on  your  present  prices. 

Send  us  Samples  or  Drawings 
for  a  Trial  Order 

UXBRIDGE,  ONTARIO 


WHEN  YOU  WANT  TO 
SELL  "OUR  BUSINESS 

You  want  to  get  the  best  possible  offer.  The  more 
possible  buyers  you  get  in  touch  with  the  better 
chance  you  have  of  making  a  good  sale.  The 
"For  Sale"  and  "Want"  ads.  in  the  CANADIAN 
FURNITURE  WORLD  are  read  every  month 
by  over  two  thousand  manufacturers,  travellers, 
retail  dealers  and  store  salesmen. 


Four  Cents  a  Word 

One  Insertion 


Ten  Cents  a  Word 

Three  Insertions 
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JOHN  C.  MUNDELL  & 
COMPANY'S 

DAVENPORTS 
and  SETTEES 


No  slow  numbers.  We  make  Settees  and  Davenports  of  all  descriptions — every  one  attractive, 
every  one  a  trade  drawer.  Some  are  entirely  of  Quartered  Oak,  with  wood  seat  flat  or  hollowed 
as  preferred,  while  others  come  in  saddle  bag  cushions  of  fine  leather,  and  are  adapted  for  the  up- 
to-date  Library,  Den  or  Smoking  Room. 

One  favorite  Settee  is  made  in  Pantasote  Cover  with  Tufted  Back,  and  is  a  ready  seller ;  in  fact 
it  would  sell  readily  at  a  much  higher  price  than  we  are  asking  for  it.  This  number  is  in  brisk 
demand  wherever  shown,  and  is  constantly  oversold. 

In  Davenports  our  line  is  still  more  extensive,  and  our  values  just  as  satisfying.  We  would  like  to 
send  you  a  sheet  of  Blue  Prints  showing  these  designs,  and  will  do  so  promptly  on  receipt  of  your 
request  to  that  effect. 

JOHN  C.  MUNDELL  &  COMPANY,  Elora,  Ontario 


Increase  Your  Profits 

By  Selling  our  line  of  beds 


Our  beds  are  manufactured  from  the  best  of  materials 
and  we  guarantee  our  finish. 

Write  us  fo. 
already  received  one. 


fe- 


es if  you  have  not 


CANADA  BEDS  UMITED 

CHESLEY        :        :  ONTARIO 
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For  Your  Holiday  Trade 

"Imperial"  Reed  and 
Upholstered  Furniture 

Will  have  trade  bringing  qualities.  The  line  is 
high-grade  and  sells  all-the-year,  but  is  particularly 
popular  during  the  Holiday  Season  


Order  a  dozen  samples  now  and  you'll 
probably  find  it  necessary  to  repeat  before 
the  Christmas  rush  comes. 


We  Ship  with  the  Stratford  Furniture  Combination. 

IMPERIAL  RATTAN  CO.,  LIMITED 

Stratford         -  Canada 


Den  Chair 
1589-5 


Chairs  for  Christmas 

Better  Place  Orders  NOW  to  Ensure 
having  the  Goods  when  you  need  them 


There  are  few  more 
popular  and  practical 
gifts  than  Chairs  to  be 
given  to  the  Father, 
Mother,  or  in  fact,  any 
member  of  the  family. 

The  Den  Chair  and 
Rocker  shown  are 
two  of  many  popular 
lines  we  have  for  the 
Holiday  Trade. 

When  ordering  a  carload 
of  Stratford  Furniture 
include  a  number  of 
these  rapid  sellers. 


Stratford  Chair  Co.,  Limited 

STRATFORD     -  ONTARIO 


Den  Rocker 
1589-6 


Vol.  2    No.  3 


Published  at  32  Colborne  Street,  Toronto 


NOVEMBER,  1912 


FurnitureWorld 


One  of  the  Commercial  Press,  Limited,  Group  of  Trade  Newspapers 


Many  people  have  at  last  awakened  to  the  wisdom  of  early 
Christmas  shopping.  Better  be  prepared  for  the  early  gift 
buyer  and  have  an  assortment  of  our  reliable  goods  on  your 
floor — they  move  quickly.  :::::; 


THE 


GEORGE  McLAGAN  FURNITURE  CO. 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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SEASONABLE  UNES 


AT 


JOHN  C.  MUNDELL  &  COMPANY'S,  Elora,  Ontario 

Card  Tables,  Folding  Tables,  Special  Card  Tables  with  Drawer, 
all  in  Solid  Quartered  Oak,  Polished,  and  specially  suited  for 
Christmas  Trade. 

Magazine  Stands,  Ladies'  Writing  Desks,  Book  Shelves.  In 
great  demand  at  this  season. 

Fireside  Rockers  upholstered  in  Green  Denim.  Comfortable, 
Roomy,  Attractive  and  Quick  Selling. 

Couches — Fabrikoid  or  Leather  Covers — Plain  or  Tufted,  at 
from  $9.00  up.    In  steady  demand. 

Quotations  and  Blue  Prints  by  Return  Mail.      Prompt  Shipments. 

JOHN  C.  MUNDELL  &  COMPANY,  Elora,  Ontario 


Globe  Steel  Sanitary  School  Desks 


ABSOLUTELY  UNBREAKABLE 


GUARANTEED  FOR  LIFE 


HYGIENIC  AND  SANITARY 


PERFECT  IN  DESIGN 


SPECIAL  STYLES  FOR 
COLLEGIATES,  COLLEGES 
AND  ALL  CLASSES  OF 
EDUCATIONAL  INSTITUTIONS 


THOUSANDS  IN  USE 

ALL  GIVING  SATISFACTION 

Full  Information  and 
Prices  on  Request. 


[hfGLOBE  furniture  col 


WATERLOO 


ONTARIO. 


or  auALiTv 


Noiseless 
Automatic 
Steel 
Hinge 
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We  Stand  Behind  Our  Goods 


Our  Materials 

and  Finish 
We  Guarantee 


Our  Beds 
Represent  the 
Best  Value 


Our  Prices 
Are 

Right 


Our  Shipments 
Are 
Prompt 

Favor  Us  With  Sample  Order  and  be  Convinced 


Canada  Beds  Limited  -  Chesley,  Ont 


The  Quality  of  our  Mattresses 

is  Higher  than  the  Price 


We  make  four  grades 
of  mattresses  at  popu- 
lar prices  and  in  both 
material  and  workman- 
ship they  are  the  best 
on  the  market. 


A  merchant's  profit  is 
as  much  in  the  satis- 
faction his  customer 
gets  as  in  the  margin 
on  his  sale. 


LEE-BURRELL,  REX,  REGENT  AND  INVICTUS 

'Place  a  trial  order  for  these  brands  and  you  'II  find 
them  to  be  "  repeaters. ' '       They  give  satisfaction. 

THE  STANDARD  BEDDING  COMPANY 


27-29  Davies  Avenue 


Sole  Manufacturers 
and  Distributors 


Toronto,  Canada 
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Victoria 


Which  would  you 
rather  do ? 

Sell  a  customer  once,— 


or 


Make  him  a  "regular" 

The  custom  that  pays  is  the  "  regular " 
kind  and  this  is  obtained  only  by  giving  complete 
satisfaction  on  every  sale.  Note  that  vv^ord- 


com- 


plete" — it  is  important  and  means  that  you  must 
be  sure  your  customer  will  continue  to  be  satisfied  after  he 
gets  his  furniture  home  and  uses  it.  There's  the  real  test — 
the  daily  use  of  what  he  buys  from  you. 

Victoriaville  Furniture  always  satisfies 

The  appearance  and  price  make  the  sale  easy  in  the  first 

place.  Then  the  quality  begins  to  count  and  completes  your  customer's 
satisfaction.  This  brings  him  back  to  you  vv^hen  he  wants  more  furniture 
and  adds  him  to  your  list  of  "  regulars  "  wanting  Victoriaville  Furniture. 
There's  the  one  fundamental  reason  why  we  strive  to  put  "customer  satisfaction"  in  every 
inch  of  goods  we  turn  out.    We  take  no  chances  of  dissatisfaction, — it  never  pays. 

The  Victoriaville  Furniture  Co. 

Victoriaville,  P.Q. 

Another  thing: — When  you  buy  Victoriaville  Furniture  you 
get  the  full  advantage  of  our  mixed  carload  shipping  facilities. 
This  means  carload  freight  rates  on  orders  calling  for  less  than 
carload  lots, — which  makes  a  big  difference  to  you. 
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The  best  bed  value  per  dollar 

is  the  prime  consideration  of  those  customers  whose  means 
limit  them  to  the  purchase  of  an  iron  bed.   All  over 

Canada  this  class  of  buyers  is  in  the  majority  and  they  are  of  the 
kind  who  are  most  critical  about  the  article  for  which  they  pay  out 
their  money.  You  can  make  good  friends  of  these  purchasers  and  bring  them 
again  to  your  store  if  you  offer  them 

Standard  Bedsteads 


Your  reward  will  be  the  constant  receipt  of  steady  profits 
from  the  regular  sale  of  these  beds.    They  are  made 

to  promote  sales  to  the  large  majority  of  wage  earners  whose  pockets 
the  price  suits  and  the  designs  are  well  varied  so  as  to  make  attractive- 
ness one  of  their  prominent  features.  Underneath  this  attractive  appearance  is 
good,  sound,  solid  construction. 


The 

Standard  Bedstead 

Company,  Limited 

Victoria ville,  P.Q. 

We  also  offer  you  the  advantage  of  mixed  car- 
load shipments  by  being  able  to  combine  your 
order  in  filling  one  of  the  numerous  mixed 
carloads  that  leave  Victoriaville  every  week. 
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Visit  Toronto  Next  January 

Both  High-Grade  and  Moderate  Pricedur  Fniture  is  manufactured 
in  Toronto,  and  Mixed  Carloads  can  be  made  up  and  shipped 
promptly  on  account  of  Toronto  being  connected  with  the  four 
big  railroads  operating  in  Ontario. 

These  Firms  Ship  in  Mixed  Car  Lots^ — Buy  in  Toronto 

Gold  Medal  Furniture  Mfg.  Co.  Limited 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames,  "Hercules"  Bed  Springs  and 
Steel  Couches,  "Gold  Medal"  Mattresses,  Furniture  Coverings  and 
Upholsterers'  Supplies. 

Van  Horne  St.  and  Bartlett  Ave.,  Toronto 

STANDARD  BEDDING  CO. 

Manufacturers  Seagiass  and  Cotton  Mattresses 

4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent 
and  Invictus  Felt  Mattresses 

27-29  Davies  Ave.        Toronto,  Ontario 

IMPERIAL  FURNITURE  CO. 

Manufacturers  of 

Turkish  Rockers,  Leather  Upholstered 
Couches,  High  Grade  English  Chairs 
and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 

The  KINDEL  BED  COMPANY 

Limited 

DAVENPORT  BEDS 
DIVANETTES 
CHAIR  BEDS 

TORONTO  ONTARIO 

The  Toronto  Furniture  Co.,  Ltd. 

Manufacturers  of  the 

"BETTER  MAKE"  OF  CANADIAN 
QUALITY  FURNITURE 

Dufferin    Street,    Toronto    (Near  Exhibition  Grounds) 

The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS,  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 

HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 

The  GENDRON  MFG.  CO.  LTD. 

Manufacturers  of 

Reed  Furniture       Children's  Vehicles 
Baby  Carriages  Go-Carts 
Invalid    Chairs        Sleighs,  etc. 

DUCHESS  STREET  TORONTO 

OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Write  us  for  prices  and  set  of  color-cards 

(Empire  Building)  58-64  Wellington  Street  West,  Toronto 

Chas.  Rogers  &  Son  Co.,  Limited 

Manufacturers  of 

COMPLETE  DINING  ROOM 
SUITES,  HALL,  DEN  AND 
—  PARLOR  FURNITURE  — 

Toronto  Canada 

The  RELIABLE  BEDDING  CO. 

SPECIALISTS  IN  IRON  BEDS 

WESTON 
ONT. 
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No.  S81.    Morris  Chair,  any  finish 


The 

Gold  Medal 
Line 


We  extend  to  the  Furniture  Trade  a 
cordial  invitation  to  visit  our  factory. 


After  January  1  st  next  we  will  place 

Our  Full  Line  on  Exhibition 

in  our  factory  Van  Home  Street,  Toronto,  including 

Parlor  Suites  Couches  Chairs  and  Rockers 

Imperial  Steel  Couches  Davenports 
Patent  Never  Stretch  Mattresses   "Hercules"  Bed  Springs,  Etc. 


Take  a  King  or  Queen  Street  Car  going 
West  and  Transfer  to  Dovercourt  Car  which 
will  take  you  quite  close  to  our  Factory. 


Gold  Medal  Furniture 

Manufacturing  Co.,  Limited 


TORONTO  MONTREAL 

aUo  at  Uxbridge 

Head  Office-^TORONTO 


WINNIPEG 


No.  617.    Rocher  and  Chair,  any  finish 
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Vicforiaville  -  The 


Real  Chair  Value 

can  only  be  had  in  those  chairs  which  are  made  in  a 

factory  devoted  solely  to  the  making  of  chairs;  a  factory  employing 
skilled  chair  makers  and  using  only  sound  flawless  lumber.  These  points 
insure  the  satisfaction  of  the  user  but,  at  the  same  time,  design  and 
appearance  combined  with  a  reasonable  price  are  necessary  to  move  your  stock  quickly. 

Victoriaville  Chairs 

are  the  result  of  concentrated  effort  along  one  line, — the 

production  of  quality  goods.  The  satisfaction  of  the  thousands  of  users 
guarantees  this  quality  while  the  up-to-date  designs  and  the  finish  have 
these  chairs  more  than  half  sold  before  the  price  is  asked.  When  the 
prospective  customer  hears  this  item  the  sale  is  merely  perfunctory. 

Victoriaville  chairs  are  sales  promoters ;  they  never  prove 

to  be  "slow  sellers." 

Get  our  latest  catalog  and  have  a  look 
at  the  many  designs. 


Mixed 
Carload 
Center 


The  VICTORIAVILLE  CHAIR 

MANUFACTURING  CO. 

VICTORIAVILLE,  P.Q. 


Remember  the  mixed  carload  facilities  of  the  Big  Five  Combi- 
nation. This  means  you  can  usually  get  carload  rates  on  less 
than  carload  lots — quite  a  big  saving  on  your  costs. 
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Home  oF  the  Big 


Upholstered  Comfort 


is  the  phrase  which  users  apply  to  our  chairs  and  lounges. 

In  this  they  instinctively  quote  the  key  note  of  our  plant  where  we 
strive  to  incorporate  the  very  essence  of  comfort  in  the  goods  we  turn 
out.  Upholstery  can  cover  a  multitude  of  sins  of  omission  but  on  our 
goods  it  covers  nothing  but  the  clearest  lumber,  the  finest  springs  and  the  best  filling 
we  can  find.    At  their  retail  prices  there  is  nothing  can  touch 

Victoriaville  Upholstery 

for  appearance,  durability  and  comfort.    Your  customer 

buys  first  for  comfort  but  wants  durability  and  appearance  as  well  and 
he  gets  all  three  in  overflowing  quantities  for  every  dollar  he  invests  in  our  lines 

This  is  the  prime  reason  why  our  dealers  have  to  watch 

their  stock  of  Victoriaville  upholstered  goods  in  order  that  they  can 
keep  ahead  of  their  customers  demands. 

This  is  the  sort  of  stock  that  pays  the 
quickest  and  best  profits. 


The  CANADA  MATTRESS 

MANUFACTURING  CO. 
VICTORIAVILLE,  P.Q. 


Every  dealer  cannot  bay  a  carload  at  a  time  bat  remember 
oar  goods  are  incladed  in  the  numerous  mixed  carload  lots  of 
"The  Big  5"  that  leave  Victoriaville.  This  means  carload 
rates  for  you. 


^  Hixed 
Carload 
Center 
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ANCHOR 


BEDS 


''Twin  City'' 
Furniture  Exposition 

JANUARY  13  - 18,  1913 

YOU  are  cordially  invited  to  inspect'  our  New  Line  of  BRASS 
and  IRON  Bedsteads  and  DAVENPORTS  which  will  be  ex- 
hibited in  the  spacious  showrooms  of  the  Waterloo  Furniture  Co.,  Ltd. 
Come  in  and  get  acquainted  with  our  salesmen  and  let  them  show  you 
the  best  line  of  Beds  and  Davenports  produced  for  modern  use. 

Anchor  M/^inuricturin^  Q^mp^ny- 

146-154  Niagara  Street 


LIMITED. 

Toronto 


I 


For  your  Holiday  Trade 

This  handsome  new  Three-Piece  Suite 
has  been  a  popular  seller  and  if  you 
wish  to  display  a  rapid  selling  line  on 
your  floor  during  December  you'd  better 
order  at  once. 

"Ellis  Quality"  Furniture 

Should  be  featured  by  you  next  year 
and  any  visitor  to  the  Furniture  Exhi- 
bitions in  January  vsall  find  it  worth 
while  to  spend  a  day  at  Ingersoll — we 
extend  you  a  hearty  welcome,  and  trust 
that  in  your  Christmas  trade  you  will 
receive  a  large  share  of  the  prosperity 
of  the  Dominion. 

Ellis  Furniture  Company 

Ingersoll,  Ontario 


Suite 
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Favor  of  the  Rack 


[T  takes  twenty  minutes — and  two  porters — to  go  through 
a  pile  of  fifty  rugs  on  the  floor. 

And  another  twenty  minutes  if  the  customer  wants  to 
turn  back  and  compare  a  couple  of  patterns. 

Then  how  about  the  busy  days  when  two  or  three  customers  would  like  to  see 
the  same  pile  ? 

It's  an  even  bet  they'll  go  elsewhere  rather  than  wait. 
That's  where  the  Rack  comes  in. 

In  ten  minutes'  slow  turning  your  customer  gets  a  view  of  every  rug  and  the 
whole  of  every  rug. 

♦ 

In  ten  seconds  you  can  turn  back  and  compare  a  dozen  different  patterns,  if  desired. 

Moreover  with  the  Moncrief  Rug  Rack  sales  can  be  made  to  two  or  three  people 
at  once  without  the  slighest  inconvenience  to  any  one  of  them. 

Your  salesman  gives  his  undivided  attention  to  the  customer. 

And  here's  one  last  thought :  salesmanship  is  a  matter  largely  of  energy  and 
enthusiasm. 

How  much  enthusiasm  can  you  expect  a  man  to  have  left  at  four  o'clock 
aftei  he  has  turned  a  pile  of  fifty,  forty  pound  rugs,  ten  times, 
earlier  in  the  day? 

Just  figure  for  yourself  how  the  enthusiasm  will  ooze  out 
of  his  fingers  with  every  turn. 

This  isn't  theory.    We  have  the  facts,  testified  to 
by  users,  to  prove  every  statement. 

Ask  us  to  prove  it. 


Moncrief  Mfg.  Co. 


CENTRAL  FALLS 
R.  I. 
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ORILLIA 
FURNITURE 


possesses  all  the  essentials  for  successful 
retailing.  Our  goods,  as  shown  in  the 
two  sample  dressers  illustrated,  are 
artistic,  yet  built  on  simple  lines.  Good 
workmanship  and  high  grade  material 
combine  to  make  the  "Orilha"  line 
rapid  sellers  and  profitable  for  retail 
dealers  to  display  and  sell. 


We  thank 
our  customers 

for  the  large  volume  of  orders  placed 
with  us  this  year  and  for  their  consider- 
ation with  us  in  our  efforts  to  ship 
promptly  and  keep  pace  with  the  rapid 
growth  in  our  trade.  We  are  running 
our  factory  at  full  capacity  in  order  to 
take  care  of  the  orders  we  have  been 
favored  with. 


Order  early 
for  1913 

As,  in  spite  of  increased  capacity,  the 
demand  is  expected  to  be  even  larger 
than  during  1912. 


ORILLIA  FURNITURE  CO. 

LIMITED 

ORILLIA  ONTARIO 
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V  ichor  ia- 

ville 


is  the  place  where  you 
can  get  reed  furniture 
most  advantageously. 


Reed  Furniture 
is  an  all-the-year- 
round  line. 


It  is  not  merely  a  "summer  Ime," — you'll  find  reed  furniture  used  all  the  year  round 
in  well  appointed  living  rooms.  Its  light  weight,  its  "comfy"  feeling  and  its  hand- 
some appearance  make  it  an  ideal  living  room  furniture. 

Canadian"  Reed  Furniture  shown  in  your  windows  is  more 

than  half  sold.  The  feeling  of  comfort  instilled  m  the  minds  of  passers-by  makes  'em 
come  in  and  ask  the  price.    When  they  hear  that  the  sale  is  easy. 

So  we  say  '*Push  Reed  Furniture  all  the  year  'round"  and 
invite  you  to  get  our  prices.  These  will  surprise  you  and 
tickle  your  customer's  sense  of  economy. 


The 


Mixe 


Canadian-Rattan 
Chair  Co., 

I  ^  A  \|  I  Limited 

iCOrlOQCl  Victoriaville, 


The  quality  is  in  the 
don't  forget  that. 
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Stoves  Make  Profits 
For  Furniture  Dealers 


and  the  BANNER  line  of  Stoves  and 
Ranges  has  proved  a  winner  in  many 
furniture  stores. 

Be  a  Complete  House  Furnisher 

By  having  a  stove  department  and 
beipg  able  to  sell  a  kitchen  outfit  to 
newly  married  couples  or  others  des- 
iring to  furnish  a  new  home. 


SEE  OUR  LINE  WHEN  ATTENDING  THE  JANUARY 
BERLIN  AND  STRATFORD  FURNITURE  EXHIBITIONS 

//  will  pay  you  to  make  an  early  connection  for  1913  so 
send  NOW  for  a  copy  of  our  latest  range  catalogue 

Gait  Stove  &  Furnace  Company,  Limited 


GALT 


ONTARIO 


Your  Greatest  Asset — A  Satisfied  Customer 

And  to  win  the  goodwill  of  your  customers  and  assure  your- 
self of  the  repeat  orders  you  should  stock  and  recommend 

LEGGETT  &  PLATT  SPRINGS 

Our  springs  are  guaranteed  not  to  break,  or  sag,  are  uniform 
and  superlatively  restful  to  the  sleeper. 

Every  LEGGETT  &  PLATT  Spring  carries  an  unqualified 
guarantee  for  ten  years. 

And  you'll  find  that  handling  our  springs  is  a  profitable  proposition. 
Why  not  give  our  traveller  at  trial  order?     Or  write  us  direct. 

LEGGETT  &  PLATT  SPRING  BED  CO.,  LIMITED 

Windsor  :  :  Ontario 
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Jewel  Stoves  and  Ranges 


Royal  Jewel  Steel  Range 

The  Range  of  Quality 

Every  modenn  improvement  is  embodied  in  the  Royal  Jewel 
Rang^e. 

They  are  made  in  six  sizes  :  Nos.  816,  916,  818,  918,  920 
and  922,  with  or  without  Reservoir,  and  with  any  equipment 
of  shelves  or  closets  required. 

Either  Encased  Reservoir  (as  cut)  or  Contact 
Reservoir  on  left  end  can  be  supplied. 
The  great  variety  of  sizes  and  styles  enables 
the  dealer  to  satisfy  all  demands. 
The  Royal  Jewel  is  very  attractive  in  ap- 
pearance and  easy  to  sell.  When  once  sold 
it  never  comes  back,  but  is  always  a  work- 
ing- advertisement.  One  sale  makes  another 
and  the  demand  Is  constantly  increasing. 

Make  the  Royal  Jewel  Steel  Range 
your  leader  and  you  are  sure  of  the 
best  stove  trade  in  your  locality 

In  addition  to  the  Royal  Jewel,  we  make 
cheaper  Steel  Ranges  to  suit  all  buyers  ; 
such  as  Electric  Jewel,  Arctic  Jewel,  Gypsy 
Jewel.. 


STYLE  R.  F. 


We  also  make  a  great  variety  of  Cast  Iron  Ranges  and  Cooking  Stoves,  includ- 
ind  the  Dominion  Jewel  Range,  Sterling  Jewel  Range,  Grand  Jewel  Range,  Home 
Jewel  and  many  others.  The  Grand  Jewel  Wood  Cook  Stove  is  known  and 
appreciated  wherever  wood  can  be  secured  for  fuel. 

We  make  many  different  kinds  of  Heating  Stoves  to  suit  all  sections  of  the 
country,  including  our  Ideal  Jewel  and  Modern  Jewel  Base  Burners,  Grand  Jewels, 
Jewel  Oaks,  Fire  Kings,  Jewel  Triple  Heaters,  etc. 


The  Burrow,  Stewart  and  Milne  Co.,  Limited 

Head  Office  and  Factory  at  HAMILTON 
Offices  alto  at  MONTREAL,  TORONTO  and  WINNIPEG 

Western  customers  please  write  for  information  and  send  orders  to  our 
Winnipeg  Branch,  No.  130  James  Avenue 
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TRADEMARK 


This  Iron  Bed  is  a  beauty  ;  a  strong  thing  for  your  Christmas  Weddings  Trade. 


IDEAL 


99 


TO 


Christm 


Customers  "feel 
good  "  at  Christmas. 
They  want  the  best 
and  generally  have 
the  money  to  pay 
for  it.  That  is  the 
time  to  sell  them 
"Ideal"  Lines. 
"Ideal"  Lines 
are  not  only  trade- 
winners,  but  they  are 
trade  holders.  When 
vou  sell  a  customer 
an  "Ideal"  Bed,  you 
have  sold  him  "satis- 
f action "  as  well. 
"  Ideal "  customers 
come  back. 

By  the  way,  with 
all  Christmas  orders 
we  send  Christmas 
tags  and  Christmas 


-^^DEAL  BE 

10  Jefferson 

TORO 


This  is  a  strong  line  for  your  best  local  trade.    Sell  the  Combination  "  Ideal "  Brass  Beds, 
"Ideal"  Box  Spring  and  "Harinfelt"  Mattress. 
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LINES 

YOUR 

as  Trade 


card  greetings,  upon 
which  you  can  write 
your  own  name  un- 
der the  words  "With 
the  Compliments  of 
the  Season." 

We  guarantee  to 
deliver  any  Christ- 
mas order  within 
forty-eight  hours  of 

its     receipt.       But,  Th\s  Crlb  is  a  good  thing  to  feature  in  your  local  advertising.    Makes  an  ideal  Christmas  Present. 

don't  wait  until 
the  last  moment. 
Get  your  order  in 
soon. 

We  will  do  our  part  -^^Is* 
to  help  you  sell  the 
biggest  Christmas 
trade  in  your  busi- 
ness history. 

Call  on   us   if  you 
want  help. 


DOING  CS; 

Avenue 

NTO 


This  Davenport  Extension  Couch  Bed  is  a  good  thing  to  feature  to  housewives  who 
are  fixing  up  spare-rooms,  also  for  newly-weds. 
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Two  High  Class 
Bentwood  Chairs 


Very  Unique 


Would  look  well  on  your 
floor  for  Christmas  trade. 


Jacob  &  Josef  Kohn 

Vienna,  Austria. 


Canadian  Branch  : 

215-219  Victoria  Street,  Toronto 


Folding  Chairs  and  Card  Tables 

All -the-y ear- round  Sellers  in  Furniture  Stores 


During  the 
Holiday  Season 

there  will  be  a  demand  for 
extra  chairs  and  tables  in  private 
homes  and  public  halls. 


Why  not  stoc^ 
three  or  four 
dozen  Chairs  and 
Tables 
to  rent  out  to 
customers. 


New  Lines  for  Next  Year 

A  new  catalogue  illustratingf  our 
new  line  of  Ironing  Boards, 
Clothes  Bars  and  Dryers,  Bake 
Boards  and  Step  Ladder  Chairs, 
will  be  ready  early  in  Januarj^ 

Send  for  a  copy  if  interested. 


Better  place 
orders  early  for 

next  year 
and  avoid  delays 

in  delivery. 


The  Folding  Table  is  used  as  a  Sewing  Table  in  many  homes.  Chairs  supplied 
with  either  Wood  or  Carpet  Seats. 

Send  for  a  Copy  of  Catalogue  No.  3  To-day 

Stratford  Mfg.  Co.,  Limited 


Stratford 


Ontario 
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January 
13  to  18 
1913 


BERLIN 
WATERLOO 
FURNITURE 
EXHIBITION 


January 
13  to  18 
1913 


The  Furniture  Buyer's  Mecca 

Keen  Buyers,  alert  to  the  necessity  of  buying  goods  early  in  order 
to  secure  more  prompt  delivery  of  furniture  next  year  than  during  the 
past  season,  and  desirous  also  of  seeing  the  latest  styles  and  designs 
in  high-grade  Canadian-made  Furniture,  will  find  it  profitable  to 

Accept  Our  Invitation 


D.  Hibner  Furniture  Co.,  Limited 
Waterloo  Furniture  Co.  ... 
Baetz  Bros.  &  Co.  .... 
Lippert  Furniture  Co.,  Limited  - 
Berlin  Furniture  Co.,  Limited 
H.  Krug  Furniture  Co.,  Limited 
Onward  Manufacturing  Co.  - 
Woeller,  Bolduc  &  Co. 
Berlin  Bedding  Co.,  Limited    .       .  . 
Snyder  Bros.  Upholstering  Co.,  Limited 
Wunder  Furniture  Mfg.  Co.,  Limited 
Peerless  Leather  Co.       .       .       .  . 


Berlin 
Waterloo 
Berlin 

-  Berlin 
Berlin 

-  Berlin 
Berlin 

Waterloo 
Berlin 

Waterloo 
Berlin 
Berlin 


John  B.  Snider  ...... 

Berlin  Interior  Hardwood  Co.,  Limited 
Geo.  J.  Lippert  Table  Co.,  Limited 
Quality  Mattress  Co.  .... 

Berlin  Table  Mfg.  Co.,  Limited  ... 
Geo.  H.  Hachborn  &  Co.  .... 

Berlin  Plate  Glass  &  Mirror  Co.  - 
Beilstein  &  Kranz  ..... 

Walker  Bin  and  Store  Fixture  Co.,  Limited 
Canada  Furniture  Mfrs.,  Limited   -   Berlin  and 
Globe  Furniture  Co.,  Limited     .       .  - 


Waterloo 
Berlin 
Berlin 

-  Berlin 
Berlin 

-  Berlin 
Berlin 

-  Berlin 
Berlin 

Waterloo 
Waterloo 


Visit  the  Furniture  Centre  of  Canada 

Don't  be  a  stay-at-home  next  January.  Take  advantage  of  the  opportunities  Berlin  and 
Waterloo  offers  to  you — superior  opportunities  for  the  selection  and  buying  of  the  most  high- 
grade  Furniture  in  Canada.  Two  dozen  furniture  factories  with  their  finest  products  displayed  in 
their  sample  rooms — together  with  the  exhibits  of  many  progressive  manufacturers  from  outside 
places  who  recognize  the  advantages  of  making  displays  in  the  Twin  Cities  during  the  January 
Exhibition.    COME — the  opportunity  is  yours — COME. 


Exhibits  will  also  be 
made  b\)  several  out- 
side Manufacturers. 


Don*t  Forget 
the  Dates 


1913   JANUARY  1913 

SUN.    MON-    TUE.   WED.    THU.    FRI.  SAT. 

12    3  4 

5    6    7    8   9  10  II 

12  13  14  15  16  17  18 

19  20  21  22  23  24  25 
26  27  28  29  30  31 


For  Information,  Write 
J.  P.  Scully,  Secretary, 
Berlin,  Ontario. 


Come  with 
the  Crowd 
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Waterloo-Berlin  January  13-18 

Furniture  Exhibition  1913 


WE  INVITE  YOU  TO  VISIT 
THE  HOME  OF 

Living  Room  Furniture 

and  see  our  many  attractive  lines 
in  high-grade  upholstered  goods 


Our  Chesterfield,^No.  4404 

is  a  great  seller.  All  other  lines  in  design 
and   finish  to  make  them  equally  popular 


IVe  specialize  on:  LIVING  ROOM,  DEN,  LIBRARY 
  and  PARLOR  FURNITURE 

See  our  full  line  at  our  permanent 
showrooms  when  in  Waterloo 

Snyder  Brothers  Upholstering  Co. 

Limited 

Waterloo  Ontario 
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Hibner  Lines  Speak  for  Themselves 


No.  1123  Extension  Table 

Top  52  in.  X  52  in.  Round  Dividing  Pedestal  extending 
96  in.    Kyonyx  Finished  in  Circassian  Walnut  Finish  Inlaid. 


They  need  no  boosting  from 
us  because  the  designs  are  the 
kind  the  public  demands.  The 
material,  construction  and  finish 
are  unexcelled.  Their  high 
quality  will  allow  you  a  bigger 
profit. 

Prove  it  on  d  Trial  Order 


We  want  to  show  you  our  Complete 
Line  of 


Better  Quality  Dining  Room  Furniture 


873  Buffet 

Kyonyx  Finished  in  Circassian  Walnut  Finish  Inlaid. 


at  our 

Factory 
Showrooms 

durmg 
the 

Berhn- 
Waterloo 
Furniture 
Exhibition 

January 
13th -18th 
1913 


Top  54  in.  X  22  in. 

50  in.  X 


50  in.  high.  Mirror 
10  in. 


No.  954  China  Cabinet 

Kyonyx  Finished  in  Circassian  Walnut  Finish 
Inlaid.  Size,  62  in.  high,  45  in.  wide.  Mirror 
38  in.  X  I  0  in.,  Door  Glass  44  in.  x  18  in. 


The  D.  Hibner  Furniture  Co.,  Limited 

Berlin  -  Ontario 
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YOU  CANNOT 
AFFORD  TO 
PASS  THEM 

^BY=  


The  illustrations  on  this  page  only  hint  at  the  new  and  dainty 
designs  that  you  are  invited  to  inspect  when  you  visit  us. 


We  will 
Show  the 
full  line 


See  them 
at  our 
Factory 


WATERLOO  and  BERLIN  FURNITURE  SHOW 

JANUARY  13  to  18,  1913 

We  lead  in 
Parlor  Furniture 
(Frames  or  Upholstered) 
Fancy  Tables 
Fancy  Rockers 
Dining  Chairs 
Library  and  Living  Room 
Chairs  and  Tables 


WOELLER,  BOLDUC  &  CO. 

Manufacturers  and  Wholesale  Upholsters 

WATERLOO  ONTARIO 
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The  KRUG  UNE 

High-Grade  Furniture 

The  Holidays  will  soon  be  here  with  the  usual 
demand  for  lines  that  sell  and  mal^e  others  sell — 

we've  got  them 


Mission 

and 

Library  Tables 
Parlor  Tables 
Davenport  Sofas 

and 

Den  Furniture 
Parlor  Furniture 


Our  complete  line  will  be  on  display  in  our  permanent 
showrooms,  January  13  to  18,  1913 

The  H.  Krug  Furniture  Co.,  Limited 

Berlin  Ontario 


Office  Side  Arm 
Rotary  Chairs 
and  Settees 


Dining  Room 
Furniture 
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EXTENSION  TABLES 
OUR  SPECIALTY 


Built  for  the  trade 
who  want  the  best. 


Lippert  Tables 


are  always 


Right  m  Construction 
Right  in  Finish 

Right  in  Price. 


The  Lippert  Line  Will  Boost  Your  Trade 


Lippert  Tables  have  style, 
material  and  finish  that  make  argu- 
ment unnecessary  and  their 
mechanical  convenience  commend 
them  at  once  to  your  customers. 
There  is  always  satisfaction  m 
selhng  the  best.  We  want  you 
to  know  more  about  our  goods. 

Visit  our  factory  during  the 
Berlin  -  Waterloo  Exhibition, 
January  13 — 18,  and  see  for 
yourself  how  well  Lippert  Tables 
are  made. 


GEO.  J.  LIPPERT  TABLE  CO. 

LIMITED 

BERLIN  ONTARIO 
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The  Pictures  Look  Fine  But  The 
Goods  Look  Better 

It  will  pay  you  to  visit  the  BERLIN-WATERLOO  FURNITURE  EXHIBITION,  January 
13  to  18,  and  personally  inspect  the  many  new  designs  for  1913  which  will  be  on  display. 


There  will  be  many 
fine  displaj'S  made 
during  Exhibition 
week  in  Berlin  and 
Waterloo  but  none 
will  merit  your  at- 
tention more  than 
the  exhibit  in  our 
Show  room. 


OUR  NEW 

NO  828 

PARLOR 
SUITE 

Matlo  ill  Bii  cli  mahoj4any 
and  upliolsteicd  1  n  the 
host  of  Silks  as  well  as  in 
genuine  lealhei'. 


We  invite  every 
Canadian  furniture 
dealer,  customers, 
as  well  as  those  not 
yet  on  our  books,  to 
visit  our  Show  room 
and  get  a  line  on 
our  goods  and 
prices. 


The  workmanship  of  all  our  g-oods  is  of  the  very  best  and  the  finishinjj- 
is  all  that  could  be  desired  by  the  most  careful  buyer 

Ask  us  for  prices  on  this  Suite. 
They'll  interest  you  and  your  customers 

LIPPERT  FURNITURE  CO.,  LIMITED 

BERLIN  ONTARIO 
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BORN  IN  BUSY  BERLIN 


THE 
BIRTHPLACE 
OF 

CANADA'S  BEST 


Built  of 
Choice  Crotch 
Mahogany, 

We 
Have  Entire 

Suite 
To  Match. 


Be  sure 
and 
Call  on  Us 

when 
You  Come  to 
Berlin. 


QaNADA  pURNITURE^ANUFACTURERS 


BERLIN 

General  Offices 


ONTARIO 
Woodstock,  Ont. 


ALL 
OF  OUR  GOODS 

ARE 
GUARANTEED 


BUILT  IN  WATERLOO 


Come 
and  see  us 
Tohen  in  Waterloo 


WE 
SPECIALIZE 
IN 

PERIOD  GOODS 


(LOUIS  XV.) 

THE  PRODUCTS 

of  this  factory  are  recognized  as  the  finest 
upholstered  goods  produced  in  Canada 

CANADA  Furniture  Manufacturers 
1  I  II  UlMITEO 

WATERLOO  ONTARIO 
General  Offices       Woodstock,  Ont. 


You 
will  be  Welcome 
at  our  factory. 


ALL 
OF  OUR  GOODS 

ARE 
GUARANTEED 
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Baetz  Brothers  &  Co. 

BERLIN,  ONTARIO 


Makers  of 

CHAIRS  for  the  DINING  ROOM,  PARLOR,  LIBRARY,  DEN 

and  BEDROOM 

See  our  complete  exhibit  in  our  Factory  January  13-18 
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We'U  Be  Glad 
To  See  You 

and  you  will  be  glad  to  see  our  line  at  the 

BERLIN-WATERLOO 

Furniture  Exhibition 

January  13  to  18,  1913 

The  Wunder  Line  is  a 
Business  Builder 

We  manufacturer  a  full  line  of 

PARLOR  SUITES 
ROCKERS 

ODD  CHAIRS 
DINING  CHAIRS 

and 

HALL  FURNITURE 


The  best  time  to  buy  is  before  the 
manufacturers  output  is  booked 
up — buy  early  in  1913  and  to 
ensure  early  delivery  buy  at  our 
fanuary  Exhibition. 


Wunder  Furniture  Mfg.  Co. 

Limited 

Berlin  Ontario 


No.  2U.— A  popular  hall  rack,  il  inches  wide  and  ! 
inches  high,  fitted  with  mirror.  21  x  40  inche.s 


No.  262  —Mission  hat  rack,  with  22  x  If?  inch  mirror. 


No.  262.— Mission  hall  seat,  substantially  made  and 
very  attractive  in  appearance. 
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One  Look  Convinces 


The  live  Furniture  Dealer  at  once  recognizes  the 
selling  qualities  of  our  goods.  The  handsome  designs 
and  superior  finish  also  impresses  your  customer  at 
first  sight.  There  is  nothing  lacking  in  the  cardinal 
features  of  successful  merchandising. 

You  appreciate  what  this  means 
in  Pulling  Trade  to  your  Store. 


No.  8— Mahogany  and  Quartered  Oak 
full  swell 


The  Big  Berlin 
Bedroom  Line  are 
Business  Builders 

You  will  be  delighted  with  our  Exhibit 
in  January,  when  we  wall  display  our  complete 
line  including  many  new  creations  at  our 
Factory  Showrooms. 


Chiffonier  for  this  Suite  is  illustrated 
on  Page  57. 


No.  8— Maliogany  and  Quartered  Oak,  full  swell 


No.  8— Maliogany  and  QuartoriMl  Oak,  full  swell  front 

We  hope  to  see  you  at  the  Twin-City  Furniture 
Exhibition,  January  13-18,  1913. 

Berlin  Furniture  Co.^  Limited 

specialists  in  Bedroom  Furniture 

Berlin         -  Ontario 

Factory  Opposite  G.T.R.  Depot 
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IT  WILL  PAY  YOU 
TO  COME  TO 


BERLIN 


January  13  to  18,  1913 


THE  QUALITY  MATTRESS  CO.  Will  Exhibit 

one  of  the  best  and  most  complete  lines  of  Comfortable, 
Durable  and  Sanitary  Mattresses  Ever  Shown  in  Canada 


Built  With 

20  pounds  of 
Best  Curled 
Hair  and  25 
pounds  of 
Best  white 
Cotton. 


Don't  fail  to 
See  these  lines: 


Our  Motto: 

Quality  and  neat, 
clean  workmanship 


Newest  and 
Best  English  or 
Satin  Cover- 
ings. 


'  So-Easy  Rest "  Made  of  Hair  and  Cotton 

1913  Style  Box  Bed. 

So-Easy  Rest  (built  with  hair  and  cotton), 

Superior  Felt  (built  in  3  grades  of  cotton  and  felt  and 
sold  at  three  prices). 

Pioneer  and  Reliable  (built  with  fine  carded  wool). 

King  Mattress  (built  with  African  fibre  and  felt). 

A  complete  line  of  Seagrass  Mattresses  will  also  be  on 
display. 


All  "Quality"  Mattresses  are  labeled  showing  price  and  style  and 
every  mattress  is  equipped  with  handle  strap  on  the  side  to  enable 
them  to  be  turned  easily. 

Send  your  address  for  one  of  our  catalogues  so  that  if  you  find 
it  impossible  to  attend  the  January  Exhibition  you  will  have  our 
line  before  you. 

Write  today  for  catalogue  and  price  list 
A  Sample  order  will  convince  you 


QUALITY  MATTRESS  COMPANY 


BERLIN 


Makers  of  durable  and 
comfortable  mattresses 


ONTARIO 
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"Onward"  Sliding 
Furniture  Shoes 

(Successor  to  the  Old  Fashioned  Wheel  Caster) 

A  Big  Selling  Help  for  Furniture  Dealers 

When  placing  your  Orders  for  Metal  Beds  and  other 
Furniture  specify  "Onward"  Shoes  instead  of  old  style  Casters 


Every  buyer  of  Furniture  has  had 
experience  with  torn  carpets  and  scratched 
floors  caused  by  casters.  It's  half  the  sale, 
therefore,  if  you  can  show  goods  equipped 
with  Furniture  Shoes  and  demonstrate  their 
easy  running  qualities  to  the  customer. 


Let  us  demonstrate 
them  to  you  at  the 
Berlin  -  Waterloo 
Furniture  Ex- 
hibition. 


The  Eureka  Electric  Suction  Cleaner 


Light  in  Weight 
Simple  in  Construction 
Reasonable  in  Price 


RETAILS 
FOR  ONLY 


$45 


Only  three  working  parts, 
the  Motor,  the  Fan,  and 
the  Dust-Bag. 


Use  the  "  Eureka"  in 
your  own  home  and 
you  will  be  enthusiastic 
about  its  sale.  Its  low 
cost  of  operation  and 
its  powerful  suction  are 
strong  selling  features. 


Exclusive  Agency  Offered 

to  the  first  merchant  in  each  town  who  makes  appli- 
cation. Once  introduced  many  sales  will  soon 
follow  as  it  weighs  only  nine  pounds  and  is  only  eight 
inches  high,  yet  is  one  of  the  most  powerful  electric 
cleaners  on  the  market.  The  price,  too,  is  very 
reasonable  and  within  the  reach  of  all. 

We  offer  a  liberal  Trade  Discount. 
Write  for  prices  and  try  half  a  dozen 
for  your  Christmas  Trade. 


Onward  Manufacturing  Co. 


Toronto  Retail  Store 
423  Yonge  Street 


Berli 


in 


Ontario 


Moncrieff  &  Endress,  Ltd. 
Scott  Block,  Winnipeg 
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No.  202— Top  48  x  48 


We  Specialize 


in 


Quarter  cut  oak 
Extension  Tables 

We  control  the 

Perfection  Slide 

the  only  real  good 
Slide  on  the  market 


Design,  workmanship  and  finish  the  best.  Insure  against 
dissatisfied  customers  by  selling  our  Tables.         ::  :: 

The  Berlin  Table  Manufacturing  Co.,  Berlin 


See  Our  Display  at  the  Exhibition 


We  illustrate  two  of  our  rapid  sellers  and  any  dealer 
who  stocks  them  can  honestly  recommend  them  as 
Durable  and  Beautiful  goods. 

We  specialize  on  high-grade  upholstery  and  put 
"quahty"  into  every  article  of  furniture  we  make. 


No.  620    Genuine  Leather    Quarter  cut  oak  frame    full  28  inches  wide.  Avery 
saleable  article  carrying  a  good  margin  of  profit. 


1 


No.  625  —  Choicest  Leather— full  wire  back— an 
exceedingly  comfortable  chair.  j 


Geo.  H.  Hachborn  &  Co.,    Berlin,  Ont. 


The  Kellaric  Mattress 

has  a  laced  opening.  You  can  show  your  customer  the  quality  of 
the  filling  and  we  guarantee  the  filling  to  be  the  same  all  through. 
This  is  the  Kellaric  way  of  sellmg  a  mattress. 

We  procure  our  cotton  from  the  growers  in  the  Southern  States  and  use  only  the  best  grades 
Machinery  especially  constructed  cards  the  cotton  into  clean,  buoyant,  elastic  sheets,  which  are  built 
layer  upon  layer  until  the  required  weight  (45  lbs.)  is  reached.  These  layers  when  ready,  stand 
two  and  one-half  feet  high.  They  are  then  compressed  to  a  thickness  of  five  inches,  making  the 
mattress  soft,  yet  firm,  so  that  while  it  sustains  the  body  comfortably  at  every  point  of  contact,  it  is 
soft  without  yielding. 

"Model"  Box  Spring 

Is  built  to  fit  any  size  bed.  Made  in  two  styles  for  either  a  Wood,  Iron  or  Brass  Bed.  Do  not  buy  a  Box  Spring 
without  understanding  its  construction.    A  cheap  Box  Spring  is  not  only  useless  but  a  positive  nuisance. 

The  "MODEL"  frame  is  made  of  selected  hardwood  and  will  not  warp  or  twist,  contains  (96)  best  quality  oil 
tempered  springs,  covered  with  layers  of  pure  white  cotton.    Incased  with  best  dust  proof  art  ticking. 

The  Kellaric  Guarantee 

Money  cheerfully  refunded  for  any 
Kellaric  Mattress  that  is  not  satisfactory. 

We  cordially  invite  you  when  in  Berlin,  attending  the  Furniture  Exhibition,  January  13-18,  1913 
to  visit  the  factory  and  see  how  Kellaric  goods  are  made. 

Berlin  Bedding  Company,  Limited 

Berlin  and  Toronto 
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The  "WALKER  BIN"  Line 

Comprises  the  Latest  Ideas  in  Store  Fixtures 

Everything  for  Grocery,  Confectionery,  Drug,  Cigar,  Clothing, 
Men's   Furnishing,    Dry   Goods   and    Hardware  Stores 


Ask  for  Illustrated  Catalogue 


Call  on  Us  at  Exhibition  Time  Next  January 


The  Walker  Bin  &  Store  Fixture  Co.,  Limited 

Berlin  -  Ontario 


See  our  extensive  display  of 


Office^  School  and  Church  Furniture 


When  you  attend 
the 

Berlin  -  Waterloo 
Furniture 
Exhibition 


We  will  also  show  a 
full  line  of 

Roll  and  Flat  Top 

Desks 
Typewriter  Desks 
Standing  Desks  and 
Board  Room  Tables 


No.  149— Flat  top  sanitary  desk,  60  x  34  inches,  selected  quartered  oak  in 
golden  oak  or  early  English. 

There  is  no  better  time  in  the  year  to  make  a  connection  with  us  and  to  get 
(amihar  with  our  high  grade  line  than  during  the  Furniture  Exhibition  in  January 


JOHN  B.  SNIDER 


WATERLOO,  ONT. 


Ncvember,  1912. 
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Say?  Trade 

Let's  Get  Better  Acquainted 

during 

FURNITURE  WEEK 

January  13-18,  1913 

Drop  in  and  make  yourself  at  home.  We  will  be  showing  a  full 
line  of  our  now  noted  WATERLOO  MONIMAKERS  both  in 
Drawing  Room  and  Library  pieces. 

Not  necessary  to  leave  an  order.  Our  representatives  will  all  be 
on  deck  to  show  you  through. 


The  Home  of  the  "  Monimakers " 


Waterloo  Furniture  Company,  Limited 

Waterloo,  Ont. 
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Berlin  Plate  Glass  and  Mirror  Co. 


Manufacturers  oi  and  Dealers  in 

PLAIN  and  BEVELLED  MIRROR  PLATES 

Importers  of  POLISHED  PLATE 

Plate  Glass  supplied  for  Store  Fronts,  Shelf  Work 
and  Polished  Edges  a  Specialty. 


Resilvering  Done  for  the  Trade 
Write  Us  for  Particulars 


Berlin,  Ontario 


Eveready 


u 


Sleigh 


Combination  Sleigh 
and  Go- Cart 

Equipped    with    runners  and 
wheels  and  can  be  changed 
instantly. 

One  Motion— and 
it  is  a  Go-Cart 


Write  us  for  particulars 
and  prices. 


BEILSTEIN 
&  KRANZ 


Berlin 


Ont. 


The  "Eveready"  Sleigh  as  a  Go-Cart. 
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High  Grade  Fittings  and  Furniture 

For  Banks,  Offices,  Churches  and  Theatres 


Don't  fail  to  see  our 
Line  during  the 

Berlin- 
Waterloo 
Furniture 
Exhibition 
Jan.  13  to  18 


Secure  Our  1913  Desk  Catalogue 

illustrating  our  new  designs  constructed  for  utility, 
beauty  and  strength,  each  article  carrying  with  it  a 
guaranteed  standard  unsurpassed.  We  specialize  and 
carry  in  stock  a  complete  line  of  strictly  high  grade 
Office  Desks,  Typewriter  Desks,  Board  Eoom  Tables, 
Wardrobes,  etc. 


Opera  Chairs 

suppled  in  a  great  variety  of  the  most  modern  designs,  in  steel  or 
grey  iron  frames  and  at  prices  suitable  for  all  purposes. 

Church  Furniture  and  Seating 

Pews,  straight  or  circular.  Portable  folding  chairs  manufactured 
in  simple  and  most  elal)orate  designs  to  meet  all  desired 
requirements. 


IVe  jurnish  designs  or  manufacture  to 
architects  plans,  all  specifications  being 
carefully  executed. 


Send  for  the  Catalogue  illustrating  the 
line  in  which  you  are  interested. 


The  Berlin  Interior  Hardwood  Co,,  Limited 

Berlin  -  Canada 
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SEE  OUR 
EXHIBIT 


AT  THE 


BERLIN 
WATERLOO 
FURNITURE 
EXHIBITION 


No.  39.   Genuine  English  Morocco 


No.  22.    Genuine  English  Morocco 


New  Designs  in  High  Grade  Chairs 

Will  be  sh  own  by  us — as  fine  goods  as  are  made  anywhere— and 
our  display  will  be  one  of  the  features  of  the  Berlin  Exhibition. 


Our  G  enuine 
English  Morocco 
Chairs  will  please 
the  most  exacting 
Customer. 


We  Specialize  on 
Upholstered  Goods 
and  would  like  the 
opportunity  of 
quoting  prices  to 
you. 


No.  527.  Lounge 


We  Also  Make  Some  Moderate  Priced  Lines 

Which  are  quick  sellers  because  the  prices  are  within  the  reach  of  all  your  customers 
and  they  are  satisfaction-giving  because  they  combine  strength  with  utility  and  beauty. 

It's  not  too  late  to  try 
a  few  "Imperials"  on  your 
floor  during  the  Holiday 
Gift  Season. 

Order  a  Fe  w 
Samples  To-day 


IMPERIAL 
FURNITURE 
COMPANY 

585-591  Queen  St.  West 

Toronto  -  Canada 


No.  227.  Plain  Back  Chair 


No.  225.  New  Loose  Cuahion  Rocker 


November.  1912. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


39 


Furniture  Exhibition  Visitors 

We  will  be  glad  to  have 
you  visit  our  factory  m 
Preston  and  look  over  our 
line  of  Office  Desks. 

DESKS 

Our  Specialty 

We  sell  only  to  the  trade. 

Preston  Furniture  Company,  Limited 

Preston,  Ontario 


The  Canadian  Office  &  School  Furniture  Co. 

Limited 

Preston  -  Ontario 


We  make  School  Desks,  Opera  Chairs,  Bank  and 
Office  Fixtures,  Commercial  Furniture  and  the 
highest  grade  of  Interior  Hardwood  finish  for  better 
class  of  buildings.  We  will  be  pleased  to  furnish 
estimates  from  Architects'  drawings,  or  where 
special  furniture  is  required  we  will  be  pleased  to 
submit  designs  for  approval  and  criticism. 

The  Canadian  Office  &  School  Furniture  Co. 

Limited 

Preston  -  Ontario 
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Just  What  the  People  Want 

No  More  Comfortable  Articles  Made. 
They  are    "  So-E  a  s^"   to  Sell. 


Owen  Daveno  Bed 
Davenports 

By  a  simple  revolution  the  "Owen 
Daveno"  turns  into  a  most  comfort- 
able bed.  Write  at  once  for  blue- 
prints and  prices  of  our  line. 


"So-Easy"  Reclining 
Chairs 

Selected  Quarter-Cut  Oak — any 
finish  and  a  choice  of  several 
designs.  A  great  help  to  that 
tired  feeling. 


"SO-EASY"  Chair,  No.  93 
Arabian  Leather,  List  $29.00 

Make  the  Xmas  Trade  increase  your  pro- 
fits by  being  well  supplied  with  our  line. 

Don't  put  off  another 
day  ordering  them. 

Owen  Daveno  Bed  Co. 

Limited 

Hespeler      -  Ontario 


Peerless  Moroccoline  Leather 

The  Perfect  Substitute  for  Real  Leather 


Experience  has  demonstrated  the  great  value  of  Peerless  Moroc- 
coline Leather  to  the  Furniture  Trade  of  Canada.  It  has 
passed  the  experimental  stage  and  after  the  most  severe  tests 
has  proven  its  w^orth  and  is  now  recognized  as  an  excellent  sub- 
stitute for  leather  at  a  great  savmg  m  cost. 

Made  in  different  designs  for  all  classes  of  trade. 

When  in  Berlin  during  the  January  Furniture  Exhibition,  call 
and  inspect  our  line,  which  will  be  on  Exhibition. 


Peerless  Leather  Company 

BERLIN  :  :  ONTARIO 
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No.  297-  36in.  High.    12in.  Top. 
4in.  Post  Dia.    List  $3.30 


You  Ought  to  Have 

Pedestals  and 

Tabourettes 


for 


No.  207    36in.  High.    12in.  Top. 
Post  4in.  Dia.    List  $2.80 


Holiday  Trade 


Ready  for  Shipment  in  Quartered 
Oak,  any  finish ;  also  Mahogany. 

We  Specialise  both  in  Designs  and 
Correct  Prices. 


Be  Convinced! 

Secure  catalogue  showing  one 
hundred  designs,  h  will  be  in 
your  hands  almost  as  soon  as  you 
address  our  Sales  Department. 

Do  it  Now! 


Get  in  a  Supply  of 

"Trade  Stimulators" 

Artistic  Wood  1  urning 
Works 


63  Marmaduke  St. 
Toronto,  Ont. 


311  North  Sangamon  St. 
Chicago,  111. 


No.  280— 36in.  High.     12in.  Top. 
4in.  Post  Dia.    List  $3.50 


No.  274  Carved  36in.  High.  Top 
13in.     Post  Sin.  Dia.    List  $13.00 
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The  Hespeler  Furniture  Co. 

—  Will  be  "on  the  Job"  at  the^= 

Berlin- Waterloo  Furniture  Show 

Come  around  to  The  Star  Exhibit  and  see  the 
"values  -  that  -  please  -  with  -  quality  -  that  -  satisfies"  line. 


No.  961.    Dining  Room  Suite 

Hespeler  line  comprises  all  that  the  up-to-date  buyer  is  looking 
for  in  Dining  Room  and  Bed  Room  Suites  in  the  choicest 
of  Oak,  Mahogany  and  Circassian  Walnut. 

We  Make  a  Specialty  of  Extension  Tables 

Hespeler  Furniture  Company 

Hespeler         -  Ontario 
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VoL  2  NOVE-MBER.  1912  No.  3 


The  Berlin  Arrangements  for  the  fiirni- 

Fumiture  ture   exhibition  in  Berlin  in 

Exhibition.  January  next  are  gradually  be- 

ing completed.  In  addition  to 
the  local  manufacturers  a  number  from  outside  points 
have  signified  their  intention  to  make  exhibits.  The 
success  of  the  exhibition  is  therefore  practically  guar- 
anteed. All  that  is  now  demanded  is  a  strong  pull  and 
3  pull  altogether  in  order,  to  make  it  a  success  beyond 
all  question. 

The  dates,  it  will  be  remembered,  are  January  13th 
to  18th,  and  retail  dealers  should  keep  these  dates  open. 

No  furniture  dealer  in  Ontario,  at  any  rate,  should 
miss  the  exhibition,  particularly  in  view  of  the  fact 
that  the  furniture  manufacturers  are  making  special 
preparations  to  .show  a  full  line  of  their  manufactures, 
including  many  designs  new  to  the  trade. 

Arrangements  for  reduced  railway  rates  are  being 
made  by  the  committee  in  charge  of  the  exhibition's 
affairs. 

Emphasise  furniture  in  your  advertisements 
as  suitable  gijts  during  the  holiday  season. 

Sipis  of  the  From  observation  alone  even 

Times.  he  who  runs  may  learn  that 

biLsiness  conditions  in  Canada 
continue  active.  But  a  still  more  accurate  gauge  is 
that  which  comes  from  a  study  of  the  situation  as  seen 
through  the  various  statistics. 

One  of  the  best  barometers  of  trade  is  the  clearing 
house  returns.  These  returns  have  week  after  week 
and  month  after  month  shown  increases  nothing  short 
of  extraordinary.  With  October  past  it  is  possible  to 
give  the  figures  for  the  ten  months  of  the  year.  These 
fihow  a  total  of  $7,295,275,855,  an  increase  of  26.6  per 
cent  compared  with  the  same  period  last  year.  In  the 
United  States  during  the  same  period  the  increase  was 
only  9  per  cent. 

The  financial  condition  of  the  country  is  reflected  in 
the  Government  reports  regarding  banking.  These  in 
all  respects  show  expansion  compared  with  a  year  ago. 
Deposits  are  about  19  per  cent,  larger,  commercial  loans 


nearly  15  per  cent,  and  money  in  circulation  7.3  per 
cent,  larger  than  last  year. 

The  earnings  of  the  railways  further  reflect  the  ac- 
tive condition  of  business,  all  showing  substantial  in- 
creases from  month  to  month.  C.P.R.  earnings  for 
October  showed,  for  example,  the  substantial  increase 
of  $1,847,000  compared  with  the  same  month  last  year. 

From  the  transportation  standpoint  still  further  evi- 
dence is  to  be  seen  in  the  trafiic  through  the  canal  at 
Sault  Ste.  Marie,  which,  during  October,  aggregated 
6,079.573  tons,  which  was  nearly  1,500,000  tons  in  ex- 
cess of  that  which  pa.ssed  through  the  United  States 
canal  on  the  other  side  of  the  river.  The  aggregate 
tonnage  through  the  American  and  Canadian  canals  at 
this  point  for  the  ten  months  of  the  year  exceeded  by 
nearly  9.000,000  tons  that  for  the  whole  of  last  year. 
While  this  is  explained  by  the  larger  quantity  of  grain 
that  is  being  shipped  east,  it  is  not  without  its  general 
significance  from  a  business  standpoint.  Grain  going 
out  means  money  and  merchandise  going  back. 

Buyers,  whether  consumers  or  dealers,  always 
admire  a  good  advertiser. 

Co-operation  The   potency  of  window  dis- 

in  Furniture  plays  as  an  advertising  factor 

Displays.  is  becoming  more  and  more  re- 

cognized. This  is  apparent  in 
the  furniture  trade  as  well  as  in  other  branches  of 
basiness.  But  that  all  the  attention  is  being  given  to 
this  phase  of  business  that  its  importance  warrants  no 
one  is  likely  to  claim.  As  a  matter  of  fact  few  in  the 
trade  seem  to  recognize  its  potentialities. 

And  it  seems  to  us  that  before  window  dressing  as 
a  medium  of  advertising  in  the  furniture  trade  can  be 
made  as  potential  as  its  value  and  possibilities  warrant 
there  must  be  closer  co-operation  between  manufac- 
turers and  retailers. 

In  certain  lines  of  business  there  is  very  close  co- 
operation between  manufacturers  and  dealers  in  regard 
to  window  dressing.  This  is  particularly  true  in  re- 
gard to  many  lines  of  proprietary  articles.  In  these 
displays  of  proprietary  articles  it  is  quite  obvious  that 
the  manufacturers  are  the  moving  spirits. 

What  does  this  suggest  in  regard  to  the  furniture 
trade*  Simply  and  solely  that  the  manufacturers  of 
that  particular  line  should  go  and  do  likewise.  In 
other  words  that  they  should  arrange  a  plan  of  cam- 
paign, whereby  in  co-operation  with  the  retailers,  both 
large  and  small,  they  .should  arrange  for  series  of 
window  displays  throughout  the  country  of  the  pro- 
ducts of  their  factories. 

In  possibly  many  instances  it  may  be  necessary  for 
the  manufacturer  to  depute  a  traveller  or  some  one 
else  qualified  for  the  work  to  supervise  the  arrange- 
ment of  the  displays.  But  we  believe  that  for  the  ex- 
pense incurred  thereby  they  wiU  be  well  reimbursed 
by  the  increased  business  that  will  accrue  therefrom. 

To  the  retail  dealer  the  idea  of  co-operation  with 
the  manufacturer  .should  strongly  appeal.  He.  like  the 
manufacturer,  has  much  to  gain,  and  we  would  strong- 
ly urge  him  to  discuss  the  matter  with  the  manufac- 
turers with  whom  he  does  business.  It  would  also  be 
well  to  interest  the  travellers  in  the  scheme. 

Good  advertising  moves  good  furniture. 

New  Post  Offices  New  post  offices  to  the  number 

and  New  Customers.      of  170  were  opened  in  Canada 

during  the  three  months  end- 
ing October.  This  is  one  of  many  illustrations  we  have 
these  days  of  the  development  of  the  Dominion. 
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We  are  all  naturally  gratified  at  seeing  new  post 
ofifices  established.  It  caters  to  our  national  pride.  But 
business  men  are  no  doubt  doubly  gratified.  They 
realize  that  a  new  post  office  means,  as  a  rule,  a  new 
community  and  that  where  there  is  a  new  community 
there  is  new  business  possibilities. 

He  is  a  pretty  alert  manufacturer  or  wholesaler  who 
can  keep  up  Avith  the  groAvth  of  Canada  to-day. 

If  advertising  had  not  been  invented  the  industrial 
conditions  of  to-day  would  have  caused  its  creation, 
necessity,  we  are  told,  being  the  mother  of  invention. 

The  alert  business  man  of  any  kind  would  be  sadly 
handicapped  were  there  no  advertising  medium  to  come 
to  his  aid. 

Buyers  will  call  fiirjiitiire  dealers  blessed  who 
give  publicity  to  well-prepared  lists  of  articles 
suitable  for  Christmas  presents. 

Fixing  Profits  A  somewhat  unique  case  was 

by  Law.  decided  in  a  London,  England, 

court  the  other  day.  The  de- 
cision was  in  regard  to  the  profit  to  which  a  Avholesaler 
was  entitled. 

The  wholesaler,  who  was  the  plaintiff,  contended  for 
•33  per  cent.  The  defendant,  a  retailer,  urged  that  15 
per  cent,  was  ample.  The  judge,  in  a  spirit  of  com- 
promise, decided  that  20  per  cent,  was  about  the  right 
thing. 

If  the  courts  were  to  guarantee  business  men  a  pro- 
fit of  20  per  cent,  all  round  we  imagine  there  would  be 
all  round  rejoicing.  But  unfortunately  this  isolated 
ease  cannot  be  taken  as  a  precedent  for  all  time. 

A  year  or  two  ago  Andrew  Carnegie  advocated  gov- 
ernment regulation  of  all  prices,  and  Judge  Gary  of 
the  Steel  Corporation  seconded  the  motion. 

In  these  days  he  is  uuAvise  who  declares  that  the  per- 
formance of  any  thing  is  impossible,  but  we  are  evi- 
dently at  least  a  long  distance  away  from  the  time 
when  prices  will  be  regulated  by  either  legislatures  or 
courts  of  law. 

Prehistoric  trees  7nay  be  of  some  use,  biit  for 
prehistoric  business  methods  ?io  use  has  ever 
yet  been  foimd. 

Rest  Room  for  Rest  rooms  for  women  are  be- 

Women  Customers.        coming   quite  a  feature  with 

many  dealers.  And  the  expei'- 
ience  is  such  as  to  warrant  business  men  following  in 
the  footsteps  of  their  confreres  who  have  already  led 
the  way. 

There  is  nothing  that  the  average  woman  appreciates 
in  a  l)usiness  man  more  than  his  efforts  to  create  pleas- 
ant and  comfortable  surroundings  for  their  benefit. 

Shopping  is  as  a  rule  a  tiresome  matter  at  the  best. 
And  naturally  the  store  which  provides  a  quite  and 
attractive  rest  room  is  more  inviting  to  women  than 
that  which  makes  no  special  provision  for  their  com- 
fort. 

The  average  dealer  can  scarcely  be  expected  to  pro- 
vide rest  rooms  on  the  elaborate  plan  that  obtains  in 
some  of  the  large  department  stores;  but  one  can 
scarcely  conceive  a  store  so  small  that  some  provision 
cannot  be  made  for  the  comfort  of  women  customers. 

To  furnish  such  a  rooni  the  cost  need  not  necessarily 
be  large.  All  that  is  demanded  is  that  the  furniture  be 
neat  and  comfortal)le.  A  few  interesting  pictures  and 
magazines  should  be  provided,  and  if  possible  toilet 
conveniences  supplied. 

To  the  furniture  dealer  the  process  of  creating  .a  rest 


room  should  be  particularly  easy,  he  having  already 
much  of  the  material  at  hand  for  furnishing  purposes. 

We  have  heard  of  one  or  two  instances  in  which  a 
smoking  room  has  been  provided  for  men.  But  the 
first  charge  in  regard  to  rest  rooms  is  those  for  the 
convenience  of  women.  The  men  are  better  able  to 
take  care  of  themselves. 

The  present  is  a  good  time  to  fix  up  a  rest  room  in 
connection  with  the  store.  The  next  few  weeks  will  be 
a  busy  time  with  women.  They  Avill  be  engaged  in 
their  holiday  shopping,  and  a  rest  room  to  which  they 
can  repair  for  a  few  minutes  will  be  highly  appre- 
ciated. 

When  the  rest  room  has  been  provided  the  fact 
should  be  announced  in  the  dealer's  advertisement,  and 
cards  should  be  placed  in  conspicuous  places  in  the 
window  and  store  interior  extending  to  women  an  in- 
vitation to  enter  and  make  themselves  at  home. 

If  there  is  business  you  ought  to  have,  do  Jiot 
rest  until  you  get  it. 

Treat  Travellers  In  another  column  we  print  a 

Cordially,  paragraph  i-egarding  a  supper 

at  which  a  number  of  travel- 
lers were  recently  entertained  by  a  retail  dealer  in  an 
Ontario  village. 

The  import  of  the  incident  is  not  in  our  opinion  so 
much  in  regard  to  the  entertainment  itself  as  it  is  an 
expression  of  the  spirit  of  cordiality  which  exists  be- 
tween this  particular  dealer  and  the  commercial  trav- 
ellers who  call  upon  him  in  quest  of  business. 

To  say  that  cordiality  between  travellers  and  re- 
tailers is  a  good  thing  seems  almost  a  superfluity.  And 
it  should  be.  But  unfortunately  cordiality  does  not 
always  exist.  There  are  dealers  who  almost  regularly 
treat  travellers  in  a  cavalier  way. 

All  the  blame  may  not  in  every  instance  rest  upon 
the  retailer.  Here  and  there  a  traveller  may  be  met 
whose  manner  does  not  tend  to  develop  a  kindly  spirit 
in  those  with  whom  he  is  brought  in  contact.  A  trav- 
eller of  this  description  naturally  loses  by  such  manner- 
isms. But  there  is  no  reason  why  a  retailer  should 
resort  to  similar  practices  and  reap  similar  rewards. 

The  lot  of  the  average  commercial  traveller  is  not 
always  a  happy  one.  He  has  to  forego  many  of  the 
comforts  of  home  life  and  to  meet  competition  of  the 
keenest  description.  He  is  entitled  to  same  consider- 
ation on  account  of  this. 

But  aside  altogether  from  any  sentimental  consider- 
ation it  is  in  the  direct  interest  of  the  retail  dealer 
himself  that  fair,  just  and  cordial  treatment  should 
be  meted  the  commercial  traveller. 

Commercial  travellers  are,  as  a  rule,  the  cream  of 
salesmen.  They  have  ideas  gathered  from  a  wide  ex- 
perience. 

It  necessarily  follows  that  the  retail  dealer  whose 
relationship  with  the  traveller  is  not  cordial  never  re- 
ceives suggestions  regarding  methods  or  information 
regarding  prices,  etc.  Neither  does  he  get  the  cream 
of  the  bargains  which  nearly  every  traveller  has  now 
and  then  to  offer. 

Like  begets  like. 


g  If  there  is  anyone  who  should  make  up  his  mind  8 

8  to  visit  the  furniture  exhibitions  at  Berlin  and  a 

8  Stratford  in  January  it  is  the  dealer  who  has  g 

8  never  been  to  such  exhibitions.  g 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


HOW  THEY  SELL  KITCHEN  CABINETS. 

By  A.  M.  Rubin 

We  do  not  sell  kitchen  cabinets  in  our  house  furn- 
ishing department,  as  we  are  selling  them  in  our  furni- 
ture department.  The  chances  are  much  better  for 
selling  them  in  the  furniture  than  in  the  house  furn- 
ishing department  for  the  reason  that  in  the  house 
furnishing  department  we  employ  girls,  and  they  are 
not  capable  of  .selling  anything  as  big  as  a  kitchen 
cabinet.  In  fact,  a  customer  has  very  little  confidence 
in  buying  an  article  of  this  nature  from  a  Avoman. 

In  interesting  our  customer  in  kitchen  cabinets  we 
do  not  use  any  other  methods  than  those  used  to 
further  the  sales  of  other  articles  in  other  departments 
in  the  store.  Newspaper  advertising  is  our  best  med- 
ium to  reach  people  who  buy  this  class  of  goods.  We 
use  circulars  occasionally  for  some  special  item,  but 
we  have  never  used  it  for  kitchen  cabinets.  We  have 
never  as  yet  had  any  displays  of  kitchen  cabinets, 
neither  jivindow  nor  floor  displays.  We  have  always 
advertised  them  in  connection  with  other  lines. 

Newspaper  advertising — in  this  line  as  well  as  in  the 
case  of  other  furniture  items,  especially  when  no  great 
reductions  are  (juoted — brings  no  direct  results.  It 
does  pay,  however,  in  the  long  run,  as  a  week  or  two 
after  we  advertise  in  the  newspapers  people  come  in 
and  Msk  for  certain  goods,  or  state  they  have  noticed, 
us  advertising  such  ami  such  an  item.  On  kitchen 
cabinets  we  have  had  as  many  inquiries  as  we  hav<' 
had  on  other  staple  lines,  with  the  exception  of  bed- 
ding— and  in  fact  more — for  which  we  have  a  heavy 
response  to  our  advei^tisements,  owing  to  the  fact  that 
people  know  when  they  see  a  reductian  on  bedding  and 
other  staple  goods. 

During  November  and  December  were  displayed 
some  of  our  best  kitchen  cabinets  at  the  head  of  the 
stairs,  and  we  made  other  displays  in  prominent  posi- 
tions. These  displays  sold  quite  a  number  of  high- 
priced  kitchen  cabinets.  Doubtess  a  window  display, 
with  attractive  prices,  would  sell  more  than  newspaper 
advertising,  as  the  kitchen  cabinet  is  an  article  of  uni- 
versal use,  and  those  who  have  not  got  them  are  anx- 
ious to  possess  one  owing  to  the  many  features  dis- 
played in  modern  kitchen  cabinets. 

My  personal  opinion  is,  howevr,  that  kitchen  cabinets 
can  be  sold  in  the  house  furnishing  department  pro- 
viding good  salespeople  are  employed  in  the  depart- 
ment who  can  properly  handle  them.  They  can  be  as 
readily  sold  as  refrigerators  or  any  other  high-priced 
utility.  I  may  add  that  any  kitchen  cabinets  we  sell 
are  sold  on  the  installment  plan. 


HOW  TO  DO  IT. 

When  a  new  customer  comes  into  your  store,  it  is  a 
hard  matter  to  determine  whether  he  will  want  credit 
or  is  willing  to  pay  cash.  A  salesman,  writing  in  an 
exchange,  tells  how  he  goes  about  it.    He  says: — 

"When  a  custonier  asks  for  a  certain  article,  I  quick- 
ly 'size'  him  up  as  to  about  the  (juality  of  article;  lie 


wants  and  then  show  and  price  something  considerably 
better  than  I  think  I  can  sell  him.  The  customer  nat- 
urally asks  to  see  something  cheaper  or  says  that  is 
higher  than  he  wants  to  go.  I  thereupon  suggest  that 
we  should  be  very  glad  to  have  them  open  an  account 
with  us,  arranging  credit  terms  to  suit  their  conven- 
ience. If  your  customer  is  'cash,'  ninety-nine  times 
out  of  a  hundred  he  will  say  so  at  this  time,  and  if  he 
is  not.  you  will  know  it  from  his  answer,  too.  If  you 
are  not  sure,  however,  you  can  go  a  little  further  and 
ask  him  if  he  has  ever  had  an  account  with  the  store, 
tion  is  obtained,  and  these  are  the  two  essential  points, 
and  knoM's  of  the  store's  methods  of  fair  and  square 
dealing,  etc.  In  all  cases  it  works  out  so  that  the 
'wise'  salesman  gets  the  information  he  is  after.  An- 
other good  reason  for  this  method,  aside  from  getting 
the  desired  information  withoiit  embarrassing  the  cus- 


Interior  view  of  the  Vegrevillc  Furniture  Co.,  Vegreville,  Alta.  The 
space  in  this  store  is  well  utilised  and  the  stock  arranged  to  good 
advantage.   The  firm  make  a  specialty  of  carpets  and  pictures. 


tomer,  is  that  showing  a  higher  priced  article  to  your 
customer  first  makes  the  article  you  wish  to  sell  him 
appear  more  reasonably  priced,  as  prices  are  high  or 
low  only  by  comparison." 

This  is  another  way  of  feeling  for  an  opening  and, 
so  far  as  we  can  see.  it  has  no  objectionable  features. 
The  customer  is  not  embarrassed,  and  desired  informa- 
tion is  obtained,  and  these  are  the  two  essential  points. 


NOVEL,  YET  EFFECTIVE,  ADVERTISING. 

A  novel  scheme  to  draw  people  to  a  store  was  re- 
cently worked  by  a  Toronto  furniture  liouse.  This 
store  is  open  every  Saturday  evening  till  10  o'clock 
and  some  dodge  has  to  be  worked  to  attract  the  atten- 
tion of  the  large  number  of  peopkv  who  walk  up  and 
down  Yonge  Street  on  that  night.  The  advertising 
manager  of  the  concern  is  always  on  the  lookout  for 
some  new  scheme  that  will  draw  trade  and  often  works 
some  that,  perhaps,  will  not  appeal  to  some  furniture 
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store  proprietors.  However,  so  far  he  has  been  suc- 
cessful in  accomplishing  his  mission  and  this  is  the 
main  thing,  so  long  as  it  is  done  fairly  and  honestly. 

Starting  on  a  Saturday  evening  a  few  weeks  ago, 
this  firm  put  on  a  sale  of  fruit.  They  advertised  in  the 
daily  papers  for  a  day  or  two  before  that  they  would 
sell  certain  lines  of  fruit  at  great  bargains.  They 
could  not  state  at  what  price  the  stuff  would  go,  as 
they  did  not  know  before  hand  at  what  price  they 
would  be  able  to  buy  the  fruit.  The  way  they  bought 
was  to  have  one  of  their  men  go  down  to  the  fruit 
market  quite  late  on  Saturday  evening,  just  before 
the  market  closed,  and  buy  iip  certain  kinds  of  fruit 
when  the  price  was  lowest.  They  would  have  their 
trucks  down  there  to  convey  the  fruit  to  the  store 
right  away  and  it  was  put  on  sale  at  a  price  just  a 
few  cents  above  what  it  cost  to  buy  it  on  the  market. 
On  one  evening,  when  peaches  were  selling  at  any- 
where from  60  cents  to  $1  a  basket  in  fruit  and  gro- 
cery stores,  this  furniture  firm  had  them  at  49  cents 


fruit  would  be  neglected  in  preference  to  a  person 
who  wanted  to  look  at  some  furniture. 

It  seems  strange  to  be  selling  fruit  and  ice  cream  in 
a  furniture  store,  but  if  the  stunt  brings  people  into 
the  store,  what's  the  difference?  The  firm  is  gaining 
considerable  advertising  for  people  will  look  around 
a  little,  anyway,  while  they're  inside.  Who  knows  how 
soon  they'll  be  back  for  some  furniture? 


KEEP  THE  CUSTOMER. 

It  should  particularly  be  the  aim  of  the  dealer  in 
furniture  to  keep  in  repair  the  furniture  which  he  has 
sold,  remarks  an  exchange.  A  satisfied  customer  is 
usually  always  a  customer,  and  if  repair  work  is  per- 
mitted to  be  sent  to  irresponsible  parties  who  are  solelj' 
engaged  in  repairing  furniture,  as  is  very  generally 
done  in  some  localities,  the  dealer's  reputation,  through 
no  fault  of  his  own,  but  chiefly  because  of  the  methods 
of  the  manufacturer  whom  he  patronizes,  may  suffer. 


One  of  Eaton's  attractive  displays  at  the  Canadian  National  Exhibition. 


a  ba.sket.  Tomatoes  were  sold  as  low  as  20  cents  a 
basket  on  another  night. 

The  main  object  in  stunts  of  this  kind  is  to  get  the 
people  into  the  store  and  get  them  talking.  They  will 
go  home  with  a  basket  of  fruit  and  say  to  the  rest  of 
the  family,  "Where  do  you  think  I  got  this?  Why,  at 
Blank  &  Co. 's  and  only  49  cents."  When  they  are 
impressed  this  way,  they  look  for  further  bargains  and 
think  that  if  they  can  afford  to  sell  one  thing  at  a  low 
figure,  their  other  bargains  in  furniture  must  be  equally 
as  good. 

On  a  couple  of  occa.sions  during  the  hot  weather 
they  stuck  a  big  sign  in  the  window  advertising  that 
they  were  serving  ice  cream,  with  cake,  at  five  cents 
a  dish.  This  scheme  drew  hundreds  each  evening.  It 
caused  very  little  work.  All  that  was  necessary  was 
to  have  a  couple  of  extra  girls  in  to  serve  the  cream 
and  cake.  The  fruit  game  was  even  easier.  There 
was  not  wrapping  of  parcels  to  be  done.  All  the  peo- 
ple did  was  to  pick  up  their  basket,  pay  their  money 
and  walk  out.  The  salesmen  might  just  as  well  be 
taking  money  for  fruit  as  be  standing  around  doing 
nothing,  but,  of  course,  a  person  who  wanted  to  buy 


After  a  customer  has  been  secured,  the  way  to  keep 
him  a  patron  of  your  store  is  to  satisfy  him  in  the 
smallest  detail.  These  small  details  are  of  as  much 
importance  as  the  sale  of  the  first  piece  of  furniture. 
When  your  customers  begin  to  come  in  for  repairs,  it 
will  mean  sales  on  other  articles  which  you  keep  in  stock. 

Care  in  every  detail  should  be  the  watchword  in 
repair  work,  because  these  little  details  will  show  to 
the  people  whom  you  may  so  serve,  your  knowledge 
of  the  business,  and  is  sure  to  give  them  confidence. 
The  class  of  furniture  which  will  be  most  often  sent 
to  you  to  be  repaired  will  be  upholstered  furniture, 
such  as  chairs,  arm  chairs,  sofas,  davenports.  IMorris 
chairs,  etc.,  for  covering  will  wear  out,  webbing  be 
torn  loose  or  break,  springs  be  ruined  by  rough  usage, 
etc.,  etc.  Both  men  and  women  get  fitted,  or  get  used 
to  certain  lounging  chairs.  They  desire  no  change. 
So  it  is  often  true  that  an  old  chair  repaired  will  give 
better  satisfaction  to  a  man — particularly  to  a  man, 
than  a  new  chair,  and  they  will  be  willing  to  pay  the 
cost  if  they  are  shown  why  the  expense  is  necessary 
and  how  an  old  chair  repaired  may  be  better  than 
a  new  one. 
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EMPTYING  THE  CHRISTMAS  PURSE. 

By  F.  L.  Briitain 

If  you  try,  you  can  get  your  hands  pretty  deep  into 
the  Christmas  pi;rse.  This  purse  has  no  bottom — at 
least,  none  has  ever  been  found  as  yet.  Each  year  the 
wise  merchant  displays  his  goods  a  bit  earlier  to  the 
Christmas  trade  and  begins  his  advertising  campaign 
earlier  as  well. 

Already  consumers'  leagues  throughout  the  country 
are  organizing  and  urging  the  shoppers  to  shop  earlier. 
This  is  having  a  great  effect  on  business,  and  I  have 
personal  acquaintance  with  several  families  who  buy 
the  greater  part  of  their  Christmas  supplies  and  gifts 
before  Thanksgiving  Day. 

But,  even  with  all  this  agitation  and  great  work, 
most  people  leave  their  buying  unfinished  even  to 
Christmas  Eve.  It  is  a  mighty  well  organired  store 
that  will  be  prepared  to  take  good  care  of  this  late 
rush  ;  the  store  that  does  will  make  the  most  friends, 
and  these  will  ripen  into  steady  customers.  The  whole 
store  system  '.should  be  bolstered  up  and  made  to  catch 
the  spirit  of  the  Christmas  time.  It  should  be  im- 
pressed upon  every  employee  that  it  should  be  a  pleas- 
ure to  contribute  to  the  good  will  of  the  times. 

The  demand  for  almost  everything  the  furniture  mer- 
chant has  in  stock  exists  at  the  holiday  time  of  the 
year;  people  are  ready  to  buy,  and  they  only  need  to 
be  turned  toward  the  better  and  more  serviceable 
things.  They  must  be  led  away  from  the  cheap  and 
tawdry  novelties  to  necessary,  serviceable,  comfort- 
giving  articles. 

I  do  not  see  that  it  is  necessary  to  use  any  more 
newspaper  space  than  is  found  necessary  at  other  per- 
iods of  the  year.  But  it  is  necessary  to  change  alto- 
gether the  style  of  your  advertisements.  I  would  cut 
out  logic  and  statements  of  fact ;  I  would  give  my  ad- 
vertisements over  to  sentiment.  It  is  impossible  to 
get  any  one  during  the  Christmas  time  to  answer  to 
an  argument  that  he  needs  a  piece  of  furniture.  Say 
to  a  person  in  your  advertisement  how  much  pleasure 
it  would  be  to  be  the  recipient  and  how  long  the  giver 
would  be  held  in  mind  because  of  the  comfort  and  ser- 
vice to  be  derived  from  the  gift.  That,  we  have  an 
idea,  gets  very  close  to  the  buying  mind  of  one  who  is 
seeking  to  be  remembered. 

Holiday  time  of  the  year  no  one  "counts  the  cost." 
T  have  known  of  working  people  to  give  relations  and 
friends  most  elaborate  and  costly  novelties  and  pieces 
of  .iewelry  when  they  could  ill  afford  to  buy  the  ne- 
cessities for  themselves.  I  believe  they  would  rather 
(yes,  they  are  ready  to  change  now)  give  a  cellarette, 
a  sewing  table,  a  chair,  a  clock  or  something  useful 
if  such  things  were  suggested  as  more  appropriate. 

In  order  that  every  dealer  may  have  an  opportunity 
to  use  some  of  this  sentimental  advertising,  there  is 
set  up  here  several  little  talks  about  the  goods  con- 
tained in  every  good  furniture  stock.  Dealers  every- 
where are  at  liberty  to  use  these  advertisements,  chang- 
ing them  wherever  they  see  fit. 

Bookcases  Are  ths  De  Luxe  Among  Gift  Things 

]f  she  loves  books,  if  he  owns  a  library  or  if  you 
want  something  for  the  home,  you  may  rack  your  brain 
anil  find  nothing  so  suitable  as  a  bookcase  for  a  Christ- 
mas reminder.  So  long  as  the  home  stands,  the  book- 
case will  last.  What  memories  will  come  back  in  the 
quiet,  restful  evenings  when  the  case  is  ai)proache(l  for 
a  book.  You  will  not  be  forgotten  if  your  gift  is  a 
bookcase.  Cases  are  here  in  a  variety  of  woods  and 
fashions.  The  artistic  ])erio<l  styles  are  matched — a 
style  to  harmonize  in  any  home.  Give  the  things  that 
are  worthy — consider  the  bookcase;  picture  it  in  future 


days  as  a  testimonial  of  your  good  taste  and  good  judg- 
ment. 

A  Breakfast  Table  for  Two 

You've  only  been  married  a  year,  you  say!  And 
now  for  a  gift  for  the  wife  of  a  year.  You  know  every 
morning  you  must  eat  on  the  opposite  side  of  a  big  table 
— the  wife  and  you  stretch  j'our  arms  to  get  the  coffee 
and  eatables  across.  With  a  breakfast  table,  you  do 
away  with  many  discomforts.  Best  of  all,  you  make  it 
possible  to  have  the  daintiest  breakfasts,  the  sweetest 
tete-a-tetes  and  the  happiest  of  homes.  Gladden  her 
heart  this  first  Christmas  with  a  breakfast  table  and 
your  reward  will  be  a  happier  home.  This  is  a  hint, 
too,  to  wives:  many  a  delightful  breakfast  may  be  had 
with  your  husbands  if  you  fix  the  ' '  atmosphere. ' ' 

A  Tall  Clock  as  a  Gift  is  Ideal 

For  mother,  for  father,  for  the  family  can  you 
think  of  a  nicer  gift  than  a  clock?  When  we  say 
"clock,"  we  mean  the  big,  tall  boys  that  stand  in  the 
hall  and  welcomes  every  member  of  the  family  and 
every  guest.  What  is  so  mellow,  so  sweet  as  the  song 
of  the  old  clock's  gong!  Clocks,  nowadays,  match 
every  scheme  of  home  adornment,  so  rest  assured  you'll 
find  here  one  that  will  make  every  heart  in  the  home 
glad.  These  old  Colonial  clocks  keep  accurate  time, 
need  winding  but  seldom,  and  no  home  is  home  with- 
out one.  Pop  the  question  at  table  to-night  and  hear 
the  happy  chorus:  "That's  the  thing  for  Christmas." 

Lean  Back  in  This  Old  Leather  Chair  and  Forget  It 

"Eock  me  to  sleep,  mother;  rock  me  to  sleep." 
Many  a  man  grown  old  lets  fancy  carry  him  back  to 
mother's  knee.  But  it's  no  use  thinking  of  "mother's 
knee,"  the  "old  swimmin '  hole"  or  "pumpkin  pies"  if 
you're  sitting  in  a  straight-backed,  uncomfortable 
chair.  Comfort  and  dream  pictures  come  from  com- 
fortable positions  of  the  body.  These  chairs  are  not 
bad  for  young  folks,  but  to  grandma  and  grandpa,  to 
father  and  mother,  one  would  mean  an  awful  lot  of 
comfort  and  pleasure.  The  old  folks  are  not  with  you 
forever;  why  not  gladden  their  lives  now  and  here? 
Let  us  show  you  the  comfort  of  these  big,  roomy 
chairs.    Just  drop  in  and  drop  into  one. 

For  the  Housekeeper,  One  Gift  is  Sure  to  Please 

"Mother's  the  best  cook  in  the  land!"  Ask  any 
growing  boy  or  girl.  Yet  how  many  cooks  have  kitchen 
cabinets.  It  is  the  ideal  gift  from  husband  to  wife — no 
one  else  can  use  the  kitchen  cabinet  save  the  "cook." 
It  saves  weary  steps,  it 's  a  satisfaction  to  a  housewife, 
and  it  is  a  daily  reminder  of  some  one 's  thoughtful- 
ness.  Don 't  let  this  Christmas  pass  without  having 
one  sent  out — the  Christmas  bells  will  ring  loud  and 
long  in  your  home  if  a  cabinet  adorns  it. 

Cedar  Boxes— Where  is  the  Gift  to  Match  Them? 

You  remember  the  chests  in  the  old  attic?  What 
secrets  were  hid  in  their  depths!  The  secret  belong- 
ings of  those  long  passed  away;  the  heirlooms,  the  old 
laces  and  the  old  love  letters,  too.  Well,  these  old  boxes 
are  back  in  style.  More  than  that,  they  are  practical 
and  necessary  for  the  putting  away  and  preservation 
of  things  we  care  for.  Needn 't  be  afraid  you  '11  make  a 
mistake  in  buying  one  for  a  gift.  There  isn 't  a  mother, 
a  young  girl  or  even  a  man  but  that  will  be  agreeably 
surprised  when  you  send  it  out  Shirt  waist  boxes,  too, 
make  nice  gifts,  and  we  have  them  in  wood  or  matting. 
These  things  are  practical — they  last  and  live. 

Advertise  in  that  way  and  create  the  Christmas  buy- 
ing fun.  Don't  overlook  the  store.  Here  are  a  few 
little  pointers  you  will  do  well  to  nail  to  the  wall  and 
read  them  frequently  before  the  big  times  start. 

Put  everything  of  gift  value  to  the  fore.  Put  a 
Christmns  ])lacard  on  each  article.  Label  your  cards, 
"For  Mother,"  "For  Father,"  "For  the  Home,"  "For 
Her,"  etc.  Put  the  price  on,  by  all  means,  as  it  saves 
lots  of  time  and  questions — prices  talk  and  help  to  sell. 

Try  and  rig  up  a  lounging-room  for  men  and  one 
for  women.  Fix  a  place  where  they  can  meet  by  ap- 
pointment. Let  your  store  be  the  meeting  place  and 
from  which  chopping  tours  start.  In  this  way,  you'll 
sell  a  lot  before  other  stores  get  a  chance. 

Keep  the  aisles  clear — wide  aisles  make  for  good 
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nature,  easy  buying  and,  consequently,  easier  selling. 
Play  up  such  conveniences  in  your  advertising. 

It  wouldn't  be  a  bad  idea  to  print  and  distribute  a 
store  directory.  This  will  avoid  a  lot  of  confusion  and 
buyers  are  thus  given  a  chance  to  make  their  own  way 
to  svich  department's,  leisiarely  passing  through  many 
other  departments  before  reaching  their  goal.  This 
all  adds  to  the  day's  sales. 

Watch  your  shipping  department  closely.  Let  noth- 
ing go  out  without  the  proper  easing.  Double  care 
should  be  given. to  French  mirrors,  pictures,  dressers, 
lamps  and  fragile  articles.  Not  a  single  piece  of 
scratched  furniture  should  be  put  into  a  home.  A 
little  friendly  talk  with  the  hoy^  in  the  shipping  de- 
partment will  help  a  lot. 

The  sidewalks  are  usually  covered  with  mud,  snow 
or  ice  about  Christmas  time.  Keep  yours  clean — make 
it  easy  for  shoppers  to  get  close  to  your  doors  and 
windows.  And  while  we  are  discussing  cleanliness, 
let's  decide  to  clean  the  whole  store.  Cleanlines's  is 
light ;  dirt  is  blackness  and  repulsive.  Clean  sales  peo- 
ple, clean  faces  and  clean  hands — let  the  slogan  be : 
' '  Cleanliness. ' ' — Furniture  Record. 


TRAVELLERS  ENTERTAINED  BY  RETAILER. 

Mr.  Samuel  Avery,  furniture  dealer  and  undertaker, 
Caledonia,  Ont.,  entertained  the  travelling  men  who 
call  on  him  at  a  duck  supper  on  Wednesday,  October 
30,  the  guests  including  the*  following:  George  David- 
son, Woodstock ;  Jim  Sussex  and  Matt  Brown,  London ; 
Bill  White,  Strathroy;  Pat  Somerville  and  Jim  Dore, 
Hamilton  ;  Bob  McMurray,  Dundas  ;  Harry  Rapp,  Frank 
Gifford  and  H.  W.  Strudley,  Stratford  ;  Bob  Orr,  Bill 
Dalby  and  Wally  Batemau,  Toronto;  and  Will  Mc- 
Gahie,  Woodstock.  Charlie  Keener,  of  Hanover,  was 
the  only  absentee.  As  it  was  the  second  annual  sup- 
per of  the  kind  which  had  been  tendered  them  by  Mr. 
Avery  and  his  wife,  the  travellers  knew  that  a  good 
time  was  in  store  for  them  and  they  Avere  not  disap- 
pointed, the  only  regrettable  feature  being  the  ab- 
sence of  the  late  Charles  Twitehell,  who  was  one  of 
the  company  last  year.  A  silent  toast  was  called  for 
in  honor  of  the  departed  friend. 

A  duck  supper  is  good  under  almost  any  conditions, 
but  is  doubly  so  when  that  "five-foot-eight  of  good 
fellowship,"  Sam  Avery,  provides  the  entertainment. 
In  the  first  place,  Mrs.  Avery  gives  some  magic  touch 
to  her  cookery,  and  that  coimts  for  much  with  trav- 
ellers. That  fourteen  travellers  of  kindred  spirits  were 
a.ssembled  around  the  festive  board  also  counted  for 
much.  But  the  fact  that  Mr.  and  Mrs.  Avery's  two 
charming  daughters  were  present  to  assist  in  the  en- 
tertainment of  the  guests  put  the  finishing  touch  to 
the  occasion.  Mr.  L.  B.  Avery,  jr.,  bank  manager  at 
Bright,  Ontario,  accompanied  by  his  wife,  was  also 
on  hand  to  assist  in  the  entertainment  of  his  parents' 
guests. 

We  would  have  thought  that  an  excellent  duck 
dinner  was  entertainment  enough,  even  for  furniture 
salesmen,  but  not  so  thought  "Mine  Host"  Avery. 
And  so  before  sitting  down  to  the  feast  a  progressive 
euchre  tournament  was  held.  Possibly  it  was  Mr.  and 
Mrs.  Avery's  hope  that  this  would  sharpen  the  appe- 
tites as  well  as  the  wits  of  their  guests.  At  any  rate 
whatever  the  motive  it  proved  a  lively  and  interesting 
tournament,  and  when  the  scores  were  counted  up  it 
was  found  that  the  first  prize  of  a  21-pound  turkey 
had  fallen  to  Mr.  Strudley,  the  Imperial  Rattan  Co., 
Stratford;  the  second,  a  duck,  to  Robert  Orr,  of  the 
Phillips  Manufacturing  Co.,  Toronto,  and  the  booby,  a 


squab  (no,  not  a  squaw)  to  W.  D.  McGachie,  of  Geo. 
H.  Hees,  Son  &  Co.,  Limited,  Toronto. 

Last  year's  euchre  champion.  Pat  Somerville,  was  a 
bad  loser  in  this  year's  game,  so  he  tried  to  avenge 
himself  on  Bob  Orr,  Bob  McMurray  and  Wally  Bate- 
man  in  another  game  Avhich  lasted  until  train  time 
next  morning.    But  again  the  cards  were  against  him. 

Before  departing  the  highly  pleased  travellers,  with 
Bob  on  as  spokesman,  presented  Mrs.  Avery  with  a 
cut  glass  pitcher  and  a  dozen  cut  glass  tumblers  to 
match,  as  a  slight  token  of  the  high  esteem  in  which 
she  is  held  by  those  who  were  the  recipients  of  her 
hospitality. 


AN  OLD  FURNITURE  DEALER  HONORED. 

Hon.  W.  II.  Hoyle,  Speaker  of  the  Ontario  Legisla- 
ture, was  tendered  a  banquet  in  his  old  home  town. 
Cannington,  Out.,  the  other  day.  Until  within  a  few 
years  ago,  Mr.  Hoyle  conducted  a  furniture  and  un- 
dertaking business  in  Cannington,  only  surrendering 
an  active  business  life  when  appointed  to  the  Speaker- 
ship. He  has  practically  grown  up  with  Cannington, 
as  he  went  to  that  town  when  a  very  young  boy,  and 
the  residents  are  naturally  proud  of  the  high  position 
he  now  occupies  in  the  Ontario  Legislature.  Mr.  Hoyle. 
notwithstanding  the  demands  of  his  business,  has  al- 
ways taken  more  or  less  interest  in  public  affairs,  and 
before  he  was  elected  to  the  Legislature  was  for  some 
vears  a  member  of  the  local  miuiicipal  council.  As  a 
platform  speaker  he  has  few  equals,  and  his  wide 
knowledge  of  literature  is  unique  among  business  men. 

For  a  number  of  years  Mr.  Hoyle  was  secretary  of 
the  Canadian  Embalmers'  Association. 


GOVERNMENT  STOPPED  THIS  SCHEME. 

A  short  time  ago,  Disney  Bros.,  furniture  dealers, 
Bowmanville,  Out.,  announced  in  their  advertising  that 
to  each  and  every  person  who  made  a  purchase  in 
their  store  during  a  certain  period,  they  would  give  a 
coupon  bearing  a  number.  To  the  person  holding  the 
coupon  bearing  a  certain  number,  they  stated  they 
would  give  a  leather  rocking  chair. 

The  scheme  had  been  going  on  for  a  couple  of  weeks 
when  the  Government  sent  notice  that  to  conduct  such 
a  thing  was  a  lottery  and,  therefore,  they  must  stop. 
Disney  Bros,  were  entirely  ignorant  of  this,  but,  of 
course,  stopped  at  once.  The  chair  was  donated  to 
the  new  Bowmanville  Hospital. 


NEW  WAREHOUSE  AT  CALGARY 

In  the  last  issue  of  the  Canadian  Furniture  World  and 
the  Undertaker  it  was  stated  that  there  was  a  rumour  that 
the  Wilson  Furniture  Co.,  Calgary,  had  applied  for  a 
permit  to  erect  a  large  warehouse.  It  was  further  stated 
that  the  building  inspector  of  that  city  had  denied  that 
there  was  an  application  from  any  firm  of  that  name. 

The  Nelison  Furniture  Co.,  of  Calgary,  write  that  it 
was  they  who  made  application,  and  that  they  have  since 
completed  the  building. 

g  Many  new  designs  will  be  seen  at  the  furniture  g 
«  exhibitions  at  Berlin  and  Stratford  in  January  S 
8  next.  This  in  itself  should  be  sufficient  to  at-  g 
o      tract  every  retail  dealer  in  the  country.  g 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
Arrangements. 


Selling  Through  Window  Displays 

By  W.  Clement  Moore 

Do  your  windoAvs  sell  your  furniture? 

The  show  window  is  one  of  the  best  selling  agents 
you  can  employ  in  the  furniture  business,  provided  you 
manage  it  right.  No  dealer  can  afford  to  neglect  the 
window  display  and  indeed  the  dealer  who  wishes  to 
be  reasonably  successful  must  make  of  it  a  careful 
study. 

But  not  all  window  displays  are  successful,  in  fact 
I  have  seen  some  handsome  windows  which  have  acted 
really  as  a  detriment  to  the  success  of  a  business, 
mainly  because  of  the  lack  of  judgment  in  the  selec- 
tion of  goods  for  the  window.  There  are  reasons  for 
the  failure  of  a  good  window  display  to  sell  furniture 
for  you  and  it  will  be  well  for  us  to  become  ac- 
quainted with  some  of  them  before  further  discussing 
the  definite  plans  for  window  arrangements. 

It  is  not  a  good  plan 

— to  place  in  your  window  any  article  which  you 
cannot  duplicate  accurately  from  your  stock  in  the 
store.  A  person  loses  confidence  in  you,  your  goods 
and  your  firm  the  instant  he  refers  to  an  article  in  the 
window  and  you  start  to  show  him  something  differ- 
ent, and'if  you  need  any  one  thing  more  than  another, 
it  is  the  complete  confidence  of  customers. 

— to  show  goods  in  the  window  at  a  bargain  figure 
and  endeavor  to  sell  goods  with  slight  improvements 
at  a  higher  price.  This  indicates  that  you  desire  to 
fool  people,  which  according  to  Abe  Lincoln  will  not 
work  all  the  time  at  least. 

— it  is  poor  policy  on  the  case  of  selling  scratched 
or  rubbed  pieces  of  furniture  at  reduced  prices  to  pol- 
ish up  the  goods  in  the  window  without  likewise  pol- 
ishing up  the  furniture  in  stock  to  make  it  appear  at 
least  almost  aw  good. 

— in  fact,  there  is  danger  in  presenting  a  window 
display  which  is  not  a  truthful  representation  of  what 
you  can  show  inside  your  store.  Many  would-be  cus- 
tomers when  once  fooled  will  never  stop  again,  and 
you  cannot  be  successful  in  business  on  transient  trade. 
You  must  get  and  hold  a  regular  cu'stom — people  Avho 
are  satisfied  and  come  ])ack  to  you  when  they  need 
more  furniture  in  your  line. 

Every  successful  window  display 

— should  be  arranged  after  a  carefully  thought  out 
plan — a  plan  wlioch  shows  .skill  and  a  knowledge  of 
the  lUM'ds  of  the  p(>()ple  in  the  comnnuiity  in  which  you 
work. 

— should  l)e  neat  and  clean  in  every  respect.  I  have 
seen  sonm  fairly  well  ai-ranged  displays  in  windows 
which  had  not  been  cleaned  I  presume  for  a  month, 
and  the  trimmer  had  forgotten  to  remove  little  scraps 
of  paper  or  dirt  from  the  fioor.  This  mars  the  effect 
of  a  furniture  display  materially,  especially  to  the  eye 
of  the  neat  housewife,  who  is  the  most  apt  to  be  one 
of  your  l)est  customers. 

— sliould  he  suppl('inent(id  ))y  good  newspapci-  adver- 
tising or  advertising  by  means  of  circulars.  This  is 
important  as  the  adverti'sement  is  a  description  of 


your  goods  and  the  window  display  is  a  selling  illus- 
tration that  the  buyer  cannot  resist,  if  they  need  the  goods. 

— ^should  be  changed  frequently.  Do  not  allow  a 
window  display  to  stand  until  the  cobwebs  gather  on 
the  furniture.  Make  a  change  at  least  once  a  week 
and  note  the  effect  on  your  sales,  if  you  have  been 
changing  less  freciuently. 

— should  be  in  season.  I  presume  no  dealer  would 
make  a  display  of  stoves  in  July,  yet  some  do  things 
almost  as  radical.  Show  the  things  that  are  in  de- 
mand or  in  use  at  the  time  that  you  offer  them. 

There  are  many  other  points  which  might  well  be 


Design  for  a  motion  di.-iplay.  U  will  atti-nct  the 
cliildi-en.  See  article  on  next  page  for  description. 


considered  in  determining  what  tilings  are  necessary 
in  order  to  make  a  window  display  successful  in  sell- 
ing your  furniture,  but  these  will  be  sufficient,  no 
doubt  to  get  our  thoughts  travelling  in  the  right  direction. 

Have  a  ([uality  store — make  it  spic  and  si)an  in  every 
way — an  evidence  of  prosperity.  Buy  dependable 
goods  that  will  be  sure  to  give  service.  Let  tlie  ])eo- 
l)le  know  that  you  are  ready  and  willing  to  stand  hack 
of  the  goods  you  sell,  and  they  will  have  more  con- 
fidence in  the  furniture  they  buy  from  you.  A  quality 
house  does  not  need  to  be  a  high  priced  house  always 
— it  is  only  necessary  to  give  the  best  possible  valiie 
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you  can  for  the  money  and  try  to  sell  the  good  things 
whenever  you  can  because  they  are  safer. 

Make  your  window  display  an  evidence  of  this  qual- 
ity and  prosperity.  Do  not  try  to  attract  the  public 
eye  to  your  Avindows  'so  much  by  the  glaring  price 
card,  but  rather  by  the  beauty  of  the  design  and  finish 
of  the  furniture  which  you  present.  As  a  rule,  people 
who  "fall  in  love"  with  a  piece  of  furniture  will  find 
a  way  to  pay  for  it,  no  matter  if  the  price  is  a  little 
more  than  they  intend  to  pay. 

It  is  a  good  plan  to  have  the  idea  at  the  very  begin- 
ning, that  every  display  created  for  your  store  shall 
be  an  evidence  of  all  the  judgment,  taste  and  efficiency 
that  you  can  command,  because  the  permanent  resi- 
dent as  well  as  the  stranger  in  your  locality  will  judge 
your  business  mainly  by  its  appearance  from  the  outside. 


trimmer  had  it  arranged  so  the  ink  would  be  run  into 
the  bottle  from  an  invisible  source,  and  so  the  flow 
kept  up,  to  the  amusement  of  the  crowd.  There  is 
nothing  particularly  magnetic  about  ink,  but  when  it 
is  arranged  in  sort  of  a  fountain  the  case  is  diflFerent. 

A  very  good  means  of  providing  motion  in  a  window 
is  by  means  of  an  electric  fan,  a  small  box  and  a  lot  of 
twine.    This  is  illustrated  herewith. 

The  drawing  shows  very  plainly  how  the  plan  is 
worked.  Lay  an  electric  fan  on  its  back  in  a  small 
box.  Then  tie  a  lot  of  strings  on  the  box  extending 
them  up  to  a  barrel  hoop  fastened  to  the  top  of  the 
background.  Inside  of  the  strings  put  four  or  five  toy 
balloons.  Then  start  the  fan.  The  balloons  will  bob 
up  and  down  and  the  people  will  stop  and  look.  They 
can't  help  it.    They  cannot  see  the  fan,  and  this  will 


How  cushions,  pillows  and  bed  comforters  were  utilized  in  making  a  good  window  display. 


Not  all  window.^  are  suitable  for  successful  trim- 
ming and  we  shall  consider  some  of  the  defects  which 
exist  and  how  they  may  be  remedied  either  with  or 
without  repairs,  in  a  future  article,  at  the  same  time 
discussing  window  trims. 


CREATING  A  DEMAND  FOR  FURNITURE. 

One  retail  furniture  man  makes  no  displays  in  the 
front  of  his  store  other  than  those  made  possible  by  a 
fully  furnished  room  in  the  window.  He  found  that 
passemby  usually  gather  no  definite  idea  for  purchases 
from  the  article  alone;  they  want  to  see  how  a  new 
bedroom  set  looks  when  it  is  set  up.  He  changes  his 
display  every  week. 


HAVE  MOTION  IN  YOUR  WINDOWS. 

A  moving  thing  in  a  window  is  reasonably  sure  to 
get  a  crowd. 

Some  ducklings  swimming  around  in  a  tub,  some 
little  chickens  scratching  around  in  gravel,  a  do/en 
canaries  flying  at  large  in  the  window — all  are  pullers. 

A  policeman  had  to  clear  the  crowd  away  from  the 
window  of  a  city  stationery  store  the  other  day.  The 
attraction?   Just  an  ever-flowing  bottle  of  ink.  The 


give  the  impression  that  the  ballons  are  being  pro- 
pelled by  some  mysterious  force. 

One  merchant  who  tried  this  plan  painted  a  letter  on 
each  balloon.  Together  they  represented  some  word. 
He  advertised  that  he  would  give  a  prize  to  the  person 
who  guessed  the  word.  It  seemed  to  him  that  nearly 
everybody  in  town  tried  to  patch  the  word  together 
from  the  letters  on  the  balloons  as  they  bobbed  up 
and  down  with  rhythmic  regularity. 

Try  the  plan.  It  is  about  the  easiest  and  most  in- 
expensive means  of  supplying  attractive  motion  in 
windows  that  has  come  to  our  attention  in  a  long  time. 
—The  Butler  Way. 


AN  IDEA  THAT  MADE  A  GOOD  WINDOW. 

A  Milwaukee  furniture  store  uses  the  following  prac- 
tical demonstration : — 

The  display  consisted  of  two  dressers  and  two  girk. 
The  dressers  were  alike  in  appearance.  One  of  the 
girls  was  sliding  the  big  drawers  in  and  out  with  ap- 
parently little  effort,  and  on  the  top  of  this  dresser 
were  costly  cut  glass  articles  and  a  beautiful  lamp, 
all  undisturbed  by  the  motion  of  the  drawers.  At  the 
end  of  this  dresser  stood  a  neat  card  reading:  "We 
are  particular  that  all  the  drawers  in  our  furniture 
work  as  easily  as  this." 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  T^pograph^ 


SUCCESSFUL  ADVERTISING  SCHEME. 

By  J.  H.  Wimberley 

Ever  been  in  the  furniture  business?  Well,  it  some- 
times happens  that  you  have  more  furniture  in  stock 
than  you  should  like.  This  was  the  condition  of  a 
certain  furniture  company  after  a  rainy  spring  which 
looked  as  if  it  would  continue  through  the  summer ; 
their  stock  of  furniture  was  the  largest  that  they  had 
ever  carried  for  the  season  of  the  year,  and,  too,  with 
the  completion  of  a  new  building  only  two  months 
away. 

This  meant  that  they  must  sell  their  present  stock 
of  furniture  as  they  had  made  heavy  purchases  of 
goods  for  the  new  building. 

A  conference  was  held,  the  advertising  man  was 
called  in,  plans  were  discussed  pro  and  con,  and  it  was 
finally  decided  to  have  a  Removal  Sale  to  begin  thirty 
days  before  going  into  the  new  building,  to  last  ten 
days,  or  longer,  if  necessary. 

This  settled,  the  question  of  advertising  was  brought 
up;  the  advertising  man  was  strong  for  using  larger 
ads  than  had  been  the  habit  of  the  house,  and  to  iise 
only  the  morning  paper,  believing  that  the  morning 
paper  covered  the  field  fully  and  that  women — the 
power  behind  the  throne  in  buying — read  the  morning 
paper  more  than  they  do  the  afternoon  paper.  Con- 
sent was  given  and  the  ad  man  told  to  prepare  the 


25%  OFF  DRAWING  ROOM 
FURNITURE 

Our  Second  Floor  contains  Drawing  Room  Fut- 
nliure,  and,  oft  everylhing  on  this  floor,  for  one 
vcek,  we're  Ei\\ns  discounts  of  25%. 

These  discounts  start  to-day.  and  trtU  bo  con- 
tinued  during-  lh«  whole  of  next  week. 

Besides  this  25*;^  discount  off  all  Drawing  Room 
PurnUu.-(»,  there  are  •'pocl&l  articles,  to  which  Bed 
Tickets  are  attached,  and  on  which  w«'r«  fflvlnff  dis- 
counts of  Z(>7f.  and  50*>e. 

This  ?5'"o  DiscouTiT  appHe«  to  Upholstered  Fur- 
niture of  all  kind.-.  Chairs,  Settees.  Sofas.  Ta&lea. 
Parlor   Cutoinet^,  Music  Cabinet^.  Cant  Tables,  eic 

It  will  pay  you  '.o  visit  Mus  floor.  we  know, 
you  will  rind  something  here  jou  need  al  a  Siivlng 
In  price  of  So*;*-. 

We  5tore  and  Insure  anythiny  boiig.'H  now  until 
needed. 

We  are  tele  agenia  in  Montreal  for  the  Marvhall 
Sanitary  Mattreii— the  only  aanitary  and  really 
comfortable    mattreta  made. 


This  ad.  is  not  only  artistic  in  ai)pcarancc  and  well 
written,  but  is  somewhat  out  of  the  ordinary  in 
style.  It  was,  no  doubt,  intetulcd  to  catch  the  bet- 
ter class  trade.    Original  4x5}  in. 

copy  for  the  sale.  The  result  was  a  double  page 
spread,  the  optical  center  of  which  was  an  original 
idea  in  the  form  of  a  mortised  engraving,  displaying 
the  words,  "Removal  Furniture  Sale,"  small  furniture 
cuts  being  used  in  the  mortises.  Thi.s  ad  was  to  appear 
two  days  before  the  sale  was  to  begin. 
It  caused  much  comment  and  attracted  favorable 


attention,  and  was  followed  by  a  ninety-six  inch  ad 
the  day  sale  began ;  small  ads  Avere  used  the  next  two 
days  with  a  full-page  ad  Sunday  morning;  a  three- 
column  ad  was  run  Tuesday  morning,  and  although 
it  rained  nearly  every  day,  the  sales  had  exceeded  ex- 
pectations— the  delivery  department  was  completely 
swamped.    The  advertising  had  to  be  slightly  changed 


Morris 
Chair 
Sale 

This  6.25 
Morris  Chair 


For  4.80 

On  Saturday  and  Monday  Only 

This  Morris  Chair  is  of  a  good  design,  one  that  capably 
fiills  the  demand  for  a  dependable  easy  chair  at  low  price. 
It  has  oak  frame  finished  in  golden  polished  finish.  Large 
comfoilable  spring  seat  and  back— both  steel  construction. 
Back  is  adjustable  to  four  positions  with  bra&  supporting 
red.  It  is  upholstered  in  serviceable  quality  of  imitation 
leather  and  is  good  value  at  $6.25 

As  a  special  bargain  inducement  for  Saturday  and  Mon- 
day only  we  offer  it  at  the  absurdly  low  price  of  . .  $4.80 

Open  This  Evening 

WRIGHT'S  LIMITED 


CflASLOTTI  STBICBT, 


In  an  ad.  this  size  it  usually  pays  to  emphasize  one 
line  only,  as  is  done  in  this  instance.  The  original 
was  4i  X  7  in. 

for  the  next  day,  Wednesday,  a  full-page  ad  being 
used,  stating  that  the  store  would  be  compelled  to 
.stay  closed  all  day  Thursday  in  order  to  make  deliv- 
eries. The  store  was  opened  Friday  morning,  and  two 
good  days  followed,  no  ad  being  used  either  day ;  only 
a  small  fifteen-inch  ad  was  used  Sunday  which  simply 
stated  that  Monday  wouki  be  the  last  day  of  the  re- 
moval sale. 

Here's  another  case  where  the  ad  man's  judgment 
has  paid — a  sale  of  nine  selling  days,  less  than  $300 
spent,  all  told,  for  advertising,  and  the  total  sales  run- 
ning into  thousands  of  dollars — this  in  a  southern  city 
of  about  twenty  thousand  population. 


A  PLEA  FOR  LARGER  TYPE  FACES. 

Not  only  for  the  benefit  of  printordom.  but  also  for 
the  general  reading  public,  should  a  reform  in  the 
sizes  of  type  be  made  which  will  benefit  the  coming 
and  the  present  generation. 

The  entire  blame  does  not  rest  with  the  printer,  nor 
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the  type  founder,  but  with  the  publisher  and  adver- 
tiser -who  crowd  their  pages  with  matter,  and,  as  far 
as  general  advertising  goes,  the  crowding  and  congest- 
ing of  matter  can  never  be  accorded  the  welcome  which 
larger  and  more  generous  sized  type  with  more  white 
space  would  create.  To  be  sure  as  much  can  not  be 
said,  but  a  short,  concise  statement  is  infinitely  more 
agreeable  to  look  upon  than  a  large  page  set  solid 
with  five  point  or  some  other  type  as  small  or  smaller. 
— John  J.  Fister,  in  The  Master  Printer. 


GIVES  COMMISSION  TO  CUSTOMERS. 

J.  W.  Peacock,  Toronto,  tells  of  how  he  recently 
sold  eight  washing  machines.  "I  was  visiting  a  friend 
in  the  country  and  met  a  lady  who  was  thinking  of 
buying  a  washing  machine,  so  I  asked  her  if  s'he  had 
ever  seen  the  .  Interesting  her  in  it,  I  offered  to 


for  purchase  from  the  article  alone ;  they  want  to  see 
how  a  new  bedroom  set  looks  when  it  is  set  up.  He 
changes  his  display  every  week. 


ADVERTISING  THAT  BRINGS  RESULTS. 

To  draw  the  people  to  their  store  during  the  Christ- 
mas season,  the  Curtis-WiLson  Furniture  Co.,  Toronto, 
get  out  a  handsome  souvenir.  Last  year  they  gave 
away  an  assortment  of  neat  calendars,  but  this  year 
they  are  going  into  the  scheme  more  thoroughly,  and 
have  ordered  a  large  number  of  clothes  brushes  to  be 
given  away.  These  will  have  the  firm's  name  and  ad- 
vertisement heavily  stamped  on  the  back,  and  while 
they  will  cost  considerable  money,  it  is  figured  that 
the  amoimt  will  be  well  spent. 

Not  every  person  that  comes  into  the  store  is  given 
one  of  these  souvenirs,  but  shortly  before  the  holiday 


Overstocked  =  Furniture,  Rugs  and  Oilcloth  1 

^    Owing  to  the  backward  season  we  are  forced  to  reduce  our  immense  slock  of  high-grade  Furniture,  Rugs  and  Oilcloth.    Having  purchased  a  number  of  manufac-  lAi 
turer»'  samples  recently  shown  at  Berlin  and  Toronto  Exhibitions  at  a  discount  of  10  to  20  per  cent,  below  cost,  we  now  offer  you  the  benefit  of  our  cash 
buying.    We  need  the  money  ;  you  need  the  furniture.     Look  over  the  partial  list  and  come  and  look  over  our  goods  during  this  great 

Ten  Days'  Furniture  Sale  I 
Commencing  Saturday,  October  5th,  until  Wednesday,  Oct.  16th  i 

Every  Article  in  Our  Immense  Store  to  be  Sold  at  Less  Than  Manufacturers'  Prices 


4 II.  Hnd  4  rt. 

phle  with  f-|.MiiRHiid 


rail  an.1  l(nol>M 
tinnntel  .  all  nireti.    b,<U  price.  >4.Mri. 
pietp  witli  vprnnn  proof  dniible  wii 
nnd  No  '/  Health  runttrett.^  (10.49. 
HMUh  MBttri-s-wft  fiom  f  2  50  to  Jt  OO. 
Kelt  MoltresswJ.  from  J7.(lO  to  tlS  OO. 

rU-ed  Spring  HeHs,  H.7^»  to  Jr., 00. 


DRESSERS-   We  bavo  10 


THMlorw).  While  tLpv 
itist.  ♦(i.7.1. 

WASHiTANDS  to  mBtch. 
*M.4r,. 

•iO  different  i)e)*i«n»  of  Dm 
prs  Hn<t  Stan'U  to  >«li'( 
from.      gimrlereJ  «..;. 


OILCLOTH— .I.OOO  ynnl-  of  oililolli ;  2H  ,liff^n;nt 
JeMKiiH  to  ch<M).-«  troiii,  in  I.  2  nml  S!i  ><l. 
vullli-..  at  2'Jc.  a  -<4|iinre  yanl. 


nd  4   yar.].*  wide,  at  AHc. 


LINOLEUM  - 

ART  SQUARES  AND  RUGS 
Union  Rugs         $1,00;  $r,.r,o. 
Tapestry  Riigs-  !ixt),        .  OsVi.  -HlOOO. 
Brussels  Rugs-  OvU.  Jis.oo;  Jin.r.O 

Wi  ha*e  over  200  nit;-  to  c1.oo-h  from     All  -1/ 
an.l  c<.\oy<.  «nil  .it  your  own  i.nt*..    A  cliuu 


of  II  liFot 


.>  I>ii> 


OUR  ENTIRE  STOCK  DISCOUNTED 

THE  LARGEST  STOCK  OF  FURNITURE  IN  EASTERN  ONTARIO 


This  Nurse  Rocker 

H/ir.!«oo.i  ,  br:ueHrtii 
\Vh,l..  iht_>  li>t,  'J«c 


GRAM-O-PHONES  and 

VICTOR  VICTROLAS 

Our  (Iram-o-plione  and  \*ictor  \'ictroIa  Dep.irtment  is  com- 
plete in  every  respect  Ten  diHereot  stvles  of  niacliines  and  civcr 
2,000  records  in  slock  Just  what  you  want  for  tho  lung  winter 
months.    Terms  arranjied  to  suit  the  piircliaj^or 


TERMS  CASH 


WM  A  D  C  U     9      C  n  M         LEADING  UNDERTAKERS  &  EMBALH.ERS 
.    IflAnon    &    OUW   MORRISBURG,  ONTARIO  I 


An  exceedingly  good  lay-out,  to  say  nothing  of  the  excellent  composition.    Original  size,  13j  x  9j  in. 


.'liip  it  to  hei^  on  trial,  and  if  it  wasn't  satisfactory  to 
stand  the  express  both  ways.  She  accepted  the  offer 
and  kept  the  mnchine,  and  since  then  she  has  sold  ma- 
chines to  seven  of  her  friends,  I  allowing  her  •$!  com- 
mission on  each  sale."  Mr.  Peacock  has  another  cus- 
tomer who  has  sold  twelve  machines  for  him  on  the 
same  plan,  so  between  the  two  he  has  disposed  of 
twenty  washers  within  one  year. 

This  is  a  good  plan  and  one  that  could  well  be  fol- 
lowed by  furniture  dealers.  It  costs  nothing  for  ad- 
vertising and  tlic  profit  on  a  machine  is  sufficiently 
large  to  permit  of  commission  of  ^1  being  given. 


CREATING  A  DEMAND  FOR  FURNITURE. 

One  retail  furniture  man  makes  no  displays  in  the 
front  of  his  store  other  than  those  made  possible  by 
a  fnlly  furnished  room  in  the  window,  says  Sy.stem. 
Pie  found  that  passersby  usually  gather  no  definite  idea 


a  letter  is  sent  to  all  the  names  on  the  firm's  books, 
with  advice  that  the  firm  has  these  and  containing  an 
invitation  to  come  and  get  one.  Then,  of  course,  the 
letter  tells  of  all  the  good  things  the  Curtis-Wilson 
Go.  have  to  offer,  and,  as  a  result,  many  former  cus- 
tomers are  brought  into  touch  with  the  store  again 
and  ultimate  sales  result. 


A  SUGGESTIVE  ADVERTISEMENT. 

A  great  decorator  said,  "I've  seen  splendid  rooms 
ruined  by  the  wrong  rug. 

"You'll  get  a  peculiar  feeling  of  satisfaction  from  a 
perfectly  decorated  room — though  the  furnishings  ai-e 
few  and  .simple. 

"You  notice  the  rug  more  than  any  other  part  of 
the  decorations.  Let  us  help  you  make  a  perfect  se- 
lection."— Extract  from  an  ad. 
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Pictures  and  Frames  in  the  Furniture  Store 


The  retail  furniture  store  is  the  logical  place  to 
which  to  go  for  pictures  and  picture  frames.  This  is 
evidenced  by  the  fact  that  manufacturers  of  these 
goods  state  that  the  bulk  of  their  trade  is  done  with 
furniture  men.  There  are  few  exchisive  art  stores  in 
Canada,  and  the  small  number  there  is  are  located  in 
the  larger  centres.  Where,  then,  can  a  person  go  when 
they  want  a  new  picture  or  an  old  picture  framed? 
If  there  is  no  exclusive  picture  house  in  the  town, 
their  mind  naturally  goes  to  the  furniture  man.  There- 
fore, the  furniture  retailer  is  neglecting  a  big  oppor- 
tunity if  he  does  not  get  after  this  trade.  There  are 
quite  a  number  of  retailers  (and  a  lot  of  these  are  up- 
to-date  ones,  too)  who  do  not  carry  a  stock  of  pic- 
tures and  frames,  either  because  they  think  it  does 
not  pay  for  the  bother  and  work  entailed  or  because 
they  think  they  have  not  the  room.  This  line  does 
pay  and  any  one  who  has  gone  into  it  in  the  right 
manner  will  testify  to  this  effect.  As  for  room,  the 
goods  can  be  shown  in  space  that  would  otherwise  go 


A  man  should  have  one  price,  or  two  where  he  is  do- 
ing cash  and  credit.  Underhand  practices  are  sure 
to  be  found  out  sooner  or  later,  much  to  the  detriment 
of  the  dealer. 

The  main  point  in  handling  these  goods  is  to  show 
them  properly  and  always  keep  the  stock  looking 
fresh  and  neat.  A  man  who  allows  his  stock  of  furni- 
lure  to  accumulate  and  become  dusty,  cannot  handle 
a  line  of  pictures  and  picture  frames  with  profit.  These 
goods  soil  easily  and  unless  they  are  constantly  looked 
after,  the  frames  become  shop-worn  and  their  selling 
value  is  greatly  reduced. 

To  get  the  best  results  out  of  the  line,  the  dealer 
must  specialize.  The  goods  should  be  kept  in  a  de- 
partment by  themselves,  and  any  man  who  will  do 
this  will  create  a  good  demand  among  his  customers 
for  this  class  of  goods,  and  in  time  should  work  up 
sufficient  trade  to  employ  a  man  who  can  give  most 
of  his  time  to  that  section  of  the  business.  Nearly 
every  furniture  store  has  at  least  two  flats.    A  corner 


Rembrandt  pastel,  in 
brown  tonosand  fram- 
ed in  flat  Circassian 
walnut  veneer,  with 
rounded  corners.  Size 
12  X  21  inches.  Shown 
by  courtesy  of  the 
Phillips  Mfg.  Co.,  Ltd. 
Toronto. 


to  waste.  Where  is  a  more  appropriate  place  to  show 
pictures  than  on  the  walls  of  the  store?  This  space 
cannot  be  used  for  showing  other  lines  of  furniture. 
A  dresser,  a  bedroom  suite  or  a  stove  cannot  be  hung 
up  on  a  wall.  The  only  work  required  is  in  looking 
after  the  line,  in  keeping  it  looking  nice  and  up-to- 
date.    Pictures  sell  themselves  if  shown  properly. 

A  reason  given  by  not  a  few  retailers  who  do  not 
handle  the  line  is  that  often  a  farmer  will  come  in 
and,  after  buying  ^20  worth  of  furniture,  will  see  a 
nice  picture  and  remark:  "Well,  now,  don't  you  think 
you  should  throw  that  picture  in?"  This  is  a  hard 
question  to  decide,  whether  or  not  a  dealer  should 
oblige  a  customer  in  this  way.  In  most  cases,  a  man 
can  afford  to  throw  in  a  picture  on  a  $20  order,  pro- 
vided, of  course,  the  picture  has  not  cost  him  any  more 
than  ipl  or  i^lS)0.  Some  dealers  overcome  re<|uests  of 
this  nature  in  the  following  manner:  When  they  see 
a  man  come  into  the  store,  a  man  whom  thev  know 
to  be  what  is  commonly  called  a  "beater,"  they  will 
put  the  price  on  their  goods  up  a  dollar  or  two  and 
give  him  a  picture,  in  order  to  make  the  man  think 
he  is  getting  a  bargain  or  getting  something  for  noth- 
ing.   This  practice,  however,  is  not  to  be  encouraged. 


of  one  of  these  could  profitably  be  set  apart  as  an  art 
room  and,  if  a  framing  business  is  being  done  in  con- 
nection, the  workroom  should  be  placed  in  close  prox- 
imity. 

It  will  pay  any  dealer  who  is  going  into  the  busi- 
ness on  a  fairly  large  scale  to  hire  a  practical  man — 
one  who  understands  pictures  and  framing  and  who 
can  make  suggestions  as  to  what  frame  will  best  suit 
a  certain  i^icture.  If  there  is  not  enough  work  to  oc- 
eu]iy  his  whole  time,  he  can  be  brought  up  to  assist 
in  the  sale  of  the  other  goods. 

Care  must  be  exercised  in  buying  and  the  dealer 
must  first  make  a  study  and  find  out  what  lines  he 
thinks  will  sell  best  in  his  particular  locality.  Differ- 
ent classes  of  people  want  different  grades  of  pictnres, 
but  the  dealer  can  judge  pretty  well  by  buying  what 
he  thinks  he  would  like  to  have  in  his  OAvn  home  and 
buying  a c  c  o  r d  i  n  gl  y . 

It  is  noticeable  of  late  that  many  furniture  men  are 
specializing  in  their  buying.  Where  formerly  their 
orders  used  to  spread  over  15  or  20  lines,  they  are 
now  buying  fewer  lines  but  larger  quantities  of  (>a('h. 
By  so  doing,  they  can  get  a  lower  price,  for,  naturally, 
manufacturers  give  a  lower  price  on  an  order  for  100 
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pictures  of  a  line  than  they  do  on  a  dozen.  This  en- 
ables a  furniture  retailer  to  put  on  special  sales  of 
these  goods,  which  draws  the  attention  of  the  public 
to  the  fact  they  are  handling  pictures  and  also  brings 
increased  trade  on  other  lines.  A  special  sale,  how- 
ever can  only  be  worked  with  the  cheaper  lines.  Pic- 
tures can  be  bought  for  as  low  as  seven  cents  each, 
and  the  price  ranges  to  just  as  high  as  the  dealer 
Avishes  to  go. 

Now,  in  regard  to  display.  Certainly  a  good  win- 
dow display  should  be  put  in  as  often  as  the  dealer 
sees  fit.  If  the  size  of  the  window  is  large,  the  whole 
space  need  not  be  used,  but  just  a  corner.  Make  the 
surroundings  tasty  by  having  the  proper  hangings  and 
proper  background  to  suit  the  style  of  pictures  shown. 

It  is  best  to  have  the  pictures  in  a  part  of  the  store 
where  natural  light  can  be  had — preferably  at  the 
front  of  the  second  flat.  And,  if  possible,  the  art  room 
should  be  separated  entirely  from  the  rest  of  the  furni- 
ture. If  this  is  done,  the  scope  for  display  will  be 
made  larger  and  better  results  will  be  obtained. 

In  the  matter  of  what  price  the  dealer  can  get  for 
a  picture,  the  line  is  somewhat  akin  to  wallpaper.  The 
dealer  can  get  just  what  he  thinks  the  line  is  worth, 
according  to  its  appearance.  Most  dealers  do  not  base 
their  selling  price  on  what  the  picture  cost  them  but 
on  just  what  they  think  it  is  worth.  For  instance,  for 
a  picture  that  cost  him  40  cents,  he  might  get  $2.50, 
while  for  one  that  cost  him  $1.20,  he  might  only  get 
$1.50. 

Where  pictures  are  sold,  there  should  be  a  framing 
department.  Most  of  the  bigger  stores,  particularly 
those  in  the  West,  have  a  department  of  this  nature, 
under  its  own  head  and  Avith  a  manager  who  does 
nothing  but  look  after  this  end  of  the  business.  Furni- 
ture and  picture  frames  go  together.  There  is  no 
doubt  about  this.  Picture  frames  are  just  as  much  a 
part  of  the  furnishings  of  the  home  as  chairs. 

The  field  in  this  line  is  equally  as  large  as  it  is  in 
framed  pictures,  and  to  the  dealer  who  will  hire  a 
practical  man,  one  who  understands  the  business  thor- 
oughly, success  is  sure  to  come.  As  an  instance,  a  re- 
tail furniture  dealer  in  Ontario,  who  had  been  in  the 
business  for  a  number  of  years,  found  that  his  trade 
was  slowly  going  under,  both  in  furniture  and  pic- 
tures and  frames.  One  day  a  travelling  salesman  sug- 
gested that  he  get  a  young  fellow  in  to  assist  him. 
He  advertised  for  one  and  got  a  bright  young  fellow 
with  a  pleasing  personality.  This  fellow  came  in  and 
revolutionized  all  the  dealer's  old  methods  and,  as  a 
result,  business  immediately  picked  up,  and  to-day  the 
business  is  on  a  sound  basis  and  all  due  to  the  efforts 
of  one  man.  This  young  fellow  has  seen  he  can  make 
a  success  of  the  business  and  is  now  looking  for  an 
opening  in  some  live  town. 

There  is  a  big  trade  to  be  done  in  frames  for  oil 
portraits  and  drawings,  particularly  for  the  country 
retailer.  The  practice  of  having  a  portrait  of  the 
heads  of  the  family  is  larger  in  the  towns  and  villages 
than  it  is  in  the  city,  and  this  means  that  heavy  gilt 
frames  are  in  demand. 

Around  this  time  of  year  is  a  good  opportunity  to 
get  after  the  public  in  this  line.  Christmas  is  draw- 
ing near  and  almost  every  person  has  some  nice  pic- 
ture or  portrait  they  would  like  to  have  framed  to 
give  as  a  holiday  gift.  Start  now  and  let  your  cus- 
tomers know,  either  by  local  advertising  or  personal 
letters,  that  you  are  carrying  a  good  stock  of  pic- 
tures and  frames  and  invite  them  to  come  and  inspect 
them. 

The  framing  of  pictures  should  be  in  harmony  with 


the  prevailing  styles  of  furniture.  Manufacturers  are 
realizing  this  and  are  turning  out  frames  to  match. 
Circassian  walnut  furniture  has  been  very  popular  for 
some  time,  and  excellent  picture  and  mirror  frames 
are  being  turned  out  in  this  material. 

Antique  bronze  finish  frames  are  in  vogue  again. 
While  to  some  these  may  have  a  somewhat  dirty  ap- 
pearance, it  is  the  finish  which  causes  this,  and  people 
who  want  something  rich  and  striking  prefer  this  to 
the  more  gaudy  gilt  stuft". 

Veneered  mouldings  have  had  a  large  sale  this  year. 
These  are  sold  in  lengths  to  picture  framers,  as  well 
as  in  the  made-up  frames. 


BARGAIN  SALE  WINS  JOB. 

By  J.  L.  Graff 

Special  sales  held  by  the  big  department  stores  are 
stepping  stones  to  good  jobs.  For  these  sales  it  is  ne- 
cessary to  employ  a  deal  of  extra  help.  The  bosses 
watch  the  extra  hands  and  note  their  capacity. 

A  young  man  18  years  old  went  to  a  certain  city 
about  the  end  of  the  holidays.  He  tried  to  get  a  place 
in  several  stores,  but  failed  until  he  applied  to  an  ex- 
tensive concern  in  which  an  immense  midwinter  sale 
was  on.  The  goods  he  was  expected  to  handle  be- 
longed to  his  line,  and  he  was  taken  on  at  the  rate 
of  $12  a  week.  At  the  end  of  one  week  he  was  given 
a  task  of  slightly  greater  importance,  and  when  two 
more  weeks  rolled  around  his  manager  told  him  that 
thereafter  he  would  find  an  additional  $2  in  his  envelope. 

More  than  that,  the  boss  looked  as  if  he  was  pleased 
with  this  worker,  and  that  meant  a  better  future. 

The  18-year-old  worker  is  still  holding  down  the 
same  job,  although  scores  of  others  were  let  out  Avhen 
the  sale  ended. 

One  day,  when  the  worker  thought  it  Avas  safe  to 
draAV  out  the  overseer,  that  functionary  told  him  one 
of  the  reasons  Avhy  he  kept  him  Avas  that  he  did  his 
Avork  the  same  way  all  of  the  time,  that  he  Avas  not 
constantly  casting  about  to  find  an  easier,  if  not  better 
way  of  doing  a  thing.  If  it  had  been  better  as  Avell  as 
easier  to  perform  the  task  in  a  difi^erent  Avay  that  Avould 
have  been  different. 

It  is  these  characteristics  in  the  human  Avorker  that 
come  in  for  close  scrutiny  Avhen  such  a  thing  as  an 
emergency  sale  serves  to  bring  out  everything  that  is 
in  him. 


PLATE  GLASS  TABLE  TOPS. 

The  plate  glass  table  top,  as  it  has  been  adapted  to 
furniture,  has  long  since  passed  the  age  of  experiment 
and  novelty,  and  has  established  itself  so  firmly  on  its 
own  intrinsic  merits  that  it  has  become  almost  a  ne- 
cessity for  the  designer  and  manufacturer  of  dressers, 
chiffoniers,  tables,  taborettes  and  bedroom  and  dining 
room  furniture  in  general  to  accord  it  careful  consid- 
eration in  originating  and  carrying  out  their  furniture 
along  more  modern  lines.  Its  highly  intrinsic  value  as 
a  protector  and  beautifier  for  the  splendid  grained 
woods  used  for  tops,  and  even  to  the  finishes  of  the 
tops  that  are  now  so  generally  used  on  furniture,  has 
been  the  reason  for  its  coming  into  existence. 

It  is  merely  a  matter  of  time  until  the  furniture 
maker  is  forced  to  the  issue,  and  must  furnish  the  glass 
in  connection  Avith  the  furniture.  While  the  demand 
has  been  more  apparent  in  the  cities,  it  does  not  re- 
quire a  prophet  to  foresee  that  those  of  our  country 
cousins  Avho  are  willing  to  buy  the  medium  and  bet- 
ter grade  of  furniture  will  also  want  the  glass  top  as 
its  value  becomes  daily  more  apparent, 
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STOVES 


HOW  TO  BUILD  UP  A  STOVE  BUSINESS. 

Si/  an  Old  Retailer 

In  order  to  make  the  most  out  of  the  stove  business, 
the  most  important  point  is  to  see  that  you  have  high 
quality  goods.  The  man  who  pays  attention  to  this 
and  goes  after  the  bu.siness  in  the  right  way,  cannot 
help  building  up  a  good  trade.  When  you  handle  a 
good  stove — one  that  you  know  you  can  guarantee 
and  back  to  the  limit — it  inspires  confidence  in  your 
purchasers.  Then,  too,  with  a  good  line  you  can  get 
a  good  price,  and  people  would  sooner  pay  a  little 
more  for  an  article  they  know  is  good,  than  hxiy  one 
they  are  not  sure  about  for  a  little  less  money. 

Advantages  of  One  Line. 

In  these  days  of  specializing,  I  believe  in  handling 
only  one  line  of  stoves.  When  I  started  in  business 
in  a  country  village  some  years  ago,  I  handled  one 
stove  only  and  advertised  it,  and  nothing  alse.  The 
result  was  that  where  my  predecessor  used  to  seil  five 
or  ten  stoves  a  year,  I  sold  over  100  every  year  in  the 
short  time  I  wa.s  in  business  in  the  place.  This  can 
only  be  accovuated  for  by  the  fact  that  I  was  handling 
only  one  line,  but  I  pushed  that  line  and  went  out 
after  the  business,  whereas  the  man  I  bought  out  used 
to  wait  for  it  to  come  to  him.  I  have  always  made  a 
hobby  of  .stoves,  and  intend  to  make  them  my  life 
work. 

Confidence  in  Your  Goods. 

A  man  must  have  absolute  confidence  in  what  he 
sells  so  that  he  will  be  able  to  instill  that  confidence 
into  his  customers.  If  you  can  convince  a  customer 
that  you  have  implicit  faith  in  the  stove,  the  battle  is 
won.  In  order  to  do  this,  a  salesman  must  know  all 
about  the  working  parts  of  the  stove.  It  does  not  do 
for  him  to  stand  there  and  say,  "Now,  here  is  a  good 
stove  for  $40."  The  customer  wants  to  know  why  it 
is  a  good  stove  and  will  not  be  convinced  \intil  shown. 

Furnishes  Guarantees. 

With  every  new  stove  that  leaves  our  store  goes  a 
positive  guarantee  that  if  the  stove  does  not  give  satis- 
faction, money  will  be  refunded.  If  a  customer  comes 
in  and  acknowledges  that  she  does  not  know  any- 
thing about  some  particular  stove,  we  tell  her  she  does 
not  need  to  know  anything,  that  we  will  put  the  stove 
in  her  house,  .show  her  how  to  work  it  and  if,  after 
thirty  days'  trial,  it  is  not  giving  satisfaction,  we  will 
take  the  stove  down  again  and  refund  her  money.  We 
would  much  rather  have  them  send  the  stove  back 
and  refund  their  money  than  to  have  them  keep  the 
stove  and  tell  their  friends  that  it  is  a  poor  one.  They 
cannot  get  away  from  a  positive  guarantee  like  that, 
and  it  creates  confidence  in  our  goods. 

Dealing  With  Complaints. 

In  dealing  with  complaints,  when  a  customer  comes 
in  and  says  a  stove  is  not  working  right,  we  never  try 
to  lead  them  to  believe  that  the  fault  is  not  with  the 
stove  but  with  the  person  who  operates  it.  but  make 
them  leave  the  store  under  the  impression  that  it  may 
be  the  stove.  Then  we  go  and  demonstrate  that  the 
stove  can  be  made  to  work  right  if  directions  are  fol- 
lowed, and  leave  them  in  a  liapi)y  frame  of  mind.  I 


know  of  some  stove  men  who  wait  three  or  four  days 
before  investigating  the  complaint  of  a  customer.  This 
is  bad  busine.ss  and  causes  ill  feeling,  or  dissatisfaction. 

Prices  in  Plain  Figures. 

All  our  goods  are  marked  at  the  cash  price,  and  we 
have  signs  at  intervals  through  the  store  stating  this 
fact,  but  making  it  known  that  satisfactory  terms  can 
be  arranged.  From  a  person  that  asks  credit,  we  get 
a  note,  adding  10  per  cent,  to  the  cash  price.  We  have 
tried  both  methods — that  of  marking  up  the  price  suf- 
ficiently high  so  as  not  to  charge  interest  when  credit 
is  given,  and  having  a  low  cash  price  and  charging 
interest — and  we  have  found  that  the  latter  method  is 
the  best.  Supposing  a  dealer  has  a  stove  he  sells  for 
$38  cash.  A  customer  may  come  in,  you  don't  know 
whether  he  will  pay  cash  or  want  credit,  and  asks  the 
price.  If  you  take  it  for  granted  that  he  wants 
credit  and  tell  him  the  price  is  $42,  he  will  likely  tell 
you  that  he  can  get  it  down  the  street  for  $38,  and 
go  down  there,  only  to  find  when  he  does  that  he  will 
be  charged  interest.  I  think  it  is  much  better  to  have 
the  one  price  and  explain  to  people  asking  credit  our 
business  methods. 

No  Special  Sales. 

We  never  hold  any  special  sales.  A  stove  is  not  a 
thing  that  a  woman  will  buy  and  take  home  for  future 
use,  like  she  will  a  waist  or  such  like,  when  she  sees 
a  very  attractive  price.  No  lady  will  purchase  a  stove 
unless  she  is  badly  in  need  of  it.  The  purchase  of  a 
stove  in  almost  every  household  is  quite  an  event. 

Effectiveness  of  Advertising. 

Judicious  advertising  has  gone  a  long  way  to  build 
vip  the  extensive  business  we  are  doing.  (I  may  men- 
tion that  last  year  we  sold  between  2,500  and  2,600 
gas  and  coal  stoves).  During  the  busy  season  in  the 
FaM,  we  use  large  display  space  three  times  a  week  in 
four  of  the  city  dailies. 


THE  BEST  PLACE  FOR  STOVES. 

Where  should  furniture  stores  display  their  stock  of 
stoves  ?  This  depends,  in  a  large  measure,  upon  the 
lay-out  of  the  store,  but  the  place  generallj^  accepted 
as  being  the  best,  is  the  basement.  If  the  store  pos- 
sesses a  freight  elevator,  these  goods  can  be  stored  on 
almost  any  fioor,  but  if  this  is  not  the  case,  they  must 
be  placed  where  they  will  require  the  least  handling. 
It  is  not  the  best  thing  to  show  a  line  of  stoves  on  the 
main  fioor,  along  with  upholstered  goods  and  general 
lines,  and,  therefore,  the  basement  is  usually  selected 
on  account  of  it  being  near  the  main  floor  and  be- 
cause not  much  bundling  is  reqiiired  there. 

Then,  too,  stoves  are  usually  shown  along  with  kit- 
chen cabinets,  refrigerators,  kitchen  utensils  and  goods 
of  a  like  nature  and  these  are,  in  nine  cases  out  of  ten, 
shown  in  the  basement.  Down  here  they  are  isolated 
from  the  displays  of  highly  polished  and  upholstered 
furniture  and  thus  do  not  detract  from  the  appearance 
of  the  latter. 

It  is  a  good  plan,  however,  to  have  during  the  stove 
season,  one  or  two  samples  shown  on  the  main  floor 
near  the  stairs  leading  to  the  basement.  Then  when 
it  is  noticed  that  a  customer's  attention  is  aroused, 
the  salesman  can  suggest  an  inspection  of  the  complete 
line  down  stairs. 

Another  argument  in  favor  of  the  basement  as  a 
stove  show  room  is  the  fact  that  stoves  and  ranges  take 
up  (ionsiderable  room,  and  the  room  on  the  upper  floors 
is  needed  for  .showing  otlior  lines  of  furniture.  There 
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iisiially  is  considerable  room  in  the  basement  of  a 
furnitnre  store,  and  the  goods  can  be  shown  as  a  de- 
partment by  themselves. 

Then,  again,  good  light  is  not  as  essential  in  a  stove 
display  as  in  one  of  highly  polished  and  upholstered 
furniture.  Artificial  light  answers  the  purjjose  in  show- 
ing these,  whereas  it  Avill  not  with  the  other  lines. 

A  large  furniture  house  which  has  made  a  success 
of  selling  stoves  has  had  a  platform  built  next  to  the 
wall  almost  entirely  around  the  basement.  The  various 
lines  are  displayed  on  this,  while  other  lines  pertain- 
ing to  the  kitchen  are  shown  in  the  centre.  In  this 
way,  customers  can  walk  around  and  examine  aU  the 
lines  carefully. 


THE  CARPET  SITUATION. 

The  carpet  industry  to-day  is  in  a  condition  it  has 
never  experienced  before.  The  mills  in  the  Old  Coun- 
try, in  spite  of  the  fact  that  they  are  Avorking  day  and 
night,  are  unable  to  cope  with  orders.  One  mill  in 
Scotland  recently  started  to  work  on  Sundays,  so  hard 
pushed  were  they,  but  the  police  soon  got  after  them 
and  operations  on  that  day  had  to  cease. 

Canadian  mills  are  in  the  same  fix.  All  manufac- 
turers are  working  their  factories  overtime.  It  is  worth 
noting  that  manufacturers  on  this  side  of  the  water 
are  fast  coming  to  the  front,  both  in  the  matter  of 
designs  and  the  rpiality  of  the  Avork  turned  out. 

Prices  in  tapestries  remain  at  last  year's  (luotations, 
although  Brussels  have  taken  a  slight  adA'ance,  due  to 
the  increased  price  of  Avool  and  other  raAV  materials. 

The  bulk  of  the  business  is  being  done  in  squares  in 
all  sizes  and  cpialities.  The  piece  goods  trade  seems 
to  have  fallen  off.  There  is  still  a  big  demand  for 
greens  and  fawns,  although  tans  are  running  them  a 
close  second.  There  is  also  a  tlemand  for  stair  car- 
pets in  %  and  %  Avidths.  Medallions,  Avhich  have  had 
a  big  rush  for  the  past  tAvo  years,  have  fallen  off  and 
the  demand  is  not  nearly  so  big. 

In  the  bigger  retail  stores  in  Toronto,  there  is  a 
strong  tendency  to  buy  black  backgrounds  in  period 
design.  When  these  are  shown  Avith  rose  and  grey 
patterns,  the  effect  is  very  desirable  for  large  rooms. 

Small  designs,  in  little  plain  effects  and  with  very 
little  coloring,  have  taken  the  place  of  tAvo  tone  effects. 
This  is  j)robably  due  to  the  fact  that  this  class  of 
goods  is  more  suited  to  the  small  rooms  in  apartments 
and  the  houses  that  are  being  built  these  days.  Two 
toned  effects  in  blues  and  grays,  however,  are  still 
popular  for  bedrooms.  These  have  borders  in  two-tone 
effects  or  a  border  with  a  little  wreath  of  coloring  to 
add  a  little  more  life  to  the  floor. 

There  seems  to  be  more  of  a  feeling  towards  cover- 
ing the  floor,  particularly  in  bedrooms  and  drawing 
rooms.  These  lines  are  made  up  in  rug  form,  Avith 
seams,  but  a  border  to  match  is  used  to  cover  the  Avhole 
floor. 

Another  new  idea  is  to  cover  the  drawing  room  floor 
entirely  in  some  plain  colors,  and  Per.sian  rugs  thrown 
over.    A  floor  covered  Avith  solid  colors  and  with  tAvo 


or  three  Eastern  rugs  thr  ,  ,vn  over,  giA'es  a  pleasing 
effect — much  more  so  than  Avhen  the  rugs  are  put  on  a 
bare  hardwood  floor. 

There  is  noAV  being  made  an  antique  carpet  to  take 
the  place  of  antique  rugs.  This  AA'orks  in  very  nicely 
for  corridors  and  can  be  got  in  any  length,  and  the 
effect  of  an  antique  palace  strip  can  be  had  for  about 
one-fifth  the  price. 

Of  late  there  seems  to  be  a  great  tendency  to  revert 
to  the  use  of  stair  runners  aiul,  undoubtedly,  stair  rods 
have  come  back  to  stay.  People  do  not  Avant  nails 
driven  in  their  hardAvood  floors,  and  it  seems  as  if  they 
Avill  endure  no  longer  the  elitter-clatter  of  going  up 
and  down  the  bare  steps.  Then,  too,  traffic  on  the 
stairs  is  heavy,  and  in  order  to  keep  them  in  decent 
shape,  it  is  necessary  to  polish  frequentlj',  entailing 
much  more  work. 

For  dens,  halls  and  dining  rooms,  of  course,  rugs 
still  get  the  call.  Those  Avho  have  not  the  means  to 
purchase  a  Persian  rug  can  get  the  same  effect  in  a 
Wilton  at  a  very  moderate  price.  These  can  also  be 
had  in  Axminster. 

A  particularly  pleasing  line  being  shoAvn  by  one 
house  is  a  new  Saxe  blue,  or  corn  floAA^er.  This  has 
border  to  match  and  makes  an  excellent  coA'er  for  a 
large  room. 

Guest — "That's  a  beautiful  rug.  INIay  I  a.sk  how 
much  it  cost  you?" 

Host — "Five  hundred  dollars.  A  hundred  and  fifty 
for  it  and  the  rest  for  furniture  to  match." — Boston 
Transcript. 


ROMANCE  OF  A  CARPET. 

A  valuable  Persian  carpet  has  been  discovered  at 
Mantes  under  singular  circumstances.  Some  Avorkmen 
Avho  Avere  employed  in  repairing  the  outer  galleries  of 
the  church  of  Notre  Dame  at  IMantes-sur-Seine  found 
in  a  corner  an  old  carpet.  They  decided  to  convert  it 
into  an  aAvning  to  protect  themselves  from  the  rain. 
It  has  been  found  that  this  carpet  is  a  piece  of  Persian 
tapestry  ait  least  four  centuries  old.  M.  Pugalet,  the 
director  of  the  Louvre  Museum,  has  made  an  offer  to 
the  toAvn  of  Mantes  for  the  carpet.  He  has  offered  the 
mayor  £1,200  for  it.  The  municipal  council  has,  hoAv- 
ever  decided  to  submit  the  carpet  to  an  expert  before 
entering  into  an  arrangement  to  sell  it. 


MAXIMS  OF  SALESMAN  WHO  HAS  MADE 
THREE  FORTUNES 

Hard  knocks  count  for  more  than  all  the  college  educa- 
tion in  the  world. 

Put  your  whole  energy  into  any  bnsiness  you  are  in.  If 
you  don't  you  can't  succeed. 

Never  tell  a  customer  anything  that  isn't  so.  If  you 
deceive  a  man  once,  he  will  never  again  have  confidence 
in  you. 

Always  be  cheerful  whether  you  make  a  sale  or  not. 
Cheerfulness  will  sell  goods  to  the  most  crabbed  customer 
in  time. 

Politeness,  cleanliness  and  energy  are  three  of  the  most 
important  things  in  selling  goods,  and  none  of  them  cost 
anything. 

Always  have  confidence  in  your  own  ability.  Never 
make  a  negative  statement.  Always  be  positive. 

Treat  everybody  alike,  no  matter  whether  they  are  rich 
or  poor. 

Don't  stay  out  late  at  night.  The  man  who  does  isn't 
worth  much  the  next  day,  and  it  takes  a  clear  brain  to  sell 
goods  these  days. 

Never  fail  to  keep  an  appointment.  Business  opportuni- 
ties are  like  trains— they  won't  wait  for  you  if  you're  late. 

—Jacob  Hetz. 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


Manufacturing  Costs* 

By  /.  L.  Mallhy,  of  Malthy  &  Bozell,  Cost  Accountants, 
Chicago 

How  can  different  plants  be  put  on  the  same  cost 
basis  wherein  one  plant  the  owner  may  draw  a  large 
salary  and  in  another  a  small  one  or  none  at  all?  One 
company  operates  in  its  own  building',  another  in 
rented  building,  etc. 

We  so  arrange  the  accounts  that  a  proper  charge 
for  salaries  is  carried  into  the  costs,  and  in  owned 
plants  charges  for  depreciation  of  buildings.  We  see 
that  depreciation  of  equipment  is  included  in  the  cost. 
Interest  on  investment  is  included  in  place  of  rent. 

Disclosure  of  Waste. 

An  analysis  of  the  burden  always  discloses  waste ; 
for  instance  it  has  been  shown  that  two  foremen  are 
employed  where  one  can  do  the  work. 

At  the  time  I  first  came  in  touch  with  the  Metal 
Manufacturers'  Association.  I  suggested  for  the  New 
Orleans'  meeting  a  slogan:  '"No  goods  below  cost." 
I  was  pained  to  have  your  president  muzzle  me  Avith 
the  statement  that  it  was  not  possible,  at  least  at  that 
time.  That  statement  has  been  with  me  almost  con- 
tinually, night  and  day,  like  a  nightmare. 

This  is  something  which  seems  to  me  diametrically 
opposed  to  the  first  principles  of  business.  I  came  into 
this  association  work  from  active  cost  accounting, 
wherein  concerns  upon  finding  an  unprofitable  piece 
either  raised  the  price  or  discontinued  the  article;  and 
to  find  clubs  of  manufacturers  organized,  and  who 
have  been  organized  for  years,  still  standing  in  fear 
of  the  proposition,  jars  my  sense  of  the  fitness  of  thinj^s. 

I  am  holding  this  proposition,  however,  as  a  good, 
possible  of  attainment,  and  which  ought  not  to  be 
reached  later  than  a  year  from  now.  inasmuch  as  every 
one  of  your  68  manufacturers  by  that  time  should  have 
the  uniform  method  of  figuring.  I  will  admit  that  this 
lack  is  now  the  greatest  hindrance  to  price  making  on 
any  basis  which  will  reduce  the  trouble. 

A  good  many  years  ago  the  furniture  manufacturers 
took  a  stand,  not  on  goods  at  cost  only,  but  that  a 
profit  of  5  per  cent,  should  be  the  association  standard 
or  low  limit,  and  I  am  advised  that  much  headway  has 
been  made  in  this,  if  it  has  not  been  a  complete  vic- 
tory. T  had  the  pleasure  of  installing  the  system  for 
one  of  them,  and  I  know  that  he  dropped  the  unprofit- 
able pieces,  raiscul  some  that  were  priced  below  cost, 
and  had  the  satisfaction  of  his  head  salesmen  telling 
me  that,  notwithstanding  the  changes,  they  had  made 
satisfactory  sales. 

We  are  accuinulatiug  in  our  files  the  names  of  con- 
cerns who  have  adopted  this  ])olicy  and  who  have  not 
been  killing  their  sales,  and  who  have  increased  their 
])rofits. 

Some  Mistakes. 

A  manufacturer  in  lirooklyn  told  me  last  month  that 
he  had  made  a  mistake  in  pricing  a  certain  article 


tn.  when  by  his  method  it  should  have  been  .+14,  and 
much  to  his  surprise  it  has  had  a  ready  sale  at  that 
price  above  what  he  intended  it  to  be.  A  manufac- 
turer in  Grand  Rapids  told  me  that  he  had  advanced 
the  price  on  his  goods,  and  what  was  his  chagrin  to 
see  that  the  goods  continued  to  sell  at  the  advanced 
price,  clearly  indicating  that  he  had  been  handing  to 
his  customer  50c.  to  $1  which  he  did  not  know. 

One  manufacturer  told  me  last  week  that  he  used  to 
figure  up  his  inventory  once  a  year,  and  he  knew 


*AddreH.s  Kivcn  before  meeting  of  Northwest  Club  of  the  National  As- 
sociation of  Metal  and  Spring  Hed  Manufacturers,  Minneapolis,  Minn.,  and 
revised  for  the  Furniture  World. 


Chiffonier  for  handsome  new  No.  8  bedroom  suite 
made  by  Berlin  Furniture  Co.,  Berlin. 


whether  he  was  making  or  losing,  but  that  it  is  no 
longer  satisfactory  to  feel  that  you  are  taking  the 
money  out  of  one  line  of  ])rofitable  goods  and  handing 
it  to  another  line.  There  is  not  a  man  in  your  asso- 
ciation, or  in  any  otlun-  association,  in  which  we  are 
now  woi'king,  but  who  promptly  says,  if  asked,  "Would 
you  not  like  to  sell  your  goods  for  more  than  cost?" 
will  reply,  "Certainly,  but  what  is  cost?"  The  answer 
to  this,  of  course,  is  Association  Standard,  and  about 
that  there  can  be  but  one  course  of  action. 

We  do  know  that  two  or  three  different  ways  of 
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figuring  makes  large  variations  in  price  making,  but 
with  the  way  scientifically  adjusted,  it  is  perfectly  easy 
to  avoid  these  variations. 

Should  Know  Costs. 

I  know  that  there  is  in  the  minds  of  some  of  you, 
and  we  have  observed  this  very  thing,  that  there  is 
considerable  difference  in  the  cost  between  plants  in 
their  ability  to  produce  cheaply.  This  is  an  undis- 
puted fact  and  for  this  very  reason  every  manufac- 


A  new  den  arm 
chair,  made  by 
Geo.  H.  Hach- 
born  &  Company 
Berlin. 


turer  should  know  whether  his  goods  are  above  aver- 
age cost  or  not.  If  they  are  not  he  should  employ  an 
efficiency  expert  at  once  and  apply  the  remedy,  and 
if  profits  are  still  wanting,  get  out  of  the  business. 

It  is  much  more  graceful  to  get  out  of  business  on 
your  own  accord  than  to  get  forced  out  by  the  sheritt*. 
it  has  been  our  unpleasant  duty  at  times  to  advise  our 
clients  that  an  entire  change  in  business  was  neces- 
sary in  order  for  them  to  continue  at  all. 

The  "survival  of  the  fittest"  will  always  be  an  ac- 
tive principle,  and  we  might  as  well  call  things  by 
their  right  names  rather  than  to  try  to  blind  ourselves. 

During  the  time  that  the  uniform  cost  method  was 
being  installed  in  the  Chicago-Milwaukee  groiap,  we 
were  carrying  on  the  same  kind  of  work  with  two 
other  associations.  In  this  connection  we  would  like 
to  contribute  some  very  interesting  information. 

Some  Monstrosities. 

During  a  survey  of  one  of  these  groups  we  found 
that  the  average  profit  was  2  per  cent,  on  the  turnover 
and  less  than  4  per  cent,  on  the  capital  invested.  We 
were  immediately  invited  to  install  shop  systems  in 
nine  of  these  factories  and  they  have  been  receiving 
our  monthly  visits  ever  since.  Coming  out  of  these 
experiences  we  have  such  monstrosities  as  follows : — 

A  larger  percentage  of  pieces  were  sold  at  a  loss  up 
to  as  high  as  27  per  cent,  on  the  cost,  and  in  some 
factories  the  patterns  that  showed  less  than  10  per 
cent,  profit,  ran  as  high  as  50  per  cent,  of  the  outpiit, 
and  75  per  cent,  showed  less  than  20  per  cent,  profit. 
In  a  number  of  instances  the  patterns  showing  a  loss 
were  among  the  best  sellers,  and  the  loss  which  would 
be  incurred  on  a  single  number  would  amount  in  some 
instances  to  several  hundreds  of  dollars  on  the  year's 
business.  Without  change  of  prices  on  the  goods  that 
are  now  being  made  too  low  this  small  group  will 
suffer  many  thousands  of  dollars.  It  is  interesting  to 
know  in  this  connection  that  quotations  are  being  with- 
drawn, and  in  many  cases  re-ordering  continues. 

Now  what  has  been  the  result  of  this  knowledge? 
These  men  have  accepted  orders  for  goods  which  tbey 
found  they  were  making  below  cost  and  made  the  reply 
to  their  customers.  "We  will  fill  this  order,  but  here- 
after the  price  will  be  so  and  so,"  many  of  them  being 
surprised  by  order  being  re-entered. 


We  have  also  found  that  many  pieces  where  burden 
rates  have  been  made  during  this  preliminary  survey, 
have  all  shown  a  profit.  We  also  found  that  these 
goods  were  ready  sellers,  and  in  many  cases  where 
there  was  a  good  margin  of  profit,  clearly  demonstrat- 
ing the  fact  that  low  price  is  not  the  only  means  of 
building  up  large  sales. 

Need  of  Nerve. 

What  we  need  more  than  anything  else  is  the  nerve 
to  launch  out  into  the  deep  of  better  prices,  put  a  spur 
behind  our  sales  force,  that  they  are  to  sell  our  goods 
and  no  other  man's,  and  that  because  some  other  man 
is  a  fool  we  will  not  be  a  fool  also  in  giving  our  goods 
away.  More  failures  can  be  traced  to  selling  goods 
below  cost  than  pricing  too  high. 

We  have  had  one  line  of  thought  in  reference  to 
scientific  costs  presented  to  us  by  some  concerns  who 
are  very  near  the  correct  method,  in  the  way  of  ex- 
pression as  to  "what  knowledge  of  the  uniform  cost 
method  have  brought  them."  I  refer  to  one  letter 
particularly  in  which  one  manufacturer  says:  "I  so 
wish  that  every  manufacturer  would  do  .just  what  we 
have  done.  No  matter  how  good  a  cost  system  they 
think  they  have,  the.y  ought  to  avail  themselves  of  this 
service,  even  if  it  does  no  more  than  to  satisfv  them- 
selves that  they  are  all  right.  It  is  worth  something 
to  know  that,  and  I  guarantee  that  every  manufac- 
turer will  learn  something  new  which  will  be  to  his 
advantage.  We  thought  we  had  a  pretty  good  cost 
system  ourselves,  and  for  that  matter  we  did,  but  we 
learned  something  that  will  be  of  great  value  to  us. 
There  is  no  question  whatever  but  what  there  are  a 
considerable  number  of  manufacturers,  in  fact,  we  be- 


//  has  come  to  our  notice  that 
certain  unscrupulous  jobbers 
are  offering  other  makes  of 

Spanish  Leather 

as  being  the  production  of  this 
Company.  From  this  date  on 
every  piece  of  our  leather, 
regardless  of  its  grade,  will 
bear  our  name  plainly  stamped 
on  the  butt  end  of  each  hide. 
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Lackawanna  Leather  Co. 

Hackettstown,  N.J. 
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lieve  that  nine-tenths  of  them  are  selling  a  consider- 
able quantity  of  goods  in  which  they  are  not  making 
any  money  and  probably  selling  them  at  a  loss.  It 
would  appear  as  if  we  had  struck  the  keynote  of  the 
situation  in  getting  the  manufacturers  to  dig  up  their 
cost  systems,  and  if  they  will  make  use  of  the  informa- 
tion obtained  by  reason  of  our  association,  they  cer- 
tainly cannot  afford  to  stay  outside  of  it." 

Uniformity. 

And  now,  after  all  that  has  been  said,  what  you 
need  is  concerted  action.  It  will  not  be  worth  very 
much  to  have  one  or  two  factories  figuring  and  pric- 
ing correctly  if  the  others  continue  to  use  wrong  meth- 
ods and  consequently  erroneous  results. 


THE  MOST  DURABLE  PAINT. 

With  enameled  furniture  or  any  other  surface  the 
finish  never  is  any  better  than  the  foundation,  which 
is  the  first  or  priming  coat,  remarks  an  exchange.  If 
a  paint  is  to  prove  durable  on  the  surface,  the  coast 
under  it  must  be  right.  There  is  a  certain  way  to 
apply  the  priming  and  other  coats,  and  a  special  meth- 
od of  mixing  the  coats.  This  is  why  ready  mixed 
paints  sometimes  do  not  please  the  expert  painter  if 
they  are  made  to  fit  one  coating  and  cannot  fit  all  nor 
serve  both  as  a  primer  and  finish.  The  durability  of 
paint  depends  upon  the  oil  incorporated  with  it.  The 
best  oil  for  this  paint  is  pure  raw  linseed  oil,  and  this 
oil  has  no  successful  substitute.  The  more  oil  that 
can  be  incorporated  with  a  paint  without  making  it 
too  thin  for  covering  properly  the  more  durable  the 
paint.  The  oil  alone  will  not  give  as  good  protection 
as  when  combined  with  the  pigment.  The  oil  is  not 
nerfectly  waterproof,  but  the  addition  of  lead  increases 
its  water  resisting  power.  In  fact  the  addition  of  any 
pigment  will  do  this,  by  making  a  denser  compound. 
No  paint  can  be  durable,  when  exposed  to  the  weather, 
that  contains  an  oil  other  than  pure  linseed  oil.  Rosin 
oil  will  make  it  dry  sticky,  and  the  paint  will  crack 
and  become  like  an  alligator's  skin.  Petroleum  oil 
will  cause  paint  to  peel.  Fish  oil  will  act  much  like 
rosin  oil.  Cottonseed  oil  and  all  oils  of  its  class  fail 
to  dry.  Great  things  are  claimed  for  China  wood  oil 
by  some  paint  makers,  and  no  doubt  when  it  is  pro- 
perly prepared  for  use  in  paint  in  connection  with 
linseed  oil  good  results  will  follow.  It  seems  to  stand 
against  many  things  that  linseed  oil  paint  goes  down 
before. 


OLD  FURNITURE  MANUFACTURER'S  DEATH. 

While  chatting  to  some  friends  at  the  railway  de- 
pot in  Berlin,  Ont.,  on  October  29,  William  Simpson, 
a  veteran  furniture  manufacturer  of  that  city,  suffered 
a  paralytic  stroke  and  died  instantly.  During  the  day 
lie  had  been  about  the  city  in  good  health  and  his 
death  came  as  a  great  shock. 

Mr.  Simpson  was  born  in  England,  but  came  to 
Canada  when  five  months  of  age  and  settled  with  his 
parents  near  St.  George,  Ont.  When  15  years  old,  he 
went  to  Hamilton  and  became  an  apprentice  in  the 
furniture  factory  of  Wm.  Wright,  after  which  he  went 
to  Ilarriston,  previous  to  going  to  Berlin  in  1856. 

He  was  known  as  the  father  of  the  furniture  indus- 
try in  Berlin,  having  gone  there  when  the  city  ])os- 
sessed  only  two  factories.  He  became  manager  of 
one  of  these  and  the  business  steadily  grew,  until  in 
1882  the  deceased  became  a  partner  of  the  late  Sen- 
ator Merner. 

In  1901,  the  business  was  taken  over  by  the  Can- 


ada Furniture  Manufacturers,  Limited,  which  company 
to-day  has  one  of  the  largest  factories  in  Berlin.  Many 
of  the  furniture  manufacturers  now  doing  business  in 
that  city  gained  their  knowledge  of  the  trade  while 
employed  under  Mr.  Simpson,  and  through  his  thrift 
in  the  early  days  is  due  the  growth  of  the  furniture 
industry  in  Berlin. 

The  deceased  gentleman  was  in  his  82nd  year  and 
is  survived  by  his  aged  wife,  one  son,  Harry,  in  Al- 
berta, and  one  daughter,  Mrs.  Whiting,  Montreal. 

An  amusing  story  is  told  of  Mr.  Simpson's  early 
days  in  the  business.  In  the  old  days,  many  farmers 
would  come  direct  to  the  furniture  factory  to  have  a 
piece  of  furniture  made  to  special  order.  Many  of 
these  people  were  Mennonites,  and  it  was  a  rule  that 
the  furniture  in  their  houses  must  be  painted  yellow 
or  drab.    One  day  one  of  the  pillars  of  the  church 


The  Late  W.  Simpson 
One  of  Berlin's  pioneer  furniture  manufacturer.s. 


came  to  Mr.  Simpson's  factory  and  stated  he  wanted 
to  have  a  cupboard  built. 

"Which  kind  of  Avood  do  you  think  is  the  best — 
walnut  or  mahogany?"  he  asked. 

"I  don't  know,"  replied  Mr.  Simpson.  "They  are 
both  good." 

"Well,"  said  Mr.  Mennonite,  "isn't  one  better  than 
the  other?    Which  will  last  the  longer?" 

"If  I  were  buying  the  cupboard,"  Mr.  Simpson 
replied,  "I  would  choose  mahogany." 

"Well,  then,  go  ahead  and  make  it  of  mahogany 
and  paint  it  a  nice  drab." 

Evidently,  mahogany  wasn't  thought  as  much  of 
then  as  it  is  now. 


ORGANIZING  RETAIL  DEALERS. 

The  furniture  section  of  the  Retail  Merchants'  Associa- 
tion of  Canada,  organized  last  September,  remains  in  a 
.state  of  embryo.  No  meeting  has  been  held  since  the 
organization,  but  plans  are  being  formulated  and  it  is  ex- 
pected that  a  meeting  will  be  called  soon  after  Christmas. 
J.  C.  Marlatt,  Grimsby,  Ont.,  is  chairman,  and  E.  M. 
Trowern,  secretary  pro  tern. 


Sometimes,  when  people  think  they  have  furniture 
too  fine  for  their  house,  it  is  merely  lack  of  harmony 
between  the  furniture  and  furnishings. 
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THE  STRATFORD  FURNITURE  EXHIBITION. 

Although  the  official  announcement  regarding  the 
1913  furniture  exhibition  at  Stratford  will  not  be  made 
until  December  on  account  of  the  busy  condition  of 
the  factories,  every  effort  being  now  bent  upon  mak- 
ing deliveries  of  goods  on  order,  plans  are  pretty  Avell 
defined,  and  there  isn't  any  question  about  the  coming 
show  being  the  largest  yet  held  in  the  Classic  City. 

The  illness  of  Mr.  David  Wright,  manager  of  the 
George  MeLagan  Furniture  Co.,  and  the  "live  wire" 
of  the  Stratford  group  of  manufacturers,  has  also  de- 
layed matters  a  little,  but  Mr.  Wright's  host  of  friends 
in  the  trade  will  be  pleased  to  learn  that  he  is  again  up 
and  around  and  expects  to  be  at  his  desk  again  before 
December  1. 

Mr.  Wright  attended  the  Canadian  Manufacturers' 
Association  convention  at  OttaAva  in  September,  and 
the  diluted  sewage  supplied  as  water  in  the  Capital 


D.  M.  Wright 
The  popular  manager  of  the 
McLagan  Furniture  Company, 
Stratford,  who  is  recovering 
from  an  attack  of  typhoid  fever. 


City  is  held  responsible  for  an  attack  of  typhoid  fever, 
which  fortunately  was  not  very  severe. 

Next  January's  show  will  be  the  third  annual  exhi- 
bition at  Stratford,  and  it  will  last  only  two  weeks 
instead  of  all  month  as  in  1911  and  1912.  In  fact  the 
factories  are  so  busy  that  the  show  would  be  cnt  out 
altogether  if  it  were  not  recognized  that  these  annual 
exhibitions  offer  such  advantages  to  the  dealers  in  the 
smaller  towns  and  cities  throughout  Canada.  The 
buyers  for  the  big  stores  visit  all  the  big  factories  any- 
way, but,  though  they  do  not  recognize  it  fully  as  yet, 
the  January  exhibitions  have  tremendous  opportun- 
ities for  the  smaller  dealers — not  only  in  seeing  the 
latest  designs,  etc.,  but  in  meeting  and  comparing  notes 
with  dealers  in  other  towns  whose  problems  are  the 
same  as  their  own. 

Believing  that  mutual  benefit  will  result  and  that 
it  will  be  to  the  advantage  of  the  dealers,  the  Strat- 
ford manufacturers  have  decided  to  hold  their  exhi- 
bition during  the  same  week  as  the  big  Berlin-Water- 
loo furniture  exhibition,  January  13  to  18,  although 
the  Stratford  show  will  probably  be  kept  open  the  fol- 
lowing week  also. 

A  Good  Business  Proposition. 

The  progressive  furniture  dealers,  the  ones  who  in- 
tend to  hold  their  own  against  the  competition  of  mail 
order  houses,  will,  therefore,  take  stock  immediately 
after  New  Year's,  and  attend  both  the  Stratford  and 
Berlin-Waterloo  exhibitions.  It's  a  fact  that  the  deal- 
er who  has  never  yet  attended  one  of  these  exhibitions 
has  the  most  to  gain  by  doing  so 

Attending  a  furniture  exhibition  should  be  looked 
upon  as  a  business  proposition.  There  are  social  fea- 
tures, it's  true,  and  the  manufacturers  and  salesmen 


will  see  that  their  customers  have  a  good  time,  but 
business  should  be  the  first  consideration. 

For  example,  one  of  the  best  known  furniture  deal- 
ers in  Ontario  visited  the  Stratford  exhibition  last  Jan- 
uary and  he  had  a  mighty  good  time.  He  was  urged 
to  buy  certain  lines,  but  he  said  he'd  do  that  later. 
He  did — in  March,  but  as  the  manufacturer  played  no 
favorites  but  made  shipments  in  the  order  that  book- 
ings were  made,  his  spring  goods  ordered  in  March 
were  delivered  in  July,  and  his  fall  goods,  ordered  in 
August,  are  being  delivered  in  November. 

The  moral  is  clear.  The  best  time  to  buy  spring 
goods  is  at  the  January  exhibitions,  and  the  dealers 
who  take  this  advice  will  have  reason  to  feel  thankful 
many  times  if  similar  conditions  exist  next  year  to 
those  in  1912,  when  manufacturers  were  unable  to  se- 
cure labor  and  material  to  fill  orders  at  all  promptly. 

Stratford's  New  Industries. 

Three  new  furniture  factories  are  to  be  added  to 
Stratford's  Big  Five — and  some  additional  ones  are 
expected  to  materialize  next  year. 

The  Stratford  Desks.  Limited,  controlled  by  Mr.  Ma- 
son, of  the  Globe-Wenicke  Company,  is  already  in  oper- 
ation, they  having  a  good  sized  factory  with  railway 
connection. 

Heinke  Bros.  Bed  Co.  have  rented  large  factory  pre- 
mises in  the  W.  T.  Kemp  Company's  building,  and  are 
installing  machinery  for  the  construction  of  high  grade 
brass  beds,  it  being  expected  that  they  will  have  sam- 
ples ready  to  show  at  the  January-  exhibition.  Mr. 
Heinke  was  recently  associated  with  Hard  &  Co.,  Buf- 
falo. 

A  new  factory  for  upholstered  goods  is  also  to  be 
erected  in  the  spring,  to  be  operated  by  Farquharson  & 
Gifford,  formerly  with  the  George  McLagan  Furniture  Co. 


NEW  STORE  BUILDING  IN  SASKATOON. 

Excavations  have  been  commenced  near  the  corner 
of  2nd  Avenue  and  24th  Street,  Saskatoon,  for  what 
will  be  the  largest  and  finest  furniture  store  in  West- 
ern Canada.  The  new  structure  is  being  built  by  the 
Cope  Furniture  Company,  which  is  expending  a  large 
sum  of  money  in  fitting  up  an  establishment  which 
will  rank  among  the  finest  in  Canada.  It  is  doubtful  if 
there  are  any  in  Canada  of  the  kind  which  will  sur- 
pass it,  and  certainly  none  in  the  west.  The  exterior 
design  of  the  building  is  to  be  very  beautiful,  and  the 
pattern  is  after  one  of  the  largest  stores  of  its  kind 
in  Philadelphia.  It  is  set  off'  by  columns,  and  will  look 
much  more  like  a  fine  public  building  than  a  place  of 
business.  The  interior  is  to  be  very  elaborate,  and 
made  into  large  and  luxuriously  fitted  lounging  rooms, 
art  gallery,  balconies,  and  many  other  attractive  fea- 
tures. The  structure  will  be  practically  three  storeys, 
as  owing  to  the  arrangement  of  basement  and  first 
floor  that  number  is  provided.  The  frontage  will  be 
50  feet,  and  the  structure  will  run  back  almost  the 
full  size  of  the  lot. 

It  is  the  intention  of  the  Cope  Furnishing  Company 
to  carry  the  excavations  forward  this  year  and  get  the 
footings  set,  if  possible,  before  the  winter  sets  in.  Ma- 
terial will  be  ordered  during  the  winter,  and  opera- 
tions commenced  early  in  the  spring.  It  is  expected 
that  the  building  will  be  occupied  by  July  of  next 
vear. 


The  finest  demonstration  of  business  ability  is  for 
a  dealer  to  know  how  much  he  should  buy  and  how 
much  he  should  not  buy. 
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Knobs  of  News 


C.  W.  Garnum,  of  Minneapolis,  Minn.,  has  started 
in  the  furniture  business  at  Moose  Jaw,  Sask.  Mr. 
Garnum  intends  selling  only  American-made  furniture, 
but  will  sell  Canadian-made  beds  and  bedding. 

J.  H.  Johnstone,  Regina,  Sask.,  is  moving  into  more 
commodious  premises.  He  reports  increased  business 
in  all  lines  of  furniture. 

Needham  &  Co.,  Saskatoon,  Sask.,  have  started  in 
the  furniture  business  in  that  city. 

McMillan  &  Co.,  Saskatoon,  Sask.,  are  building  a 
large  departmental  store  in  that  city.  It  will  be  a 
five-storey  building  and  the  top  flat  will  be  used  for 
a  furniture  department. 

J.  F.  Cairns  &  Co.,  Saskatoon,  Sask.,  will  shortly 
open  their  new  five-storey  department  store,  and  a 
furniture  department  will  be  started. 

McKinnon's,  Limited,  "Weyburn,  Sask.,  have  erected 
a  large  three-storey  department  store.  The  top  flat 
will  be  used  for  their  new  furniture  department. 

Bergyle  and  Kusch,  Regina,  Sask.,  have  built  a  large 
departmental  store.  The  top  flat  will  be  used  for 
furniture,  and  Mr.  Waggonest,  who  is  well  known  to 
the  furniture  trade,  will  be  in  charge  of  this  depart- 
ment. 

R.  Tunnah,  Rosthern,  Sask.,  has  started  in  the  furni- 
ture business. 

I.  G.  Crossley,  Saltcoats,  Sask.,  has  added  furniture 
to  his  hardware  and  undertaking  business. 

Harry  Bedford,  junior  partner  in  the  firm  of  Vin- 
cent McPherson,  Brandon,  Man.,  was  recently  married. 
His  many  friends  are  extending  him  every  good  wish, 
in  which  The  Furniture  World  joins. 

The  Reliable  Bedding  Co.,  Limited,  Weston,  Ont., 
has  been  granted  Provincial  charter.  They  will  manu- 
facturer a  complete  line  of  beds  and  bedding. 

The  Fleury  Furniture  Co.  has  started  in  Montreal. 

J.  M.  Simpson  &  Son  have  purchased  the  furniture 
and  butcher  business  of  the  estate  of  S.  Fairbairn,  at 
Minnedosa,  Man. 

Leach  &  Malcom,  furniture  dealers  and  undertak- 
ers, Pembroke,  Ont.,  are  dissolving  partnership.  M. 
B.  Malcom  will  continue. 

Hayton  &  Johnson  have  succeeded  Wm.  Johnson  in 
the  furniture  and  hardware  business  at  Vancouver, 
B.€. 

The  McKellar  Bedding  Co.,  Fort  William,  Ont.,  have 
obtained  charter. 

James  W.  Callaghan,  who  for  some  time  has  been  in 
the  furniture,  undertaking  and  livery  business  at  Som- 
bra,  Ont.,  has  sold  out. 

The  name  of  the  Saskatoon  Tent  &  Mattress  Co., 
Saskatoon,  Sask.,  is  to  be  changed  to  Stamco,  Limited. 

The  stock  of  Chas.  A.  Bull  &  Co.,  Cowansville,  Que., 
has  been  sold. 

R.  Stern  has  opened  a  furniture  store  at  Winnipeg. 

The  Nelan  Furniture  Co.,  has  opened  a  store  in  Sas- 
katoon, Sask. 

The  United  States  during  the  last  fiscal  year  ex- 
ported $6,231,000  worth  of  wood  furniture  and  $664,- 
447  worth  of  metal  furniture. 

A.  Davidson,  Forward,  Sask.,  has  sold  his  furniture 


and  hardware  business  to  W.  H.  Vernon.  He  will  in 
future  confine  his  efforts  to  the  implement  business. 

L.  Bourbeau  has  opened  a  furniture  store  at  Edmon- 
ton, Alta. 

R.  Vasin  has  opened  a  furniture  store  at  Athabasca 
Landing,  Alta. 

John  Chamberlain,  funeral  director,  St.  John,  N.B., 
is  erecting  a  casket  warehouse,  3  storeys  high,  con- 
crete foimdation  and  frame  construction. 

J.  R.  Butler,  furniture  dealer,  Victoria,  B.C.,  has 
been  forced  to  move  from  his  premises  on  Pandora 
Street,  to  make  room  for  civic  improvements. 

The  Wilson  Furniture  Co.,  Lethbridge,  Alta.,  are 
now  in  their  new  store. 

The  Dominion  Furniture  Co.  is  about  to  open  a  new 
store  at  Moose  jaw,  Sask. 

The  name  of  the  Hatchings  Furniture  Co.,  Vancouver, 
B.C.,  has  been  changed  to  Baxter  &  Wright.  Both  these 
gentlemen  have  been  connected  with  the  business  for 
some  time. 

The  Hanbury  Mfg.  Co.,  Brandon,  Man.,  makers  of 
office  furniture  and  fittings,  will  increase  the  capacity  of 
their  plant. 

A  by-law  granting  exemption  from  taxation  to  Leggatt 
&  Piatt,  Windsor,  Ont.,  was  passed  by  a  substantial 
majority  on  Oct.  31. 

The  Nelon  Co.  has  opened  a  store  in  Saskatoon,  Sask, 

I.  G.  Crossley  is  building  a  new  store  at  Saltcoats,  Sask. 

F.  W.  Hart,  proprietor  of  The  Big  Furniture  Store, 
Prince  Rupert,  B.C.,  will  erect  a  new  store. 

A  Mr.  Irving  will  succeed  H.  E.  Chaplin  in  the  furni- 
ture and  hardware  business  at  Calgary. 

Among  the  buyers  registered  at  the  recent  meeting  of 
the  New  York  Furniture  Exchange  was  the  representative 
of  Goodwin's  Limited,  Montreal. 

Hayton  &  Johnston  have  succeeded  W.  Johnson,  Van- 
couver, B.C. 

Trenholm  &  Edmondson  have  opened  a  store  at  New 
Westminster,  B.C. 

The  Strathroy  Furniture  Co.,  have  installed  a  $10,000 
sprinkling  plant. 

Although  no  definite  assurance  has  come  direct  from  the 
management,  it  is  rumoured  that  the  Dymond-Colonial 
Co.  will  erect  another  big  building  for  their  upholstering 
department.  This  department  is  at  present  located  in  an 
old  church. 

The  Dominion  Furniture  Co.,  which  recently  secured 
a  site  in  Moosejaw,  Sask.,  held  its  formal  opening  on 
Nov.  2.  This  concern  has  an  excellent  building  and 
is  carrying  one  of  the  largest  and  finest  stocks  in  the 
Canadian  West.  Mr.  Garnum,  the  manager  of  the 
concern,  was  for  several  years  buyer  and  general  man- 
ager of  the  New  England  Furniture  &  Carpet  Co., 
Minneapolis,  one  of  the  largest  retail  establishments 
in  the  United  States. 


OPENINGS  FOR  FURNITURE  DEALERS  AND 
UNDERTAKERS. 

There  are  openings  for  furniture  stores  in  the  fol- 
lowing towns  in  Saskatchewan :  Meacham,  Melville, 
Talmage,  Young,  and  in  the  following  towns  in  Al- 
berta: Bashaw,  Ilolden,  Kinginan,  Mirror  and  Waba- 
mum. 

Saskatchewan  also  wants  furnitvire  factories  in  the 
following  places:  Cudworth,  Darniody,  Forgray,  Lins- 
trom,  Rowletta  and  Stony  Beach.  Edmonton,  Alta., 
also  has  an  opening  for  a  furniture  manufacturer. 

The  Secretary  of  the  Board  of  Trade,  or  the  mayor 
of  each  town  will  give  further  information. 
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Iron  Bed  No.  855X 
Made  in  4  ft.  and  4  ft.  6  in. 
List  Price  $11.20 


You  Will  Not  Find  Anything  Freakish 
in  the  Designs  of  Ontario  Iron  Beds 

The  aim  of  our  desig-ners  is  to  produce  modest  3-et  eieg^ant  styles 
which  appeal  to  people  of  g-ood  taste — styles  which  the  eye 
never  tires  of. 

Ontario  Beds  whether  cheap  or  high-priced  are  strong  and  well 
finished  and  a  credit  to  the  dealer  that  sells  them. 


The 


Write  for  Complete  Catalog 


Ontario  Spring  Bed  and  Mattress  Co.,  Limited 

The  Largest  Bedding  House  in  Canada 

London  -  -  Ontario 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the  - 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH       ::  ONTARIO 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing' plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  furn- 
shed. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  x  27  inches;  Height  of  Truck— 1 4|  inches;  Centre  Wheel— 
14  inches  diameter;  Front  Wheel— 65  inches  diameter;  \i  inch  Steel  Axle, 
turned ;  Wheels  Bored.  _ 
Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides.  Stakes  and  Platform, 
hardwood.  Weight,  1 50  lbs. 


Write  Us  for 
Prices 

W.  I.  Kemp 

Co.,  Limited 

Stratford  Ontario 


Trucks  furnished 

complete 
or  with  castings 
of  steel  parts. 


Colt's  Quick  Acting  Clamps 


Atk  for  Catalouge  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Lindermanized  Glue  Joints 

means  Economy,  Strength  and  Durability 

The  Taper  Lock  Joint  made  on  the 
Linderman  Automatic  Dovetail  Glue  Jointer 


Note: — how  loosely  the  joints  starts,  1/32"  apart,  allowing  ample  room  for 
carrying  the  glue  into  the  joint.  Three  of  four  inches  from  the  end  of  the 
piece  the  Taper  Wedge  draws  the  pieces  quickly  together,  making  an  air 
tight  joint  the  entire  length  of  the  piece,  and  at  the  same  time  impi-json- 
ing  the  glue  in  the  dovetail,  forcing  it  into  the  pores  of  the  wood,  and 
into  every  crevice,  thereby  welding  the  pieces  together  into  a  perpetual 
lock  joint. 

One  operation  cuts  the  dovetail,  spreads  the  glue,  slides  the  pieces  to- 
gether, and  delivers  them  to  the  operator  in  one  piece,  avoiding  sev- 
eral operations,  much  handling,  effecting  a  saving  of  4/5  of  your 
present  cost. 

CANADIAN  LINDERMAN  CO.,  LTD. 

MUSKEGON,  MICH. 


WORKS  AT- 


WOODSTOCK,  ONT. 
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No.  640 


This  Handsome  Draped  Casket 
is  one  of  Our  Latest  Designs 

We  would  recommend  the  trade  to  keep  one  in  stock  as  it  is  imposs- 
ible to  see  the  beauties  of  this  Casket  by  photo  or  cut.  The  heavy 
moulding  and  massive  plates  make  this  Casket  a  vs^inner.  It  has  five- 
fold drapery,  heavy  chenille  fringe  and  tassels,  and  is  covered  with 
best  British  black  broad  cloth. 

Our  Beaver  Brand  Steel  Handles  are  guaranteed  to  carry  any  weight 
that  six  pall-bearers  can  lift.  Why  run  the  risk  of  accidents  ?  Every 
funeral  director  should  carry  a  set  of  these  Handles  in  stock  for  extra 
size  cases.  The  new  Ebonet  finish  is  having  a  great  sale,  try  a  set. 
Ask  our  traveller  to  show  you  photos  and  samples  of  this  finish. 

It  is  a  recognized  fact  that  we  make  the  largest  range  and  most  up-to- 
date  designs  of  Ladies'  Shrouds,  Gents'  Suits  and  Linings  of  any  in 
the  trade.  We  have  a  lot  of  new  designs  of  Ladies'  Shrouds  ready 
for  photographing  which  will  be  in  the  hands  of  our  travellers  by 
December  1st. 


The  Semmens  &  Evel  Casket  Co,,  Limited 

Phone  517  Hamilton  and  Winnipeg 

All  Hours — Day  and  Night  Canada 


Undertakers'  Department 


Problems  affecting  the  Undertal^ing  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — news  of  the  profession  throughout  Canada. 


Permanent  Preservation 

By  Prof  H.  S.  Eckels 

The  undertaker  who  closes  the  casket  before  the 
funeral  makes  a  confession  of  either  his  lack  of  care 
or  his  deficiency  in  skill,  which,  in  either  event,  is  a 
totally  unnecessary  blot  upon  his  reputation. 

It  is  possible  not  only  to  embalm  temporarily  but 
to  permanently  preserve  nine  hundred  and  ninety-nine 
out  of  every  thousand  bodies  which  come  into  your 
hands.  About  the  only  exceptions  which  would  occur 
are  those  where  the  body  is  terribly  decomposed  before 
it  reaches  the  hands  of  the  undertaker,  or  where  it  has 
been  thoroughly  mangled  and  the  circulation  complete- 
ly destroyed. 

In  a  normal  case,  where  the  embalmer  has  been  able 
to  begin  his  work  within,  let  us  say  twenty-four  hours 
of  the  time  of  death,  the  case  presents  no  difficulties 
at  all,  no  matter  what  the  cause  of  death.  It  is  simply 
a  matter  of  knowing  how. 

Permanent  preserving  is  merely  a  matter  of  equaliz- 
ing the  fluid  distribution.  Embalm  the  body  scienti- 
cally  on  the  first  call  to  secure  cosmetic  effect  and  in 
due  season  re-inject  a  proper  fluid  by  a  proper  method, 
and  you  never  need  close  the  casket  in  the  face  of 
relatives  and  friends. 

Too  often  bodies  which  have  seemed  to  be  well  in- 
jected at  the  time  of  embalming  turn  oxit  bad  by  the 
time  of  the  funeral.  Probably  too  little  fluid  was  used 
in  but  one  injection,  and  because  the  corpse  had  looked 
natural  for  two  or  three  days  the  embalmer  had  con- 
cluded that  the  work  had  been  done  perfectly.  Shortly 
before  or  on  the  day  of  the  interment,  his  surprise  at 
discovering  that  the  body  is  not  keeping  perfectly,  or 
that  discojorations  have  appeared  on  the  face  and 
hands,  is  so  great  that  he  is  unmanned  and  does  not 
attempt  to  secure  good  preservation.  If  this  very  same 
embalmer  was  to  see  such  a  case  in  the  hands  of  his 
competitor,  he  would  criticize  him  severely  for  not  re- 
injef^ting  the  body  the  moment  he  discovered  that  the 
first  injection  was  not  wholly  satisfactory.  In  the  event 
that  the  same  embalmer  was  called  in  to  look  at  some- 
one ease's  case,  the  first  thing  that  he  would  do  would 
be  to  re-inject  it. 

A  Fatal  Mistake. 

A. 

Some  of  the  very  best  emb aimers  make  the  fatal 
mistake  of  concluding  that  an  embalmed  body  which 
has  received  one  injection  should  keep  forever.  In 
the  event  that  it  does  not,  he  at  once  believes  that 
some  untoward  condition  of  the  body,  due  to  some  cer- 
tain kind  of  illness,  has  prevented  a  perfect  preserva- 
t-on.  or  else  that  the  circulation  was  ruptured  at  the 
tVe  of  the  first  injection. 

Therefore,  in  his  difficultv  and  perplexity  it  does  not 
ocnr  to  him  that  he  should  give  a  second  injection 
should  he  discover  on  the  day  of,  or  the  day  before  the 
funeral,  that  some  parts  of  the  body  are  not  keeping 


I  have  said  that  re-injection  is  the  secret  of  Preser- 
vation. Perhaps  it  would  be  well  to  qualify  this  by 
saying  that  proper  injection  of  a  proper  embalming 
fluid,  followed  by  a  scientific  re-injection  of  a  suitable 
fluid,  forms  the  sum  and  substance  of  Permanent  Pre- 
servation. Of  recent  years,  and  especially  quite  lately, 
the  so-called  Italian  method  has  been  widely  exploited. 
It  has  its  merits,  but  it  also  has  its  very  serious  faults. 
Re-injection  here  is  also  one  of  the  secrets  of  this  so- 
called  Eternal  Process. 

Unfortunately,  however,  by  the  Italian  method  the 
first  injection  is  not  without  objections.  The  instru- 
ments used  almost  never  are  suitable  for  our  purposes, 
and  the  fluid  is  one  with  which  cosmetic  effect  is  an 
absolute  impossibility. 

Becomes  Panic-Stricken. 

But  to  return  to  the  ordinary  case  where  the  startled 
undertaker  decides  in  his  panic  to  face  failure  and 
screw  down  the  lid  of  the  casket. 

Analyzing  the  conclusions  of  these  old-time  embalm- 
ers,  which  so  often  cause  them  to  form  very  set  opin- 
ions in  this  matter,  the  deduction  is  that  they  have  on 
one  or  more  occasions  made  re-injection  without  secur- 
ing the  good  results  which  such  re-injection  should  pro- 
duce. But  there  is  an  easy  way  out  of  it  which  I  shall 
detail  later  in  this  article.  The  reason  that  they  have 
not  had  good  results  at  the  second  injection  was  that 
at  the  time  the  first  injection  was  made  they  used  the 
sharp-pointed  trocar  too  freely  and  necessarily  at  ram- 
dom  to  aspirate  the  gases,  and  injected  the  fluid  into 
the  cavities,  puncturing  both  arteries  and  veins,  there- 
by destroying  the  circulation.  As  a  result,  at  the  time 
of  their  second  injection,  thev  pumped  into  ruptured 
blood  vessels,  which  allowed  the  fluid  to  leak  out  into 
the  cavities.  No  good  possibly  could  be  expected  un- 
der these  circumstances  from  a  second  injection  through 
the  same  arteries  which  were  used  originally. 

The  circulation  of  embalming  fluid  when  the  corpse 
has  been  dead  several  hours  never  can  be  expected  to 
equal  the  circulation  of  the  blood  in  life.  It  does  not 
take  very  much  to  interfere  with  the  blood  circnlation 
in  life.  This  is  apparent  when  either  an  arm  or  a  leg 
remains  in  a  certain  position  for  a  little  while,  and.  as 
a  result,  the  hands  or  feet  "go  to  sleep."  In  this  com- 
mon phenomena,  the  blood  circulation  merely  is  shut 
off  to  a  sufficient  extent  to  cause  the  part  to  become 
numb  when  the  pressure  is  released  and  the  blond  be- 
gins to  circulate  again,  and  a  tingling  sensation  is  felt 
as  the  tardy  thickened  blood  is  forced  from  the  capil- 
laries bv  fresh  arterial  blood,  Avhich  is  pressing  behind 
in  an  effort  to  circulate  through  these  tiny  blood  ves- 
sels. 

Exception  Makes  Impression, 

We  seldom  think  about  this  tardy  circulation  existing 
in  nearly  every  dead  bodv  that  is  embalmed,  and  we 
would  be  surprised  if,  after  injecting  half  a  gallon  or 
more  of  embalming  fluid,  some  one  should  tell  ns  that 
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Evel  Quality  Caskets 

are  all  the  name  implies 


No.  418  "C"  Panel  Shrine 


Design  16D40 


OUR  "C"  shrines  are  made  to  work  automatically.    The  sides  control  the 
action  of  the  roll  end,  which  is  thrown  out  or  tightly  closed  when  the  sides 
are  lowered  or  raised.    There  is  no  chance  for  confusion  or  delay  when 
closing  the  casket  at  the  final  moment,  and  any  feature  which  helps  to  make  your 
work  run  smoothly  cannot  fail  to  be  of  advantage  to  you. 

The  shrine  is  made  out  of  a  very  nice  quality  of  Swiss  silk,  and  honeycombed, 
on  the  bias,  by  hand.  This  biased  honeycombing  costs  us  more  than  if  we  did  it 
in  the  regular  way,  but  we  succeed  in  giving  you  work  that  will  not  crush  or  pull 
out  of  place.     It  always  looks  as  if  it  had  just  left  the  factory. 

The  shrine  is  formed  by  cutting  the  top  mould.  All  you  have  to  do  when 
trimming  is  to  lift  the  top  off  the  same  as  you  would  an  ordinary  casket.  You 
will  find  it  very  easy  to  handle. 

All  hinges  used  are  of  brass.  They  are  very  thin  and  neat,  thus  doing  away 
with  any  unsightly  bulges  in  the  cloth. 

We  are  selling  a  great  many  of  these  caskets,  and  if  you  have  not  already 
used  them  we  can  honestly  recommend  them  to  you  as  being  of  exceptional  value. 
"QUALITY"  above  every  other  consideration  is  our  aim,  and  we  certainly  give 
it  to  you  in  this  style  of  casket. 

The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 

Hamilton  -  -  Canada 


Trade  Mark 
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perfect  capillary  ciiculation  throughout  all  parts  of 
the  body  had  not  been  obtained. 

Becaiise  so  many  bodies  thus  embalmed  keep  satis- 
factorily until  the*  day  of  the  funeral,  our  surprise  is 
so  much  greater  when  it  happeii.s  that  we  have  a  corpse 
that  does  not  keep  perfectly.  However,  it  is  the  ex- 
ception in  embalming  that  makes  the  biggest  impres- 
sion upon  our  minds,  and  it  is  only  after  some  fifteen 
years'  experience,  during  which  time  I  have  gone  al- 
most daily  to  visit  and  fix  iip  such  special  cases,  that 
I  have  assurance  enough  to  write  \vpon  the  subject  of 
"closing  the  ca.sket  being  needless." 

Of  course,  the  majority  of  such  cases  could  be  read- 
ily fixed  up  by  arterial*  injection,  had  the  embalmer 
only  done  the  necessary  arterial  work  at  the  first  in- 
jection and  either  not  used  the  trocar  at  all,  or  else 
used  a  blunt  cavity  drain  tube  to  aspirate  the  gases 
from  the  abdominal  cavity,  and  also  used  this  same  in- 
strument to  inject  the  fluid  there. 

Trocar  Sometimes  Useful. 

I  do  not  decry  the  use  of  the  trocar  to  aspirate  gases 
and  to  give  cavity  injection  whenever  the  gases  are  in 
abundance,  nor  in  those  cases  Avhere  sufficient  fluid  has 
not  been  injected  into  the  arteries.  Under  such  cir- 
cumstances I  always  advocate  the  use  of  the  trocar, 
the  bhtnt  one  when  satisfactory  work  can  be  done  with 
it,  and  the  sharp-pointed  trocar  Avhen  the  blunt  one 
does  not  prove  satisfactory.  But  what  does  seem  wrong 
to  me,  and  I  have  had  the  support  of  a  fair  proportion 
of  the  good  embalmers,  is  to  use  a  sharp  trocar  in  those 
cases  where  the  gases  are  not  found  in  abundance  and 
when  the  body  has  been  thoroughly  arteriall.v  embalmed. 
In  the  first  place,  under  such  conditions,  it  is  unneces- 
sary work.  It  is  like  burning  the  bridges  after  you 
just  because  you  have  crossed  them.  And  in  embalm- 
ing vre  do  not  always  know  that  we  will  not  need  to 
go  back  over  our  tracks. 

Now.  let  us  follow  the  work  of  embalming  an  ordi- 
nary, natural  case  from  the  first  call  until  the  time  of 
the  funeral.  Let  us  see  how  permanent  preservation 
can  be  secured  and  yet  the  very  best  cosmetic  effect 
obtained. 

Permanent  preservation  itself  presents  no  great  diffi- 
culties. Probably  every  undertaker  realizes  that  if  the 
tissues  can  be  thoroughly  saturated  by  a  good  embalm- 
ing fluid  that  the  body  will  keep  indefinitely.  There 
is.  however,  much  room  for  mistake  as  to  the  selection 
of  the  fluid,  as  well  as  to  the  manner  of  its  injection. 

Another  point,  and  a  most  vital  one,  is  that  a  mere 
saturation  of  the  tissues  will  not,  and  cannot  assure  the 
undertaker  of  a  good  cosmetic  effect.  Yet  cosmetic 
effect  and  permanent  preservation,  by  methods  Avhich 
I  shall  outline,  are  perfectly  harmoniou.s — so  harmon- 
ious in  fact  that  it  is  almost  impossible  to  secure  the 
one  without  also  producing  the  other.  But,  as  I  have 
said,  let  us  take  a  perfectly  normal  case  and  see  how 
these  two — cosmetic  effect  and  permanent  preservation 
— go  hand  in  hand. 

Cosmetic  Effect  First. 

At  the  first  call  the  embalmer  should  forget  preser- 
vation entirely.  Co.smetic  effect  should  be  his  first  aim. 
Yet.  of  course,  he  should  do  nothing  to  interfere  with 
preservation  when  the  time  comes  to  attend  to  that  all 
important  detail.  Many  an  undertaker  scoff's  when  we 
talk  cosmetic  effect,  yet  cosmetic  effect  is.  after  all, 
what  friends  and  relatives  most  appreciate.  It  is  cos- 
metic effect  which  spreads  the  fame  of  the  embalmer 
and  builds  up  his  business.  There  is  an  old  saying  to 
the  effect  that  you  can  preserve  a  body  with  common 


salt,  but  to  make  it  look  natural  you  must  mix  your 
fluid  with  brains. 

Every  experienced  embalmer  knows  that  a  body 
looks  at  its  best  long  before  complete  preservation  is 
assured.  In  other  words,  when  the  body  has  assumed 
its  most  natural  state  the  embalmer 's  work  has  scarce- 
ly begun.  He  also  should  know  that  the  longer  there- 
after he  continues  to  inject  fluid  in  an  effort  to  secure 
preservation,  the  more  apt  he  is  to  bring  about  a  ser- 
ious condition  of  affairs  as  far  as  cosmetic  effect  is  con- 
cerned, especially  if  raw  formaldehyde  fliiids  are  used. 

"When  we  have  injected  much  less  than  a  sufficient 
amount  of  fluid,  therefore,  the  cosmetic  effect  is  best. 

Delaying  Cosmetic  Perfection. 

Yet,  it  is  qiiite  possible  with  certain  chemicals  to 
Avithhold  the  cosmetic  effect  until  it  is  thoroughly  set 
and  then  go  on  and  secure  permanent  preservation. 

How? 

By  injecting  at  the  first  call  only  sufficient  fluid  to 
bring  the  face  to  its  highest  standard  as  far  as  appear- 
ance is  concerned:  then  stop! 

But.  let  me  pause  for  a  moment  and  talk  about  how 
the  fluid  should  be  injected  to  seeiire  this  highest  pos- 
sible cosmetic  standard. 

Blood  is  the  enemy  of  cosmetic  appearance.  Some 
of  it  we  can  drain  from  those  parts  of  the  body  which 
we  wish  to  beautify.  Since  all  of  the  blood  vessels 
which  drain  the  face  and  hands  empty  into  the  super- 
ior vena  cava,  it  is  obvious  that  if  we  wish  to  get  rid 
of  that  particular  portion  of  the  blood  we  .should  go 
to  the  superior  vena  cava  itself  to  obtain  it.  It  might 
be  possible  to  drain  some  blood  from  the  inferior  vena 
cava,  but  this  would  come  from  the  trunk  of  the  body 
and  the  lower  limbs,  places  where  cosmetic  effect  is  a 
matter  of  indifference,  since  they  are  completely  cov- 
ered by  clothing  as  the  body  lies  in  the  casket. 

But  how  may  blood  best  be  drained  from  the  super- 
ior vena  cava?  I  feel  sure  that  no  one  who  ever  has 
used  them  as  they  should  be  used  will  question  the  fact 
that  the  best  possible  way  to  secure  the  greatest  pos- 
sible amount  of  blood  from  the  superior  vena  cava  is  to 
drain  it  through  the  Genunsr-Eckels  axillary  draining 
tubes.  They  are  entered  throusrh  an  incision  in  the  arm 
pit,  passed  through  the  axillarv  and  the  siibclavian 
veins  and  past  the  only  valve  in  the  inominate  vein, 
thus  reaching  the  superior  vena  cava  itself. 

f  To  be  Continued ) 


FUNERAL  OF  WR.ECK  VICTIMS. 

The  fimeral  of  Privates  'Mn'-dock  and  Baunnntvrie. 
the  two  members  of  the  Toronto  4Sth  Hichlnnders 
'vho  were  killed  in  the  wreck  at  Streetsville.  Out  .  on 
Thanksgiving  Day.  was  conducted  by  the  F.  TT.  ^Fatt- 
'<ews  Burial  Co.  It  wa.s  probablv  one  of  the  largest 
.r'nnerals  ever  conducted  in  Canada 

The  caskets  used  were  of  solid  mahogany,  round 
I'nds.  On  account  of  the  fact  that  Toronto  possesses 
onlv  one  gun  carriage  fitted  up  to  carrv  a  casket,  the 
bodies  were  conveyed  to  Mount  Pleasant  Cemetery  in 
two  hearses. 

When  ]\rr.  Matthews  got  the  remains  they  were  in 
nretty  bad  condition.  Oiu^  of  the  deceased  had  suffered 
a  broken  neck,  althonerh  the  primary  cause  of  death 
was  suffocation.  The  faces  were  bloated  and  had  be- 
come black  and  red.  and  much  work  was  necessarv 
to  produce  a  srood  appearance  around  the  head.  Then, 
too,  both  bodies  were  badlv  crushed.  The  skill  of 
the  embalmer  was  .shown  in  the  good  appearance  the 
bodies  presented  Avhen  in  the  caskets. 
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THE  GLOBE  CASKET  CO. 

LONDON,            -:-  CANADA 

Manufacturers  of 

FINE 

BURIAL 

CASKETS 

CASKET 
HARDWARE 

BURIAL 
ROBES 

LININGS,  ETC. 

UNDERTAKERS' 
SUNDRIES 
EMBALMING 
FLUIDS  AND 
INSTRUMENTS 

Is  it  worth  anything  to  you  to  feel  when 
you  have  given  your  order,  that  it  will  be 
promptly  filled  with  goods  which  are  well 
manufactured  and  perfectly  finished? 

If  so,  send  your  orders  to  us  and  we  wall 
guarantee  perfect  satisfaction. 

Express  orders  have  special  attention  day 
or  night. 

HIGH  GRADE  CASKETS 

Simplicity,  beauty  and  superior  workmanship,  with  the  best  of 
materials  characterize  our  manufactured  products. 

Individual  care,  prompt  shipment,  efficient  and  courteous  atten- 
tion are  accorded  your  orders. 

These  facts  ensure  satisfaction  hence  your  interests  are  well 
served. 

Many  successful  undertakers  realize  these  statements  are  true 
but  we  desire  to  prove  to  others  that  our  claims  are  justified. 

Let  us  have  your  orders.  Large  stock,  full  assort- 
ment of  sundries,   splendid  shipping  facilities. 

JAMES  S.  ELLIOTT  &  SON 

Prescott  Ontario 
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Serious  Charge  Against  Undertaker 

A.  W.  Miles,  funeral  director,  Toronto,  has  been  com- 
mitted for  trial  on  a  charge  of  offering  indignities  to 
a  dead  body.  The  charges  are  that  when  the  body 
was  taken  to  the  cemetery,  it  was  found  that  the  shell 
was  too  small  and  it  is  alleged  that  Mr.  Miles  knocked 
the  end  out  to  permit  of  the  coffin  being  placed  there- 
in. The  casket  was  left  above  ground  after  the  mourn- 
ers had  left  and  it  i.s  said  that  curious  onlookers  were 
permitted  to  lift  the  lid  of  the  coffin  and  view  the  re- 
mains. It  was  further  alleged  that  certain  clothing 
belonging  to  the  dead  man  had  been  removed  and  car- 
ried away  by  the  undertaker's  assistants. 

It  is  only  fair  that  both  sides  of  the  case  should  be 
known,  so  Mr.  Miles'  story,  as  told  to  The  Furniture 
World  and  The  Undertaker,  is  here  given. 

"The  name  of  the  gentleman  who  died  was  Brown. 
I  was  called  by  his  family  about  3  o'clock  on  a  Satur- 
day morning,  and  myself  and  one  of  my  assistants 
went  up  to  the  house.  The  man  had  died  in  one  part 
of  the  house  and  we  removed  his  body  to  another, 
prepared  it  in  the  proper  way  and  asked  the  family 
for  a  clean  night  robe  to  replace  two  undershirts  he 
was  wearing  at  the  time  of  death.  At  this  time,  my 
present  new  building  was  under  construction,  and  I 
did  not  have  a  stock  of  caskets,  so  asked  the  people 
to  select  one  from  a  catalogue  I  had.  I  then  got  the 
partiiulars  of  the  death  notice  for  insertion  in  the 
papers,  and  left  the  house  about  5  o'clock.  The  next 
morning  I  sent  three  of  my  assistants  in  charge  of  W. 
S.  Eddington.  One  of  the  men  was  a  new  fellow  I 
had  .just  hired.  They  embalmed  the  body  arterially, 
using  the  femeral  artery.  I  drove  over  later  in  the 
morning  and  found  my  men  just  coming  away.  I 
went  in  and  took  the  family  in  to  see  the  deceased. 
They  thought  he  looked  well.  On  Sunday  and  Mon- 
day he  looked  perfect.  The  family  requested  me  to 
leave  the  casket  so  as  it  could  be  opened  at  the  ceme- 
tery as.  they  stated,  there  would  be  people  up  there 
who  could  not  come  to  the  house.  I  granted  this  and 
when  the  body  was  viewed  at  the  grave  it  looked  per- 
fect, showing  that  the  work  was  well  done. 

"Now,  here  is  where  the  mistake  came  in.  Mr. 
Brown  was  a  very  tall  man  and  we  used  a  six-foot- 
three  casket.  T  had  another  funeral  in  the  same  ceme- 
tery on  the  same  day,  which  required  a  six-foot  cas- 
ket. When  the  shells  arrived  at  the  cemetery,  Mr. 
Ford,  the  superintendent,  phoned  me  to  find  out  which 
grave  required  the  larger  casket,  I  told  him.  but,  in 
some  way,  his  men  must  have  got  them  mixed,  for 
when  my  assistants  got  to  the  cemetery,  they  found 
a  shell  belonging  to  another  undertaker  on  our  grave. 
When  the  casket  was  about  to  be  put  in  the  shell,  it 
was  found  that  it  was  too  large.  The  lid  would  not  go 
in.  Mr.  Eddington,  who  was  in  charge,  told  the  clergy- 
man to  go  on  with  the  service  and  he  would  correct 
the  error  after  the  mourners  had  left.  This  the  fam- 
ily consented  to  do.  Tie  did  not,  however,  say  how 
he  would  fix  it. 

"By  the  time  this  service  was  over  our  other  fun- 
eral had  entered  the  cemetery.  Mr.  Eddington  went 
over  to  attend  to  this  second  funeral  and  this  left  the 
casket  at  the  first  standing  on  top  for  about  ten  min- 
utes. 

"When  Mr.  Eddington  ;canie  back  he  pressed  the 
end  of  the  .shell  down  about  four  inches  and  the  cas- 
ket went  in.  The  body  was  then  lowered  into  the 
grave. 

"Two  women  were  sitting  nearby  and  Mi\  Edding- 


ton asked  them  if  they  would  kindly  move.  They 
replied  they  would  not  as  they  owned  the  plot  next  to 
the  one  he  was  at.  The  next  day  they  came  down  to 
Mr.  Brown's  family  and  told  them  that  Mr.  Edding- 
ton had  left  the  body  exposed  where  curious  persons 
could  look  at  it.  Brown's  family  then  came  over  to 
see  me.  When  I  heard  it,  I  told  them  I  was  sorry, 
that  I  had  told  the  superintendent  where  the  large 
shell  was  for,  and  that,  if  they  wished  it,  I  would  ex- 
hume the  body  the  next  day  and  put  it  in  a  larger 
shell.  They  said  they  would  like  this  done  and  that 
3  o'clock  next  afternoon  would  suit  them.  I  sent  my 
assistants  up  and  they  brought  the  body  up.  The  de- 
ceased man's  relatives  wanted  to  look  at  the  body  so 
they  opened  the  casket.  They  also  opened  his  coat 
and  vest  and  found  that  there  was  no  underwear  on 
the  body.  They  looked  at  the  foot  and  found  a  pad 
there.  This  pad  consisted  of  the  two  undershirts  I 
had  removed,  around  which  a  clean  toAvel  was  wrap- 
ped. 

"They  then  came  down  to  me  and  told  me  of  the 
pad  that  was  in  the  casket  and  asked  what  it  was  for. 
Now,  the  place  where  the  man  died  is  located  over  a 
store.  Naturally,  the  body  had  to  be  brought  down 
stairs.  The  pad  was  put  in  to  prevent  the  body  slip- 
ping while  being  taken  down  to  the  street.  Then  they 
complained  of  the  absence  of  underAvear  on  the  body 
and  wanted  an  explanation.  I  told  them  this  was 
news  to  me  and  asked  them  if  they  were  sure  they 
had  laid  any  garments  out  where  my  men  could  get 
at  them.  They  informed  me  that  they  had,  so  I  told 
them  I  would  closely  qiiestion  Mr.  Eddington  and  the 
assistant.  These  latter  were  out  at  the  time,  but  as 
soon  as  they  got  back  I  asked  Mr.  Eddington  about 
the  matter,  and  he  said  he  did  not  know  anything 
about  it.  I  then  questioned  the  assistant  and  he  told 
me  that  he  had  not  noticed  the  underwear  Avhile  dress- 
ing the  body,  but  came  across  it  in  his  embalming  kit 
when  he  got  back  to  the  office.  In  explanation,  he 
said  that  he  must  have  picked  it  iip  alonsf  with  some 
absorbent  cotton  and  put  it  in  the  kit.  When  T  asked 
him  where  the  underwear  M^as  then,  he  stated  it  was 
at  his  home.  I  was  astonished  and  accused  him  of 
stealing  the  garments.  I  asked  him  why  he  had  taken 
the  things  home.  He  replied  that  he  had  put  them 
in  his  pocket  to  bring  across  the  road  to  me  but  just 
as  he  came  out  of  the  door  he  saw  a  car  coming  and, 
as  he  was  in  a  hurry  to  get  home,  jumped  on  it,  with 
the  intention  of  bringing  the  underwear  to  me  in  the 
morning.  I  did  not  believe  him  and  told  him  so,  and 
also  told  him  that  no  one  else  would  believe  him.  I 
ordered  him  to  go  right  home  and  get  the  lost  articles. 
f^nd  when  he  brought  them  back  T  took  them  over 
to  Mr.  Brown's  family  but  they  refused  to  take  them. 

"It  is  a  verv  unfortunate  case  and  I  am  thorouo'hlv 
sorry  that  such  mistakes  should  have  occurred.  I  am 
at  a  loss  to  account  for  it." 

The  writer  suggested  to  Mr.  Miles  that  what  his 
assistants  at  the  cemetery  should  have  done  was  to 
cither  ask  the  officiating  minister  to  go  on  with  the 
ceremony  and  he  would  get  the  right  shell  after,  or 
ask  the  mourners  to  wait  while  the  error  was  corrected 
licfore  them. 

"That  should  have  been  done,"  said  Mr.  Miles,  "and 
r  cannot  understand  why  it  wasn't.  Mr.  Eddington  is 
an  old  and  experienced  undertaker,  having  spent  20 
years  in  the  business,  and  all  who  know  him,  know 
him  to  be  a  good,  thorough  worker.  The  case  is  be- 
yond me,  but  I  think  I  can  clear  myself  before  the 
courts." 
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Some  Folks 

Use  two  bottles  of  Concentrated  to  get  their  fluid 
Strong  enough  to  suit  them — that's  waste.  One 
bottle  of  RE-Concentrated  Dioxin  is  equal  to 
two  of  any  other.  ^  One  bottle  of  RE-Concen- 
trated Dioxin  will  make  as  much  fluid  of  regular 
strength  as  two  bottles  of  any  Concentrated  fluid, 
because  RE-Concentrated  Dioxin  is  twice  as 
strong  as  any  fluid  in  both  preservative  and  cosmetic 
chemicals.  It  is  RE-Concentrated.  ^  It  is  two  kinds 
of  fluid  in  one  bottle  and  is  the  only  pint-to-the-gallon 
fluid  made.  One  1 6-ounce  bottle  makes  two  half 
gallon  bottles  of  Peroxide  fluid  of  standard  strength 
or  a  half-gallon  of  Double  Strength  purified  Form- 
aldehyde fluid.  ^  No  other  chemicals  will  give  as 
good  cosmetic  effect.  Yet  RE-Concentrated  Dioxin, 
when  used  as  a  Peroxide  fluid,  is  the  most  econom- 
ical fluid  on  the  market — and  the  best.  ^  Let  us 
send  you  a  tnal  shipment  under  our  guarantee  that  it 
will  please  you  after  you  have  used  several  bottles. 
^  Returnable  at  our  expense  if  it  doesn't.  What 
say  you? 

H.  S.  Eckels  &  Co.^  1922  Arch,  Philadelphia,  Pa. 


Handsome  Designs  in  Funeral  Cars 


RE-Concentrated  DIOXIN 

U  Universally  Recognized  as  the 

Strongest  Fluid 

Ever  Manufactured  ;  but  it  it 

Scientific  Strength 

Secured  by  the  Scientific  Application  of 

Scientific  Methods 

without  Crude  Chemicali  and  Containi 

No  Raw  Formaldehyde — 

Therein  lies  its  Vital  Secret. 

RE-Concentrated  DIOXIN 

as  has  been  Proved  Repeatedly,  ii 

Twice  as  Strong 

as  any  other  fluid,  but  it  gives  a 

Cosmetic  Effect 

No  Other  Can  Give,  besides  being  the 

Most  Economical 

Order  a  Trial  Shipment  To-day! 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 


And  Solicit  Your  Corres- 
pondence 


iJMITCHELL  &  CO.       IngersoU,  Ontario 
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Gossip  of  the  Profession 


The  Funeral  Directors'  Company  have  started  in  the 
undertaking  business  at  Yorkton,  Sask. 

Mr.  T.  F.  Hurst,  of  Devil's  Lake,  North  Dakota,  is 
ab.out  to  open  up  in  the  undertaking  business  at  Leth- 
bridge,  Alta. 

Messrs.  John  Simpson  and  Son  of  Neepawa,  Man., 
have  purchased  the  business  of  the  late  Sidney  Fair- 
baim  at  Minnedosa,  Man. 

Albert  Dodds,  Toronto,  who  was  seriously  ill  for 
some  time,  is  back  at  his  office  again,  having  almost 
entirely  recovered  from  his  sickness. 

The  Pioneer  Furniture  Co.  of  McLeod,  Alta.,  have 
opened  up  a  branch  in  Coleman,  Alta.,  and  will  also 
conduct  an  undertaking  business  in  connection. 

Messrs.  Clark  Bros.  &  Hughes,  funeral  directors. 
Winnipeg,  has  moved  from  Portage  Avenue  to  their 
new  large  and  up-to-date  parlors  on  Carleton  Street. 

Mr.  John  Thomson,  of  J.  Thomson  &  Co.,  funeral 
directors,  Winnipeg,  will,  accompanied  by  Mrs.  Thom- 
son, shortly  leave  Winnipeg  to  spend  the  winter  in 
California. 

Mr.  J.  H.  Taylor,  of  Carnduff,  Sask.,  recently  spent 
a  few  days  in  Winnipeg  as  the  guest  of  Mr.  G.  T. 
Thomson,  manager  of  the  Semmens  &  Evel  Casket  Co., 
Winnipeg  branch. 

W.  C.  Edwards  &  Co.,  funeral  directors.  Saskatoon, 
Sask.,  have  moved  to  their  new  residential  parlors. 
This  firm  use  two  ambulances  in  connection  with  their 
undertaking  business. 

A  recent  issue  of  the  Canada  Gazette  gives  notice 
of  the  incorporation  as  a  joint  stock  company  of  Chris- 
tie Bros.  &  Co.,  Limited,  Amherst,  N.S.  The  new  con- 
cern is  capitali;  ed  at  $300,000. 

A.  W.  Miles,  funeral  director,  Toronto,  is  in  his  new 
parlors  on  College  Street.  These  are  directly  opposite 
the  premises  he  has  occupied  for  the  past  number  of 
years,  and  he  now  has  one  of  the  finest  establishments 
in  this  country. 

Mr.  A.  T.  Bardal,  the  well-known  funeral  director 
of  Winnipeg,  has  recently  returned  home  after  a  visit 
to  Iceland,  the  land  of  his  birth,  bringing  with  him  a 
carload  of  Shetland  ponies,  which  he  has  disposed  of 
to  good  advantage. 

H.  II.  Hodson,  who  has  been  with  the  New  West- 
minster l)ranch  of  the  undertaking  firm  of  Center  & 
Ilanna,  will  go  into  partnership  with  A.  Armstrong, 
Vancouver.  The  firm  will  be  known  as  Armstrong  & 
Hodson,  and  the  parlors  will  l)e  located  at  304  Dun- 
levy  Ave. 

The  Ontario  Gazette  gives  notice  of  the  incorpora- 
tion of  Green-Guernsy,  Limited,  Hamilton,  Ont.  Ira 
Green,  undertaker,  and  Geo.  G.  Guernsey,  real  estate 
dealer,  are  the  two  main  directors.  The  firm  will  carry 
on  a  general  undertaking  and  private  ambulance  busi- 
ness and  will  also  handle  undertakers'  and  embalm- 
ers'  supplies. 

Mr.  and  Mrs.  R.  Leatherdale.  of  Brussels,  Ont.,  who 
have  been  spending  the  last  three  months  in  Winnipeg 
as  the  guest  of  their  son,  William,  of  the  Clark,  Leath- 
erdale Co.,  Ltd.,  funeral  directors,  have  returned  home. 
Mr.  Leatherdale,  who  is  well  known  to  the  furniture 


trade  has  caught  the  Western  fever,  and  is  expected 
ere  long  he  will  make  Winnipeg  his  permanent  home. 

The  Semmens  &  Evel  Casket  Co.,  Ltd.,  Winnipeg 
branch,  recently  shipped  to  Harron  Bros.,  of  Vancou- 
ver, B.C.,  by  express,  one  of  their  solid  oak  piano  pol- 
ish state  couch  caskets,  and  were  pleased  to  know  that 
they  could  get  this  class  of  goods  so  near,  and  in  time 
for  the  funeral. 

Mr.  R.  U.  Stone,  son  of  Mr.  W.  H.  Stone,  funeral 
director,  Toronto,  who  lectured  before  the  B.  C.  Fun- 
eral Directors'  Association  recently,  called  on  the  pro- 
fession in  Winnipeg  on  his  way  home,  and  he  speaks 
very  highly  of  the  manner  in  which  the  profession  in 
British  Columbia  received  him,  and  reports  having  a 
most  successful  school. 


CHANGE  IN  CALGARY  FIRM. 

The  undertaking  firm  formerlj^  conducted  by  Gra- 
ham &  Buscombe,  at  Calgary,  Alta.,  will  now  be  known 
as  Graham  &  Thompson,  Limited.  Owing  to  the  death 
of  Mr.  Buscombe  last  spring,  Mr.  Graham,  the  senior 
partner  of  the  old  firm,  has  taken  into  partnership 
Mr.  Charles  Thompson,  who  has  been  connected  with 
the  firm  for  some  time. 

The  firm  is  making  many  changes,  enlarging  and 
remodelling  the  whole  of  their  premises,  which  will 
be,  when  finished,  one  of  the  finest  equipped  and  most 
modern  funeral  parlors  in  Canada. 

When  finished,  the  firm  intends  to  extend,  through 
the  columns  of  the  press  of  Calgary,  an  invitation  to 
the  general  public  to  come  and  inspect  the  premises. 


WOODWORK  FACTORY  FOR  TORONTO. 

Geo.  E.  Lindsay,  formerly  manager  of  the  Globe  Furni- 
ture Co.,  Walkerville,  Ont.,  and  for  the  last  three  years 
Canadian  manager  for  the  Studebaker  Corporation,  auto 
manufacturers  at  Walkerville,  has  disposed  of  his  interests 
in  the  latter  company  and  will  establish  a  woodwooking 
factory  at  Ashbridge's  Bay,  Toronto.  The  new  firm  will 
manufacture  interior  fittings  and  school,  church  and  lodge 
fittings. 

A  one  story  building,  60  x  200  feet,  is  nearly  completed, 
and  plans  are  in  preparation  to  erect  another  3  storey 
building,  60  x  200  feet.  When  operations  are  in  full 
swing,  from  150  to  200  men  will  be  employed. 

Mr.  Lindsay  has  always  had  a  reputation  for  turning 
out  high  class  work,  one  of  his  latest  contracts  being  the 
re-seating  of  Massey  Hall,  Toronto. 


WILL  UNDERTAKER  GET  HIS  PAY? 

James  Dwyer  &  Co.,  funeral  directors,  Hamilton, 
Ont.,  have  a  unique  case  on  their  hands  just  now.  A 
short  time  ago.  an  old  resident  of  that  city  died  and 
left  to  a  woman  who  had  kept  house  for  him,  a  house, 
some  furniture  and  $1,000.  To  express  her  gratitude, 
she  order  Dwyer  &  Co.  to  conduct  a  funeral  which 
cost  $303.  When  the  estate  of  the  deceased  gentle- 
man was  wound  up,  it  was  found  that  the  whole  thing 
totalled  only  $10,000.  When  the  bills  were  taxed,  the 
county  judge  ordered  that  the  executor  pay  but  $153 
for  the  funeral,  stating  that  a  man  worth  but  $10,000 
was  not  entitled  to  a  $303  funeral. 

James  Dwyer  accordingly  entered  suit  for  $150 
against  the  woman  who  had  given  the  order,  claiming 
she  was  responsil)le  for  the  bill.  An  effort  will  be 
made  to  settle  the  action,  otherwise  it  will  be  tried  in 
the  County  Court. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie — 

Smith,  G.  G.  &  Co. 
Bowmanville— 

Disney,  R.  S. 
Brockville — 

Quirmbach,  Geo.  R.,  162 
King  St. 
Campbellford— 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Coboeonk— 

Greenley,  A. 
Copper  Cliff— 

Boyd,  W.  C. 
Dungannon— 

Sproul,  William 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fcnwick — ■ 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William — 

Cameron  &  Co.,  711  Victocia 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Robinson,  J.  II.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — 

Downs,  E.  J. 
Inwood — 

Lorriman,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Eenora — 

Horn  &  Taylor. 
Kingston — 

Corbett,  S.  S. 
Lakefield — 

Hendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale — 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Ohsweken — 

Johnson,  F.  L. 


Oshawa — 
Disney  Bros. 
Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott— 

Rankin,  H.  &  Son. 
Renfrew — 

O'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury- 
Henry,  J.  G. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

"Vancamp,  J.  C,  30  Bloor  St. 
West. 

Wateploo— 

Klippert  Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D.  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Fraser,  D.  &  Co. 
Halifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 


MANITOBA. 
Brandon — 

Vincent  &  McPherson. 
Swan  River — 

Paull,  Geo. 
Winnipeg — 

Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Main 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 
Kamsack — 

Russell,  G.  E.  L 
Lanigan — 

Robertson,  Wm. 
Rush  Lake — 

Friesen,  John  M. 

Ppinee  Albert- 
Howard,  A.  C. 

For  Sale 
Wanted 


Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 

Calgary — 

Graham  &  Buscomb,  6>11 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 


MINIMUM  50  CENTS 


FOR  SALE — Furniture  &  Undertaking  business  in  live  town  in 
Western  Ontario.  Best  money  maker  west  of  Toronto.  Anybody 
meaning  business  apply  Jas.  MacMurray,  c'o  Semmens  &  Evel 
Casket  Co.,  Hamilton,  Ont. 

FOR  SALE — White  hearse  and  black  hearse  in  good  repair. 
Apply  Mrs.  Byron  Addison,  Norwich,  Ont. 

SIDE  LINES — Traveller  covering  Eastern  Ontario  is  willing  to 
add  one  or  two  special  lines.  Address  Box  105,  Canadian  Furniture 
World,  32  Colborne  St.,  Toronto. 


PARTNER  WANTED— Undertaker  in  British  Columbia  City  is 
willing  to  take  in  partner.  State  amount  available  to  invest  Box 
107,  Canadian  Furniture  World,  32  Colborne  St.,  Toronto. 


FOR  SALE — Undertaking  business,  in  western  coal  mining 
town,  population  2,500.  Have  stock  worth  $1,000.  Good  reasons 
for  selling.  Box  108,  Canadian  Furniture  World,  32  Colborne  St., 
Toronto. 


FOR  SALE— Undertaking  Outfit,  New  Up-to-date  Hearse, 
Church  Truck,  Embalming  Outfit,  etc.  Great  Bargain.  Address, 
Dominion  Bedding  Co.,  Belleville,  Ont. 

FOR  SALE — Undertaking  and  Furniture  business.  Doing  good 
town  and  country  trade.  No  opposition.  Everything  in  first  class 
condition,  good  reason  for  selling.  Apply  to  Box  102,  Canadian 
Furniture  World  and  The  Undertaker,  32  Colborne  St.,  Toronto. 

WANTED — A  position  by  a  young  man  who  has  had  two  and 
one  half  years'  experience  in  furniture  and  undertaking,  passed  the 
Ontario  examination,  a  member  of  the  Canadian  Embalmers' Assoc- 
iation. References  furnished.  Address  Box  10-t,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  St.,  Toronto. 


WANTED — A  line  of  Upholstered  Furniture,  Case  goods,  Iron 
Beds  and  Chairs,  for  the  West,  b}'  an  experience  Furniture  man  on 
Commission.  Address  Box  103,  Furniture  World  and  The  Under- 
taker, 32  Colborne  St.,  Toronto. 


FOR  SALE — A  good  paying  Furniture  Business  in  an  Ontario 
town  of  4,000.  Will  sell  on  easy  terms  to  experienced  man  if  he  has 
a  small  capital.  Best  reasons  for  selling  the  business.  Address 
Box  109  Canadian  Furniture  World  and  The  Undertaker,  32  Colborne 
St.,  Toronto. 


Canadian  School  of  Embalming 

Instruction  in   Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 


November,  1912. 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ABTS  AND  CRAFTS  FURNITURE 

Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co»  Elora. 

BABY  CARRIAQBS. 
Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 
BANK  AND   STORE  FIXTURES. 
Globe  Furniture  Co.,  Waterloo. 

BENT  WOOD  FURNITURE. 
John  0.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel  Furniture   Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 

BUFFETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victor- 

iaville,  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario    Spring   Bed    &  Mattress 

Co.,  London. 

BEDS  (Modern  Wood). 

Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Toronto  Furniture  Co.,  Toronto. 
Knechtel   Furniture   Co.,  Hanover. 

BED  SPRINGS. 
Knechtel  Furniture   Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett   &  Piatt   Spring  Bed  Co., 
Windsor. 

Ontario    Spring   Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 
Baetz  Bros.,  Berlin. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Lippert  Furniture  Co.,  Berlin. 

BED  ROOM  SUITES. 
Knechtel   Furniture   Co.,  Hanover. 
Dymond  Colonial  Co.'s,  Strathroy 
Victoriaville  Furniture  Co..  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 
Malcolm  &  Souter,  Hamilton. 

CARD  AND  DEN  TABLES. 
Geo.      McLagan     Furniture  Co.. 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CARPETS  AND  RUGS. 
Otto  T.  E.  Veit  &  Co.,  Toronto. 

CAMP  FURNITURE. 
Stratford   Mfg.   Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 
Dymond  Colonial  Co.'s  Strathroy. 

CHAIRS  AND  ROCKERS. 
Baetz  Bros.,  Berlin. 
Dymond  Colonial  Co.'s,  Strathroy. 
Knechtel    Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Stratford  Chair  Co.,  Stratford. 
Waterloo  Furniture  Co.,  Waterloo. 
H.  Krug  Furniture  Co.,  Berlin. 
Canadian   Rattan    Chair   Co.,  Vic- 
toriaville. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture   Co.,  Toronto. 
Gendron    Manufacturing   Co.,  To- 
ronto. 

Tyippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Dymond  Colonial  Co.'s,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 

CHESTERFIELDS. 
Imperial   Furniture   Co.,  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture   Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 
COMFORTERS. 

Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

Dymond-Colonial   Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  IngersoU. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial   Furniture  Co..  Toronto. 

COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 

Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel   Furniture    Co..  Hanover. 

CRIBS  (Iron). 
Ideal  Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-'Colonial   Co.'s,  Strathroy. 
Imperial  Rattan  Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co.,  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 

DESKS. 

Knechtel  Furniture  Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville  Furniture  Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co..  Toronto. 

DINNER  WAGONS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Dymond-Colonial  Co.'s,  Strathroy. 

DRESSERS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Knechtel   Furniture  Co.,  Hanover. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

EXPRESS  WAGONS. 
Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

FILING  DEVICES. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FURNITURE  POLISH. 
Domestic  Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-iOolonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddincr  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Oo.,  Toronto. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. Que. 

JARDINIERE  STANDS. 
Elora  Furniture  Co.,  Elora. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford, 

KITCHEN  CABINETS. 
Knechtel   Furniture   Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 

KITCHEN  TABLES. 
Knechtel   Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN   SEATS   AND  SWINGS. 
Stratford   Mfg.   Co..  Stratford. 


LIBRARY  TABLES. 

Dymond-Colonial  Co.'s,  Strathroy. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Malcolm  &  Souter,  Hamilton. 
MATTRESSES. 

Knechtel   Furniture   Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture     Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan      Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-'Colonial  Co.'s,  Strathroy. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  IngersoU. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  IngersoU. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Malcolm  &  Souter,  Hamilton. 

OFFICE  CHAIRS. 
Knechtel  Furniture   Co.,  Hanover. 
H.  Krug  Furniture  Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

OPERA  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis   Furniture  Co.,  IngersoU. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  IngersoU. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Elora  Furniture  Co.,  Elora. 
Knechtel  Furniture   Co.,  Hanover. 

PEDESTALS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto   Furniture    Co.,  Toronto. 

PILLOWS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co.,  Waterloo. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian   Rattan   Chair  Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  IngersoU. 
Knechtel   Furniture   Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief  Mfg.   Co.,   Central  Falls, 
R.  I. 

Reliable  Rug  Rack  Co.,  Chicago,  111. 

SCHOOL  FURNITURE. 
Globe  Furniture  Co.,  Waterloo. 

STOVES  AND  RANGES. 
Burrow,  Stewart  &  Milne,  Hamil- 
ton. 

Gait  Stove       Furnace  Co.,  Gait. 
SIDEBOARDS. 

Knechtel  Furniture   Co.,  Hanover. 

Stratford  Chair  Co..  Stratford. 
CHINA  CABINETS. 

Knechtel   Furniture    Co.,  Hanover. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Stratford  Chair  Co.,  Stratford. 

Toronto  Furniture  Co,,  Toronto. 
TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Orillia   Furniture   Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


TABOURETTES. 

Elora  Furniture  Co.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 

TABLE  DISPLAY  RACKS. 

Eureka  Mfg.  Co.,  Warren.  Ohio. 

TEA  TABLES. 

Toronto  Furniture  Co.,  Toronto. 

TELEPHONE  STANDS. 

DymondnColonial  Co.'s,  Strathroy. 

UPHOLSTERERS'  SUPPLIES 

Ellis    Furniture   Co.,  IngersoU. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
EUis  Furniture  Co.,  IngersoU. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture    Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture    Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfs:.  Co.,  Berlin. 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Stratford   Mfg.   Co.,  Stratford. 

WARDROBES. 

Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

WICKER  FURNITURE. 

Imperial  Rattan  Co.,  Stratford. 
Gendron  Mfg.  Co.,  "Toronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving  Co.,  Uxbridge. 

CLAMPS. 

Batavia  Clamp   Co.,  Batavia,  N.Y. 

CURLED  HAIR 
Griffin  Curled  Hair,  Toronto 

ENGRAVINGS. 

Legg  Bros.  Engraving  Co.,  Toronto 

i  QRNITURE  SHOES. 

Onward  Mfg.  Co.,  Berlin. 

GLUE    JOINTING  MACHINES. 

Canadian    Linderman    Co.,  Wood- 
stock. 

HARDWOOD  LUMBER. 

Wilcox    &    Knapp,  Conneautville, 
Pa. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal  Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 

Lackawanna  Leather  Co.,  Hacketts- 
town,    N.  J. 

STERILIZED  HAIR. 

Griffin   Curled   Hair  Co.,  Toronto. 

VARNISHES. 

R.  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 

Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  IngersoU. 

BURIAL  ROBES. 
James  S.  Elliott  &  Son,  Prescott. 
Evel    Casket    Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
CASKETS  AND  COFFINS. 

James  S.  Elliott  &  Sons,  Prescott. 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.   rhompson  Co.,  Toronto. 

CHURCH  TRUCKS. 
Bomgardner   Mfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chemical     Co.,  Boston, 
Mass. 

HEARSES. 

Mitchell  &  Co.,  IngersoU, 

LOWERING  DEVICES. 
Bomgardner     Mfg.    Co.,  Cleveland, 
Ohio. 

SCHOOLS   OF  EMBALMING. 

Canadian    School    of  Embalming, 
Toronto. 
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Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary , 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 


Plain  woods — All  kinds ;  Domestic 
Figured  Woods — All  kinds;  Circassian 
Walnut  and  Mahagony  ;  Quartered 
White  Oak,  Red  Oak,  Sycamore, 
Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 

Same  Attention  to  Small  Order*  a*  Large 

Write  Us 


Indianapolis,  Ind.,  U.S.A. 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Three 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
leaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
nish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specially  Co. 

Hamilton,  Ontario 


Limited 


Index  to  Advertisements 


Anchor  Bed  Co  10 

Adams  &  Raymond  Veneer  Co. . .  74 
Artistic  Wood  Turning  Co  41 

B 

Berlin  Bedding  Co  33 

Baetz  Bros.  &  Co  27 

Batavia  Clanip  Co  62 

Berlin  Exhibition  19 

Berlin  Furniture  Co  29 

Berlin  Interior  Hardwood  Co  37 

Beilstein  &  Krantz   36 

Berlin  Plate  Glass  &  Mirror  Co  36 

Burrows,  Stewart  &  Milne...  .  15 
Berlin  Table  Mfg.  Co   .32 


Cannda  Beds,  Limited    3 

Can;ida  Furniture  Mfrs.,  Ltd  26 

Canadian  Linderman  Co  63 

Canad  ian  Mattress  Co   9 

Canadian  Office  &  School  Furni- 
ture Co  .39 

Canadian  Rattan  Chair  Co  13 

Cincinnati  School  of  Embalming...72 


Domestic  Specialty  Co  74 


Evel  Casket  Co,  66 

H.  S.  Eckels  &  Co  70 

Ellis  Furniture  Co  10 

Eureka  Mfg.  Co  :16 

Elliott  &  Sons   68 


Globe  Casket  Co  68 

Griffin  Curled  Hair  Co  75 

Globe  Furniture  Co   2 

Gold  Medal  Furniture  Mfg.  Co  7 

Gait  Stove  &  Furnace  Co  14 

H 

D.  Hibner  Furniture  Co  21 

Hespeler  Furniture  Co  42 

Geo.  H.  Hachborn  &  Co  32 

I 

Ideal  Bedding  Co  16-17 

Imperial  Furniture  Co  38 

Imperial  Rattan  Co  Cover 


R.  C.  Jamieson  &  Co  75 


K 

W.  I.  Kemp  Mfg.  Co. 


.62 


J.  &  J.  Kohn  18 

H.  Krug  Furniture  Co  23 


Lackawana  Leather  Co  58 

Leggett  &  Piatt  .Spring  Bed  Co. . .  .14 

Lippei't  Furniture  Co  25 

Geo.  J.  Lippert  Table  Co.  24 

M 

Geo.  McLagan  Furniture  Co. .  Cover 

Mitchell  &  Co   70 

Moncrief  Mfg..  Co.,   11 

John  C.  Mundell  &  Co  2 


Ontario  Spring  Bed  &  Mattress  Co..e2 

Onward  Mfg.  Co  14 

Orillia  Furniture  Co  12 

Ornamental  Wood  Carving  74 

Owen  Daveno  Bed  Co.,  Limited. .  .40 


Peerless  Leather  Co  40 

Wm.  R.  Perrin  &  Co  62 

Preston  Furniture  Co.  39 


Q 

Quality  Mattress  Co  30 


Semmens  &  Evel  Casket  Co  64 

J.  B.  Snider  Desk  Co  34 

Snyder  Bros.  Upholstering  Co  20 

Jas.  .Steele.  Limited  62 

Standard  Bedding  Co  3 

Standard  Bedstead  Co.   5 

Stratford  Chair  Co  Cover 

Stratford  Mfg.  Co  18 


Toronto  Carload  Centre  6 

Tarbox  Bros  74 


Victoria^  ille  Chair  Mfg.  Co.   8 

Victoriaville  Furniture  Co  4 

W 

Waterloo  Furniture  Co  35 

Walker  Bin  &  Store  Fixture  Co..  .34 

Woeller,  Bolduc  &  Co  22 

Wonder  Furniture  Mfg.  Co  28 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 
$2.00  to  $4.00  per  dozen 
Illustrated  Price  List 
Manufactured  by    TARBOX   BROS.,  TORONTO 


The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 


We  make  a  specialty  of  Machine 
and  Hand  Carvings  of  all  descrip- 
tions for  Churches,  Houses, 
Furniture,  Pianos,  etc. 
We  can  save  you  at  least  25  % 
on  your  present  prices. 

Send  us  Samples  or  Drawing* 
for  a  Trial  Order 

UXBRIDGE,  ONTARIO 


It  is  not  the  selling  so  much  as  getting  the  money 
you  are  after.  Yet,  which  gets  the  most  joyful  mit. 
the  delinquent  customer  or  the  prospective  buyer? 
Now,  don't  fool  yourself  in  answering  that  question. 
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JAMIESON^S 

Turpentine  Tak" 

Ct  A  IIVTC  MAHOGANY  and 

O  1  A  1  IN  O  WALNUT 

They  do  not  raise  the  grain  of  the  wood,  thus  elimi- 
nating sanding,  while  they  produce  a  finish  that 
for    beauty   and   durability    cannot    be  equalled. 

R.  C.  JAMIESON  &  CO.,  LIMITED 

MONTREAL  ^^^^«8•^'f"^^  VANCOUVER 

Over  fifty  years  of  experience  guarantees  the  quality  of  our  products. 


and  dealers  in 


Mattress  and  Upholsterers*  Supplies 


Head  Office  and  Factory 

Bloor  St.  and  St.  Helen's  Ave. 

Toronto 


Branch  Office  and  Warehouse 

252  St.  James  Street 

Montreal 
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For  Your  Holiday  Trade 

"Imperial"  Reed  and 
Upholstered  Furniture 

Will  have  trade  bringing  qualities.  The  line  is 
high-grade  and  sells  all-the-year,  but  is  particularly 
popular  during  the  Holiday  Season  


Order  a  dozen  samples  now  and  you'll 
probably  find  it  necessary  to  repeat  before 
the  Christmas  rush  comes. 


We  Ship  with  the  Stratford  Furniture  Combination. 

IMPERIAL  RATTAN  CO.,  LIMITED 

Stratford         -  Canada 


Den  Rocker 
1040 


Chairs  for  Christmas 

Better  Place  Orders  NOW  to  Ensure 
having  the  Goods  when  you  need  them 


There  are  few  more 
popular  and  practical 
gifts  than  Chairs  to  be 
given  to  the  Father, 
Mother,  or  in  fact,  any 
member  of  the  family. 

The  Den  Chair  and 
Rocker  shown  are 
two  of  many  popular 
lines  we  have  for  the 
Holiday  Trade. 

When  ordering  a  carloaa 
of  Stratford  Furniture 
include  a  number  of 
these  rapid  sellers. 


Stratford  Chair  Co.,  Limited 

STRATFORD     -  ONTARIO 
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Published  at  32  Colborne  Street,  loronto 


DECEMBER,  1912 


FurnitureWorw 


One  of  the  Commercial  Press,  Limited,  Group  of  Trade  Newspapers 


We  extend  to  our  friends  in  The  Furniture  Trade 
our  heartiest  wishes  for  a  Merry  Christmas  and  a 
Prosperous  and  Bright  New  Year  : 


THE 


GEORGE  McLAGAN  FURNITURE  CO 

LIMITED 

STRATFORD  ONTARIO  CANADA 
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For  a  Prosperous  New  Year 

STOCK  THESE  LINES  FOR  1913 

Card  Tables,  Folding  Tables,  Special  Card  Tables  with  Drawer, 
all  in  Solid  Quartered  Oak,  Polished,  and  specially  suited  for 
Christmas  Trade. 

Magazine  Stands,  Ladies'  Writing  Desks,  Book  Shelves.  In 
great  demand  at  this  season. 

Fireside  Rockers  upholstered  in  Green  Denim.  Comfortable, 
Roomy,  Attractive  and  Quick  Selling. 

Couches — Fabrikoid  or  Leather  Covers — Plain  or  Tufted,  at 
from  $9.00  up.    In  steady  demand. 


Wishing  all  our  friends  the 
Compliments  of  the  Season 


JOHN  C.  MUNDELL  &  COMPANY,  Elora,  Ontario 


HOLIDA  Y 
GREETINGS 


We  take  this  opportunity  of 
wishing  our  many  customers  and 
friends  a  very  Merry  Christmas,  to 
return  our  hearty  thanks  for  their 
past  orders,  and  to  assure  them 
that  future  orders  will  receive  our 
very  close  attention. 


Don't  fail  to  visit  our  showrooms  when  you  visit  the 

Stratford  Furniture  Exhibition,  Jan.  9  to  18,  1913 

This  year's  display  will  be  the  best  yet  and  will  include  our  full 
line  of  Folding  Chairs  and  Tables,  Lawn  Seats  and  Swings,  Step 
Ladders,  Ironing  Boards  and  Household  Woodenware  generally. 

Stratford  Manufacturing  Co.,  Limited 

Stratford  -  Ontario 
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Stratford  Furniture  Exhibition 

JANUARY  9th  to  18th,  1913 


AN  OPPORTUNITY  WORTH  WHILE 

Stratford's  importance  as  a  furniture  centre,  and  also 
the  fact  that  in  addition  to  the  best  of  our  old  lines 
there  will  be  a  large  showing  of  new  goods,  ought 
to  be  sufficient  reasons  to  make  you  decide  right  now 
to  visit  Stratford  during  the  January  Exhibition. 

IT  WILL  PAY  YOU  TO  COME 

Of  course  we  want  you  to  come  for  the  social  features 
— we  ll  appreciate  the  opportunity  of  renewing  friend- 
ships and  our  welcome  will  be  hearty. 

But  the  real  reason  for  your  coming  should  be  the 
profit  you  will  derive  from  looking  over  the  splendid 
lines  that  will  be  on  display — the  very  newest  designs 
in  the  classiest  goods  will  characterise  the  various 
exhibits. 

ORDER  YOUR  1913  GOODS  EARLY 


CANADIAN  FURNITURE  RETAILERS  ARE 

INVITED  TO  ATTEND 
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Stratford  3rd  Annual 


We  are  again  holding  an  Exhibition,  and 
this  time  our  display  will  be  better  than 
ever  before.  Those  who  visited  us  during 
previous  exhibitions  went  away  thoroughly 
satisfied,  and  the  1913  Exhibition,  with 
the  best  of  our  old  lines  as  well  as  a  large 
showing  of  the  newest  patterns  will,  we 
believe,  be  a  wonderful  improvement  over 
previous  years. 


We  want  you  to  visit 
Stratford  this  year  and 
will  do  our  utmost  to 
make  it  worth  your 
while. 


Remember 
The  Dates 


GEO.  McLAGAN  FURNITURE 
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Furniture  Exhibition 


Jan.  9th  to 
Jan.  18th 


^^^^^^  ^^^^ 


1' 


McLagan  Quality  which  has  proven  itself 
most  profitable  to  the  greater  number  of 
Canada's  successful  Furniture  Merchants, 
will  be  thoroughly  demonstrated  by  our 
Salesmen  m  our  large  show  room  which  has 
been  fitted  up  for  the  occasion. 

Practically  our  entire  line  consisting  of  Din- 
ing Room  Furniture,  Tables,  Cabinets, 
Pedestals,  and  Novelties  of  all  kinds  will 
be  there  for  your  mspection. 


There  will  be  many 
new  and  excellent  de- 
signs you  will  be  glad 
to  see. 

You  will  surely  be  pass- 
ing up  an  opportunity 
if  you  stay  away. 


COMPANY,  UMITED  ■ 


STRATFORD 
ONT. 
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Stratford  3rd  Annual 


A  NOTHER  year  is  passing  and 
again  we  are  preparing  for  the 
January  Furniture  Exhibition.    It's  been 
a  busy  1912  but  we  have  many  new 
things  to  show  you  for  1913. 

In  inviting  you  to  look  over  our 
new  designs  for  the  coming  year  we 
urge  upon  you  the  advisability  of  order- 
ing early.  In  these  busy  times  it  is  hard 
for  manufacturers  to  satisfy  every  custo- 
mer so  dealers  who  specify  their  require- 
ments early  receive  first  consideration. 

We  wish  our  customers  the  Season's 
Greetings  and  look  forward  to  renewing 
friendships  with  all  who  can  take  ad- 
vantage of  the  opportunity  of  looking 
over  our  1913  lines  during  the  January 
Exhibition. 


REMEMBER 
THE 
DATES 


STRATFORD 
ONT. 


IMPERIAL  RATTAN 
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Furniture  Exhibition 


.  lilllllilllHHHff/l/ 


JAN.  9th 
to 

JAN.  18th 


npHE  illustrations  are  samples  of  the 
^     exceedingly  fine  line  of  furniture 
we  are  making — and  we've  many  more 
like  the  ones  shown. 

In  Upholstered  Goods,  dainty  reed 
pieces,  and  in  our  line  of  Stratford  Bed 
Couches  we  make  the  best  that  highly 
paid  workmen  can  produce  with  the 
very  best  materials. 

" Imperial"  goods  make  an  irresistable 
appeal  to  your  customers  of  cultivated 
taste  and  never  in  the  history  of  the 
trade  have  such  captivating  designs  and 
patterns  been  shown  as  will  be  offered 
by  us  during  1913.  A  good  assort- 
ment on  your  floor  will  mean  many 
profitable  sales  for  you. 


COMPANY,  UMITED 


STRATFORD 
ONT. 
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Stratford  3rd  Annual 


If  there  is  one  time  in  the  year  that  you  can 
afford  to  leave  your  business,  it  is  during  the 
Stratford  Furniture  Exhibition.  There  is 
one  place  that  you  should  visit  after  the 
Holiday  rush  and  that  is  that  same  Stratford. 

You  will  be  glad  to  come  because  of  the 
combined  efforts  of  the  Stratford  Manufac- 
turers to  make  your  stay  w^ith  us  both 
pleasant  and  profitable. 

We  realize  that  vv^e  can  only  make  this  Third 
Annual   Exhibition  a  great  success  with 

your  co-operation. 

We  extend  to  you  a 
hearty  invitation  to 
visit  our  Exhibition. 


Remember  the  Dates 


STRATFORD 
ONT. 


STRATFORD  CHAIR 
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Furniture  Exhibition 


The  entire  Stratford  Chair  Line  will  be 
displayed. 

You  have  no  doubt  seen  Blue  Prints  or 
Photos  of  many  of  our  individual  pieces  but 
to  really  appreciate  the  excellent  range  of 
designs  our  line  contains  you  must  see  it  as 
vv^e  intend  to  show^  it  during  the  Exhibition. 

There  will  be  a  number  of  new  designs  in 
chairs  for  Dining  Room,  Bed  Room,  Living 
Room  and  Den,  all  of  which  will  show  the 
superiority  of  the  methods  of  real  Chair 
Makers.  Orders  placed  at  the  Exhibition 
will  be  sure  to  arrive 
complete  for  early 
spring  trade,  but  at  |f 
any  rate  do  not  fail  to 
see  the  exhibit. 


I 


Jan.  9th  to  Jan.  18th 


COMPANY,  LIMITED 


STRATFORD 
ONT. 
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Stratford  Furniture  Exhibition 

JANUARY  9th  to  18th,  1913 


A  NEW  STRATFORD  LINE 


HIGH  GRADE  BRASS  BEDS 

Samples  of  our  new  line  of  brass  beds  will  be  ready  for  the  January 
Exhibition  and  we  invite  your  most  critical  inspection. 

Our  designs  are  entirely  new — something  different  from  any  others 
ever  shown  in  Canada,  and  yet  backed  up  by  our  years  of  experience 
in  brass  beds  manufacture  in  the  United  States. 

Let  us  help  you  make  your  191 3  trade  the  most  satisfactory  and 
profitable  in  your  history. 


STRATFORD  BED  COMPANY 

STRATFORD       -  CANADA 
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ALBROUGH 

GUARANTEED  UPHOLSTERED 

FURNITURE 

In^ei*soll .  Canada . 


LOOK  FOR  THIS  LABEL 
ON  ALL   YOUR  GOODS 


We  Thank  Our  Customers 

for  their  past  orders  and  trust  that  we 
may  deserve  an  even  larger  share  of 
their  business  during  the  coming  year. 

A  Merry  Christmas  and 
A  Prosperous  New  Year 

is  our  wish.  May  it  be  filled  with  more 
and  better  sales  for  you  as  well  as  for  us. 


We  Specialize  in  Couches 


No.  25.  Genuine  No. 
1  Leather,  double 
stuffed,  second  stuff- 
ing all  curled  hair. 
Quarter  cut  oak 
frame,  any  finish. 
Size  78  X  28  inches. 


A 


f 


No.  35.  Button  Top, 
Spring  edge  Oak 
mouldings  and  carved 
feet.  In  velours,  Ver- 
onas  and  Imitation 
Leathers. 


Try  us  for  high  grade  Leather  Work.       Write  for  Prints  and  Prices. 
We  are  equipped  to  fill  rush  orders. 

TRAVELER  WANTED  IN  EASTERN  ONTARIO  AND  MARITIME  PROVINCES 

« 

J.  P.  Albrough  &  Company 

INGERSOLL  :  CANADA 
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Visit  Toronto  Next  January 

Both  Hip^h-Grade  and  Moderate  Pricedur  Fniture  is  manufactured 
in  Toronto,  and  Mixed  Carloads  can  be  made  up  and  shipped 
promptly  on  account  of  Toronto  being  connected  with  the  four 
big  railroads  operating  in  Ontario. 

These  Firms  Ship  in  Mixed  Car  Lots — Buy  in  Toronto 

Gold  Medal  Furniture  Mfg.  Co.  Limited 

Manufacturers  of 

Upholstered  Furniture,  Parlor  Frames,  "  Hercules  "  Bed  Springs  and 
Steel  Couches,  "Gold  Medal"  Mattresses,  Furniture  Coverings  and 
Upholsterers'  Supplies. 

Van  Home  St.  and  Bartlett  Ave.,  Toronto 

STANDARD  BEDDING  CO. 

Manufacturers  Seagrass  and  Cotton  Mattresses 

4  Grades — 4  Prices 

Lee-Burrell,  Rex,  Regent 
and  Invictus  Felt  Mattresses 

27-29  Davies  Ave.        Toronto,  Ontario 

IMPERIAL  FURNITURE  CO. 

Manufacturers  of 

Turkish  Rockers,  Leather  Upholstered 
Couches,  High  Grade  English  Chairs 
and  Chesterfields. 

585  QUEEN  ST.  W.  TORONTO 

The  KINDEL  BED  COMPANY 

Limited 

DAVENPORT  BEDS 
DIVANETTES 
CHAIR  BEDS 

TORONTO  ONTARIO 

The  Toronto  Furniture  Co.,  Ltd. 

Manufacturers  of  the 

"BETTER  MAKE"  OF  CANADIAN 
QUALITY  FURNITURE 

Dufferin    Street,    Toronto    (Near  Exhibition  Grounds) 

The  Toronto  Feather  &  Down  Co.,  Ltd. 

Manufacturers  of 

PILLOWS.  COMFORTERS,  CUSHIONS 
35  Britain  St.  Toronto 

HOPWOOD  &  BRYANT 

Agents  for  Montreal  and  Quebec 
59  St.  Peter  Street  Montreal 

The  GENDRON  MFG.  CO.  LTD. 

Manufacturers  of 

Reed  Furniture       Children's  Vehicles 
Baby  Carriages  Go-Carts 
Invalid    Chairs        Sleighs,  etc. 

DUCHESS  STREET  TORONTO 

OTTO  T.  E.  VEIT  &  CO. 

Headquarters  for 

IMPORTED  SEAMLESS 
AXMINSTER  SQUARES 

Write  us  for  prices  and  set  of  color-cards 

(Empire  Building)  58-64  Wellington  Street  West,  Toronto 

Chas.  Rogers  &  Son  Co.,  Limited 

Manufacturers  of 

COMPLETE  DINING  ROOM 
SUITES,  HALL,  DEN  AND 
—  PARLOR  FURNITURE  — 

Toronto  Canada 

The  RELIABLE  BEDDING  CO. 

SPECIALISTS  IN  IRON  BEDS 

WESTON 
ONT. 
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No.  581.    Morris  Chair,  any  finish 


The 

Gold  Medal 
Line 


We  extend  to  the  Furniture  Trade  a 
cordial  invitation  to  visit  our  factory. 


After  January  1  st  next  we  wiW  place 

Our  Full  Line  on  Exhibition 

in  our  factory  Van  Horne  Street,  Toronto,  including 

Parlor  Suites  Couches  Chairs  and  Rockers 

Imperial  Steel  Couches  Davenports 
Patent  Never  Stretch  Mattresses   "Hercules"  Bed  Springs,  Etc. 


Take  a  King  or  Queen  Street  Car  going 
West  and  Transfer  to  Dovercourt  Car  which 
will  take  you  quite  close  to  our  Factory. 


Gold  Medal  Furniture 

Manufacturing  Co.,  Limited 


TORONTO  MONTREAL 

alao  at  Uxbridge 

Head  Office— TORONTO 


WINNIPEG 
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Christmas  Greetings 


We  take  this  opportunity  of  thanking 
the  retail  furniture  trade  for  their  ex- 
ceedingly liberal  support  since  the 
opening  of  our  plant  a  few  months 
ago  and  we  wish  all 

A  Very  Merry  Christmas 
and  a  Prosperous  1913 

May  we  be  able  to  help  in  the 
growth  of  your  trade  next  year. 


Canada  Beds,  Limited,  Chesley,  Ont. 


The  Season's  Greetings 


to  the 


Furniture  Trade  Throughout  Canada 

Our  business  during  1912,  was  the  biggest  in  our 
history. 

That  yours  was,  too,  and  that  your  trade  in  1913 
will  increase  in  volume,  is  the  hearty  wish  of 

The  Standard  Bedding  Company 

Sole  Manufacturers  and  Distributors  of  Lee-Burrell,  Rex,  Regent  and  Invictus  Mattresses 

27-29  Davies  Ave.    -    Toronto,  Canada 
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No.  447 


Counter  and  Shop 

Chairs 
Are  in  Big  Demand 
at  This  Season 

While  on  your  way  to  the 
Berlin  and  Stratford  Exhib- 
itions in  January  stop  off 
at  Toronto  and  see  the  dis- 
play in  our  showrooms. 

Jacob  &  Joseph  ICohn 


Vienna,  Austria 


Canadian  Branch: 


215-219  Victoria  Street,  TORONTO 


No.  348 


We  Extend  To 

All  Our  Customers 

The  Season's  Compliments 


Visit  us  at  the  Berlin-Waterloo  Exhibition  to  let  us  thank  you 
for  your  past  favors  and  show  you  what  we  have  for  1913. 


Imperial  Furniture  Company 

585-591  Queen  St.  West,  :  TORONTO 
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We  manufacture  our  own  Felt  and  specialize  in 
the  following  grades : 

"  OUR  OWN  " 

"ROYAL" 

"COLONIAL" 

"SUPERFINE" 

" PEERLESS " 

"  EMPRESS  " 
For  prices  consult  list. 


We  desire  to  take  this  opportunity  of  thanking  our  many  customers 
throughout  the  Dominion  for  their  very  generous  patronage  during  the 
year  fast  drawing  to  a  close,  and  to  bespeak  for  one  and  all 

A  Merry  Christmas 

and  a 

Happy  New  Year 

The 

Ontario  Spring  Bed  and  Mattress  Co.,  Limited 


The  Largest  Bedding  House  in  Canada 


London 


Ontario 


Guaranteed  Tempered 
Upholstering  Springs 

For  twenty  years  we  have  been 
building  up  a  reputation  as  makers 
of  high-grade  Springs  for  the 
Furniture  and  Upholstery  Trade. 
Our  reputation  guarantees  the 
quality  of  our  Springs. 

JAMES  STEELE,  LIMITED 

GUELPH  ONTARIO 


KEMP'S 


FACTORY  OR 
FURNITURE 


TRUCKS 


Platform— 48  x  27  inches;  Height  of  Truck— 14f  inches;  Centre  Wheel— 
14  inches  diameter;  Front  Wheel— 6j  inches  diameter;  inch  Steel  Axle, 
turned  ;  Wheels  Bored. 
Made  of  Hardwood  for 
wood-working  plants,  etc. 
Sides,  Stakes  and  Platform, 
hardwood.  Weight.  I  30  lbs. 


Write  Us  for 
Prices 

W.I.  Kemp 

Co.,  Limited 

Stratford    -  Ontario 


A  Perrin  Veneer  Press 


in  a  furniture  manu- 
facturing' plant  adds 
materially  to  the 
equipment. 

Our  presses  are  in  use 
by  the  largest  Furni- 
ture and  Piano  manu- 
facturers in  Canada. 

Estimates  for  either 
screw  or  hydraulic 
presses  promptly  fur- 
nished. 


Built  any  size  desired.    Furnished  with  or 
without  pumps 

William  R.  Perrin  &  Company,  Limited 

Toronto,  Canada 


Colt's  Quick  Acting  Clamps 


Ask  for  Cataloage  No.  180 


Batavia  Clamp  Company 

147  Center  Street,  Batavia,  N.Y.,  U.S.A. 
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Furniture  Manufacturers 


have  realized  that  the  man  who  does  not  take  advantage  of 
the  opportunities  is  blind.  Confidence  is  what  we  need — 
confidence  that  the  manufacturer  of  furniture  has  prepared 
an  energy  crop — the  mind  and  muscle  crop  of  new  designs 
for  the  Spring  business.      We  will  have  it  at  the 


so,  Mr.  Retail  Dealer,  you  should  be  at  the  show  and  see 
at  first  hand  what  has  been  prepared  for  your  benefit.  See 
it  some  time  during  the  Exposition,  which  is  from 


and  all  contained  under  one  roof  in  the  only  real  Exposition 
building  in  the  country — 


New  York  Exposition 


13th  to 


ew  lork  rurniture 


NEW  YORK  CITY 
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Favor  of  the  Rack 


IT  takes  twenty  minutes — and  two  porters — to  go  through 
a  pile  of  fifty  rugs  oti  the  floor. 

And  another  twenty  minutes  if  the  customer  wants  to 
turn  back  and  compare  a  couple  of  patterns. 

Then  how  about  the  busy  days  when  two  or  three  customers  would  like  to  see 
the  same  pile  ? 

It's  an  even  bet  they'll  go  elsewhere  rather  than  wait. 

That's  where  the  Rack  comes  in. 

In  ten  minutes'  slow  turning  your  customer  gets  a  view  of  every  rug  and  the 
whole  of  every  rug. 

In  ten  seconds  you  can  turn  back  and  compare  a  dozen  difterent  patterns,  if  desired. 

Moreover  with  the  Moncrief  Rug  Rack  sales  can  be  made  to  two  or  three  people 
at  once  without  the  slighest  inconvenience  to  any  one  of  them. 

Your  salesman  gives  his  undivided  attention  to  the  customer. 

And  here's  one  last  thought :  salesmanship  is  a  matter  largely  of  energy  and 
enthusiasm. 

How  much  enthusiasm  can  you  expect  a  man  to  have  left  at  four  o'clock 
aftei  he  has  turned  a  pile  of  fifty,  forty  pound  rugs,  ten  times, 
earlier  in  the  day  ? 

Just  figure  for  yourself  how  the  enthusiasm  will  ooze  out 
of  his  fingers  with  every  turn. 

This  isn't  theory.    We  have  the  facts,  testified  to 
by  users,  to  prove  every  statement. 

Ask  us  to  prove  it. 


Moncrief  Mfg.  Co. 


CENTRAL  FALLS 

R.  I. 
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January 
13  to  18 
1913 


BERLIN 
WATERLOO 
FURNITURE 
EXHIBITION 


January 
13  to  18 
1913 


The  Furniture  Buyer's  Mecca 

Keen  Buyers,  alert  to  the  necessity  of  buying  goods  early  in  order 
to  secure  more  prompt  delivery  of  furniture  next  year  than  during  the 
past  season,  and  desirous  also  of  seeing  the  latest  styles  and  designs 
in  high-grade  Canadian-made  Furniture,  will  find  it  profitable  to 

Accept  Our  Invitation 


D.  Hibner  Furniture  Co.,  Limited        -        -  Berlin 
Waterloo  Furniture  Co.     ....  Waterloo 

Baetz  Bros.  &  Co.       .....  Berlin 

Lippert  Furniture  Co.,  Limited   ....  Berlin 

Berlin  Furniture  Co.,  Limited       ...  Berlin 
H.  Krug  Furniture  Co.,  Limited       ...  Berlin 
Onward  Manufacturing  Co.     ....  Berlin 

Woeller,  Bolduc  &  Co.       ....  Waterloo 

Berlin  Bedding  Co.,  Limited    ....  Berlin 

Snyder  Bros.  Upholstering  Co.,  Limited     -  Waterloo 
Wunder  Furniture  Mfg.  Co.,  Limited     -       -  Berlin 
Peerless  Leather  Co.  ....  Berlin 

Hespeler  Furniture  Co.      ....  Hespeler 


John  B.  Snider  ...... 

Berlin  Interior  Hardwood  Co.,  Limited 
Geo.  J.  Lippert  Table  Co.,  Limited 
Quality  Mattress  Co.  .... 

Berlin  Table  Mfg.  Co.,  Limited  ... 
Geo.  H.  Hachborn  &  Co.  .... 

Berlin  Plate  Glass  &  Mirror  Co. 

Beilstein  &  Kranz  ..... 

Walker  Bin  and  Store  Fixture  Co.,  Limited 
Canada  Furniture  Mfrs.,  Limited   -   Berlin  and 
Globe  Furniture  Co.,  Limited  ... 
Elmira  Interior  Woodwork  Co.,  Ltd. 
Owen  Daveno  Bed  Co.,  Ltd.  ... 


Waterloo 
Berlin 
Berlin 

.  Berlin 
Berlin 

-  Berlin 
Berlin 
Berlin 
Berlin 

Waterloo 

Waterloo 
Elmira 

Hespeler 


Visit  the  Furniture  Centre  of  Canada 


Don't  be  a  stay-at-home  next  January.  Take  advantage  of  the  opportunities  Berlin  and 
W^aterloo  offers  to  you — superior  opportunities  for  the  selection  and  buying  of  the  most  high- 
grade  Furniture  in  Canada.  Two  dozen  furniture  factories  with  their  finest  products  displayed  in 
their  sample  rooms — together  with  the  exhibits  of  many  progressive  manufacturers  from  outside 
places  who  recognize  the  advantages  of  making  displays  in  the  Twin  Cities  during  the  January 
Exhibition.    COME — the  opportunity  is  yours — COME. 


Exhibits  will  also  be 
made  b^  several  out- 
side Manufacturers. 


Don't  Forget 
the  Dates 


1913   JANUARY  1913 

SUN.    MON.    TUE.    WED.    THU.    FRl.  SAT. 

12  3  4 
5  6  7  8  9  10  II 
12  13  14  15  16  17  18 

19  20  21  22  23  24  25 
26  27  28  29  30  31 


For  Information,  Write 
J.  P.  Scully,  Secretary, 
Berlin,  Ontario. 


Come  with 
the  Crowd 
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J^/^E  take  this  opportunity  of 
^  ^    extending  to  our  many 
customers  and  friends  the  Seasons 
Greetings  and  our  Heartiest  Wishes 
for  a  Prosperous  New  Year. 


THE 


LIPPERT  FURNITURE  COMPANY 


LIMITED 


BERLIN, 


ONTARIO 


See  these  lines  at  the  Berlin  Furniture  Exhibition 

JANUARY  13th  to  18th,  1913 


EUREKA  ELECTRIC 
SUCTION  CLEANER 


Light  in  Weight 
Simple  in  Construction 
Reasonable  in  Price 


Toronto  Retail  Store 

423  Yonge  Street 


RETAILS  dj^r- 
FOR  ONLY  «P^*> 


Use  the  "  Eureka"  in 
your  own  home  and 
you  will  be  an  enthusi- 
astic salesman.  Its  low 
cost  of  operation  and 
its  powerful  suction  are 
strong  selling  features. 


ONWARD  SLIDING 
FURNITURE  SHOES 

Successor  to  the  Old  Fashioned  Wheel  Caster 


Make  a  window  display  of  furniture  shoes 
and  you  will  have  many  inquiries  for  them 


ONWARD  MANUFACTURING  CO. 

BERUN,  ONTARIO 


Moncrieff  &  Endress,  Ltd. 
Scott  Block,  Winnipeg. 
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High  Quality  at  Low  Prices 

That's  the  trade-winning  combination  we 
invite  you  to  consider  when  you  look  over 

Our  Line  of  Parlor  Furniture 

(Frames  or  Upholstered),  when  you  visit  the 

BERLIN-WATERLOO  FURNITURE  EXHIBITION 


No  507  Chair  No  507  Rocker 


A  PAIR  OF  OUR  QUICK  SELLERS  IN  LEATHER  FINISH 

The  most  modern  style  and  the  very  best  quality 
combined  with  very  moderate  prices,  offers  an 
inviting  combination,  so  be  sure  to  visit  our  show- 
rooms during  the  January  Exhibition  and  see  our 
full  line,  including 

FANCY  TABLES      FANCY  ROCKERS      DINING  CHAIRS 
LIBRARY  and  LIVING  ROOM  CHAIRS  and  TABLES 

Write  for  prices  if  i;ou  are  unable  to  come 

Woeller,  Boulduc  &  Company 

Manufacturers  and  Wholesale  Upholsterers 

WATERLOO  ONTARIO 
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SEE  OUR  EXHIBIT  OF 


DESKS  and 

OFFICE  EQUIPMENT 


in  the  Waterloo  Furniture  Company's  Factory 
Showrooms  during  the  Berlin -Waterloo 
Furniture  Exhibition,  January  13  to  18. 

Elmira  Interior  Woodwork  Company 


Elmira 


Ontario 


Just  What  the  People  Want 

No  More  Comfortable  Articles  Made. 
They   are    "  So-E  as^"   to  Sell. 


Owen  Daveno  Bed 
Davenports 

By  a  simple  revolution  the  "Owen 
Daveno"  turns  into  a  most  comfort- 
able bed.  Write  at  once  for  blue- 
prints and  prices  of  our  line. 


"So-Easy"  Reclining 
Chairs 

Selected  Quarter-Cut  Oak — any 
finish  and  a  choice  of  several 
designs.  A  great  help  to  that 
tired  feeling. 


"SO-EASY"  Chair,  No.  93 
Arabian  Leather,  List  $29.00 


Make  the  Xmas  Trade  increase  your  pro- 
fits by  being  well  supplied  with  our  line. 

Don't  put  off  another 
day  ordering  them. 

Owen  Daveno  Bed  Co. 

Limited 

Hespeler     -  Ontzurio 
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The  Season^s  Greetings 

To  The  Furniture  Trade 


1912 


1913 


1 


We  trust  will 
prove 

A  HAPPY 

AND 


We  wish  you  all 

A  MERRY 

CHRISTMAS 

and  thank  you  heartily 
for  the  splendid 
appreciation 
shown 

The 


PROSPEROUS 
NEW  YEAR 

To  You  and  Yours 


Meet  us  in  JANUAR  Y  at  the 
BERLIN- WATERLOO  EXHIBITION 

We  will  Exhibit  in  the  Showrooms  of  the 

Waterloo  Furniture  Co.,  Waterloo 


Star  Line 

during  the 
year 


R 


FURNITURE 
COMPANY 
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We  Wish  You  the  Season's  Greetings 

We  extend  our  sincere  appreciation  of  your  many  courtesies 
during  1912  and  express  the  hope  that  continued  prosperity 
may  be  the  portion  of  all  during  the  year  to  come. 


An  assortment  of  Elora  Art  Beds,  Tables  and 
Tabourettes  will  help  in  making  1913  a  good 
business  year  for  you. 


Elora  Furniture  Company,  Elora,  Ontario 


Globe  Steel  Sanitary  School  Desks 


ABSOLUTELY  UNBREAKABLE 


GUARANTEED  FOR  LIFE 


HYGIENIC  AND  SANITARY 


PERFECT  IN  DESIGN 


SPECIAL  STYLES  FOR 
COLLEGIATES,  COLLEGES 
AND  ALL  CLASSES  OF 
EDUCATIONAL  INSTITUTIONS 


THOUSANDS  IN  USE 

ALL  GIVING  SATISFACTION 

Full  Information  and 


Noiseless 
Automatic 
Steel 
Hinge 
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Waterloo 
Furniture 
Company 

wish 
The 

Furniture 

Trade 

a 

Merry 
Xmas 

and  may 

Nineteen 
Thirteen 

bring  you 
all 

Health 
Happines 

and 

Prosperity 


COME  TO 

The  Show 


IN  JANUARY 

We  Know  we  can 
interest  every 

Furniture  Dealer 

You  should  see  the  new 
additions  to  the 

Waterloo  Monimaker  Line 

Fully  Up-to-date  and  more 
Popular  than  ever 

The  one  Place  you 
don't  want  to  forget 

Make  a  Note  of  it  Now 

Waterloo  Furniture  Co. 


Limited 


Waterloo   ::  Ontario 
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Baetz  Brothers  &  Co. 

BERLIN,  ONTARIO 


Makers  of 

CHAIRS  for  the  DINING  ROOM,  PARLOR,  LIBRARY,  DEN 

and  BEDROOM 

See  our  complete  exhibit  in  our  Factory  January  13-18 
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Proof  of  the  The  value  in  which  furniture 

Pudding.  exhibitions  are  held  by  those 

who  are  most  conversant  with 
the  benefits  to  be  derived  from  them  is  to  be  seen  in 
the  way  dealers  in  the  United  States  flock  to  the  ex- 
positions which  are  held  in  New  York  and  Grand 
Rapids. 

The  Furniture  World  has  been  led  to  this  conclu- 
sion by  glancing  over  a  list  of  those  who  attended  last 
summer's  exposition  in  New  York.  During  the  short 
time  this  exposition  was  open  it  was  visited  by  no  less 
thaji  1609  representatives  of  retail  furniture  firms. 

But  probably  more  interesting  than  the  actual  num- 
])er  of  firms  is  the  fact  that  thev  represented  an  aggre- 
gate capital  of  $1-12,000,000.  Of  this  amount  $ir056,- 
000  represented  the  capital  of  Canadian  furniture  deal- 
ers whose  representatives  were  present. 

At  the  furniture  exhibitions  which  are  to  be  held  in 
Berlin,  Waterloo  and  Stratford,  Out.,  next  month,  we 
cannot  expect  to  see  such  an  ingathering  of  retail  furn- 
iture dealers  as  that  which  New  York  drew  last  sum- 
mer, but  proportionately  we  should  be  able  to  do  as 
well. 

The  exhibitions  are  to  be  held  concurrently,  and  the 
places  in  which  they  are  to  be  held  are  important 
furniture  manufacturing  centres.  Consequently  much 
is  to  be  gained  by  visiting  them  and  much  to  be  lost 
by  remaining  away. 

It  is  necessary  to  know  your  goods  in  order 
that  you  may  knoit)  how  to  sell  them. 

Value  of  No  dealer  can  afford  to  re- 

Furniture  main  away  from  furniture  ex- 

Exhibitions  liibitions  such    as  are  to  be 

to  Retailers.  held  in  Berlin,  Waterloo  and 

Stratford  in  January. 

But  if  there  is  any  dealer  who  can  least  afford  to 
.stay  away  it  is  he  Avho  has  never  yet  attended  one. 

The  benefits  which  accrue  from  visiting  furniture 
exhil)itions  are  manifold.  But  there  are  two  or  three 
which  are  outstanding.  One  is  obviously  the  insight 
which  one  obtains  in  regard  to  styles.    He  gets  this 


to  an  extent  which  is  impossible  in  any  other  way. 
Another  is  the  ideas  which  are  obtainable  and  the 
knowledge  that  can  be  acquired  by  being  brought  into 
personal  contact  with  manufacturers,  salesmen  and 
fellow  retailers.  And  then,  by  visiting  the  factories 
and  observing  the  various  processes  of  manufacturing 
knowledge  is  obtained  that  will  prove  invaluable  time 
and  again  in  the  process  of  selling  goods. 

It  is  7vant  of  decision  rather  than  lack  of 
ability  that  keeps  most  business  men  in  the 
backgroutid. 

Improperly  With  the  furniture  factories  of 

Finished  .  Canada  taxed  as  they  are  in 

Furniture.  many  cases  beyond  their  nor- 

mal capacity  to  fill  orders,  it 
is  none  the  less  important  that  the  greatest  care  be 
exercised  in  order  that  the  goods  may  be  turned  out 
in  a  proper  manner. 

Complaints  have  come  to  the  Furniture  World  to  the 
effect  that  this  is  not  always  being  done.  Quality  has 
sometimes  been  sacrificed  to  expediency  in  order  that 
the  importunities  of  dealers  for  prompt  delivery  might 
be  satisfied. 

One  of  the  latest  complaints  is  in  regard  to  the  ship- 
ment of  furniture  before  the  varnish  thereon  was  dry. 
In  fact  in  some  instances  the  varnish  was  so  damp  that 
the  customary  covering  could  not  be  put  on  to  protect 
the  furniture  from  being  scratched  while  in  transit. 
Of  course  it  was  the  cheaper  lines  that  were  thus  treat- 
ed, but  that  does  not  make  it  any  the  less  excusable. 

It  is  better  to  offend  a  customer  by  delay  in  ship- 
ping goods  than  to  incur  the  risk  of  causing  still  great- 
er displeasure  by  forwarding  goods  either  unfinished 
or  below  sample  in  quality. 

The  successful  business  man  is  he  who  takes 
time  for  thinking  as  wed  as  for  working. 


Features  of  Our 
Foreign  Trade 
in  Furniture. 


Canada's  foreign  trade  in 
furniture  during  the  last  five 
years  shows  some  rather  inter- 
esting developments.  The  most 
significant  is  the  growth  of  our  imports  from  the  Unit- 
ed States.  These  have  more  than  doubled  in  the  five 
A-ear  period,  the  actual  figures  being  $811,284  in  1908 
and  $1,475,769  in  1912. 

It  is  quite  true  that  our  imports  from  Great  Britain 
have  increased  by  260  per  cent,  during  the  same  per- 
iod, but  even  with  that  increase  the  total  is  only  $198,- 
000,  a  mere  fraction  of  that  which  we  bring  in  from 
the  United  States.  And  then,  of  course,  a  great  deal 
of  that  included  in  the  figures  appertaining  to  Great 
Britain  is  old  and  fancy  furniture  which  wealthy  Can- 
adians purch'ase  from  time  to  time  when  touring  in 
the  Old  Country. 

Possii)ly  some  of  it  may  be  Canadian  made  furniture 
returning  to  the  land  of  its  birth,  the  purchaser  being 
under  the  impression  he  was  pureha^sing  a  British-made 
article.  Such  eases  have  occurred.  A  short  time  ago, 
for  example,  the  wife  of  a  well-known  Canadian  eiti- 
;en  was  showing  an  authority  on  furniture  a  dining 
room  suite  which  she  liad  purchased  when  in  England, 
])ut  which  lie  recognized  as  the  out]uit  of  a  certain 
Canadian  factory.  On  the  principle  that  where  ignor- 
ance is  bliss  it  is  folly  to  be  wise,  the  iiuthority  was 
'.'•entlenuuily  enough  to  say  nothing. 

The  lotnl  imports  of  furniture  from  all  countries 
have  increased  by  117  per  cent,  during  tlu^  five-year 
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period,  the  figures  being  ^^811,284  and  $1,750,698  res- 
pectively. 

As  our  purchases  from  the  United  States  were  $1,- 
475,000  it  Avill  be  seen  that  no  less  than  84  per  cent, 
of  our  total  importations  of  furniture  are  from  that 
country. 

Although  the  percentage  of  increase  in  the  exports 
of  furniture  in  the  five  years  is  88.33  per  cent.,  the 
value  of  this  branch  of  our  foreign  trade  is  still  very 
small,  the  total  last  year,  in  spite  of  the  proportion- 
ately large  gain  during  the  period  given,  being  only 
$350,291.  And  it  is  significant  that  our  exports  to  both 
Great  Britain  and  the  United  States  are  sm'aller  than 
they  were  five  years  ago. 

It  is  evident  that  the  hope  of  our  export  trade  is 
not  in  either  the  United  Kingdom  or  the  United  States. 
It  is  rather  in  the  British  Dominions  beyond  the  seas. 
AiTstralia,  for  example,  jumped  her  purchases  from 
*15,983  in  1908  to  $110,424  in  1912,  South  Africa  from 
$23,872  to  $59,831,  and  New  Zealand  from  $12,488  to 
$50,467.  The  British  West  Indies  more  than  doubled 
their  purchases  in  the  same  period.  Newfoundland 
and  Bermuda,  on  the  other  hand,  decreased  their  pur- 
chases during  the  period  named. 

In  the  meantime  the  furniture  manufacturers  of  the 
country  are  little  concerned  abcnit  either  the  export 
or  the  import  trade.  They  are  too  busy  attending  to 
the  requirements  of  the  home  market.  Possibly  they 
may  be  too  negligent  in  this  respect. 

The  dates  of  the  Berlin,  Waterloo  and  Strat- 
ford exhibitions  beifig concurrent,  live  retailers 
who  visit  them  will  be  able  to  kill  two  birds 
with  one  stone. 

Serious  Charge  A  rather  nasty  case  that  is  of 

Against  interest  to  undertakers  is  just 

Undertaker.  now  before  the  British  courts. 

It  is  a  case  where  an  under- 
taker who  took  charge  of  the  remains  of  an  infant  for 
burial  has  not  been  able  to  produce  evidence  of  any 
kind  as  to  where  the  interment  took  place.  That  the 
matter  has  become  a  scandal  is  quite  natural.  It  is 
equally  natural  that  the  imagination  of  many  people 
should  be  excited  in  regard  to  Avhat  actually  became 
of  the  remains. 

The  incident  has  unfortunately  caused  many  ill-ad- 
vised persons  to  cast  reflections  on  the  undertaking 
profes.sion  generally.  They  infer  that  it  is  not  the  first 
time  that  remains  of  infants  have  disappeared,  hav- 
ing either  been  thrust  into  the  coffin  with  an  adult 
or  given  over  to  dissecting  purposes. 

As  a  profession  there  are  none  that  stand  higher 
ethically  than  undertakers.  No  one  is  more  desirous 
of  doing  the  right  thing  than  the  average  undertaker. 
He  is  fully  alive  to  the  delicate  nature  of  his  profes- 
sion. He  is  fully  seized  of  the  fact  that  next  to  the 
immediate  relatives  and  friends  of  the  deceased  no  one 
can  do  more  to  alleviate  the  sorrow  which  surrounds 
the  house  of  mourning.  Honesty,  as  well  as  efficiency, 
tact  and  kindness,  must  be  one  of  his  outstanding  qual- 
ifications. 

When  a  member  of  his  profession  transgresses  the 
average  undertaker  naturally  feels  that  all  engaged 
in  it  come  under  a  cloud  to  a  more  or  less  extent. 
This  is  why  at  conventions  high-minded  undertakers 
are  persistently  urging  members  of  the  undertaking 
profession  to  aim  high  in  both  conduct  and  quality  of 
work.  That  their  efforts  are  not  in  vain  is  evident 
from  the  fewness  of  the  transgressions  which  take 
place. 


In  Canada  at  any  rate  this  is  particularly  so.  The 
death  rate  in  this  country  is  over  80,000  yearly,  which 
means  an  equal  number  of  interments,  and  how  very 
rarely  do  we  hear  of  any  unprofessional  conduct  on 
the  part  of  the  undertaking  profession.  It  is  certainly 
significant. 

He  is  a  shortsighted  busi?iess  man  who  thinks 
that  good  advertisifig  will  cover  up  bad  busi- 
ness methods. 

Libelling  a  In  the  House-  of  Commons  the 

Furniture  other  da  v.  islr.  F.  B.  Carvell, 

Manufacturer.  M.P.  for"  Carleton,  N.B.,  dur- 

ing an  attack  upon  ]\Ir.  R.  J. 
Ball,  M.P.  for  South  Grey,  said:  "I  am  told  he  has 
grown  rich  in  manufaetiiring  a  pretty  poor  article  of 
furniture  out  of  green  wood  grown  in  Canada  with  a 
protection  of  $35  on  the  $100." 

It  is  unfortunate  that  in  the  heat  of  party  debate 
members  should  so  forget  themselves  as  to  make  libel- 
lous attacks  of  this  kind.  Were  they  made  outside  the 
confines  of  the  House,  those  making  them  could  be 
reached  by  the  arm  of  the  law.  But  it  is  rather  un- 
fortunate that  members  are  made  immune  by  a  sort  of 
divine  right  against  proseciition  for  statements  on  the 
floor  of  the  Plouse.  The  provision  is  no  doubt  on  the 
whole  a  wise  one.  Candid  speaking,  under  the  pro- 
tection of  the  House  of  Commons,  should  be  every 
member's  privilege  and  right.  But  it  is  cowardly  to 
take  advantage  of  these  privileges  to  libel  anyone 
either  inside  or  outside  the  House. 

As  far  as  the  output  of  the  Ball  Furniture  Co.,  Lim- 
ited, is  conceimed,  we  have  never  heard  any  complaint 
in  regard  to  its  quality.  On  the  contrary  what  we  have 
heard  is  commendatory. 

//  is  better  for  your  clerks  to  write  ads.  than 
stand  about  the  store  doing  nothing. 

Price  Cutting  That  general  activity  in  trade 

in  Brass  Beds.  does  not  always  mean  satisfac- 

tion in  regard  to  profits  is  well 
known  to  every  biisiness  man.  The  brass  and  iron  bed 
industry  is  a  case  in  point.  In  this  particular  line  a 
good  business  is  being  done,  but  conditions  all  round 
are  not  satisfactory  because  prices  are  being  seriously 
ciit.    And  the  cutting  of  prices  is  not  the  only  evil. 

The  other  evil  is  the  etfect  the  pi'iee  c\itting  is  hav- 
ing on  the  quality  of  some  of  the  goods  that  are  being 
placed  upon  the  market. 

In  regard  to  brass  beds  the  effect  is  to  be  seen  in 
the  poorer  quality  Avhieh  the  cut  in  prices  is  inducing 
manufacturers  to  put  upon  the  market  to  meet  the 
comi)etition  that  has  developed  in  loAv-priced  goods. 
This  in  turn  is  afi^eeting  the  sale  of  the  better  class  iron 
beds,  many  people  preferring  to  take  a  low-priced,  in- 
ferior quality  iron  bed.  The  appearance  catches  them 
rather  than  the  quality. 

These  conditions  are  particularly  irksome  to  the  man- 
ufacturers at  present.  On  the  one  hand  they  have  to 
contend  with  price  cutting,  Avhile  on  the  other  they 
have  to  contend  with  the  advancing  price  of  raAV  ma- 
terial, iron  and  copper,  for  example,  being  very  much 
higher  than  they  were  six  months  ago.  Both  these 
lines  are  approximately  40  to  50  per  cent,  higher  than 
they,  were  a  year  ago. 

A  month  or  two  ago  brass  beds  were  advanced  iy-2 
per  cent,  in  the  United  States,  and  another  increase  is 
expected  early  in  January.  When  opportunity  affords 
Ave  may  expect  an  advance  in  Canada. 
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Stocktaking  in  Furniture  Stores 

^By  A.  F.  Ericson 


Immediately  after  the  rush  of  Christmas  trade  comes 
stocktaking  time.  This  is  looked  upon  by  some  clerks 
as  a  lot  of  useless  bother — work  that  brings  them  back 
to  the  store  at  night,  and  for  which  they  get  no  extra 
pay.  There's  no  getting  around  the  fact  that  it  does 
create  extra  work,  but  this  work  can  be  greatly  re- 
duced if  gone  about  in  a  systematic  manner.  Where 
would  the  retailer  be  if  he  did  not  take  stock?  He 
would  not  know  how  much  he  had  sold  during  the 
year,  nor  would  he  be  able  to  tell  which  lines  had  been 
slow  sellers — the  "stickers." 

Stocktaking  in  the  furniture  store  is  an  easy  matter 
when  one  compares  it  with  the  work  that  it  entails  in 
the  grocery  or  hardware  store.  The  amount  of  stock 
carried  is  not  so  large  as  in  either  of  these  other  trades, 
and  it  is  more  bulky  and  easier  to  keep  track  of.  Most 
furniture  dealers  are  able  to  complete  the  .job  in  one 


in  this  regard;  let  no  inflation  creep  into  this  process. 

Follow  out  the  same  process  with  everything  you 
own.  Take  account  of  your  furniture  and  fixtures, 
your  wagons,  harness,  scales,  all  equipment  of  every 
description,  being  rigidly  conservative  in  making  your 
estimates  here ;  for  this  stuff  is  never  worth  anything 
like  Avhat  you  paid  for  it  no  matter  how  useful  it  still 
is  to  you.  Separate  this  property  into  fixtures  and 
tools  used  inside  your  store  on  the  one  hand  and  de- 
livery equipment  on  the  other.  This  because  next  year 
you  must  discount  the  store  fixtures,  etc..  10  per  cent., 
but  you  will  have  to  scale  the  delivery  layout  20  per 
cent. 

Now,  proceed  to  price  these  lists.  Never  mind  what 
you  have  paid  for  anything.  Take  merchandise  at  re- 
placement value.  Do  not  figure  it  as  laid  in  your 
store,  but  take  it  at  point  of  origin.    This  because  you 
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Form  of  stock  sheet  used  by  a  large  number  of  firms.   The  illustration  is  about  one-fourth  the  size  of  the  original. 


night,  not  counting  the  work  they  do  at  odd  times  to 
get  the  stock  in  shape. 

Then,  too,  the  work  is  made  much  easier  if  a  stock 
book  is  kept  throughout  the  year  and  all  shipments  and 
sales  entered  therein,  either  at  the  end  of  each  week 
or  the  end  of  the  month.  Some  dealers  may  think  that 
if  this  were  done,  it  should  not  be  necessary  to  take 
stock  at  the  end  of  the  year,  but  it  is.  Little  mis- 
takes are  bound  to  occur  in  a  whole  year  and  the  an- 
nual inventory  is  necessary  in  order  to  cheek  these  up. 

Every  item  in  the  stock  should  be  counted  carefully. 
Let  it  be  your  aim  to  get  at  just  what  you  have — no 
more,  no  less.  In  doing  this  use  your  own  knoMdedge 
of  the  condition  of  each  item.  If  in  prime  condition, 
let  it  go  in  that  way.  If  damaged  or  in  any  way  im- 
paired in  value,  note  its  condition,  so  you  may  dis- 
count it  in  the  pricing.  If  something  which,  though 
apparently  sound  and  good,  has  been  on  hand  six 
months,  or  over  a  year,  note  that  condition,  so  you  may 
discount  it  on  that  account;  also  so  that  you  may  set 
a  price  on  it  and  force  it  out  of  your  hands — realize 
on  it — get  your  capital  into  circulation  again.  In  every 
way  seek  to  be  so  careful  that  you  may  feel  that  any 
error  is  surely  on  the  safe  side;  that  Is,  undervalued 
rather  than  over;  work  a  little  against  your  business 


will  need  that  buffer  to  be  sure  you  are  on  the  inside. 
The  same  with  fixtures,  etc.  Figure  those  at  what  they 
might  be  expected  to  sell  for  under  the  hammer.  Stick- 
ing the  knife  into  things  this  way  sometimes  "hurts," 
but  it  is  best  in  the  end — the  finest  kind  of  business  dis- 
cipline. Go  to  it  fairly  and  honestly.  You  will  live 
to  be  glad  you  did  it.  Why,  I  forgot  my  horses,  wag- 
ons, etc.,  last  time — Aviped  'em  out  entirely  and  never 
noticed  it  until  I  had  my  figures  all  ready  for  posting. 
Then  I  let  it  go.  But  see  how  nicely  it  will  come  back 
to  swell  my  figures  this  year?  If  you  are  going  to  err 
at  all,  make  the  error  on  that  side. 

Take  your  bills — What  you  owe — and  piit  every  one 
of  them  in — no  matter  when  due — get  everything  in 
that  you  have  on  the  hook  or  can  think  of  or  find  any- 
where. Make  this  account  full  and  complete.  Then 
lake  the  bills  owing  to  you  and  scale  thein  in  every 
way  you  can  think  of.  Do  not  take  in  a  doubtful  ac- 
count, and  what  you  do  take  in.  take  with  the  utmost 
caution  as  to  its  value.  Then  when  this  is  all  done  go 
further:  Scale  the  remainder  10  per  cent.,  for  good, 
safe  measure ! 

The  Curtis-Wilson  Furniture  Co.,  Toronto,  are  not 
content  with  keeping  a  stock  book  and  taking  an  in- 
ventory once  a  year.    They  take  stock  twice  a  year — 
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on  the  first  of  April  and  the  first  of  October.  They  be- 
lieve this  is  a  good  idea  as  it  keeps  them  in  closer 
touch  with  their  business.  "If  there  is  any  time  when 
you  know  whether  or  not  you  are  making-  money," 
said  Mr.  Curtis,  "it  is  after  you  have  taken  stock. 

"HoAV  do  we  do  it?  Why  we  just  take  an  inventory 
of  all  the  stock  in  our  store  and  warehouse,  balance 
up  our  ledger,  take  out  what  is  OAving  to  us,  and  we 
\no\v  where  we  stand.  We  collect  all  articles  of  a  like 
nature  together  and  total  them  up.  If  any  equipment, 
such  as  horses,  rigs,  etc.,  has  been  added  since  last  in- 
ventory, of  course  we  add  these  on.  If  not.  we  take 
it  as  it  stood  on  the  books." 

Here  is  the  method  adopted  by  the  Adams  Furniture 
Co.,  Toronto.  They  take  their  annual  inventory  at  the 
end  of  January.  As  that  time  approaches,  they  select 
men  from  their  staff  who  are  specially  adapted  to  this 
kind  of  work.  The  work  is  done  by  departments  and, 
as  far  as  possible,  two  teams  are  allotted  to  each  de- 
partment. On  the  night  appointed  to  do  the  work,  the 
men  selected  start  in  as  soon  as  the  store  doors  are 
closed  to  customers  at  6  o'clock.  So  systematically  is 
the  work  laid  out  that  it  is  all  done  in  one  night,  some 
departments  being  finished  as  early  as  nine  o'clock. 

Of  course,  for  a  little  while  before  the  stock  is  to  be 
taken,  preparations  are  made  in  the  way  of  getting  the 
various  departments  in  shape.  The  drapery  goods  are 
all  measured  up  and  a  tag  bearing  the  amount  in  each 
roll  is  attached.  As  pieces  are  sold,  the  amount  is  de- 
ducted from  the  ticket  on  the  roll. 

In  the  carpet  department  things  are  much  the  same 
way.  However,  a  stock  record  of  these  goods  is  kept 
throughout  the  year  and  this  is  checked  up  at  stock- 
taking time  to  verify  the  amount  and  the  sales  are  de- 
ducted from  the  stock  record. 

None  of  the  goods  in  the  store  bear  the  cost  mark, 
but,  instead,  the  firm  uses  a  factory  number.  Different 
goods  from  the  different  factories  are  all  given  a  separ- 
ate number.  When  the  stock  is  being  called  oft',  the 
caller  gives  the  article,  a  complete  description  of  it  and 
the  factory  number.  No  pricing  or  extending  what- 
ever is  done  by  the  men  wh«  are  taking  the  list  of  the 
goods  on  hand.  This  is  all  done  afterwards  by  the 
clerks  in  the  office  from  stock  records  kept.  From  the 
factory  number  and  the  description  of  the  article  given 
on  the  sheet,  the  clerk  looks  up  the  stock  record  and 
can  tell  in  a  minute  just  what  value  that  article  has. 
The  amount  is  then  extended  to  the  proper  column 
on  the  sheet. 

The  reason  the  firm  does  not  have  the  cost  mark  on 
all  their  goods  is  this.  They  used  to  have  it,  but  al- 
though they  used  a  code,  they  found  the  salesmen  soon 
"got  wise"  to  the  code  and  in  pushing  a  sale  that  they 
thought  was  going  to  get  away  from  them,  they  would 
say,  "Why  this  chair  (or  whatever  it  might  have  been) 
co.sts  us  so  much."  Then,  too,  they  would  often  come 
to  the  manager  of  the  department  and  tell  him  the  cost 
price  and  the  selling  price,  and  see  if  the  firm  would 
not  make  a  reduction  in  order  to  get  the  sale. 

Before  the  sheets  go  into  the  office  they  are  checked 
by  the  department  numagers.  After  the  prices  are  put 
on  and  the  extensions  made,  they  are  checked  by  some 
other  clerks  and  the  Avhole  amount  added  up  and  the 
totals  cheeked.  Before  all  this  checking  is  done,  how- 
ever, the  sheets  are  numbered  to  avoid  any  chance  of 
sheets  being  lost. 

The  accompanying  cut  shows  the  form  of  stock  sheet 
used  by  the  Adams  Com[)any.  This  answers  the  pur- 
pose excellently,  but  there  is  only  one  fault  the  firm 
have  to  find  and  that  is  not  so  much  with  the  stock 
shff't  as  with  some  of  the  clerks.    It  will  be  noticed 


that  the  form  contains  a  column  for  the  price  and  two 
columns  for  the  extensions.  Two  extension  columns 
are  not  really  necessary,  the  second  one  being  used 
only  for  the  grand  total  on  each  sheet.  When  the 
stock  has  all  been  entered  and  the  sheets  have  reached 
the  clerks  who  are  to  put  down  the  price  marks  and 
extensions,  some  of  them  when  they  come  across  an 
item  that  contains  only  one  of  a  certain  line,  will  i)ut 
the  price  mark  in  the  price  column  and  extend  the 
amount  into  the  first  extension  column.  This  i.s  un- 
necessary and  leaves  a  loop-hole  for  further  errors. 
When  there  is  only  one  article  of  a  kind,  all  that  is 
necessary  is  to  put  the  value  in  the  first  extension  col- 
umn. The  man  who  checks  the  sheet  will  know  Avhen 
he  sees  the  amount  in  the  extension  column  and  that 
there  is  but  one  article  listed,  that  that  is  the  anu)unt 
it  is  worth.  Putting  it  down  twice  means  just  double 
the  work. 

When  all  are  checked,  they  are  filed  away  on  a  bind- 
er, where  they  can  be  seen  at  any  time  during  the  year. 

The  F.  C.  Burroughes  Furniture  Co.,  Toronto,  take 
stock  along  the  general  lines  of  having  one  man  to 
cali  oft'  and  another  to  write  down,  but  they  use  a  sys- 
tem Avhich,  they  claim,  does  away  with  all  chance  of 
error.  Their  stock  is  arranged  in  departments  and 
only  one  department  is  taken  at  a  time.  Each  line  on 
their  stock , sheets  is  numbered  consecutively,  i.e.,  1.  2. 
3,  and  so  on  up  to  as  many  numbers  as  there  are  lines 
required  for  that  department.  Each  article  in  stock 
already  has  a  ticket  bearing  number,  cost  and  selling 
Thrice.  At  .  the  time  of  taking  stock,  the  man  who  is 
doing  the  calling  calls  "One"  and  describes  the  article 
and  the  cost  price  on  the  ticket.  The  man  Avho  is  Avrit- 
ing  enters  the  article  on  the  line  marked  "One."  At 
the  same  time,  the  man  who  is  calling  marks  the  figure 
"one"  on  the  tag  in  red  ink-  The  number  in  red  ink 
on  the  ticket  serves  as  an  identification  number  that 
can  be  instantly  verified  at  any  time  by  looking  at  the 
list.  After  the  goods  have  been  called  and  entered  on 
the  stock  sheets,  another  clerk  goes  through  the  stock 
and  sees  that  everything  has  been  numbered  pi'ogres- 
sively.  Thus  the  system  ensures  that  everything  has 
been  taken  into  stock  and  that  nothing  has  been  en- 
tered twice.  If  an  article  is  discovered  not  to  bear  a 
red  ink  mark,  it  is  at  once  known  that  it  has  not  been 
coiTuted  in. 

Of  course,  in  the  case  of  a  bunch  of  chairs  of  one 
kind,  they  are  grouped  together  and  bear  only  the  one 
mark.  Also,  when  taking  inventory  of  the  crated  art- 
icles, if  there  are  two  in  a  crate,  only  one  number  is 
used. 

By  the  aid  of  these  red  ink  marks,  the  firm  is  in  a 
position  to  tell  for  how  long  an  article  has  been  in 
stock.  If  it  bears  two,  it  will  be  seen  that  it  has  been 
held  for  two  years.  It  is  very  seldom,  however,  that 
they  run  across  an  article  that  has  two  mai'ks,  for 
when  stock  is  being  taken  and  they  see  that  an  article 
has  been  in  stock  since  last  year,  it  is  laid  aside  and 
put  on  special  sale. 

Right  here  it  might  be  said  that  special  furniture 
sales  at  this  time  are  good.  Furniture  rapidly  deter- 
iorates in  quality  if  left  in  stock  too  long,  and,  too. 
styles  are  constantly  changing  and  the  public  demand 
the  newest  they  can  get.  If  you  find  after  stocktaking 
that  you  have  a  bunch  of  goods  that  ai*e  "stickers," 
put  on  a  special  sale  and  let  them  go  at  a  sacrifice. 

How  to  find  the  slow  sellers  is  one  of  the  things 
that  stocktaking  teaches.  It  will  bring  out  numy  more 
faults  in  the  business.  Go  at  it  earnestly,  find  out  the 
mistakes  you  have  nuule  during  the  past  year  and  pro- 
fit by  them. 
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Selling  Methods  in  the  Furniture  Store 


Some  Experiences 
and 

Suggestions 


Successful  Selling  Stunts 

Having-  his  customers  guess  at  what  time  two  watches 
suspended  in  his  window  would  stop,  made  a  lot  of 
diversion  for  a  merchant  recently  and  brought  him  in 
a  lot  of  additional  trade  besides. 

He  advertised,  calling  on  all  the  people  to  visit  his 
store  and  see  the  two  watches  hanging  in  his  window. 
He  said  they  would  be  wound  the  following  Friday 
morning  and  a  prize  given  the  person  guessing  to  the 
exact  moment  when  they  Avould  stop. 

One  guess  would  be  given  with  each  dime  or  quarter 
])urchase  made  on  Friday. 

There  was  a  cro^^'d  in  front  of  his  store  on  Saturday 
for  several  hours  and  it  was  really  exciting  at  the  last, 
the  merchant  writes.  The  mysterious,  the  uncertain, 
the  unknown,  always  appeals  to  people  some  way. 

The  watches  can  be  suspended  from  small  rubber 
suckers  fastened  to  the  window. 

Free  Delivery  For  Farmers. 

A  merchant  in  a  small  Illinois  town  has  evolved  an- 
other metliod  of  making  things  interesting  for  the 
syndicates  and  retail  mail  order  houses. 

This  is  nothing  more  or  less  than  a  free  delivery 
system  for  farmers  within  a  radius  of  six  miles  of  his 
store.  He  has  five  different  routes,  one  for  each  clay 
of  the  week  excei)t  Saturday  and  Sunday. 

It  does  not  amount  to  much  as  a  delivery  plan,  l)ut 
as  advertising,  the  merchant  reports  it  a  huge  success. 
He  takes  with  him-  catalogues  and  price  lists.  He  calls 
at  each  house  on  the  route,  talks  merchandising  topics 
Avith  the  farmer  or  housewife  and  leaves  some  of  his 
advertising  matter.  He  leaves  them  a  personal  invita- 
tion to  call  at  the  store  on  the  following  Saturday,  as 
he  Avill  liave  some  interesting  bargains  for  them. 

Scale  in  Store  Draws  Trade. 

A  druggist  writes  "The  Butler  Way"  that  he  great- 
ly increased  his  trade  merely  by  having  a  scale  in  his 
store  whereupon  people  could  weigh  themselves.  He 
put  it  in  a  prominent  place  and  over  it  a  card  read- 
ing:— 

Are  You  Too  Fat? 
Let  Scale  Tell  You. 
It  Never  Told  a  Lie. 

He  writes  that  weighing  got  to  be  a  fad  in  that 
neighborhood.  Numerous  people  would  visit  the  store 
to  see  how  much  they  weighed.  Once  in,  it  was  per- 
fectly natural  that  they  should  buy  something. 

Automobile  for  Invalids. 

If  you  have  an  automobile  or  carriage,  you  might 
try  the  plan  of  a  successful  merchant. 

He  advertised  that  his  car  woidd  be  at  the  disjiosal 
of  any  aged  or  invalid  woman  wanting  to  visit  his 
store.  All  she  had  to  do  was  to  telephone,  saying 
when  she  would  be  ready.  The  merchant  would  liave 
his  car  at  her  home  by  that  time  and  se(i  that  she 
reached  the  store. 

At  the  store  it  became  the  business  of  a  clerk  to  see 


that  she  was  given  every  assistance  and  courtesy.  After 
she  finished  her  business  she  was  taken  home  again 
in  the  automobile. 

It  i)roved  an  immensely  popular  plan.  There  were 
not  more  than  half  a  dozen  Avomen  in  the  town  who 
needed  to  take  advantage  of  the  offer,  but  the  fact 
that  it  was  made  ])rought  much  good  advertising  to 
the  store. 

A  New  Purse  and  a  New  Penny. 

A  merchant  writes  "The  Butler  Way"  that  when- 
ever he  has  a  special  sale,  particiilarly  of  school  goods, 
he  gives  a  purse  containing  a  new  penny  to  each  child 
entering  the  store. 

"This  doesn't  cost  me  a  great  deal,"  he  Avrites, 
"and  I  regard  it  as  gilt-edged  advertising.  Every  kid 
in  town  boosts  me  and  my  store." 

One  of  the  essential  principles  of  successful  mer- 
chandising has  been  learned  by  this  merchant.  It  has 
been  shown  again  and  again  that  the  store  most  popu- 
lar with  the  children  was  the  most  successful.  The 
enthusiastic  boosting  of  the  youngsters  is  sure  to  in- 
fluence the  parents. 

Then,  it  pays  to  look  to  the  future.  The  children 
them.selves  will  be  buyers  soon — almost  before  you 
realize  it. 

Has  a  "Tin  Shower." 

This  has  nothing  to  do  with  a  wedding.  The  shower 
is  not  for  a  bride.  It  is  for  anybody  who  is  there  at 
the  time  it  is  showering. 

The  merchant,  who  is  responsible  for  the  plan,  says 
he  always  opens  his  annual  clearance  sale  with  a  "tin 
shower."  He  advertises  that  at  a  certain  hour  he  Avill 
throw  away  300  pieces  of  tinware. 

These  articles  he  pitches  out  of  his  store  into  the 
crowd,  one  by  one.  He  hesitated  about  trying  the  plan 
at  first,  thinking  the  women  would  not  respond  to  the 
invitation.  But  they  did.  The  merchant  says  the  ut- 
most good  nature  always  prevails  at  the  "showers" 
a]id  that  there  are  some  laughable  scrambles  to  get 
the  choice  items  he  throws  out. 

Looks  like  pretty  good  advertising. 


MANAGEMENT  OF  A  FURNITURE  STORE. 

By  Chas.  A.  Smith 

This  is  without  (iiu^stion  a  nuich  hackneyed  subject, 
aiul  one  which  immediately  plunges  the  writer  into 
very  deep  water,  from  the  fact,  that  in  the  working- 
out  details,  there  are  as  many  opinions  as  there  are 
furniture-dealers,  and  no  two  will  agree;  but  if  in  this 
short  article  any  suggestion  is  nuide,  which  will  result 
in  the  bettering  of  cundilinns  for  sonu'  dealer,  I  shall 
feel  amply  repaid. 

it  has  always  imiii-esseil  me,  lhat  a  furnilure  store, 
more  than  any  other  mei'cantile  establishment,  reflects 
tli(>  taste  and  personality  of  the  pro})riet(U'  or  the  one 
in  charge;  the  general  ajipearance  of  the  store,  the 
class  of  goods  displayed,  and  the  air  of  business  being 
conducted  in  a  successful  way  or  othei'wise. 
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In  the  management  of  a  store,  details  may  be  multi- 
plied or  simplified.  A  great  many  men  are  almost  in- 
sane from  the  mass  of  detail  with  Avhich  they  surround 
themselves.  Other  men  pay  very  little  attention  to 
order,  and  have  no  idea  of  systematic  organization 
whatever,  doing  all  the  work  themselves,  and  trusting 
no  part  of  the  responsibility  to  their  assistants.  No 
business  can  grow  or  be  successful  where  such  a  con- 
dition exists. 

The  man  Avho  allows  just  enough  system  to  be  work- 
ed into  his  business,  so  that  his  organization  will  run 
smoothly,  and  also  that  he  is  not  crazed  by  a  mass  of 
unnecessary  detail,  has  the  ideal  business,  the  growing 
business,  the  sensible  method,  and  at  the  end  of  the 
year  has  a  good  sized  balance  on  the  right  side  of  the 
ledger. 

Another  feature  in  managing  a  store,  which  many 
proprietors  and  managers  overlook,  is  the  fact  of  keep- 
ing the  stock  in  a  cleanly  and  salable  condition.  There 
is  probably  no  one  thing  which  is  so  necessary  to  the 
success  of  a  business,  as  to  have  a  well  planned  and 
artistic  ai^rangement  of  the  stock,  dust  free,  so  that 
when  the  customer  arrives,  he  is  immediately  half  won 
by  the  sightly  display,  and  if  the  salesman  pixts  forth 
the  proper  argument  at  this  psychological  moment,  he 
can  make  a  profitable  sale  and  a  pleased  customer, 
who  goes  away  with  a  very  good  impression  of  the 
store,  which  fact  is  also,  probably  well  advertised  to 
his  neighbor  at  the  first  opportunity. 

Further,  in  reference  to  the  arrangement  of  ware- 
rooms  for  the  display  of  furniture,  a  store  sub-divided 
into  various  rooms  or  departments  for  the  different 
kinds  of  goods,  is  a  much  more  attractive  arrangement 
than  to  have  one  large  floor  with  all  sorts  and  kinds 
of  merchandise  massed  together. 

Another  important  item  is  the  delivery  service.  For 
remember  well,  that  the  sale  has  not  been  completed 
until  this  most  important  detail,  viz. :  the  placing  of 
the  furniture  in  the  home  of  the  customer  has  been 
done  to  his  utmost  satisfaction. 

Competent  help,  by  all  means,  agreeable  drivers  and 
assistants,  Avith  some  degree  of  judgment  and  tact ;  and 
while,  of  course,  the  idea  is  to  get  a  maximum  result 
at  a  minimum  expense,  it  is  false  economy  to  restrict 
too  much  the  expense  for  this  item.  Some  thought  and 
planning  are  required,  for  this  is  a  problem  and  is 
more  difficult  than  would  at  first  appear. 

On  account  of  the  rapid  transportation  facilities  of 
late  years,  the  tendency  now  is  for  people  to  live  at 
some  distance  from  the  city's  centre,  and  this  fact  has 
revolutionized  the  delivery  of  furniture  to  such  an  ex- 
tent, that  horses  are  inadequate  to  perform  all  of  the  work. 

The  auto  truck  has  been  called  upon  to  solve  this 
problem,  and  while  at  present  it  is  a  questionable  pro- 
position from  an  economic  standpoint,  no  doubt,  from 
year  to  year  improvements  will  be  made,  so  that  event- 
ually, its  iLse  will  be  general. 

It  is  more  or  less  difficult  to  make  any  general  rule 
which  will  apply  as  to  the  management  of  all  furniture 
stores.  (Conditions  vary.  There  is  no  doul)t,  however, 
but  there  are  certain  general  fundamental  principles 
which  must  be  followed  to  conduct  a  successful  busi- 
ness, and  we  are  all  striving  for  the  goal  of  success. 


TALKING  MACHINES  WITH  FURNITURE. 

The  Adams  Furniture  Co.,  Toronto,  have  opened  a 
talking  machine  department  with  a  good  assortment 
of  grafonolas  and  phonographs. 

During  the  past  couple  of  years  these  articles  have 
been  in  big  demand  and  have  become  almost  as  essen- 


tial to  the  home  as  a  chair  or  a  table.  "Who,  then,  is 
in  a  better  position  to  handle  them  than  the  furniture 
dealer?  He  is  the  man  that  fits  up  the  home,  and 
young  couples  especially  want  some  form  of  music  in 
the  evenings  when  friends  drop  in.  They  may  possess 
a  piano,  but  of  what  use  is  it  if  neither  one  plays? 
When  this  is  the  case,  there  could  be  nothing  better 
than  a  grafonola,  or  a  phonograph,  if  money  is  not  so 
plentiful. 

The  Adams  Company  chose  an  excellent  time  to  start 
this  department.  The  long  evenings  are  here  and  one 
is  confined  more  to  the  house  than  in  the  summer. 
This  means  that  some  sort  of  entertainment  is  neces- 
sary. Then,  too,  Christmas  is  upon  us  and  a  talking 
machine  makes  a  very  acceptable  gift. 

The  fact  that  the  firm  is  now  carrying  these  is  be- 
ing advertised  in  their  regidar  space  in  the  Toronto 
dailies.  A  man  has  been  placed  in  charge  of  the  de- 
partment, and  the  firm  is  confident  that  it  will  prove 
a  success. 


SALES  BY  REQUEST. 

One  of  the  largest  department  stores  in  New  York 
has  inaugurated  a  policy  of  selling  that  is  worthy  of 
emulation.  Hereafter  this  firm  intends  to  arrange  for 
"sales  by  request."  These  sales  will  be  advertised  un- 


New  folding  go-cart  recently  produced  by  the  Gendron  Mfg.  Co. 
Toronto. 


der  that  title.  If  the  patron  desires  a  "sale"  for  any 
particular  article,  she  will  need  only  to  drop  a  line  to 
the  store  and,  for  example,  say  "I  would  like  to  be  in- 
formed when  you  have  your  next  sale  of  69-cent  ena- 
melware."  In  a  few  days  the  store  announce  in  their 
advertisement,  "By  Request — This  line  of  $1.00  Ena- 
melware  at  69  cents." 

Possibly  there  are  furniture  dealers  who  could  work 
the  same  scheme. 


You  are  working  fop  yourself  when  you  hire  a 
good  man  to  work  for  you. 
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The  Art  of  Display 


Suggestions  for 
Window  and  Interior 
A  rrangements. 


WINDOW  DEVICES  THAT  ATTRACT. 

By  R.  Natlan 

Mechanical  window  displays  have  always  been  more 
or  less  popnlar,  but  their  popularity  of  late  has  in- 
creased considerably.  Their  success  is  attributable  to 
the  psychological  fact  that  a  moving'  object  fascinates 
the  human  mind  and  creates  therein  a  desire  to  solve 
that  which  at  first  apjiears  mysterious. 

Some  noteworthy  displays  of  this  character  have  re- 
cently made  their  appearance.  A  typewriter  siispended 
in  the  window  by  two  silken  ribbons  is  mysteriously 
working  away  as  if  the  keyboard  were  being  manipu- 
lated by  an  oijerator.  The  writing  done  by  the  ma- 
chine is  i)lainly  visible  and  few  people  guess  that  the 
silken  ribbons  really  conceal  electric  wires  which  con- 
nect the  machine  seen  in  the  window  Avith  a  duplicate 
machine  operated  in  the  store. 

A  perpetual  motion  wheel  comprises  an  arrange- 
ment which  permits  silver  dollars  placed  in  grooves 
to  slide  with  the  movement  of  the  wheel  and  keep  it 
going  for  an  indefinite  time,  the  only  requisite  being, 
by  the  way,  an  occasional  vigorous  whirl  given  by  an 
employee  when  the  speed  slackens. 

It  isn't  only  the  small  boy  who  is  attracted  by  the 
mechanical  clown  which  juggles  a  ball  on  the  tip  of 
the  finger.  Only  the  Avise  ones  luiow  that  the  finger- 
tip is  pierced  so  that  a  current  of  air  forced  through 
it  from  an  invisible  fan  plays  upon  the  celluloid  ball. 

A  dozen  or  more  ping  pong  balls  darting  about  in  a 
bird  cage,  as  though  imt)i\ed  with  the  principle  of  life, 
are  no  less  mysterious  in  their  movements.  The  mys- 
tery is  rendered  all  the  greater  by  the  fact  that  the 
bird  cage  is  suspended  from  the  ceiling  by  means  of 
a  string. 

The  solution,  however,  is  very  simple.  A  useless  look- 
ing piece  of  stick,  which  is  in  reality  a  tube,  connect- 
ed witli  an  air  blast,  allows  the  current  to  play  con- 
•stantly  upon  the  cage.  This  stick  is  left  in  the  corner 
of  the  window,  apparently  for  no  purpose. 

A  shoe  factory's  retail  showrooms  "lay  bare  the 
soles"  by  a  saw  which  is  seemingly  destroying  shoes 
by  the  wholesale,  in  order  to  show  the  public  the  differ- 
ence in  quality  between  the  factory's  own  make  and 
that  of  competitors. 

Gai)ing  crowds  have  watched  in  mute  wonder  the 
electrically  operated  mirrors  with  words  spelled  out  by 
moving  drops  of  water. 

A  well  known  correspondence  school  exhibits  in  one 
of  its  demonstration  offices  a  most  realistic  rei)resenta- 
tion  of  th(i  tossing  writhing  waters  of  Niagara  Falls. 
The  exhibit  is  really  a  large  picture,  a])out  seven  feet 
long  by  five  feet  high,  so  re-inforced  by  electrical  effects 
as  to  make  is  appear  that  real  water  is  actually  rolling 
over  the  precipice  and  tumbling  down  into  the  whirl- 

])00l. 

An  oi'dinary  electric  fan  can  be  used  to  actuate  a 
large  rmml)er  of  clever  window  attractions.  One  of 
the  most  favorite  of  this  nature  is  a  collection  of  toy 
balloons  which  are  iruule  to  fly  a1)out  in  the  windows. 
The  air  currents  from  the  invisible  fan  keep  them,  of 
course,  in  constant  motion.    Balloons  have  also  been 


utilized  with  gratifying  results  to  represent  large 
bunches  of  huge  grapes.  They  can  easily  be  colored 
to  portray  the  tempting  tints  of  the  luscious  fruit. 

Revolving  shelves  so  placed  that  they  sink  beneath 
the  level  of  the  floor,  each  disappearing  shelf  being  re- 
placed by  another  one,  and  thus  permitting  from  six 
to  a  dozen  changes  of  display  in  a  few  minutes,  have 
been  used  by  a  large  establishment  to  arouse  the  admir- 
ation and  curiosity  of  the  passing  crowds. 


SUGGESTIONS  FOR  WINDOW  CARDS. 

The  window  card  is  a  very  important  part  of  the 
display.  A  fresh  card  should  be  put  in  every  fresh 
window  trimmed,  and  should  call  attention  to  the  qual- 
ity of  the  goods,  and  tell  Avhy  they  are  the  kind  which 
give  best  satisfaction.  Then  a  price  card  should  be 
put  on  every  article  on  display,  and  it  should  be  big 
enough  so  the  figures  are  easily  read. 

Do  not  get  into  your  head  that  every  one  who  comes 
to  town  knaws  what  you  carry  in  stock  and  will  come 
and  ask  for  it  if  he  wants  it.  That  is  not  being  a  mer- 
chant. Get  your  goods  out  where  they  will  talk  to 
everyone. 

The  proper  colors  for  hand-painted  show  card  work 
are  luidoubtediy  those  known  as  "water  or  fresco 
colors,"  as  they  have  no  gloss  and  are  not  absorbed 
l\y  the  card.  All  oil  and  varnish  colors  should  be 
avoided,  as  the  gloss  very  strongly  reflects  light,  and 
at  some  angles  of  view  will  appear  nearly  Avhite  and 
at  others  invisible,  or  nearly  so. 

It  is  sometimes  advisable  not  to  place  price  marks 
on  special  pieces  or  those  of  unique  d^si^fn  or  qunlity, 
such  as  are  intended  for  the  finest  homes,  the  owners 
of  which  do  not  consider  price  as  against  their  desires 
or  wishes,  a  small  card  of  description  being  ample. 

In  the  matter  of  show-card  writing  the  marking  pen 
is  a  strong  and  perfect  device  for  rapid  and  clean-cut 
lettering  for  small  cards,  tickets,  etc.  The  use  of  these 
pens — different  si;;es — one-sixteenth  to  one-half  inch 
wide,  enables  the  learner  to  acquire  a  substantial  and 
easy  method  of  understanding  the  proper  form  and 
slant  of  all  styles  of  lettering  without  the  perplexing 
and  laborious  task  of  learning  the  art  with  a  sable  let- 
tering. 

A  good  ink  is  very  important  for  neat  work.  Com- 
mon writing  fluid  is  too  thin  to  produce  a  deep  color 
or  brilliant  letter.  You  need  ink  strong  in.  color  with 
enough  gum  arable  in  it  to  be  about  the  thickness  of 
common  syrup  or  varnish.  This  will  keep  it  from  flow- 
ing too  freely.  Should  the  ink  become  too  tliick  and 
make  broken  work  in  your  lettering  add  a  few  drops 
of  water  and  mix.  Marking  and  shading  inks  on  the 
market,  made  of  good  material  and  of  proper  consist- 
ency, will  flow  free,  ciit  clean  in  lettering  and  dry  hard 
with  gloss. 

In  practical  work  it  is  a  decided  advantage  for, the 
card  wi'iter  to  be  (>nabled  to  make  marking  or  shading 
inks  as  needed. 

First  take  a  package  of  ink  i)owder  of  the  desired 
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color  and  pour  the  contents  into  an  ink  bottle.  Fill 
the  same  nearly  full  with  warm  water.  This  will  dis- 
solve the  ink  poAvder  instantly  and  make  an  exceed- 
ingly strong  solution.  Or  use  any  good  ink.  Now, 
all  that  is  necessary  is  to  get  a  good  gum  arable  mucil- 
age and  color  same  by  adding  a  few  drops  of  the  ink 
powder  solution.  Very  little  of  the  solution  will  pro- 
.duce  a  brilliant  and  deep  color.  If  the  ink  should  be 
too  thin  add  a  few  pieces  of  gum  arable  about  the  size 
of  a  pea. 


A  NOVEL  IDEA  IN  WINDOWS. 

To  kill  two  birds  with  the  one  stone  is  always  con- 
sidered a  notable  achievement  and  a  thing  to  be  tried 
for  by  everyone.  The  F.  C.  Burroughes  Furniture  Co., 
Toronto,  have  accomplished  this  in  the  matter  of  the 
lay-out  of  their  display  windows.  This  firm  carries  in 
the  basement  a  large  stock  of  china,  graniteware  and 
other  goods  of  a  like  nature.  Ordinarily,  these  could 
not  be  seen  from  the  street,  but  Avith  the  idea  Mr. 
Burroughes  has  followed  out.  this  is  possible,  and  the 
display  is  very  effective..  The  floors  of  the  store  win- 
dows are  about  two  feet  above  the  level  of  the  main 
floor  and  each  window  is  in  the  shape  of  a  platform, 
supported  by  iron  rods.  The  platform  is  set  back  from 
the  front  and  sides  of  the  Avindow  and  a  space  of  three 
feet  is  left  ])etween  the  edge  of  the  platform  and  the 
glass.  Through  this,  the  public  can  look  down  into 
the  basement  upon  well-arranged  displays  of  china  and 
kitchen  utensils. 

Underneath  each  platform  are  several  electric  fix- 
tures, Avhieh  throAv  a  good  light  upon  the  goods  in  the 
basement. 

]\Ir.  Burroughes  got  the  idea  of  this  method  from  a 
large  store  in  the  United  States.  It  has  proved  very 
successful  for,  not  only  can  an  excellent  display  be  ar- 
ranged on  the  platform,  but  the  goods  at  the  front  of 
the  basement  can  always  be  seen. 


MAKING  THE  WINDOW  PAY. 

In  anticipating  the  installation  of  a  window  display, 
one  of  the  greatest  factors  to  be  considered,  to  make 
the  display  a  financial  success,  writes  J.  H.  Studer 
in  American  Artisan,  is  the  displaying  of  "season- 
able" goods.  Probably  everyone  with  any  experience 
in  window  trimming  is  well  aware  of  this,  but  for  the 
benefit  of  the  beginner,  it  is  well  to  lay  special  stress 
on  the  necessity  for  constant  observance  of  this  fea- 
ture of  window  display. 

Having  decided  what  goods  are  to  be  displayed,  the 
next  step  is  to  form  some  idea  of  the  arrangement  to 
be  made.  Before  installing  any  of  my  better  displays, 
T  always  draw  on  paper  a  plan  of  the  background  and 
floor  space  of  my  AvindoAv,  and  after  drawing  some 
design  which  I  know  can  be  carried  out  with  the  ma- 
terials at  hand,  I  proceed  to  decide  on  a  color  scheme 
which  would  be  most  in  keeping  with  the  class  of 
goods  to  be  displayed.  This  last  feature  is  very  essen- 
tial to  a  good  display,  not  only  for  the  artistic  efi'ect 
of  a  good  color  combination,  but  for  the  advantage 
resulting  from  utilizing  the  reflection  obtainable  from 
a  light-colored  l)ackground.  A  light-colored  back- 
ground is  more  attractive,  displays  the  goods  more 
distinctly,  and  will  not  cause  a  reflection  in  the  glass 
of  outside  objects,  as  a  dark  background  will  do. 

Any  pillars,  I-beams  or  other  structures  for  orna- 
mental or  other  purposes,  can  usually  be  made  of  re- 
fuse timber,  old  crates,  etc.,  and  after  being  covered 
with  some  cheap  cloth,  can  be  given  a  coat  of  ala- 


bastine  (a  water-color  substance  similar  to  kalsomine), 
which  costs  about  45  cents  for  a  five-pound  package 
and  is  obtainable  in  any  desired  color. 

With  all  ornamental  pieces  completed  and  in  place, 
and  the  extreme  background  being  given  the  desired 
color,  the  next  step  is  the  placing  of  the  goods  them- 
selves. As  this  is  what  all  previous  work  has  been 
leading  up  to,  strictest  attention  should  be  given  to 
details  at  this  stage  of  the  work,  as  all  previous  work 
can  be  more  or  less  spoiled  by  putting  in  too  much 
or  not  enough,  or  through  the  failure  to  keep  a  "bal- 
anced" effect  throughout  the  entire  display,  regard- 
less in  most  cases  of  the  class  of  goods  in.stalled. 

It  is  advisable  to  begin  at  the  center  all  designs  to 
be  made  of  the  goods  themselves,  and  it  frequently 
adds  to  the  appearance  of  the  window  to  have  the 
central  design  set  forward  from  the  line  of  the  bal- 
ance of  the  background,  although  this  is  to  be  govern- 
ed more  or  less  by  the  class  of  goods  displayed  and  by 
other  conditions. 

After  the  installation  of  the  goods,  the  next  is  price 
cards,  the  presence  or  the  absence  of  Avhich  makes 
or  fails  to  make  the  display  an  actual  financial  success 
or  failure,  as  the  case  may  be.  An  artistic  display 
without  the  goods  being  priced  is  more  or  less  an  ad- 
vertisement, but  what  the  merchant  to-day  is  looking 
for  is  "present"  and  direct  results.  Avhich,  in  AvindoAv 
trimming,  are  more  in  evidence  Avith  goods  price-tagged 
than  otherwise. 

In  summing  up  the  requisites  of  a  good  windoAV  dis- 
play, the  folloAving  are  to  be  considered  at  all  times: 
Good  color  combination,  ornamental  structural  Avork, 
artistic  designs  made  by  the  goods  themselves,  the 
pricing  of  goods  in  plain,  clear  figures,  careful  atten- 
tion to  the  details  in  arrangement,  and  the  observance 
of  economy  as  far  as  is  consistent  Avith  the  display. 


CARE  OF  SHOW  CASES. 

The  position  of  a  shoAA^ease  has  sometimes  a  great 
deal  to  do  with  breakage,  and  cases  must  ahvays  be 
set  level  or  there  is  an  uneven  strain  on  some  part  of 
the  case,  Avhich  is  liable  to  cause  a  break  at  any  time, 
and  when  the  case  is  not  setting  on  a  Ica'cI  foundation 
the  door  Avill  not  close  properly  and  tightly. 

Again,  bcAvare  of  the  all-glass  case  that  is  fastened 
together  by  metal  bolts  through  holes  in  the  glass,  for 
if  it  is  placed  near  a  radiator  or  register  it  is  almost 
sure  to  break  through  any  sudden  heat  or  cold,  OAving 
to  the  unequal  expansion  of  the  glass,  AAdiieh  brings  the 
bolt  in  contact  Avith  it  and  precipitates  a  crack.  Here, 
again,  the  corner  clamp  is  better,  as  it  alloAvs  a  certain 
amount  of  movement,  as  stated  before. 

If  a  crack  does  happen  in  plate  glass  from  Avhatever 
cause,  it  is  possible  to  prevent  it  spreading  in  some 
cases  by  cutting  a  small,  short  scratch  Avith  a  glacier's 
diamond  directly  at  right  angles  to  the  crack. 

Glass  should  always  be  handled  Avith  care,  and  AA'hen 
shelves  or  plate  glass  are  taken  from  a  shoAV  case  to 
clean  they  should  ahvays  be  carried  on  edge  and  rested 
against  a  wall  in  the  same  manner. 


S  Those  who  visit  the  fupniture  exhibitions  at  8 

B  Berlin,  Waterloo  and  Stratford  will  be  able  to  see  a 

8  and  examine  the  latest  ideas  and  ventures  in  g 

§  furniture  styles.  ® 
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The  Making  of  a  Carpet  Salesman 

By  H.  R.  McNeill^,  with  Murray-Kay,  Limited,  Toronto 

The  first  thing  that  strikes  a  person  entering  a  furni- 
ture store  to  purchase  a  carpet  is  the  appearance  of 
the  clerk  and  the  appearance  of  the  stock  on  show. 
The  salesman  mxist  be  neat  and  tidy.  This  does  not 
means  that  he  should  purchase  a  suit  every  month  or 
so,  but  a  man  can  keep  himself  looking  well  by  exer- 
cising a  little  care. 

The  salesman  must  appeal  to  customers  and  gain 
their  confidence  if  he  is  to  complete  a  sale.  He  must 
meet  them  with  a  hearty  welcome  and  look  them 
straight  in  the  eye.  A  large  number  of  salesmen,  while 
trying  to  convince  a  customer  that  he  or  she  should 
buy  a  certain  rug  or  piece  of  carpet,  will  look  away 
to  some  other  part  of  the  store.  Customers  that  are 
at  all  particular  do  not  like  this;  they  look  upon  it  as 
an  insult.  Looking  a  person  sciuarely  in  the  eye  and 
stating  your  arguments  in  an  honest,  straightforward 
manner  is  the  foundation  of  good  salesmanship. 

Keep  your  department  tidy  and  clean  and  know  your 
stock  from  A  to  Z.  Know  .just  how  many  yards  of 
each  pattern  you  have  in  stock  and  know  just  where 
certain  lines  are  so  that  you  will  not  have  to  run  all 
over  the  store  looking  for  a  certain  pattern,  and  keep 
the  ciistomer  Avaiting.  This  tires  a  person  out  and 
many  a  sale  is  lost  through  this  fault  alone. 

The  man  in  the  carpet  department  who  is  "up  to 
snutf"  will  study  color  schemes  in  order  that  he  may 
suggest  various  patterns  and  colors  to  match  other 
furniture  in  a  room. 

To  be  most  successful,  a  carpet  salesman  must  be  a 
mathematician  or  rapid  calculator.  He  should  be  able 
to  tell  just  as  soon  as  the  customer  gives  the  size  of 
the  room  how  many  yards  will  be  required  to  cover 
the  floor.  Having  to  hunt  through  one's  pockets  or 
keep  the  customer  waiting  Avhile  you  rush  around  for 
a  piece  of  paper  and  pencil  to  figure  out  how  much  is 
required,  detracts  considerably  from  the  force  of  your 
arguments.  When  a  customer  tells  me  that  her  room 
is  11  feet  wide  by  20  feet  long,  I  know  in  a  minute 
that  it  will  require  33  1-3  yards  of  carpet.  A  room  11 
feet  wide  is  equal  to  132  inches.  Nearly  all  carpets 
to-day  are  made  27  inches  wide.  This  makes  five 
strips,  with  a  3-incli  turn-under.  As  the  room  is  20 
feet  long,  this  makes  100  feet,  or  33  1-3  yards. 

A  big  mistake  a  lot  of  carpet  salesmen  make  is  in 
not  telling  the  person  she  must  allow  for  a  yard  or 
two  waste  in  cutting.  It  often  happens  that  a  woman 
will  come  in  and  purchase  a  carpet  she  likes  well,  but 
for  which  at  the  time  she  has  not  enough  money  to 
pay.  The  salesman  has  got  her  worked  up  to  such  a 
pitch  that,  in  her  opinion,  she  absolutely  cannot  do 
without  that  carpet.  She  will  make  an  offer  to  give  a 
$5  or  $10  deposit  and  arrange  to  have  the  carpet  sent 
up  C.O.D.  in  a  few  days.  Offers  of  this  kind  are  gen- 
erally accepted,  but  often  no  mention  is  made  of  the 
waste.  Take  the  case  of  the  11  x  20  foot  room.  It 
will  take  the  33  1-3  yards  to  cover  the  floor.  At  $1  a 
yard,  this  will  cost  .$33.13,  without  allowing  for  any 
waste  through  cutting.  If  the  lady  is  not  told,  she  is 
under  the  imj^ression  that  the  carpet  will  cost  her 
only  $33.33.  If  she  pays  $10  deposit,  and  when  the 
carpet  is  delivered  she  is  handed  a  bill  for  $35.33  ($2 
having  been  added  for  two  yards  waste)  she  is  almost 
certain  to  raise  a  kick.  This  would  not  likely  happen 
with  a  wealthy  person,  but  when  one  has  to  figure  uj) 
and  save  just  enough  to  meet  the  bill,  disappointment 
and  indignation  are  bound  to  be  felt.  Where  the  wo- 
man has  had  to  save,  in  nine  cases  out  of  ten,  she  will 
return  the  carpet  and  never  go  to  that  house  again. 


I  know  of  many  cases  where  this  has  happened.  The 
man  who  keeps  this  in  mind  and  does  not  give  a  cus- 
tomer a  chance  to  think  that  something  is  "being 
slipped  over  on  her"  will  always  carry  with  him  the 
good-will  of  all  his  customers. 

When  you  are  not  waiting  on  a  customer,  go  over 
your  stock  and  have  in  your  head  just  how  many 
yards  of  each  you  have  and  where  to  find  it.  Not 
keeping  track  of  the  stock  and  allowing  certain  lines 
to  run  out  is  the  cause  of  thousands  of  dollars  being 
lost  every  day.  A  woman  comes  in.  asks  for  a  certain 
line,  and  the  salesman,  after  looking  through  the  stock 
for  15  or  20  minutes  is  forced  to  say,  "Sorry,  madam, 
but  we  are  just  out  of  that.  AVe'll  have  some  more 
to-morrow."  LInless  she  is  a  very  good  customer,  she 
will  go  elsewhere  to  purchase  her  requirements.  If  the 
clerk  knew  his  stock,  such  events  would  never  occur. 

■Perhaps-  the  biggest  mistake  in  the  ranks  of  sales- 
men is  the  clock  watcher.  The  only  man  Avho  ever 
got  on  by  watching  a  clock  is  the  railroad  engineer. 
That's  his  business.  Many  times  I  have  watched  a 
clerk  wait  on  a  customer  Avho  has  come  into  the  store 
about  a  quarter  to  six.  I  can  tell  at  once  the  man 
who  is  going  to  get  along  in  this  world  and  the  one 
who  is  going  to  fall  through.  It  is  a  good  salesman 
who  can  show  the  enthusiasm  and  willingness  t^  suit 
a  customer  at  5.45  as  at  3  o'clock.  Stick  to  the  sale, 
put  all  your  force  into  it  and  stick  at  the  job,  if  it  is 
7  o'clock  before  you  get  through.  You'll  get  your  re- 
ward some  day,  and  likely  when  least  expected.  Don't 
forget  that  the  manager  watches  all  these  little  things 
and  his  favor.s  are  given  to  those  who  serve  him  l)est. 


SEARCH  FOR  THE  HUMAN  INTEREST  SIDE. 

What  are  the  problems,  the  needs,  the  thoughts,  of 
the  people  you  are  trying  to  reach?  asks  Printer's  Ink. 
If  you  can  answer  this,  you  should  be  able  to  get  the 
point  of  contact.  When  you  can  arouse  motive,  can 
awaken  desire,  then  you  can  talk  about  your  goods, 
but  remember  that  it  is  the  service  of  the  adding  ma- 
chine that  draws  purchasers — not  the  mere  machine- 
The  housewife  is  buying  relief  from  drudgery  when  she 
buys  a  washing  machine.  The  correspondence  school 
is  selling  success — not  courses  of  study.  In  each  case, 
the  thing  to  be  sold  is  only  a  means  to  an  end ;  it  is 
not  the  thing  that  awakens  motive.  Of  course  there 
are  products  the  usefulness  of  which  is  so  well  recog- 
nized that  they  sell  themselves  on  merit,  but  a  sharp 
distinction  should  be  made  between  products  of  this 
class  and  those  for  which  motive  must  be  stirred  up. 


A  WISE  MAN'S  EXPLANATION. 

A  furniture  retailer  who  put  small  signs  lettered 
"Hands  Oft"'  on  the  stock  on  his  floor,  Avas  asked  by  a 
customer  if  the  goods  were  so  delicate  that  they  could 
not  be  handled.  The  dealer  replied  that  the  notice  was 
intended  for  his  .sales-force,  some  of  whom  loved  to 
place  their  warm,  moist  hands  on  the  varnished  sur- 
faces when  talking  to  a  prospect,  these  finger-prints 
giving  the  impres.sion  to  other  prospects  that  the  work 
was  handled  when  the  varnish  was  fresh.  TC(h'|)  your 
stock  exactly  as  it  would  appear  just  out  o!:'  tli>'  Huish- 
ing  room. 


By  a  vote  of  770  to  30,  the  ratepayers  of  Ijiiulsay, 
Ont.,  decided  to  guarantee  the  bonds  of  the  Fisher 
F^irniture  Co.  to  the  extent  of  $30,000.  The  comjiany 
has  purchased  a  $25,000  factory  and  will  start  work 
immediately. 
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Retail  Furniture  Advertising 


Discussions  of 
Methods  and  Examples 
of  Topograph}) 


HE  DIDN'T  HAVE  TO  ADVERTISE. 

Once  upon  a  time,  a  Avise  man  bit  upon  a  mighty 
good  idea  in  the  way  of  an  ai'tiele  of  food  and  imme- 
diately began  its  manufacture  in  a  small  way.  The 
article  was  so  much  better  than  anything  of  its  kind 
that  the  people  began  to  find  out  that  it  was  good,  and 
the  demand  for  it  enabled  the  man  to  build  up  a  nice 
business  as  business  Avent  in  those  days,  and  he  be- 
came known  as  a  rich  man  as  rich  men  went  in  those  days. 

Because  of  thee  superiority  of  the  product  the  busi- 
ness enjoyed  prosperity  for  several  years,  and.  as  the 
man's  sons  grew  iip  and  he  grew  older,  he  took  them 
into  the  business  and  made  them  his  partners,  and  they 
all  enjoyed  the  good  things  of  life  and  were  happy. 

Many  years  passed  and  the  business  continued  satis- 
factory to  the  members  of  the  firm — the  man  died  and 
the  oldest  son  became  the  head  of  the  firm. 

One  day,  says  Advertising  Aid,  a  young  man  whose 
business  it  Avas  to  travel  around  the  cotintrj'  and  tell 


100  ends  Wilton  Samples  of  Carpet — l.engtlis  iV2  and  2  yards,  price 

per  jaid  $1.7.5  and  $2.oO.  choice  for  each   $1.35  and  $1.75 

25  ends  Best  Brussels  Samples  of  Carpet — Length  1  yard,  price  per 

yard  fl.^.l  to  $1.6.5.  choice  for  '  98c 

75  ends  Tapestry  Carpets — l^ength  IV2  yards,  i)rice_60c  to  $1.00  per 

yard,  choice  for  ". . . .  69c  and  75c 

12  Seamless  English  Axminster  Rugs — Sizf,.tt  x  10  ft.  6  in.,  special 

lirice  $21.75;  9  .\  12.  special  price    $24.90 

15  Temp'eton's  "Seamless   Axminster    Rugs — Size  7  ft.  6  in.  x  9  ft  . 

sjierial  price  $16.75;  9  x  10  ft.  6  in.,  siiccial  price  $22.50;  size 

9  X  12.  siiecial  price  $27.50;  10  ft.  t  in,  x  12,  ^^ice  $39.00,  6;)ecial 

price  for   .-.^    $32.00 

12  Seamless  Velvet  Rugs  in  green  an<l  wood  shades,  size  9  x  10  ft.  6 

ip.,  fcr  $'7.00;  9  X  12  ft.  lor  $19.75;  10  ft.  Gin.  x  12.  for  .  $24.50 
50  Seamless  Tapestry  Rugs— Dest  grade,  sizes  9  x  10  ft.  6  in.,  $13.50; 

9  X  12  ft,  for  $15.00;  10  ft.  C  in.  x  12  ft.,  for  ilS.OO;  10  ft.  6  in. 

X  IZ  ft.  C  in.  for   $20.00 

12  Best  Grade  Tapestry  Rugs  with  onlv  one  sea^n,  siie  10  ft.  6  in  x 

12  ft.,  price  $1S.0(I,  choice   $14.50 

150  pairs  best  grade  Flannelette  E'iankets — Grey  or  white,  size  10j4 

for  98c;  11  4  for  $1.25;  12  4  for  $1.59  pair 

100  pairs  best  grade  Wool  Blankets  nt 

  $2.50,  $3.,  $3.50,  $4.,  $4.50,  $5.25  to  $6.00  pair 

10  dozen  Comfortables  at    98c,  $1.25,  $1.50,  $2.25  and  $2.75 

Maish  Comfortables  at  $4.2.5  and  $4.50,  to  clear  at    $2.98. 

loo  Mattresses,  in  all  sizes  at  $3.25,  $4.25,  $5.25,  $7.50,  $9.,  $10.  &  $12. 

Ostermoor  Mattresses  at   $12.00  to  $14.50 

50  White  Enamel  Iron  Beds  with  Bra.<:s  Trinimings,  prices 

    $2.25,  $3.25,  $4.50,  $6.75  up  to  $12.00 


Phone  481    C  E.  JOHNSTON  &  CO.    40  King  St. 


CSH  The  simple  and  yet  new.sy  ait  of  a  Brockville  firm.    The  original 
was      by  6  and  doubtless  sold  goods. 

people  of  the  wonderfnl  power  of  advertising  called 
upon  the  head  of  the  house  and  told  him  what  an  enor- 
mons  business  So-and-So  had  built  itp  in  a  short  time 
by  the  powei-ful  force  of  good  advertising,  combined 
with  a  good  product.  Ilis  argnment  was  surely  con- 
vincing and  he  told  the  truth.  But  his  efforts  Avere 
in  vain.  The  head  of  the  house  listened  to  his  dis- 
course and  Avhen  the  advertising  booster  had  fini.shed  he 
said:  "My  father  started  this  business  away  back 
when  advertising  Avas  an  unknoAvn  cpiantity.  lie  Avork- 
ed  and  built  and  this  is  the  result.    He  did  all  this 


Avithottt  advertising  and  I  think  it  Avould  be  a  foolish 
expenditure  of  monej'  to  go  into  the  magazines  and 
ncAvspapers  and  street  ears,  etc.  It's  all  a  Avaste  of 
money  anyAvay — this  advertising.  We  could  give  ban- 
quets or  throAV  it  in  the  lake  and  get  rid  of  it  jtist 
about  as  fast,.  Of  course,  it  may  be  all  right  for  So- 
and-So  to  spend  a  million  a  year  but  our  business  is 
different — Ave  don't  have  to  advertise." 

About  this  time  a  young  up-to-date  felloAv  Avas  get- 
ting busy.  He  had  a  product  very  similar  to  the  one  the 
man-Avho-didn  't-have-to-advertise  Avas  making — and 
just  as  good.    He  didn't  have  much  money  but  he  got 


,OLD  TIME  COMFORT 
AND  CONVENIENCE 

Some  of  us  remember  how  comfortable  our 
grandmother  looked  as  slie  sat  in  her  high-backed 
rocker,  her  sewing  table  at  her  side. 

Here  are  her  very  chair  and  work  table  reproduced  in 
finest  mahogany.  They  are  the  embodiment  of  old-time  beauty, 
comfort  and  convenience. 

Price  of  table,  $14.50;  of  chair,  $25. 

PAINE   FURNITURE  COMPANY 

1    C.       .  Belwecn  Hr.ym.rVrt  Squ^r. 

48  Canal  street  •nd  xoni,  stunon 

By  tlie  reduction  in  the  size  of  this  ad  its  effective- 
ness hns  been  impaired.  The  original  was  ii'l  by  8  and 
was  imlilislii  il  in  a  Boston  paper  with  a  white  mar- 
gin III!  iniiiid.  E\cn  in  its  reduced  form,  however, 
not  a  bad  idea  is  obtained  of  its  cfl'ectiveness. 

Jiold  of  some  someAA'here  and  after  he  got  nicely  started 
he  began  to  advertise  in  a  small  Avay.  Before  long  you 
couldn't  walk  doAAai  the  street  Avithout  seeing  a  sign 
extolling  the  virtues  of  his  product — you  read  it  in  the 
morning  papers,  all  the  back  covers  on  the  magazines 
.«hot  forth  his  message  of  rptality — you  couldn't  get 
aAvay  from  it.  But  everything  you  read  about  this 
product  Avas  truth — it  Avas  a  really  good  thing. 

After  a  Avliile  the  dealer  was  trying  to  substitute  the 
"original"  for  the  later  product  but  his  customers 
Avouldn't  stand  for  it  for  a  minvite,  so  he  discontinued 
the  "original"  entirely. 

The  advertising  booster  didn't  go  back  to  the  man- 
Avho-didn 't-have-to-advertise  and  say,  "I  told  you  so." 
It  wasn't  Avorth  his  time-  the  man-Avho-didn 't-haA-e-to 
Avas  pretty  nearly  doAvn  and  out. 

It  might  have  been  possible  to  build  up  a  mighty 
good  business  Avithout  advertising  once  upon  a  time — 
when  the  other  fellow  didn't  advertise.    But  not  today. 

Your  business  is  not  different. 
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STOVES 


HIGHER  PRICES  ON  STOVES  AND  FURNACES. 

For  some  time,  manufacturers  of  stoves  have  been 
considering  making  an  advance  in  the  prices,  but,  out 
of  consideration  for  the  retailer,  held  off  till  the  stove 
buying  season  (as  far  as  the  dealer  is  concerned)  Avas 
over.  Most  dealers  have  bought  up  their  supply  for 
this  year,  so  the  recent  advance  that  was  made  Avill 
not  affect  them  on  this  year's  business. 

A  couple  of  weeks  ago,  the  Canadian  Stove  Manu- 
facturers' A.ssociation  met  in  Hamilton  and  decided 
to  make  some  important  changes  in  the  stove  and  fur- 
nace prices  and  also  in  the  discounts  given  for  cash 
payments.  Stoves  and  holloware  have  advanced  5  per 
cent.,  furnaces  10  per  cent.,  and  cash  discounts  have 
been  changed  from  three  to  two  per  cent.  New  price 
lists  have  not,  as  yet.  been  issued,  but  these  are  ex- 
pected almost  any  day. 

These  changes  came  not  as  a  surprise;  in  fact  they 
have  been  expected.  The  price  to  dealers  has  not  kept 
pace  with  the  increased  cost  of  manufacture.  Labor 
has  advanced  considerably  and  where  formerly  a  man 
could  be  secured  for  $2  a  day,  $2.50  is  now  the  Avage 
asked.  It  is  estimated  that  the  general  increase  for 
help  is  15  per  cent. 

The  volume  of  business  being  done  necessitates  lar- 
ger plants  to  turn  out  the  work,  and  proi^erty  and 
building  materials  are  all  much  higher  than  they  were 
10  years  ago.  This  means  a  whole  lot  when  the  cost 
of  production  is  considered. 

Where  the  chief  increase  comes  in,  however,  is  in 
the  price  of  raw  material.  Everything  that  goes  to 
make  up  a  stove  or  furnace  has  risen  considerably. 


UNIQUE  STOVE  SELLING  PLAN. 

Here  is  a  novel  method  of  selling  a  stove.  It  has 
been  tried  a  number  of  times  and  has  always  proved 
successful.  Place  a  stove  in  your  windoAV  and  adver- 
tise that  you  will  sell  it  by  sealed  tender.  Make  the 
fact  known  throughout  your  whole  town  and  surround- 
ing country,  and  advertise  that  bids  Avill  be  received 
up  to  a  certain  date,  when  they  will  be  opened  and  the 
stove  sold  to  the  person  making  the  highest  offer. 

Do  not  be  afraid  that  people  will  look  upon  the 
thing  more  or  less  as  a  joke  and  bid  only  $7  or  $10. 
They  know  if  they  did  this  they  would  not  have  a 
chance  of  getting  the  stove,  and  no  person  is  foolish 


enough  to  go  to  the  trouble  of  writing  and  bidding 
just  for  the  sake  of  a  joke. 

A  person  who  enters  a  contest  of  this  kind  is  in  earn- 
est, and  you  may  be  sure  that  the  price  bid  will  be  a 
fair  one.  It  may  be  that  it  is  beloAv  your  selling  price, 
and  even  beloAV  your  cost  price.  Suppo.sing  you  offer 
a  .$50  stove  and  the  highest  bid  is  $35.  There  is  no 
money  in  letting  the  stove  go  at  this  price,  but  look 
at  the  advertising  you  secure.  That  is  what  counts. 
You  can  gamble  on  it  that  every  one  Avho  sends  in  a 
bid  in  a  contest  of  this  kind  is  in  immediate  need  of  a 
stove,  or  will  soon  want  one.  You  have  their  names. 
Get  after  them.  A  person  Avhom  you  have  got  in 
touch  Avith  even  in  this  small  Avay  is  easier  to  sell  than 
one  AA^io  has  never  been  in  your  store  before.  A  per- 
sonal canvass  upon  people  whose  names  you  have  re- 
ceived in  a  manner  such  as  this  Avill  produce  good  re- 
sults.   Tr,y  it.  , 


BENEFITS  OF  ORGANIZATION. 

The  National  Home  Furnishers'  Association,  organ- 
ized at  the  annual  convention  of  the  installment  furni- 
ture dealers  of  the  United  States  last  July,  is  proving 
a  great;  .success.  This  association  was  formed  for  the 
purpose  of  assisting  in  obtaining  the  enactment  of  just 
legislation,  the  prevention  of  the  passage  of  unfair 
laAA's,  the  interchange  of  information  regarding  credits, 
and  mutual  co-operation  in  locating  skips,  in  collec- 
tions and  in  the  correction  of  existing  abuses  among 
the  trade,  and  such  other  lines  of  action  as  may  be 
conducive  to  the  general  Avelfare  or  benefit  of  the  mem- 
bers of  the  organization.  Although  only  a  young  or- 
ganization, the  membership  is  increasing  by  leaps  and 
l)oniids.  and  its  1)enefits  are  seen  in  the  number  of 
"skips"  or  "dead-beats"  that  have  been  located  and 
made  to  pay  up. 

Canadian  dealers  could  Avell  adopt  a  siruilar  plant  to 
protect  themselves  against  this  form  of  loss.  The  mem- 
bership fee  to  the  American  organization  is  only  $1 
]ier  year  and  much  benefit  is  secured. 

The  secretary  is  L.  A.  Reinert,  Ncav  York  Furniture 
Exchange,  Ncav  York  CitA\ 


Jacob  Werlich  Avill  erect  a  ncAV  furniture  store  at 
Preston,  Ont. 

A  branch  of  the  Chicago  Store  and  Office  Fitting  Co. 
is  being  estal)lished  in  Victoria,  B.C. 

McKinnons,  Limited,  are  opening  a  general  store  at 
Weyburn,  Sask.,  one  floor  of  AAiiich  will  be  given  to 
fnrnitiire. 

W.  E.  Scott,  Almonte,  Ont.,  has  purchased  the  busi- 
ness of  D.  M.  McPhail,  and  Avill  run  the  tAvo  together. 
]\rcPhail  goes  to  RenfrcAV,  Ont.,  to  start  in  business. 


SPECIAL 
INVITATION 
TO  VISIT 
HESPELER 


To  Furniture  Exhibition  Visitors: 

On  account  of  it  being  impossible  to  display  our  full  line  at  the 
Berlin- Waterloo  Furniture  Exhibition  and  having  something  special  I  want 
you  to  see,  have  chartered  a  trolley  car  for  a  Berlin  to  Hespeler  return  trip 
occupying  about  two  hours  and  will  announce  a  suitable  hour  on  Wednes- 
day or  Thursday,  January  1  5  or  I  6.    Don't  fail  to  take  this  jaunt. 

Wishing  the  Season's  Greetings  to  You  All. 

G.  A.  GRUETZNER, 
Hespeler,  Dec.  20,  1912  Manager  Hespeler  Furniture  Co.,  Ltd. 


38 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


December,  1912 


Pushing  Quality  Mattresses 

It  pays  to  push  ([uality  goods  in  all  eases,  but  more 
so,  perhaps,  iu  mattresses.  A  poor  mattress  causes  dis- 
satisfaction in  the  customer  and  the  store  from  which 
it  was  purchased  is,  naturally,  blamed.  A  poor  mat- 
tress is  absolutely  no  good,  and  the  person  who  buys 
one  might  .just  as  well  throw  their  money  in  the  stove. 
It  soon  gets  lumpy  and  becomes  uncomfortable  to  the 
sleeper.  For  a  dollar  or  two  extra,  the  person  can  get 
a  mattress  that  Avill  give  infinitely  more  satisfaction 
to  both  pni'chaser  and  seller. 

The  public  has  to  be  educated  to  the  value  of  a  good 
(juality  mattress.  Point  out  to  your  customers  that 
eight  hours  out  of  every  24  are  spent  in  bed,  and  it  is, 
essential  that  during  this  time  the  best  possible  should 
be  had. 

The  sanitary  value  of  a  good  mattress  is  a  big  talk- 
ing point.  The  material  used  in  its  construction  is  an- 
other. A  cheap  mattress  is  not  sanitary  and  is  not 
clean.  There  is  a  certain  amount  of  space  has  to  be 
filled  up  and  it  is  impossible  to  tell  what  conglamor- 
ation  of  rags,  etc.,  has  been  used  to  accomplish  this. 
The  customer  shoiild  be  strongly  impressed  Avith  the 
absolute  necessity  of  pure  air  in  the  sleeping  quarters, 
and  this  cannot  l)e  o1)tained  where  an  unsanitary  mat- 
tress is  used. 

In  order  to  induce  their  salesmen  to  push  the  sale  of 
quality  lines,  a  large  Toronto  furniture  firm  gives  them 
a  "rake  otf"  of  25  cents  on  each  mattress  they  sell.  A 
larger  amount  is  sometimes  given,  depending  on  the 
price  of  the  article.  This  does  not  seem  much,  but 
where  a  man  sells  three  or  ionr  matresses  in  a  day, 
there  is  a  nice  little  bonus  in  his  envelope  at  the  end 
of  the  Aveek. 

A  number  of  dealers  think  that  a  window  display 
of  mattresses  and  bedding  is  unsightly  and  that  it  will 
not  be  noticed.  A  dealer  known  to  the  writer  made 
the  statement  that  a  very  large  percentage  of  the  peo- 
ple who  came  into  his  store  Avere  interested  in  beds 
and  bedding,  so  this  seems  to  offset  that  belief. 

Tliere  is  really  nothing  more  attractive  than  a  good 
AviiidoAv  display  of  mattresses  and  bedding.  The  form- 
er can  be  made  the  main  feature  in  the  display,  but 
pillows  and  comforters  should  be  included.  As  a  sug- 
gestion for  a  AvindoAV,  get  a  large  roll  or  bale  of  the 
felt  used  in  the  better  class  lines  and  tie  it  up  AAdth 
some  bright  colored  ribbons.  Include  in  the  display 
a  mattress  shoAvn  in  course  of  construction,  with  one 
end  open.  shoAving  the  number  of  layers  used  and  hoAv 
the.se  are  squeezed  down  before  the  mattress  is  scavu 
up.  Oct  some  of  the  cotton  doAvn  used  as  a  filler  and 
place  this  in  a  big  basket  similar  to  those  used  by  the 
f  otton  i)ickers  in  the  south.  If  possible,  have  a  nigger 
boy  sitting  over  this,  jjicking  the  cotton  over  and  drop- 
Tiing  it  back  into  tlie  basket.  A  AvindoAV  shoAving  ac- 
tion like  this  ahvays  attracts  more  attention.  The  man- 
ufacturers might  also  be  able  to  supply  some  speci- 
7nens  of  the  cotton  plant  shoAving  the  cotton  in  the 
bulb. 

At  the  front  of  the  Avindow,  next  to  the  glass,  have 
some  invisible  strings  hanging  from  the  top  and  on 
these  tie  small  tufts  or  balls  of  the  cotton  down.  These 
Avill  not  obstruct  the  view,  the  people  being  able  to 
look  betAveen  the  strings,  but  will  add  considerably  to 
the  effect. 

Or,  if  you  do  not  care  to  use  the  strings,  get  some 
branches  of  trees.  These  will  be  without  leaves  at  this 
season,  but  artificial  ones  may  be  obtained  from  any 


millinery  store  at  small  cost.  Or,  you  can  make  them 
up  your  self  from  green  tissue  paper.  Fasten  these 
on  the  branches  and  intersperse  Avith  tufts  of  the  cot- 
ton doAvn  and  place  at  intervals  throughout  the  dis- 
play. Then,  too.  have  cards  draAA-ing  attention  to  the 
quality  of  your  goods  and  inviting  inspection. 

Manufacturers  are  at  all  times  Avilling  to  assist  the 
retailer  in  making  display,  and  Avill  furnish  a  mattress 
half  under  construction,  a  bale  of  felt  and  any  other 
materials  they  have  that  Avili  assi.st  the  dealer. 

NoAv  is  a  good  time  to  push  these,  for  \asitors  AA'ill  be 
here  for  the  holiday  season  and  the  houseAA'ife  is  think- 
ing how  she  can  improve  the  appearance  of  her  home 
and  add  to  the  comfort  of  her  guests. 


HOW  TO  HANDLE  PETTY  ACCOUNTS. 

Petty  accounts  are  noAV  treated  as  memorandum  ac- 
counts, precisely  the  same  as  cash  sales,  only  the  pay- 
ments are  held  in  abeyance  for  a  limited  time  as  an 
accommodation  to  the  customer.  In  collecting  these 
accounts  they  are  handled  exactly  as  cash  sales. 

The  best  Avay  to  do  this  is  to  make  out  a  duplicate 
bill  for  these  small  items.  A  memorandum  bill  com- 
posed of  two  members  separated  by  a  perforated  line 
at  the  right  hand  edge  and  arranged  so  that  both  cop- 
ies are  made  out  at  one  Avriting  by  inserting  a  carbon 
sheet  is  the  form  Avhich  is  best  adapted  for  this  pur- 
pose. The  original  or  upper  part  of  this  form  is  in  the 
nature  of  a  memorandum  invoice  to  the  customer.  It 
bears  a  printed  notice  to  the  effect  that  the  account  is 
billed  merely  for  the  acconunodation  of  the  customer 
and  as  a  memorandum  account,  and  recpiires  prompt 
settlement,  as  it  is  not  desired  to  take  it  on  the  books. 
The  second  member  of  the  form  is  identically  the  same 
as  the  original,  except  that  it  extends  sufficiently  far 
at  the  left-hand  side  to  atford  space  for  loose-leaf  bind- 
ing. 

As  these  invoices  are  made  out  the  original  is  de- 
tached and  forAvarded  AAdth  the  goods  to  the  customer. 
The  duplicate  is  carried  in  folders  alphabetically  ar- 
ranged and  sub-indexed  under  the  customer's  name. 

Collections  that  are  made  are  treated  exactly  as  cash 
sales,  except  that  the  entry  is  made  in  a  cash  book  bear- 
ing the  name  of  the  customer.  The  date  of  payment 
is  entered  or  stamped  on  the  duplicate  bill,  and  it  Ls 
then  filed  in  a  "dead"  or  holdover  file  for  reference 
in  case  of  any  disppute  AA^hich  might  come  up. 

In  closing  the  books  at  the  end  of  the  month,  out- 
standing memorandum  accounts  are  listed  as  accounts 
receivable.  Inventory  is  made  of  outstanding  accounts, 
and  by  journal  entry,  charge  is  made  of  the  accounts 
inventoried  to  the  accounts  receivable  account  on  the 
ledger  carried  for  this  purpose.  This  account  remains 
so  charged  until  the  end  of  the  succeeding  month,  AA-hen 
it  is  ad.iusted  by  taking  another  inventory  of  these 
memorandum  bills  that  are  outstanding. — System. 

«  The  furniture  expositions  in  Stratford,  Beplin  § 

§  and  Waterloo  should  have  the  first  claim  upon  8 

8  every  retail  dealer's  attention  during-  the  second  § 

8  and  third  weeks  in  January.   The  exhibition  at  § 

g  Stratford  is  from  the  9th  to  the  18th,  and  that  at  8 

8  Berlin  and  Waterloo  from  the  13th  to  the  18th.  g 
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Xo.  1.— Front  elevation  of  Vernon  &  Co.'s  store,  Truro,  X.S.   70  feet  wide  by  (52  deep. 


A  Modern  Furniture  Store 

Down  in  Trnro,  N.S.,  is  a  furniture  store  and  ware- 
house of  recent  erection  of  which  any  furniture  deal- 
er in  any  part  of  Canada  might  well  be  proud.  It  is 
owned  by  Vernon  &  Co.,  who  do  a  large  wholesale  and 
retail  furniture  business  in  that  cjty,  and  it  is  inter- 
esting to  note  that  a  member  of  their  own  firm,  Mr. 
Ernest  D.  Vernon,  was  the  architect.  He  is  certainly 
entitled  to  a  great  deal  of  credit.  The  contractor  was 
Frank  Wilson,  Truro. 

Building  is  70  feet  wide  by  62  feet  deep,  of  brick, 
with  concrete  basement,  and  in  the  rear  we  bave  a 
large  warehouse,  packing  and  i  upholstering  depart- 
ment, 30  X  68  feet,  3  stories,  connected  with  main  build- 
ing by  covered  passage,  and  self  closing  fireproof  door. 

Basement  is  of  concrete,  upper  stories  of  brick,  front 
of  pressed  brick  with  concrete  trimmings.  Roof  is  of 
tar  and  gravel,  with  copper  gutters  and  spouts.  Floors 
are  solid  4-inch  spnice,  with  top  floor  of  hardwood. 
Slow  burning  mill  construction  is  followed  through- 
out. All  rear  and  side  windows  have  solid  steel  sash, 
made  by  Steel  &  Radiation,  Ltd.,  of  Toronto,  Avith  fire- 
proof wired  glass.  The  metal  ceilings  were  supplied 
hv  (Jfdt  Art  iletal  Co. 

Tlie  windows  are  of  plate  glass  with  prismatic  glass 
for  transoms  over  this.  Wire  glass  is  used  for  rear 
windows  and  fancy  glass  for  inside  partitions,  all  of 
which  were  imported  from  Pilkington  Bros.,  St.  Helens, 
England.  Window  lighting  on  gronnd  and  first  floors 
in  controlled  by  time  switch,  which  enables  windows 
to  be  lit  up  in  evenings  when  store  is  closed.  All  con- 
cealed wiring  is  carried  in  metal  conduits. 

The  building  is  equipped  Avith  an  Otis-Fensom  freight 
elevator.  The  heating  is  done  with  a  20  horse-power 
steam  boiler  with  radiators  throughout  all  bnildings. 
The  electric  lighting  is  done  by  twenty-five  60-Watt 
Tungsten  lamps  on  each  floor  with  nolo])lane  reflect- 
ors. Six  Alert  chemical  fire  extinguishers  are  distri- 
buted throughout  the  buildings,  which  have  the  low- 
est insui-ance  rates  in  Truro.    The  main  stairs  and 


office  partitions  are  of  oak,  finished  golden.  A  pri- 
vate telephone  system  with  seven  instruments  connects 
all  departments.  I  was  installed  by  the  Maritime  Tele- 
phone and  Telegraph  Co. 

The  ground  floor  is  devoted  to  dining-room,  bed- 
I'oom  and  other  large  pieces.  On  one  side  are  shelving 
and  counters  for  furniture  coverings,  lace  curtains, 
drapery  and  curtain  materials,  and  on  the  other  side 
is  a  60-arm  rng  rack,  carrying  rugs  up  to  4  x  4:Y2  yds. 
This  was  built  by  the  Steel  Furnishing  Co.,  Ncav  Glas- 
gow, N.S.,  and  on  the  first  floor  is  another  rack  of 
same  make,  30  arms,  carrying  rug\s  3x3  and  3  x  31/2 
yds.,  as  well  as  a  small  one  for  hearth  rugs,  etc.,  36 
arms,  each  36  x  72  inches. 

On  the  first  floor,  about  lialf  the  space  is  devoted  to 
carpets,  oil  cloths  and  linoleinns,  these  being  carried 
on  racks  built  against  the  Avail  as  shoAvn  in  the  photo. 
The  rollers  being  of  steel  pipe  from  1  to  1%  inches, 
supported  on  iron  brackets.  The  rolls  are  easily  placed 
in  position  by  means  of  a  dou])le  Iflock  and  rope  hung 
from  hooks  in  ceiling  as  required. 

Illustration  No.  1  shoAVs  the  front  vicAV  on  the  south 
side  of  Prince  Street.  Each  AvindoAV  is  lit  by  one  100- 
Watt  Tungsten  lamp,  Avith  Ilolophane  reflector,  Avhicli 
is  hidden  from  the  sti-eet  by  the  pi'ismatic  glass  set 
above  plate  glass  AvindoAvs  on  both  floors. 

Illustration  No.  2  shows  the  gromid  floor  and  main 
stairs,  facing  entrance.  These  are  of  quartered  oak,  fin- 
islied  golden,  with  a  large  mirror  set  on  the  landing. 
Behind  stairs  is  rear  entrance  to  Avorkshop,  and  to  left 
is  freight  elevator  enclosed  by  glass  ])arfition.  To  the 
right,  but  not  shown  in  iiicture,  is  counter  and  shelving 
for  covering  mat(>rials,  dra])eries,  etc.,  also  rotary  sliow 
rack  for  wall  pai)er. 

Illustration  No.  3  shows  rug  rack,  containing  120 
s(|uares,  ranging  in  size  from  3  x  31/2  to  4  x  4i/>  yds., 
built  by  the  Steel  Furnishing  Co.,  Ncav  Cda.sgoAV.  N.S. 

Illustration  No.  4  is  the  car|)et  department  on  first 
floor,  showing  linoleums  displayed  on  Avail  I'acks. 
These- racks  have  liai-dwood  ui)i'ights,  with  heavy  iron 
hooks  suppor'ting  steel  pii)e  rollers.    The  |)ieces  of  lin- 
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\o.  2.— Miliii  stairs,  qiinilur- 
0(1  oak,  finished  dull  golden. 
Ill  the  left-hand  coiner  a 
Kliiiipsc  is  obtained  of  the 
lamp  goods  department. 


oleum  are  raised  to  position  by  means  of  a  rope  and 
double  blocks,  attached  to  hooks  in  ceiling  where  re- 
C[uired,  and  can  easily  be  handled  by  one  man. 

They  have  a  rotary  wall  paper  display  rack,  made 
by  the  Onward  IManufaeturing  Co.,  of  Berlin,  Ont. 
"We  are  so  well  pleased  with  it  that  we  are  thinking 
of  putting  in  an  additional  one  before  next  season," 
remarked  a  member  of  the  firm. 

Since  moving  into  their  new  premises  they  have  gone 
into  wall  paper,  curtains,  muslins  and  nets,  trunks  and 
suit  cases,  and  have  been  very  well  pleased  with  their 
success  in  these  lines. 

In  addition  to  the  new  building  herewith  shown, 
Vernon  &  Co.  have  a  large  frame  warehouse  in  rear, 
connected  by  covered  passage,  with  self-closing  fire- 
proof door.    This  building  is  30  x  68  feet,  3  stories. 


part  of  it  l)eing  used  for  packing  and  shipping,  with 
covered  shed  for  team.  On  the  upper  floor  is  the  up- 
holstering department,  where  three  men  are  emplayed 
all  the  year  around.  As  well  as  doing  repair  work, 
they  upholster  most  of  their  o^^m  goods,  finding  that 
they  can  save  money  by  doing  so,  and  have  them  bright 
and  fresh,  as  well  as  being  able  to  make  goods  up 
quickly  in  any  special  coverings  required. 

Vernon  &  Co.  have  been  in  business  15  years,  and 
their  trade  comes  from  not  only  their  o-\m  to-wn  but 
from  all  parts  of  Nova  Scotia  and  Cape  Breton. 

"We  have  gi-eat  faith  in  newspaper  advertising," 
said  Mr.  E.  D.  Vernon,  "and  are  using  not  only  the 
three  local  pepers,  but  also  the  Halifax  dailies  and 
some  eight  other  local  papers  in  other  parts  of  the 
province.  This,  of  course,  is  in  conjunction  with  a 
catalogue  and  occasional  special  advertising  sheets." 


No.  .').— Hug  racks.  They 
hold  120  ruKsin  sizes  from 
.3  X  3i  to  4  X  4J  yards. 
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SELECTING  VENEERED  MOULDINGS. 

The  furniture  retailer  must  use  care  in  seleetin<;  his 
veneered  moldings  for  picture  framing,  for  the  manu- 
facturer of  this  class  of  goods  is  subjected  to  limita- 
tions in  purchasing  his  veneers.  Veneered  moldings 
do  not  offer  the  same  scope  for  turning  out  beautiful 
])atterns,  as  is  had  when  the  flat  and  plane  surfaces 
are  larger  and  much  closer  inspection  is  required  for 
tone  and  shade.  A  length  of  molding  should  present 
the  same  general  a])pearanee  from  end  to  end,  or  it  is 
likely  to  show  unsightly  contrasts  at  the  mitre  or 
butted  corners  when  made  up  into  fraines. 

Many  styles  of  ])anel  frames  are  made,  Avith  oval, 
square  or  other  shaped  openings  for  the  pictures.  Many 
beautiful  patterns  are  turned  out  in  these.  They  can 
be  secured  in  flat,  raised  and  curved  effects. 

Plain  and  crotch  mahogany,  plain,  crotch  and  stump 
black  walnut,  Circassian  and  rosewood  are  the  ]>resent 
popular  veneers,  says  a  writer  in  an  exchange.  Ver- 
million, mahogany.  sHtinwood,  sabicue  and  ebony  are 


*1.50  seats  $1,  the  $1.00  seats  75c.,  and  the  75c.  seats 
50e..  on  this  night  only.  It  is  expected  that  there  will 
be  a  very  large  gathering  of  the  furniture  men  at  the 
Century  Theatre  on  this  night.  Reservations  can  be 
made  at  any  time  hy  writing  to  the  Furniture  Ex- 
change, who  will  in  turn  transmit  them  to  the  man- 
agement of  the  theatre. 


PURCHASED  A  MOTOR  TRUCK. 

The  F.  C.  Burroughes  Furniture  Co.,  617  Queen  St. 
West,  Toronto,  have  purchased  a  1-ton  "Federal" 
nu)tor  truck  for  delivery  purposes.  They  figure  that  it 
will  affect  a  big  saving  over  the  old  method  of  horses 
and  wagons.  If  the  results  from  this  truck  are  good, 
two  additional  electric  trucks  Avill  be  purchased  in  the 
spring. 

A  featiu'e  of  the  new  truck  they  noAV  possess  is  that 
it  has  two  reversible  bodies.    By  this  means,  one  body 


So.  4.— Carpet  cicpartment, 
first  floor,  Vernon  &  Co.'s 
stoi  0.  Linoleum  racks  shown 
on  tlic  wall  are  of  steel  pipe 
rollers  hune:  on  iron  liookg. 
Tlie  rolls  are  hoisted  into 
[jlace  by  blocks  and  tackle 
hung  from  iron  hooks  in  the 
ceiling. 


most  po[)ular  for  inlays.  Contrasting  effects  are  in 
predominance,  such  as  Circassion  with  rosewood  inlay, 
mahogany  with  satinwood  inlay,  or  black  walnut  with 
ebony  inlay,  but  some  beautiful  moldings  are  made 
with  longitudinal  strips  of  the  same  wood  used  for  in- 
lav. 


can  l)e  loaded  with  furniture  while  the  other  is  out  on 
the  streets,  and  thus  no  time  is  lost  for  leading  when 
the  truck  comes  back  from  a  trip. 


"FURNITURE  NIGHT"  IN  NEW  YORK. 

The  management  of  the  New  York  Furnitui'e  Ex- 
change are  always  on  the  lookout  for  anything  that 
will  interest  or  entertain  the  visiting  buyer  and  ex- 
hibitor. In  this  particular  instance,  they  have  arrang- 
ed with  Mr.  Edward  M.  Kirkpatrick,  who  is  an  old 
furniture  salesman,  and  who  is  now  connected  Avith 
the  Liebler  Com{)any,  for  a  "Furniture  Night."  and 
the  date  selected  is  Thursday,  JaiHiaj"y  23rd.  On  this 
occasion  the  furniture  buyers,  salesmen  and  exhibitors, 
and  theii-  families,  if  they  are  in  New  York,  can  see  the 
beautiful  dramatic  spectacle  "The  Daughter  ot 
Tleaven,"  at  the  (Century  Theatre,  and  can  see  it  at  a 
reduced  p^rice  a«  the  Furniture  Exchange  management 
have  arranged  with  Mr.  Kirkpatrick  to  have  all  the 


FIVE  EXHIBITS  GROUPED  TOGETHER. 

The  Waterloo  Furniture  Company's  factory  at  Waterloo 
is  to  be  a  regular  "  Furniture  Headquarters  "  during-  the 
Berlin-Waterloo  Exhibition  in  January,  five  well  known 
lines  being-  exhibited  under  the  one  roof,  with  that  "live 
wire,"  Percy  Brown,  as  master  of  ceremonies. 

The  Waterloo  Furniture  Company  will  have  one  whole 
floor  arranged  as  a,  showroom  to  display  their  parlor,  den 
and  living-room  furniture,  and  another  whole  floor  will  be 
set  aside  for  the  displays  of  the  Hespeler  Furniture 
Company's  dining  room  and  bed  room  suites,  the  Flora 
Furniture  Company's  tables  and  art  furniture,  the  Elmira 
Interior  Woodwork  Company's  desks  and  filing  cabinets, 
and  the  Anchor  Bed  Company's  line  of  brass  and  iron 
beds  and  davenports. 

With  this  big  line  to  look  over  every  visitor  to  the 
furniture  exhibition  is  pretty  sure  to  visit  this  "busy  hive." 
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The  Furniture  Factory 


A  Department  of 
Experiences  and 
Suggestions.    .  . 


IS  OVERDRYING  POSSIBLE? 

Is  it  ])()ssil)le  to  liave  lumber  or  veneer  too  dry  Avhen 
it  is  put  together  and  finished?  This  question  is  asked 
becaxise  the  point  is  often  made  that  when  lumber  or 
veneer  comes  from  a  kiln-drying  it  is  unnaturally  dry, 
and  should  stand  and  temper  in  the  open  air  for  a  few 
days  before  using,  and  because  we  have  trouble  with 
finished  vrork  at  times,  which  is  attributed  by  some  to 
too  much  drying  in  the  core  stock.  A  piano-tuner  gave 
me  an  idea  the  other  day  about  what  makes  the  real 
test  for  cabinet  work.  This  piano-tuner  came  to  the 
house  from  the  leading  piano  concern  in  the  city,  on  a 
call  to  put  our  piano  in  tune.  It  was  in  the  early  days 
of  winter,  the  furnace  was  going  and  the  house  com- 
fortably warm  Avhen  he  came  in.  He  set  down  his  tools, 
and,  before  looking  at  the  piano,  walked  over  and  took 
a  look  at  the  registers.  Then  he  insisted  that  before  he 
started  in  at  his  work  a  small  pail  of  water  should  be 
hinig  in  each  register  to  siijiply  some  moisture  along 
with  the  heated  air  in  the  room.  Otherwise,  he  said, 
it  would  be  useless  for  him  to  put  the  piano  in  tune, 
and  that  unless  we  kept  the  water  there  both  the  piano 
and  the  furniture  in  the  house  would  suffer. 

Then  he  read  us  (juite  a  lecture  on  how  house-heat- 
ing in  the  winter  robs  the  interior  of  our  homes  and 
office  buildings  of  moisture.  It  mattered  not.  he  said, 
Avhether  it  was  furnace,  hot  water  or  steam,  the  heat 
expands  and  evaporates  the  moisture  and  causes  an 
abnormal  dryness,  and  this  does  damage  to  people  and 
furniture. 

When  he  come  to  think  about  it,  we  all  know  that  it 
is  in  the  Avinter  time  that  hunber,  furniture  and  other 
Avood  Avork  dries  out  most.  It  Avill  dry  out  even  Avhen 
standing  in  a  cold  shed,  more  than  in  the  summer  time, 
ami  Avhen  it  is  a  heated  building  it  is  so  dry  even  the 
best  kilii-(li'i(Ml  lumber  A\d]l  shrink  somewhat,  and  that 
Avhich  has  not  l)een  thoroughly  kiln-dried  Avill  shrink 
considerably.  In  other  Avords,  cabinet  work  will  dry 
and  shrink  to  a  point  bey<md  anything  secured  by  kiln- 
drying.  Therefore  the  question,  "Is  it  possible  to  have 
lumber  or  veneer  too  drv  AA'hen  it  is  put  up  and  fin- 
ished?" 

It  is  a  pretty  safe  assumption  that  considerably  more 
furniture  suffers  from  lack  of  thorough  drying  of  the 
material  than  is  injured  by  overdoing  this  work,  and 
that  if  Ave  could  put  Avork  together  at  the  very  dryest 
point  it  is  practical  to  get  it,  and  finish  it  right  then. 
Ave  Avould  have  about  the  most  stable  cabinet  AA^ork  it 
is  possible  to  get.  The  stock  being  abnormally  dry  and 
hungry  for  moisture,  Avould  drink  in  the  finishing  ma- 
terial lietter,  and  this  Avould  so  fill  and  stop  up  the 
pores  of  the  wood  that  there  Avould  he  but  little  chance 
to  take  up  moisture  afterAvard  and  SAvell  and  shrink 
Avith  its  coming  and  going. 

We  are  inclined  to  follow  the  idea  that  Avhen  Avood 
is  normally  dry,  and  Ave  fill  and  finish  it  off,  it  Avill 
stay  that  Avay,  for  the  finish  acts  as  a  protection  against 
moisture  going  either  into  or  out  of  the  wood.  It  is  a 
protection,  too,  but  not  an  absolute  i)reventive.  If  it 
Avere.  there  Avould  not  be  this  shriidting  of  the  Avood 
of  cabinet  work  in  the  steam-heated  office  or  the  fur- 


nace-heated house  during  the  Avinter  time.  The  fact 
that  it  does  shrink  is  evidence  that  moisture  escapes, 
and  it  suggests  that  too  much  drying  is  impossible. 
One  might  Imke  or  overheat  and  burn  the  Avood,  but 
that  is  another  thing  entirely,  and  the  idea  still  clings 
that  the  dryer  avc  can  get  the  Avood  for  cabinet  Avork. 
the  better  it  Avill  stand — that  overdrying  is  not  pos- 
sible. 

It  is  here  we  get  emphasis,  too,  on  the  importance  of 
re-drying.  The  nearest  thing  to  the  ideal  condition  in 
cabinet  lumber  is  secured  by  first  letting  the  lumber 
dry  in  the  air  for  a  period  of  time,  till  it  is  Avhat  is 
called  shipping  dry,  kiln-drying  it  before  cutting  uj). 


Original  design  for  a  wood  bedstead  on  Queen  Anne  lines. 
Tlie  original  was  shown  in  tJie  Furniture  Record  dnd  the 
Furnisher,  of  London  Eng. 

and  then  re-drying  before  the  final  finishing.  With 
A'eneer  the  air-drying  may  be  eliminated,  the  A-eneer 
dried  on  a  patent  dryer  AA'hen  it  is  first  cut,  then  tem- 
liered  in  the  air  AA'hile  it  is  being  shipped  and  is  Avait- 
ing  for  use,  and  then  run  through  a  redryer  before 
using. 

This  puts  it  in  good  shape  for  the  glue  room,  but  in 
the  process  of  gluing  it  takes  up  moisture  again,  so 
there  should  be  something  in  the  Avay  of  further  re- 
drying  before  the  finish  is  applied.  Taking  a  cue  from 
the  dry  heat  of  the  house  furnace,  one  might  suggest 
that  a  pretty  good  plan  Avould  be  to  keep  the  stock  in 
a  Avareroom  heated  Avith  a  hot  blast,  as  that  Avould  pro- 
duce the  same  natural  dryness  that  obtains  in  the  homes 
and  buildings  where  the  furniture  is  used.  It  is  not 
the  high  temperature  of  the  drykiln.  therefore  Avill  not 
start  the  glue,  but  it  Avill  dry  out  the  Avork,  not  only 
from  the  glue  room,  but  also  from  the  finishing  room. 

Study  furniture  in  use,  Avatch  Avhat  the  test  of  time 
and  heat  in  the  home  does  to  it,  and  you  Avill  probably 
conclude  that  it  may  be  possible,  but  that  there  is  not 
much  danger  of  getting  the  stock  too  dry,  and  that  the 
main  trouble  is  not  getting  it  dry  enough. — By  'SI. 
in  Veneers. 

Don't  Avorry  if  you  don't  happen  to  be  a  genius. 
Where  one  genius  stumble^  upon  success,  ten  hard 
workers  achieve  it. 
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SPEAKER  SPROULE'S  CHAIR. 

During  a  discussion  in  the  House  of  Commons  on 
December  3,  the  Speaker's  chair  came  in  for  a  little 
pleasantry.  Mr.  G.  C.  Wilson,  of  Dundas,  who  repre- 
sents Wentworth  in  the  House  was  chiding  Mr.  Car- 
veil  for  some  remarks  he  had  made  derogatory  to 
Canadian  furniture. 

"Well,"  he  continued,  "that  is  a  slur  on  Canadian 
manufacturers;  but  do  not  let  anybody  in  the  House 
forget  that  at  the  present  time  you,  Mr.  Speaker,  are 


Feathered  Friends— Art-i.st,  Sydney  Kendrick 
Brown,  from  Matthews  Bros.,  Ltd.,  Imperial 
line  of  pictures. 


sitting  upon  a  chair  made  by  Canadian  manufacturers 
in  the  town  of  Dundas,  and  that  the  chair  that  you 
occupied  last  year  was  made  by  the  same  firm,  and  had 
been  brought  there  by  Mr.  Sealey.  But  the  present 
chair  has  a  nicer  look  about  it.  It  is  lighter.  We  have 
dispelled  the  darkness  in  this  House  now,  and  we  have 
a  lighter  chair.  Possibly,  if  I  were  to  follow  the  ex- 
ample of  the  leader  of  the  Opposition  in  his  speech 
when  you  were  made  Speaker  of  this  House,  I  might 
say  we  had  too  much  Orange  shellac  on  it,  but  the 
green  cushion  relieves  all  that.  I  want  the  Liberal 
members  to  look  at  that  chair  and  see  the  maple  leaves, 
the  lions,  and  everything  that  points  to  a  true  Cana- 
dian product.  And  yet  the  member  for  Carlton,  N.B., 
referred  to  cheap  furniture.  But  there  is  a  sequel  to 
that  story  of  the  chair,  and  I  would  like  the  Liberal 
members  to  keep  it  in  mind.  When  the  former  chair 
was  brought  here,  an  announcement  was  made  by  Mr. 
Sealey  that  the  chair  had  been  made  in  the  town  of 
Dundas,  and  that  he  had  secured  the  order  for  it.  Well, 
an  order  was  given  for  the  new  chair  this  year,  and 
there  was  no  announcement  in  the  papers  that  I  know 
of.  The  announcement  I  want  to  make  to  the  House 
is  that  the  Valley  City  Seating  Company,  the  makers 
of  the  former  chair,  were  the  makers  of  the  present 
eh'air,  but  the  manufacturer's  ideas  were  remolded. 
He  was  a  man  who  voted  against  reciprocity  and  the 
Speaker's  chair  is  a  monument  to  a  Canadian  manu- 
facturer who  put  his  country  before  his  party." 

It  is  said  the  chair  supported  the  Speaker  with  its 
usual  dignity,  never  once  showing  any  evidence  of  in- 
terest during  the  discussion. 


ARTIFICIAL  EBONY  FROM  OAK  WOOD. 

The  following  is  said  to  be  a  good  process  for  con- 
verting oak  wood  to  artificial  ebony:  The  blocks  of 
wood  are  immersed  for  48  hours  in  a  warm  saturated 
solution  of  alum  and  sprinkled  several  times  with  a 
decoction  of  logwood ;  smaller  pieces  may  also  be  steep- 
ed for  a  certain  length  of  time  in  the  decoction,  which 
is  prepared  in  the  following  manner :  One  part  of  log- 
wood of  best  quality  is  boiled  with  10  parts  of  water; 
it  is  then  filtered  through  linen  and  the  liquid  evapor- 
ated at  low  temperature  until  its  volume  is  reduced  by 
one-half,  and  to  every  quart  of  this  bath  are  added  10 
to  15  drops  of  a  saturated  solution  of  soluble  indigo 
entirely  neutral  in  reaction.  After  having  watered  the 
blocks  several  times  with  this  solution,  the  wood  is 
rubbed  with  a  saturated  and  filtered  solution  of  verdi- 
gris in  warm  concentrated  acetic  acid,  and  this  oper- 
ation repeated  until  a  black  color  of  the  desired  inten- 
sity is  obtained.  The  oak  wood  dyed  after  this  fashion 
presents  an  aspect  similar  to  that  of  real  ebony. 


FURNITURE  DISPLAYS  AT  TORONTO. 

Furniture  retailers  who  attend  the  furniture  exhibi- 
tions at  Berlin  and  Stratford  next  month  should  make 
it  a  point  to  stop  off  at  Toronto  and  view  the  displays 
of  the  Toronto  manufacturers.  It  will  be  worth  their 
while.  Many  new  lines  are  being  brought  out  for  next 
season  and  there  is  sure  to  be  something  seen  at  To- 
ronto that  will  not  be  shown  at  either  Berlin  or  Strat- 
ford. 

The  Toronto  Furniture  Co.  have  extended  an  invita- 
tion to  the  trade  throughout  Canada  to  visit  their  show 
rooms  during  January.  Commencing  January  2,  a  dis- 
play of  1913  models  of  dining  room,  library  and  bed- 
room furniture  mil  be  exhibited,  many  patterns  being 
shown  in  Jacobean,  Heppelewhite  and  Gothic  periods. 
Mr.  Lanz,  manager  of  the  firm,  states  that  in  January 
of  this  year,  buyers  from  the  Maritime  provinces  in 
the  east,  to  Vancouver  in  the  west,  visited  his  show 
rooms.    During  the  past  year,  many  furniture  manu- 


New  Folding  Table— By  Geo.  Mcljagan  Furniture  Co.,  Stratford 

faeturers  from  the  United  States  have  inspected  the 
plant  and  expressed  surprise  at  the  thoroughly  modern 
lines  on  display.  Several  of  these  lines  have  been  cop- 
ied by  Grand  Rapids  manufacturers. 

Mr.  Hughes,  and  several  of  the  sales  staff  of  the  Gold 
Medal  Furniture  Co.  will  be  in  attendance  to  show  deal- 
ers their  newest  lines  in  parlor  suites,  fancy  chairs, 
couches,  including  their  steel  sliding  couch,  "Hercules" 
spring  beds,  "Gold  Medal"  felt  mattresses  and  their 
new  patent  "Never-Stretch"  mattress. 

J.  &  J.  Kohn  will  have  a  big  display  of  Austrian- 
made  furniture  at  their  Toronto  warcrooms,  215  Vic- 


44 


CANADIAN  FURNITURE  WORLD  AND  THE  UNDERTAKER. 


December,  1912 


toria  Street.  They  have  several  new  lines  that  will  be 
well  worth  looking  over. 

The  complete  "Ideal"  line  of  beds  and  bedding  will 
be  shown  at  the  permanent  warerooms  of  the  Ideal 
Bedding  Co.  on  Jefferson  Ave. 

The  Standard  Bedding  Co.,  Davies  Ave.,  manufac- 
tnrers  of  the  Lee-Burrell,  Rex  and  other  mattresses,  ex- 


Mantle  by  Elmira  Interior  Woodwork  Co. 


tend  an  invitation  to  visiting  retailers  to  come  and  in- 
spect their  plant. 

The  Imperial  Furniture  Co.  will  have  a  display  at 
both  Berlin  and  Stratford  and  will  welcome  retailers 
to  call  at  their  permanent  show  rooms,  585  Queen  St. 
West,  Toronto,  and  see  their  stock  there. 

The  Anchor  Manufacturing  Co.,  also  will  be  seen  at 
both  the  exhibitions,  and  will  have  a  large  display  at 
their  factory  on  Niagara  Street. 


TO  MAKE  NO-TUFT  MATTRESSES. 

Geo.  Gale  &  Sons,  manufacturers  of  brass  beds  and 
bedding,  Waterville,  Que.,  have  secured  the  right  to 
manufacture  the  Dixie  No-tuft  mattress.  In  order  to 
accommodate  their  plant  for  this  new  business,  they 
are  erecting  a  factory  40  x  150  feet,  and  the  mattresses 
will  be  on  the  market  in  time  for  the  spring  trade. 
These  mattresses  will  also  be  turned  out  at  Montreal, 
Toronto  and  Winnipeg. 

The  feature  of  the  Dixie  No-tuft  mattress,  as  its 
name  implies,  is  that,  being  constructed  in  separate 
sections,  its  shape  is  guaranteed  and  its  comfort  en- 
sured. 


THE  VENEERED  BEDSTEAD. 

There  is  a  great  run  on  wooden  bedsteads  these  days, 
and  many  of  the  finest  ones  involve  quite  a  lot  of  high- 
cla.ss  veneer.  There  are  cane  panels,  with  only  a  nom- 
inal amount  of  veneering,  but  these  are  the  light  and 
airy  part  of  the  trade,  and  the  real  heavy  business  in 
fine  bedsteads  involves  big  panels  in  both  the  head  and 
the  foot,  panels  that  are  bigger  and  finer  than  were 
ever  known  before,  even  back  in  the  days  when  the 
big  wooden  bed  was  formerly  all  the  go.  The  leading 
woods  used  are  Circassian,  mahogany,  quartered  oak, 
gum  and  birch,  with  a  fair  sprinkling  of  all  the  woods 
that  enter  into  face  veneer  work.  And  this  is  the  class 
of  bed  that  is  having  the  great  run  now;  in  fact,  the 


call  is  so  big  that  the  people  making  them  are  rushed 
with  work.  It  means  the  use  of  more  veneer  in  bed- 
stead making  than  was  ever  known  before,  and  from 
present  indications  the  present  style  has  come  to  stay 
quite  awhile. — ^Veneers. 


MORE  ABOUT  APPLYING  VARNISH. 

Varnish  should  be  spread  evenly,  and  crossed  back- 
wards and  forwards  to  equalize  the  coat.  When  a 
part  of  the  work  is  coated  with  varnish.  Avipe  out  the 
brush,  place  the  extreme  edge  of  the  brush  at  the  bot- 
tom of  the  work,  and  with  a  light  stroke  level  the 
varnish.  Go  the  whole  length  with  vertical  strokes, 
after  which  by  ,iust  touching  the  varnish  Avith  the 
square  point  of  the  brush,  lay  the  work  off.  Varnish 
must  be  stabbed  into  the  angles  and  depths  of  the 
moulding  with  an  empty  brush,  drawing  the  gathered 
varnish  towards  the  flat  part  as  well. 

In  varnishing  a  door,  says  Varnish  Talks,  the  panels 
should  be  done  first,  then  the  cross  stiles  and  then  the 
upright  ones.  The  work  should  be  left  untouched  un- 
til it  is  dry.  Some  painters  varnish  the  panels,  then 
the  mouldings,  and  finally  the  stiles. 

When  finishing  small  panels  in  the  natural  wood,  let 
the  varnish  flow  on  the  side  and  end  of  the  panel  be- 
fore cross  brushing,  giving  the '  varnish  time  to  set 
slightly.  Cross  brush  at  right  angles  to  the  flowing 
on,  and  lay  off  at  an  opposite  angle  to  the  laying  on. 

In  coating  panels  and  mouldings,  the  surface  of  other 
parts,  such  as  stiles,  is  apt  to  get  partly  covered.  Coat- 
ing over  this  produces  flat  edges.  It  must  be  worked 
up  with  fresh  varnish,  by  rubbing  and  stabbing,  and 


Bed  davenport  made  by  Owen  Daveno  Bed 
Company,  Hespeler. 

it  can  then  be  laid  off.  More  varnish  can  be  applied 
by  laying  on  horizontally  and  laying  off  vertically  than 
in  any  other  way. 


SPACE  NEARLY  ALL  TAKEN. 

J.  Scully,  Sec'y.-Treas.  of  the  Berlin  Furniture  Exhibi- 
tion, writes  the  Furniture  World  at  the  last  minute  as 
follows  : — 

"  If  we  are  still  in  time  for  a  news  item  for  the  Decem- 
ber issue,  we  beg  to  advise  you  that  nearly  all  the  floor 
space  of  the  large  market  building  has  been  taken  up  by 
exhibitors  from  Toronto,  Welland,  New  Hamburg,  Elmira, 
Preston,  Hespeler,  Lucknow,  Durham  and  Waterloo,  and 
others  have  signified  their  intention  of  being  here" 


Cheap  varnish  will  destroy  the  durability  of  any 
coats  of  varnish  put  over  it.  Never  use  cheap  varnish 
for  undercoats  and  always  remove  any  cheap  varnish 
coats  before  using  varnish  of  good  quality. 
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How  About  It?    Furniture  Dealers 

Are  You  Planning  to  Attend  the  Furniture 
Exhibitions  at  Berlin  and  Stratford  in  January? 

(A  heart  to  heart  talk  by  IVeston  IVrigle^,  Manager  of  the  Canadian  Furniture  World.) 

Although  I've  been  less  than  a  year  in  the  Furniture  Trade  I've  had  many  years  experience  in 
retail  trade  organization  and  have  first-hand  information  as  to  the  benefits  to  be  derived  by  retail 
dealers  from  attendance  at  trade  exhibitions. 

Last  July  I  attended  the  Grand  Rapids  Furniture  Exhibition  and  was  amazed  at  the  immensity  of 
the  affair — half  a  dozen  large  buildings  filled  with  the  latest  styles  and  samples,  and  hotels  full  of  wide 


awake  dealers  who  talked  furniture 
ences  of  how  big  sales  had  been 
well-to-do  customers  had  been 
for  costly  furniture,  how  mail  order 
parts  of  the  country,  and  how 
sales  to  hard-nut  customers. 

And  m  October  I  visited  the 
the  magnificent  new  Grand  Central 
bunch  of  furniture  men  on  the  job 
dollars  lo  know  and  swap  experi- 

Many  of  you  Canadian  dealers 
and  ready  cash  to  go  to  the  big 
there's  mighty  few  of  you  who  can't 
INVEST  the  money  in  a  week's 
Toronto,  Hanover,  Chesley,  Elora, 
centres  next  month.  I  say  invest  the 
your  pocket  to  go  in  addition  to 

The  furniture  manufacturers  at 


WESTON  WRIGLEY 
For  eight  years  secretary  of  the  Ontario  Retail 
Hardware  and  Stove  Dealers'  Association. 


at  their  meals  and  swapped  experi- 
made  to  hotels  and  institutions,  how 
headed  off  from  "going  to  the  city" 
competition  was  met  in  different 
collections  were  made  on  credit 

New  York  Furniture  Exchange  in 
Palace,  and  I  found  an  equally  live 
— men  whom  it's  worth  many 
ences  with. 

may  find  it  hard  to  spare  the  time 
exhibitions  across  the  line,  but 
afford  to  MAKE  the  time  and 
trip  to  Berlin,  Waterloo,  Stratford, 
Victoriaville  and  other  furniture 
money  because  it  means  money  in 
having  a  mighty  good  time. 
Berlin,  Waterloo  and  Stratford  are 
going  to  a  lot  of  trouble  to  entertain  you  and  show  their  latest  designs — and  they're  going  to  do  some 
entertaining  too.  A  banquet  is  programmed  at  Berhn,  while  the  Stratford  manufacturers  can  be  de- 
pended upon  to  hold  up  their  end.  Though  business  has  first  call  the  social  side  will  not  be  overlooked. 

So  make  a  NEW  YEAR'S  RESOLUTION  to  attend  the  Furniture  Exhibitions  in  January 
and  meet  the  live  wires  of  the  trade,  the  traveling  salesmen,  as  well  as  the  BIG  MEN  at  the  head  of 
the  rapidly  growing  industries  in  those  important  furniture  centres.  If  you've  attended  an  Exhibition 
before  you  won't  need  urging,  but  if  you  haven't  yet  got  the  habit  attend  this  year  and  if  on  returning 
home  you  do  not  consider  the  time  and  money  well  spent,  write  me  and  I'll  give  you  a  FIVE 
YEAR'S  SUBSCRIPTION  to  the  FURNITURE  WORLD  with  a  copy  of  Frank  Farrington's 
"Store  Management  Complete"  thrown  in  for  good  measure. 

And  those  dealer's  who  had  difficulty  in  getting  early  shipments  of  goods  during  1912  can  take 
this  tip:  It's  the  earl})  bird  that  catches  the  Worm  and  it'll  be  the  dealer  that  orders  early  in  1913 
that'll  have  the  biggest  turnover. 

Make  up  your  mind  right  now  to  attend  the  January  Exhibitions.  A  good  time  will  do  you  a 
lot  of  good,  anyway,  after  a  hard  year's  work.  Drink  a  glass  of  buttermilk  if  you  feel  like  it  and 
smoke  some  of  those  1  5  c.  cigars  they're  going  to  pass  around — or  if  you  don't  drink  or  smoke  ask  me 
and  I'll  treat  to  a  package  of  Wrigley's  Spearmint. 

A  mixture  of  business  and  pleasure  at  the  Furniture  Exhibitions  will  be  a  good  bracer  for  a  big 
year's  business  in  1913. 

A  Glad  Christmas  and  A  Prosperous  New  Year  to  All. 
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Knobs  of  News 


While  returning'  from  his  work  at  the  Hespeler  Furni- 
ture Co.,  Hespeler,  Ont. ,  on  Dec.  12th,  James  W.  Elliott, 
72  years  of  a.ge,  dropped  dead  from  heart  failure. 

"Trade  Winners"  is  the  title  of  a  neat  booklet  gotten 
out  by  the  Bell  f  urniture  Co.,  Southampton,  Ont.  It 
contains  illustrations  of  lines  specially  suited  for  Xmas 


Automobile  used  by  D.  H.  Bernhardt,  "  Home  Furnisher,"  in  delivering 
goods  to  his  customers.  The  car  is  a  splendid  advertisement  to  this  enter- 
prising furniture  dealer,  and  has  utility  also  as  a  pleasure  car.  The 
delivery  section  is  removable  and  can  be  replaced  with  a  seat  for  passengers 

trade.  The  cover  is  gotten  up  in  style  to  remind  one  of 
the  holiday  season  and  is  a  credit  to  the  publishers. 

W.  Holborn,  who  has  conducted  a  furniture,  under- 
taking and  hardware  business  at  Newmarket,  Ont., 
has  sold  out  to  Maurice  Charpentier. 

H.  Dell  is  erecting  a  new  furniture  store  at  Ridge- 
way,  Ont.,  21  X  50  feet. 

On  January  6  the  ratepayers  of  Berlin,  Ont.,  will 
vote  on  a  $9,000  loan  to  Geo.  Hachborn  «&  Co.,  uphol- 
sterers, and  on  a  fixed  assessment  for  10  years  of  $7,900 
for  the  Lippert  Furniture  Co.,  who  will  erect  a  four- 
storey  addition  to  their  present  factory. 

Dan  McLeod,  Stratford,  Ont.,  succeeds  W.  J.  Smith 
as  superintendent  of  the  Hespeler  Furniture  Co. 

J.  W.  Weston,  Morrisburg,  Ont.,  has  taken  over  the 
stock  of  the  Pitt  Furniture  Co.  at  Williamsburg. 

A  new  upholstering,  picture  framing  and  furniture 
finishing  business  will  be  opened  in  Petrolia,  Ont.,  by 
A.  Hamlet. 

At  the  annual  meeting  of  the  Danville  Chair  Co., 
Danville,  Que.,  held  recently,  the  report  of  the  super- 
intendent, J.  B.  Guilmette,  was  adopted  and  the  follow- 
ing directors  elected:  A.  Chagnon,  J.  A.  Boivin,  Felix 
Jjeclare,  H.  Gerrard,  J.  H.  Vilaudre,  W.  N.  Paul  and 
J.  H.  Guilmette. 

The  M.  E.  Long  Furnishing  Co.,  Limited,  Brantford, 
Ont.,  has  received  Dominion  Charter.    Capital,  $75,000. 

Walter  Lewis,  a  teamster  employed  by  the  F.  C. 
Burroughes  Furniture  Co.,  Toronto,  was  seriously  hurt 
when  one  of  the  front  wheels  of  a  heavily  loaded  wag- 
on which  he  was  driving  came  otf. 

Wm.  Tasker  Richardson,  until  a  few  years  ago  a 
furniture  dealer  on  Queen  Street  East,  Toronto,  died 
at  his  son's  home  in  Mimico.  Heart  trouble  was  the 
cause.  He  is  survived  by  a  widow,  one  son  and  one 
daughter. 

J.  W.  Buck,  Beamsville,  Ont.,  has  added  a  two-storey 


addition  to  his  store.  Greatly  increased  business  is 
the  cause. 

Geo.  H.  Labbe,  furniture  manufacturer,  Montreal, 
has  purchased  a  lot  and  will  erect  a  factory  on  Com- 
missioner Street. 

D.  R.  Hopper,  Regina,  Sask.,  has  been  appointed  man- 
ager of  the  Neeland  Furnitvire  Co.,  Saskatoon. 

A  small  portion  of  the  stock  of  BedelLs  Furnishing 
Co.,  Limited,  Toronto,  was  recently  damaged  by  smoke 
and  water  when  fire  destroyed  the  store  of  the  Harold 
A.  Wilson  Co.  next  door. 

J.  P.  McLaughlin  has  succeeded  McNah  &  Co.,  South 
Porcupine,  Ont. 

J.  F.  Neville  has  purchased  a  furniture  business  in 
Wapella,  Sask. 

The  Wetaskiwin  Bedding  Co.  is  erecting  a  factory 
in  Medicine  Hat,  Alta. 

The  NeAV  Westminster  Woodworking  Co.,  New  West- 
minster, B.C..  is  erecting  a  $23,000  factory  at  Queens- 
borough,  B.C. 


NEW  LINE  OF  DESKS. 

The  Globe  Furniture  Co.,  Waterloo,  has  enjoyed  a 
very  large  patronage  in  their  line  of  church  furniture, 
school  furniture,  and  opera  chairs,  and  are  crowded 
to  their  utmost  capacity  in  filling  orders.    Their  Globe 


Globe  steel  sanitary  adjustable  desk  and  chair. 


Steel  Sanitary  Automatic  Desk  is  being  adopted  by 
Boards  of  Education  in  the  Dominion. 

The  line  of  Globe  Steel  Sanitary  Desks  includes  every 
style  required  in  modern  school  equipment. 


The  Stratford  Manufacturing  Co.,  Limited,  Strat- 
ford, Ont.,  are  going  into  the  manufacture  of  ironing 
boards,  sleeve  boards,  clothes  bars,  clothes  dryars,  bake 
boards  and  step-ladder  chairs.  They  will  be  in  a  posi- 
tion to  supply  the  trade  with  these  goods  about  the 
middle  of  January  of  next  year. 
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Progressive  Canadian 

Furniture  Manufacturers 

who  will  make  better  furniture  during  1913 

by  using  the  LINDERMAN  METHOD 


Knechtel  Furniture  Co.,  Ltd., 
Knechtel  Furniture  Co.,  Ltd., 
Knechtel  Furniture  Co.,  Ltd., 
Canada  Furniture  Mfrs., 
Canada  Furniture  Mfrs., 
Strathroy  Furniture  Co., 
D.  Hibner  Furniture  Co., 
Globe  Furniture  Co., 
Canadian  Office  &  School 

Furniture  Co., 
Toronto  Furniture  Co.,  Ltd., 


Hanover.  Ont. 
Walkerton,  Ont. 
Southampton,  Ont. 
Woodstock,  Ont. 
Wiarton,  Ont. 
Strathroy,  Ont. 
Berlin,  Ont. 
Waterloo,  Ont. 

Preston,  Ont. 
Toronto,  Ont. 


H.  E.  Furniture  Co.,  Ltd.,  Milverton,  Ont. 

Peppier  Bros.,  Hanover,  Ont. 

Meaford  Mfg.  Co.,  Ltd.,  Meaford,  Ont. 

Victoriaville  Furniture  Co.,  Victoriaville,  Que. 
Dominion  Furniture  Mfg. 

Co.,  Limited,  Ste.Therese,Que. 
St.  Lawrence  Furniture 

Company,  Riviere-du-Loup,  Que. 

J.  W.  Kilgour  &  Bro.  Beauhamois,  Que. 

Beach  Furniture  Co.,  Cornwall,  Ont. 

Windsor  Furniture  Co.,  Windsor,  N.S. 

Goderich  Organ  Co.,  Goderich,  Ont. 


In  addition  to  the  above  we  will  be  glad  to  give  you  the  names  and 
addresses  of  twenty  other  Canadi2m  concerns  using  the  Lindermcin  method 
all  of  v>hom  will  gladly  tell  you  about  the  saving  they  are  making  and  the 
better  product  they  are  producing. 

Start  the  New  Year  aright  by  bettering  your  product  and  lowering  the 
cost  of  production.   We  will  be  glad  to  give  you  full  information. 


Canadian  Linderman  Co.,  Limited 

MUSKEGON,  Mich.  Works  at  WOODSTOCK,  Ont. 
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LET'S  get  better  acquainted  during  the  holiday  season  by  sending  us  an  order  for 
one  of  our  Interchangeable  Metallic  Linings.  No  up-to-date  Funeral  Director 
should  be  without  one. 

By  placing  one  of  our  Bronze  Metallic's  in  a  cheap  cloth  covered  Casket,  you 
have  something  that  will  take  the  place  of  a  steel  vault  at  considerable  less  cost,  and 
will  meet  the  Government's  regulations  as  to  shipping  bodies  to  any  part  of  the  world. 
They  are  hermetically  sealed,  which  makes  them  perfectly  air-tight,  water-proof  and 
vermin-proof. 

We  carry  the  following  kinds  in  Hamilton  and  at  our  Winnipeg  Branch  : 

METALLIC  LININGS 

Bronzed  Metallic  Lining,  octagon  end,  half  glass. 
Bronzed  Metallic  Lining,  elliptic  end,  half  glass. 
Bronzed  Metallic  Lining,  square  end,  half  glass. 
Bronzed  Metallic  Lining,  extra  or  mammoth  sizes. 

Solid  Copper  Polished  Metallic  Lining,  elliptic  end,  with  full  bevelled  glass. 
Electro  Plated  Top,  octagon  and  square  end,  with  half  glass. 

<■ 


We  take  this  opportunity  of  thanking  the  Trade  in  general  for 
the  liberal  support  given  us  during  1912,  and  we  wish  ^ou  all 
A  Merry  Christmas  and  A  Prosperous  New  Year   f 

The  Semmens  &  Evel  Casket  Co.,  Limited 

Phone  517  Hamilton  and  Winnipeg 

All  Hours — Day  and  Night  Canada 


Undertakers'  Department 


Problems  affecting  the  Undertaking  Profession  are  here  discussed  and  readers  are  invited  to  send  letters 
expressing  their  views  on  any  of  the  subjects  dealt  with — news  of  the  profession  throughout  Canada. 


MAKING  LEAD  COFFINS. 

In  reply  to  an  undertaker's  assistant  who  wished  to 
know  how  lead  coffins  were  made,  a  British  Engineer- 
ing paper  said: — 

Lead  coffin  work  is  carried  out  by  two  methods,  viz., 
(1)  by  lining  the  outer  case  and  (2)  by  covering  the 
inner  shell.  No  extraordinary  skill  is  required  for  this 
work,  but  care  and  cleanliness  are  very  essential. 

When  the  outer  case — or  the  coffin  if  only  one  is 
used — is  lined,  the  work  is  similar  to  lining  a  lead 
sink.  The  sheet  of  lead  should  be  rolled  out  on  a  goo  ^ 
floor  and  flapped  quite  smooth.  The  coffin  should  the  ; 
be  placed  on  the  sheet  at  a  distance  from  the  edge 
equal  to  its  depth,  and  the  bottom  scribed  round.  Then 
remove  the  coffin  and  let  lines  be  marked  at  a  distance 
inside  (and  parallel  to)  the  scribed  lines,  equal  to  the 
thickness  of  the  boards  of  which  the  sides  of  the  coffin 
are  made,  plus  the  thickness  of  the  lead.  This  will  be 
the  exact  size  of  the  bottom. 

The  sides  are  then  marked  parallel  Avith  these  lines, 
and  pieces  cut  out  at  the  four  corners  and  at  the  should- 
ers, similar  to  the  way  angle-pieces  are  cut  out  when 
lining  sinks.  Care  must,  however,  be  exercised  to  cut 
the  lead  to  the  correct  bevel  for  the  sloping  foot.  It 
will  also  be  found  necessary  to  nick  the  lead  an  inch  or 
so  at  the  shoulders  to  fit  where  the  sides  are  bent  round 
the  bottom.  A  half-inch  lap  should  be  allowed  at  all 
.joints  to  prevent  the  solder  running  through. 

The  lead  should  then  be  soiled  and  shaved  while  flat 
on  the  floor,  and  afterwards  be  set  up  to  the  bottom 
lines  read.v  for  dropping  into  the  coffin.  If  the  bot- 
tom is  well  bellied  it  should  drop  in  easily,  and  sub- 
sequent flapping  will  drive  the  angles  well  home.  SmaJl 
nails  may  be  used  to  hold  the  lead,  or  it  may  simply  be 
punched  together  for  soldering.  The  angles,  shoulder, 
seam  and  small  nicks  at  the  bottom  of  the  shoulder 
seams  should  then  be  wiped  in  the  same  way  as  when 
lining  sinks. 

When  only  one  coffin  is  used,  the  insidie  edge  of  the 
sides  at  the  top  are  rebated  to  receive  a  false  lid,  made 
of  light  boards,  to  support  the  lead  top  Avhich  is  laid 
on  the  same  and  soldered  round  in  the  rebate.  When 
an  inner  shell  is  used,  the  outer  case  is  made  half  an 
inch  or  so  deeper,  and  the  lead  sides  left  standing  up 
straight.  The  shell  is  then  dropped  in  and  the  lead  top 
laid  on  and  soldered  all  round  to  the  vertical  lead  sides 
of  the  case. 

When  the  inner  shell  is  covered,  four  pieces  of  lead 
are  used,  viz.,  top,  bottom  and  two  sides,  the  side  pieces 
extending  halfway  across  the  head  and  foot.  When 
making  the  wood  shell,  the  top  and  bottom  are  cham- 
fered all  round ;  the  sides,  head  and  foot  pieces  are 
chamfered  on  the  inside  edges,  so  as  to  form  grooves 
all  round  the  top  and  bottom  when  fitted  together. 
Grooves  are  also  cut  down  the  centre  of  the  head  and 
foot  so  that  the  lead  can  be  dressed  into  them  and  sold- 
ered flush.  It  is  possibly  more  simple  to  cut  out  the 
lead  for  this  method,  as  the  top  and  bottom  can  be 
marked  by  placing  the  lid  on  the  sheet  and  allowing 
laps  for  soldering.    The  sides  are  straight  pieces  with 


small  bevels  to  suit  the  sloping  foot  of  the  coffin.  When 
the  pieces  of  lead  are  cut  to  shape  they  are  placed  on 
the  wood  shell,  the  edges  dressed  into  the  grooves  and 
nailed  with  small  nails. 

As  it  is  usual  to  leave  the  body  in  the  lead-covered 
shell  a  day  or  two  before  placing  it  in  the  outer  coffin, 
the  lead  is  not  soiled  preparatory  to  shaving  for  sold- 
ering, but  is  usually  rubbed  over  with  a  raw  potato  cut 
in  halves,  or  smeared  with  weak  paste  made  of  flour 
and  water,  which  can  easily  be  cleaned  off  after  sold- 
ering. 

It  is  usual  to  clean  the  lead  all  over  with  cardwire, 
which  should  first  be  used  in  one  direction  to  keep  the 
scratches  straight.  Afterwards  a  pattern  is  formed  by 
laying  on  a  zinc  stencil  and  cardwiring  squares  in  op- 
posite directions  to  form  a  diaper  pattern;  or  a  piece 
of  cardwire  half  an  inch  wide  may  be  nailed  to  the 
edge  of  a  piece  of  board,  and  diagonal  lines  made  with 
a  straightedge  all  over  the  coffin.  Some  plumbers  use 
a  three-prong  fork  for  making  the  diagonal  lines. 

The  most  unpleasant  part  of  the  job  is  soldering  down 
the  lid,  and  sometimes  trouble  is  experienced  in  get- 
ting a  fire  to  heat  the  solder.  The  plumber  and  his 
mate  should  go  about  this  part  of  the  business  as  quiet- 
ly and  decently  as  possible.  In  some  eases  it  is  neces- 
sary to  bore  a  vent-hole  in  the  lid  to  allow  gases  to 
escape,  so  that  they  do  not  blow  through  the  solder  and 
so  leave  small  holes.  Where  the  gases  are  unpleasant, 
a  piece  of  pipe  can  be  placed  over  the  hole  with  a  putty- 
joint  made  round  same,  and  the  end  carried  through 
the  window.  The  hole  must,  of  course,  be  soldered 
over  after  the  other  part  is  finished. 

We  have  gone  as  fuUy  into  this  subject  as  space  will 
allow,  and  would  recommend  the  querist  to  practise 
cutting  out  patterns  in  stifi"  brown  paper  and  bending 
them  to  shape,  so  that  he  may  feel  more  competent  to 
execute  such  work  when  it  comes  along. 


BURIED  A  DAY  TOO  SOON. 

Poor  George  Gasnell  had  the  misfortune  to  get  land- 
ed in  the  Whitechapel  Infirmary,  says  "John  Bull," — 
and  the  impudence  to  die  there.  Of  course,  he  had  to 
be  buried,  so  his  next  of  kin  and  heir  to  all  his  pro- 
perty was  notified  thus  : — 

"Whitechapel  Infirmary, 

Vallance  Road,  Whitechapel,  N.E. 

NOTICE  OF  DEATH. 

From  the  Steward  of  the  Infirmary.  1.  10.  1912. 
To  Mr.  Taylor. 
I  beg  to  inform  you  that  George  Gasnell,  aged 
59,  died  this  day.  If  you  have  any  request  to  make 
respecting  the  funeral,  please  fill  up  and  return  the 
Notice  attached,  before  Friday  next,  otherwise  the 
funeral  will  take  place  on  Saturday  at  2  o'clock 
p.m.,  at  the  Roman  Catholic  Cemetery,  Leyton- 
stone." 

The  heir  to  the  deceased's  property,  having  to  work 
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Evel  Quality  Caskets 


are  all  the  name  implies 


No.  418  "C"  Panel  Shrine  Design  16D40 


OUR  "C"  shrines  are  made  to  work  automatically.    The  sides  control  the 
action  of  the  roll  end,  which  is  thrown  out  or  tightly  closed  when  the  sides 
are  lowered  or  raised.     There  is  no  chance  for  confusion  or  delay  when 
closing  the  casket  at  the  final  moment,  and  any  feature  which  helps  to  make  your 
work  run  smoothly  cannot  fail  to  be  of  advantage  to  you. 

The  shrine  is  made  out  of  a  very  nice  quality  of  Swiss  silk,  and  honeycombed, 
on  the  bias,  by  hand.  This  biased  honeycombing  costs  us  more  than  if  we  did  it 
in  the  regular  way,  but  we  succeed  in  giving  you  work  that  will  not  crush  or  pull 
out  of  place.     It  always  looks  as  if  it  had  just  left  the  factory. 

The  shrine  is  formed  by  cutting  the  top  mould.  All  you  have  to  do  when 
trimming  is  to  lift  the  top  off  the  same  as  you  would  an  ordinary  casket.  You 
will  find  it  very  easy  to  handle. 

All  hinges  used  are  of  brass.  They  are  very  thin  and  neat,  thus  doing  away 
with  any  unsightly  bulges  in  the  cloth. 

We  are  selling  a  great  many  of  these  caskets,  and  if  you  have  not  already 
used  them  we  can  honestly  recommend  them  to  you  as  being  of  exceptional  value. 
"QUALITY  "  above  every  other  consideration  is  our  aim,  and  we  certainly  give 
it  to  you  in  this  style  of  casket. 

The  Evel  Casket  Co. 

Manufacturers  of  Quality  Goods 


Hamilton  -  -  Canada 


Trade  Mark 


Trade  Mark 
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for  his  living,  was  thankful  that  it  was  to  be  a  Satur- 
day funeral.  But  two  days  later  another  memo,  was 
received  by  him,  which  read  as  follows :  — 

"I  am  instruced  to  inform  you  that  no  coach 
follows  the  funeral.  If  you  wish  to  be  present  at 
the  burial  you  must  go  to  the  cemetery  by  train, 
time  of  burial  as  stated  on  death  notice." 

Saturday  came,  and  the  funeral  party  made  their 
way  to  Leytonstone.  to  pay  the  last  tribute  of  respect 
to  their  old  friend — only  to  be  informed  that  Gasnell 
had  been  buried  on  the  previous  day!  No  wonder,  re- 
marks the  Undertakers'  Journal,  the  poor  so  hate  the 
idea  of  a  pauper  funeral! 


TORONTO  UNDERTAKER'S  NEW  ESTABLISH- 
MENT. 

The  establishment  of  the  E.  J.  Humphrey  Burial  Co., 
at  1058  Yonge  Street,  Toronto,  is  one  of  the  most  up- 
to-date  in  the  country.  The  lay-out  is  perfect  and 
everything  possible  to  minister  to  the  comfort  of  be- 
reaved ones  is  in  evidence.  The  woodwork  and  fittings 
throughout  are  in  Golden  oak,  and  electric  fixtures, 
with  alabaster  globes,  throw  a  soft  light  over  all. 

Mr.  Humphrey's  office  in  just  inside  the  door,  to  the 
right.  Behind  this  is  the  large  reception  room  and 
show  room.  The  caskets  are  shown  in  a  large  cabinet 
which  stands  against  the  M^all  on  two  sides  of  the  room. 
(It  might  be  mentioned  here  that  this  system  of  dis- 
play, which  is  so  universally  adopted,  was  brought  out 
by  Mr.  Humphrey's  brother,  the  late  B.  D.  Humphrey.) 

At  the  rear  of  the  show  room  and  down  a  flight  of 
stairs,  is  the  coach  bouse,  and  the  stables  are  located 
behind  this.  The  floor  is  of  cement,  insuring  sanitary 
conditions.  The  front  of  the  cellar  is  devoted  to  the 
storing  of  shells,  and  it  is  the  intention  in  the  near 
future  to  partition  off  a  small  part  to  be  used  as  an 
embalming  room. 

There  are  two  living  apartments  above  the  establish- 
ment, which  extend  half  way  towards  the  back  of  the 
building.  The  back  portion  is  used  by  Mr.  Humphrey 
and  is  divided  into  three  compartments.  One  of  these 
is  used  as  a  harness  room,  the  other  as  a  stock  room, 
while  the  third  is  fitted  up  as  a  bedroom  for  one  of  the 
assistants. 

The  large  reception  room  is  also  used  as  a  chapel, 
and  as  the  custom  of  holding  the  funeral  at  the  under- 
taker's establishment  is  growing  in  Toronto,  this  is 
much  used. 


UNDERTAKER  THREATENED  WITH  ARREST. 

Is  there  justice  in  Canada?  That  is  a  question  A.  W. 
Miles,  funeral  director,  Toronto,  was  asking  himself 
for  a  little  while.  He  doesn't  know  yet.  A  short  time 
ago  he  was  charged  with  exceeding  the  speed  limit 
with  his  motor  ambulance.  He  was  called  to  carry  a 
lady  to  a  hospital  and,  as  it  was  a  matter  of  life  or 
death,  he  "hit  her  up."  The  next  morning  the  police 
officials  called  him  and  told  him  he  was  to  be  sum- 
moned for  speeding. 

"I  was  called  by  the  doctor,"  said  Mr.  Miles,  "and 
told  to  travel  as  fast  as  I  could.  I  did.  The  woman 
had  several  convulsions  on  her  way  to  the  hospital,  but 
in  spite  of  all  my  rush,  she  and  her  infant  died  an  hour 
after  we  reached  the  hospital.  I  told  the  police  this 
and  also  told  the  press  of  the  city. 

"I  was  to  be  summoned  the  day  after  the  officer 
phoned,  but  none  came.  I  don't  know  whether  they 
considered  the  charge  unjust  or  whether  the  despatches 
in  the  papers  frightened  them. 


"I  might  just  mention  that  at  the  time  of  the  acci- 
dent to  the  troop  train  at  Streetsville  on  Thanksgiving 
Day,  I  was  ordered  to  have  my  ambulance  ready  at  the 
station  on  the  arrival  of  the  train.  At  that  time  they 
told  me  to  drive  as  fast  as  my  machine  would  go  and 
nothing  would  be  said.  Yet  just  as  soon  as  I  have  a 
private  party  with  a  case  equally  as  urgent,  they  threat- 
en to  bring  me  to  court  for  going  too  fast." 


WORLD'S  LARGEST  WOMAN  DEAD. 

How  would  you  like  to  handle  a  body  that  weighed 
780  pounds?  That  is  the  predicament  Montreal  under- 
takers were  up  against  recently.  On  Nov.  28th,  Jus- 
tine Masson,  the  biggest  woman  in  the  world,  died  in 
that  city,  and  the  funeral  directors  were  puzzling  their 
brains  to  find  out  how  best  she  could  be  buried.  She 
was  so  large  that  a  special  casket  had  to  be  built  for 
her.  and  when  this  was  done  no  undertaker  could  be 
found  who  would  endanger  his  hearse  with  her  weight. 
Her  remains  finally  had  to  be  carried  to  the  cemetery 
in  an  express  wagon. 

On  one  occasion  she  caused  a  sensation  at  a  Mont- 
real station  by  insisting  on  getting  into  a  Victoria  to 


A.  B.  Lauder 
Hillsboro,  N.B.,  Secretary  Maritime 
Funeral  Directors'  Association. 


be  driven  to  her  home.  She  .)t  in,  but  the  carriage 
had  not  proceeded  very  far  '  e  it  broke  down.  She 
then,  it  is  said,  took  a  stiocl  ^ar,  but  could  not  get 
through  the  door,  and  had  stand  on  the  back  plat- 
form, blocking  the  passage  so  that  no  one  else  oould 
get  in. 


CARELESSNESS  CAUSES  ACCIDENT. 

The  carelessness  of  a  workman  leaving  a  loose  scant- 
ling on  the  trestle  of  the  bridge  at  the  Avenue  road 
subway  near  Dupont  Street,  Toronto,  was  the  cause  of 
puncturing  a  hole  in  the  top  of  Cody  Brothers'  hearse, 
and  causing  the  horses  to  run  away.  Had  it  not  been 
for  the  coolness  of  the  driver,  it  is  hard  to  say  what 
might  have  happened.  When  the  scantling  fell  the 
noise  startled  the  horses  and  they  bolted,  breaking  the 
reins  and  harness.  The  driver  hung  on  and  walked 
out  on  the  tongue  of  the  vehicle,  and  broi^ght  the  team 
under  control  just  as  they  bumped  into  one  of  the 
mourners'  carriages. 
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THE  GLOBE  CASKET  CO. 

LONDON,            -:-  CANADA 

Manufacturers  of 

FINE 

BURIAL 

CASKETS 

CASKET 
HARTiWARF 

BURIAL 
ROBES 

LININGS.  ETC. 

UNDERTAKERS' 
SUNDRIES 
EMBALMING 
FLUIDS  AND 
INSTRUMENTS 

Is  it  worth  anything  to  you  to  feel  when 
you  have  given  your  order,  that  it  will  be 
promptly  filled  with  goods  which  are  well 
manufactured  and  perfectly  finished? 

If  so,  send  your  orders  to  us  and  we  will 
guarantee  perfect  satisfaction. 

Express  orders  have  special  attention  day 
or  night. 

HIGH  GRADE  CASKETS 

Simplicity,  beauty  and  superior  workmanship,  with  the  best  of 
materials  characterize  our  manufactured  products. 

Individual  care,  prompt  shipment,  efficient  and  courteous  atten- 
tion are  accorded  your  orders. 

Tho^cfacts  ensure  satisfaction  hence  vour  interests  are  well 
se:  vod. 

Many  successful  undertakers  realize  these  biatements  are  true 
but  we  desire  to  prove  to  others  that  our  claims  are  justified. 

Let  us  have  your  orders.  Large  stock,  full  assort- 
ment of  sundries,    splendid  shipping  facilities. 

JAMES  S.  ELLIOTT  &  SON 

Prescott  Ontario 
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STRANGE  BUILDING  PLANNED. 

A  startling-  new  scheme  for  the  disposal  of  the  dead 
has  been  outlined  by  F.  W.  Fitzpatrick,  an  American 
consulting  architect.  He  proposes  that  each  body  shall 
be  moulded  into  a  block  of  clay  until  all  semblance  of 
form  is  lost.  This,  after  baking  in  an  intense  electric 
heat,  is  to  be  employed  as  a  structural  unit  in  a  won- 
drous National  Monument  of  the  Dead.  This  latter  is 
to  outrank  in  beauty  and  size  anything  hitherto  built 
by  man.  Each  individual  slab  is  to  have  graven  deeply 
on  its  end  the  person's  name,  dates  of  birth  and  death, 
and  other  records  of  his  life.  The  scheme  is  a  tre- 
mendous one,  and  its  basis  might  form  a  good  solution 
of  some  difficulties  and  objections  that  are  urged 
against  burial  and  cremation. 


A.  W.  MILES  EXONERATED. 

Arthur  W.  Miles,  funeral  director,  396  College  St., 
Toronto,  was  found  not  guilty  on  the  charge  that  he 
did  offer  indignities  to  a  human  body.  The  charge  on 
which  he  was  committed  for  trial  was  fully  explained 
in  the  last  issue  of  The  Furniture  World  and  The  Un- 
dertaker. Since  then  his  case  came  up  in  the  County 
Judge's  Criminal  Court  and  in  dismissing  Mr.  Miles, 
His  Honor  Jiidge  Morgan  said: — ■ 

"So  far  as  the  evidence  has  developed  I  find  nothing 
that  can  be  laid  against  Arthur  W.  Miles  in  the  way 
of  an  indecent  or  careless  or  wilfully  negligent  conduct 
of  that  funeral.  The  trouble  that  happened  to  the  shell 
was  a  mischance  that  might  happen  to  anyone.  As  to 
the  people  gazing  in  on  the  corpse,  I  lay  that  down  to 
the  .impertinent  curiosity  of  those  who  had  no  more 
business  there  than  they  would  have  to  waltz  into  the 
Queen  of  England's  boudoir. 

"I  am  satisfied  that  it  is  an  accident,"  continued 
Judge  Morgan,  "and  that  any  indignity  was  offered 
this  corpse,  deliberately,  carelessly,  or  wilfidly  by  this 
undertaker,  is  absolutely  not  proved.  The  fact  that 
the  coffin  was  left  on  the  grave  was  owing  to  the  un- 
fortunate circumstances  that  the  shells  were  displaced. 
The  fact  that  people  peered  at  the  corpse  was  due  to 
vulgar  curiosity  arising  out  of  a  horrible  custom  in  this 
country  of  people,  not  even  friends  of  the  family,  wish- 
ing to  view  the  remains. 

"The  statute  does  not  intend  to  cover  little  troubles 
of  this  sort.  It  was  intended  to  cover  improper  deal- 
ings with  the  corpse,  or  any  sort  of  indecent  exposure 
of  it,  not  trivial  slips  like  this.  Mr.  Miles  is  not  crim- 
inally liable.  Commercially,  he  may  have  been  some- 
what negligent  as  an  agent.  If  that  were  so  the  rem- 
edy was  in  a  civil  action.  Of  course  the  Crown  got  the 
case  from  the  police  court  and  the  County  Crown  At- 
torney did  his  duty  in  presenting  it  to  the  court." 


IN  THE  "SHOW  ME"  STATE. 

Rather  than  run  the  risk  of  exciting  nervous  persons 
and  bringing  down  the  wrath  of  the  hotel  management 
in  suggesting  a  cadaver  repose  on  a  parlor  of  the 
hotel,  to  be  used  in  connection  with  the  examination 
work,  the  Missouri  State  Board  of  Embalming  hit 
upon  an  idea  and  put  it  into  effect. 

It  is  absolutely  essential  a  body  be  used  so  pros- 
pective embalmers  may  be  able  to  show  the  board  they 
know  something  of  the  practical  as  well  as  the  theoret- 
ical work.  Consequently  the  board  cast  about  for  a 
"living  corpse,"  and  got  one.  This  "corpse"  is  kept 
concealed  from  the  applicant  until  the  crucial  moment 
and  then  a  mem])er  of  the  board  touches  a  door,  snaps 


his  fingers  and  the  body  draped  in  conventional  tights, 
"comes  forth." 

It  is  handier  than  ordinary  bodies,  the  board  finds, 
as  it  can  find  its  way  in  and  out  of  the  hotel  a  great 
deal  easier.  The  only  drawback  is  that  the  specimen 
must  be  paid,  having  an  appetite  and  possibly  a  fam- 
ily to  support. 


GERMAN  HEARSES,  CASKETS  AND  COFFINS, 

According  to  Herman  L.  Spahr  of  Breslau,  Germany, 
the  usual  form  of  hearse  in  Catholic  and  Protestant 
funerals  in  his  district  is  an  open  car  elaborately  but 
crudely  carved  and  bearing  a  gilded  figure  of  an  angel 
kneeling  before  a  cross.  In  more  expensive  cars  this 
figure  is  part  of  the  framework.  Sometimes  a  canopy 
is  added.  A  hearse  with  inclosed  sides  is  rare,  except 
at  Jewish  funerals,  where  a  closed  hearse  is  preferred, 
but  the  sides  are  never  of  glass.  From  an  American 
point  of  view  these  vehicles  would  seem  in  poor  taste, 
giving  an  effect  of  cheapness  and  tawdriness.  In  fact, 
they  are  cheap,  ranging  from  450  to  2,000  marks  ($107 
to  .$476)  ;  the  cost  seldom  exceeds  3,000  marks  ($714). 

The  German  casket  is  very  different  from  the  Amer- 
ican in  form  and  finish.  The  top,  instead  of  being  flat 
and  plain,  is  about  as  high  as  the  body  of  the  casket 
and  elaborately  ornamented.  The  cheaper  coffins  are 
usually  painted  a  lead  color  with  white  trimmings. 
The  more  expensive  ones  are  of  oak,  with  a  natural 
finish.  Caskets  are  also  often  made  of  zinc,  which  is 
painted  to  resemble  wood.  Oak  coffins,  ordinary  sizes, 
cost  200  to  400  marks  ($47.60  to  $95.20)  ;  fir  coffins,  80 
to  150  marks  ($19.04  to  $35.70)  ;  pine  coffins,  12  to  80 
marks  ($2.85  to  $19.04)  ;  zinc  coffins,  75  to  150  marks 
('$17.85  to  $35.70).  A  workman  will  pay  25  to  30 
marks  ($5.95  to  $7.14).  The  cost  to  the  city  for  the 
burial  of  a  pauper  is  about  12  marks  ($2.85)  for  the 
coffin  and  10  marks  ($2.38)  for  other  expenses  con- 
nected with  the  interment.  Children's  coffins  can  be 
had  for  as  little  as  4.50  marks  ($1.07).  Zinc  linings 
for  ordinary  size  caskets  cost  25  to  30  marks  ($5.95  or 
$7.14). 

The  legal  requirements  are  that  a  coffin  may  not  be 
put  together  by  means  of  nails;  screws  must  be  used. 
All  seams  must  be  sealed  with  pitch  and  the  bottom 
covered  with  a  layer  of  shavings.  When  a  body  is  to 
be  transported  by  rail,  it  is  placed  in  a  special  con- 
tainer furnished  by  the  railway.  According  to  the 
law,  all  deceased  persons  must  remain  unburied  72 
hours,  to  preclude  the  possibility  of  burial  during  sus- 
pended animation  and  to  prevent  the  concealment  of 
crime.  The  removal  must  take  place  within  six  hours 
after  the  death.  The  attending  physician  is  supposed 
to  certify  to  the  health  department  without  delay  the 
cause  of  death,  condition  of  the  body,  etc.,  and  a  bur- 
ial inspector  is  sent  to  examine  the  premises  and  ar- 
range for  the  removal  if  he  deems  it  necessary.  If 
decomposition  has  begun,  he  insists  on  a  zinc-lined 
coffin.  In  the  cases  mentioned,  where  it  is  found  in- 
advisable to  keep  the  body  at  the  house  of  mourning 
for  the  legal  period,  it  is  transferred  to  a  hall  at  the 
cemetery  to  await  interment. 

A  body  destined  for  a  vault  above  ground  must  be 
incased  in  a  zinc-lined  oaken  coffin.  Embalming  is  al- 
most unknown.  Until  a  few  months  ago  cremation 
was  not  permitted  in  the  kingdom  of  Prussia,  and  the 
new  law  still  hedges  it  with  many  restrictions. 


If  you  would  have  your  ads.  read,  write  them  briefly. 
If  you  would  have  them  understood,  write  them  plain. 
1.V-" 
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Handsome  Designs  in  Funeral  Cars 


We  Build  a  Full  Line  of 

Hearses 

Ambulances 

Casket  Waggons 

First  Call  Buggies 

Pall  Bearers' 
Coaches 

and 

Landaus 


And  Solicit  Your  Corres- 
pondence 


MITCHELL  &  CO.       Ingersoll,  Ontario 


Some  Folks 

Use  two  bottles  of  Concentrated  to  get  their  fluid 
Strong  enough  to  suit  them — that's  waste.  One 
bottle  of  RE-Concentrated  Dioxin  is  equal  to 
two  of  any  other.  ^  One  bottle  of  RE-Concen- 
trated Dioxin  will  make  as  much  fluid  of  regular 
strength  as  two  bottles  of  any  Concentrated  fluid, 
because  RE-Concentrated  Dioxin  is  twice  as 
strong  as  any  fluid  in  both  preservative  and  cosmetic 
chemicals.  It  is  RE-Concentrated.  ^  It  is  two  kinds 
of  fluid  in  one  bottle  and  is  the  only  pint-to-the-gallon 
fluid  made.  One  1 6-ounce  bottle  makes  two  half 
gallon  bottles  of  Peroxide  fluid  of  standard  strength 
or  a  half-gallon  of  Double  Strength  purified  Form- 
aldehyde fluid.  ^  No  other  chemicals  will  give  as 
good  cosmetic  effect.  Yet  RE-Concentrated  Dioxin, 
when  used  as  a  Peroxide  fluid,  is  the  most  econom- 
ical fluid  on  the  market — and  the  best.  ^  Let  us 
send  you  a  trial  shipment  under  our  guarantee  that  it 
will  please  you  after  you  have  used  several  bottles. 
^  Returnable  at  our  expense  if  it  doesn't.  What 
say  you? 


RE-Concentrated  DIOXIN 

Is  Universally  Recognized  as  the 

Strongest  Fluid 

Ever  Manufactured ;  but  it  it 

Scientific  Strength 

Secured  by  the  Scientific  Application  of 

Scientific  Methods 

without  Crude  Chemicals  and  Contains 

No  Raw  Formaldehyde — 

Therein  lies  its  Vital  Secret. 

RE-Concentrated  DIOXIN 

as  has  been  Proved  Repeatedly,  it 

Twice  as  Strong 

as  any  other  fluid,  but  it  gives  a 

Cosmetic  Effect 

No  Other  Can  Give,  besides  being  the 

Most  Economical 

Older  a  Trial  Shipment  To-day! 


H.  S.  Eckels  &  Co.,  1922  Arch,  Philadelphia,  Pa. 
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Gossip  of  the  Profession 


W.  G.  Thompson  will  open  an  undertaking  establish- 
ment at  Tuxford,  Sask. ,  next  spring. 

L.  Scrutton,  undertaker,  West  Toronto,  was  one  of 
seven  people  bitten  by  a  mad  dog  recently.  He  was  walk- 
ing along  when  the  mad  beast  came  leaping  along  and 
bit  him. 

A.  H.  Cosby  has  resumed  the  undertaking  business 
at  Fenwick. 

Chas.  G.  Clarke,  late  of  the  firm  of  Geo.  H.  Rogers, 
Ottawa,  has  opened  an  undertaking  establishment  at 
651  Somerset  Street.  Mr.  Clarke  has  been  10  years  in 
the  business,  and  is  a  graduate  of  the  Ontario  College 
of  Embalmers  and  the  Cincinnati  School  of  Embalm- 
ing- 
Mitchell  &  Co.  have  just  shipped  to  A.  Hubert  &  Co.. 
Montreal,  Que.,  a  very  handsome  funeral  car.  This  is 
one  of  Mitchell  &  Co.'s  best  make  of  funeral  cars,  and 
is  one  of  the  finest  in  use  in  Montreal. 

Harold  Taekaberry,  for  the  past  two  years  chief  as- 
sistant to  S.  Sutton,  undertaker,  Windsor,  Ont.,  has 
taken  over  the  business  of  C.  J.  Ellis,  Port  Colborne, 
One.  Mr.  Taekaberry  originally  came  from  Essex,  Ont.. 
after  working  for  some  time  with  H.  Stone  &  Co.,  To- 
ronto. 

The  new  Dominion  Casket  Co.  at  Guelph,  Ont.,  ex- 
pects to  be  running  with  50  hands  by  the  first  of  the 
year. 

A  recent  issue  of  the  Ontario  Gazette  gives  notice  of 
the  incorporation  of  the  St.  Thomas  Metallic  Vault  Co., 
Limited,  St.  Thomas,  Ont.  The  new  firm  is  capitalized 
at  $40,000. 


A  NASTY  CASE. 

It  is  not  often  that  an  undertaker  is  called  upon  to 
handle  such  a  nasty  case  as  that  given  to  Mr.  Washing- 
ton, of  Washington  &  Johnson,  Queen  Street  East,  To- 
ronto. He  was  recently  called  to  a  hospital  to  take 
care  of  the  body  of  a  man  who  had  died  from  a  viru- 
lent form  of  rodent  ulcer. 

This  man  was  a  stone  cutter.  Two  and  a  half  years 
ago,  he  received  a  slight  scratch  on  the  nose,  but  paid 
no  attention  to  it.  While  engaged  at  his  trade,  the 
dust  from  the  stone  got  in  the  cut,  and  what  was  at 
first  thought  to  be  blood  poisoning  set  in.  The  case 
kept  getting  worse  and  worse  till  finally  me  doctors 
gave  up  all  hope  of  affecting  a  cure.  The  disease 
slowly  ate  away  the  flesh  and  bones  of  the  face,  and 
when  Mr.  Washington  got  the  body,  the  nose  and  all 
flesh  and  bone  around  the  eyes  and  lower  part  of  the 
forehead  was  removed.  The  eyes  stuck  out  and  one 
could  plainly  see  through  the  opening,  the  back  of  the 
head  and  clear  down  the  man's  throat.  The  sight  was 
indeed  gruesome,  and  the  stench  was  the  worst  Mr. 
Washington  has  ever  encountered. 

How  to  fix  this  up  was  a  problem.  Probably  the 
best  and  nicest  way  would  have  been  to  make  a  plas- 
ter ca.st  for  the  parts  that  had  been  eaten  away,  but 
the  relatives  of  the  deceased  had  none  too  much  money 
to  spare,  and,  too.  the  body  had  to  be  shipped  out  of 
Toronto  and  the  time  was  limited. 

What  the  undertaker  did  do  was  to  pack  the  hollow 


space  with  hardening  compound.  This  was  packed  in 
tight,  till  the  level  of"  the  rest  of  the  face  was  reached, 
and  a  clean,  white  bandage  was  bound  round  the  treat- 
ed parts.  This  left  the  greater  part  of  the  forehead 
showing  and  the  face  from  the  mouth  down.  After 
being  shaved  and  robed,  the  body  was  placed  in  the 
casket  and  looked  exceedingly  well,  under  the  circum- 
stances. 


A  LIFE-SAVING  COFFIN. 

A  manufacturer  in  London,  England,  has,  it  is 
claimed,  invented  what  is  termed  a  life-saving  coffin. 

Briefly,  the  coffin  is  made  with  the  lid  or  lids  in 
longitudinal  halves  which  are  hinged  underneath  to 
the  sides,  each  half  being  supplied  with  powerful 
springs.  These  are  capable  of  throwing  open  the  lid 
even  against  the  weight  of  some  deodorizing  matter, 
as  earth  or  ashes.  The  lid  is  kept  closed  by  the  en- 
gagement of  a  pivoted  catch  bar  on  one  part  of  it 
with  a  forked  hasp  on  the  other  part,  these  parts 
being  set  by  a  key  used  from  the  outside.  A  chain 
is  secured  to  the  catch  bar  and  terminates  in  a  ring 
or  bracelet  which  may  be  slipped  over  one  or  both 
wrists  of  the  person  supposed  to  be  dead.  On  revival 
the  person  pulls  the  chain,  thereby  releasing  the  catch 
and  opening  the  lid. 

In  addition  the  inventor  provides  that  a  tell-tale 
tugbe  connected  with  the  coffin  shall  communicate 
with  a  glass  receptacle  situated  at  the  surface  of  the 
grave.  This  receptacle  contains  litmus  paper  or  some 
suitable  substance  of  such  chemical  nature  that  will 
show  by  discoloration  when  decomposition  has  set  in, 
so  that  the  grave  can  be  filled  up. 


This  Ad.  is  Worth 
One  Dollar 

We  will  pay  $1  to  any  retailer, 
traveller  or  clerk  who  forwards  to 
us  a  photograph  of  a  window  dis- 
play or  store  interior,  or  a  100 
word  letter  describing  how  some 
merchant  or  clerk  made  a  difficult 
sale,  showing  enterprise  in  "land- 
ing" his  customer. 

The  $1  to  be  paid  as  a  year's  sub- 
scription to  this  paper. 

SEND  A  PHOTO  OR 
WRITE  A  LETTER  TODA  Y 

Address  "The  Editor" 

Canadian  Furniture  World 

and  the  Undertaker 

32  Colborne  St.       -      Toronto,  Ont. 
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ONTARIO. 

Aurora — 

Dunham,  Charles. 
Barrie —  ^ 
Smith,  G.  G.  &  Co. 

Bowmanville— 

Disney,  R.  S. 
Brockville — 

Quirmbach,  Geo.  K.,  162 
King  St. 
Campbellford — 

Irwin,  James. 
Campden — 

Hansel,  Albion. 
Clinton — 

Walker,  Wesley. 
Coboconk— 

Greenley,  A. 
Copper  Cliff — 

Boyd,  W.  C. 
Dungfannon— 

Sproul,  William 
Button — 

Schultz,  B.  L. 
Elmira — 

Dreisinger,  Chris. 
Fenelon  Falls — 

Deyman,  L.  &  Son. 
Fenwick — 

Casby,  Alfred  H. 
Fergus — 

Armstrong,  M.  F. 

Thomson,  John  &  Son. 
Fort  William- 
Cameron  &  Co.,  711  Victoiia 

Morris,  A. 
Haileybury — 

Thorpe  Bros. 
Gait- 
Anderson,  J.  &  Son. 
Hamilton — 

Green  Bros.,  124  King  St.  E. 

Eobinson,  J.  H.  &  Co.,  19-21 
John  St.  N. 
Hanover — 

Wunnenberg,  Norman. 
Hastings — 

Howard,  P.  N. 
Hepworth — • 

Downs,  E.  J. 
Inwood — 

Lorriraan,  E.  S. 
Kemptville — 

McCaughey,  Geo.  A. 
Kenora — ■ 

Horn  &  Taylor. 
Kingston — ■ 

Corbett,  S.  S. 
Lakefield — 

Ilendren,  Geo.  G. 
Little  Current — 

Sims,  J.  G. 
Markdale —  , 

Oliver,  M. 
Newmarket — 

Millard,  J.  H. 
North  Augusta — 

Wilson,  J.  R. 
North  Bay — 

St.  Pierre,  E. 
Obsweken — 

Johnson,  F.  L, 


Oshawa — 

Disney  Bros. 

Luke  Bros. 
Ottawa — 

Rogers,  Geo.  H.,  128  Bank 
Petrolia — 

Steadman  Bros. 
Port  Arthur — 

Collin  Wood,  36  Arthur  St. 
Morris,  A. 
Prescott — 

Rankin,  H.  &  Son. 
Renfrew — 

0  'Connor,  Wm. 
St.  Mary's — 

N.  L.  Brandon. 
St.  Thomas — 

Williams,  P.  R.  &  Sons,  519 
Talbot  St. 
Scotland — 

Vaughan,  Jos.  H.  M. 
Sudbury — 

Henry,  J.  G. 
Toronto — 

Cobbledick,  N.  B.,  2068 
Queen  St.  East  and  1508 
Danford  Ave.  Private  Am- 
bulance. 
Humphrey,  E.  J.,  Burial  Co. 
Head  Office,  359  Yonge 
St.;  Branch,  407  Queen  St. 
W.  Private  ambulance. 
Stone,  Daniel  (formerly  H. 
Stone  &  Son),  82  Bloor  St. 
West. 

"Vancamp,  J.  C,  30  Bloor  St. 
West. 
Waterloo— 

Klippert  Undertaking  Co., 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Meadows,  T.  &  Sons. 

Mack,  Paul 

QUEBEC. 

Buckingham — 

Paquet,  Jos. 
Cowansville — 

Judson,  M.  B. 
Montreal — 

Tees  &  Co.,  912  St.  Catherine 
St.  West. 
St.  Hyacinthe — 

Cadorette,  Mongeau  &  Leary. 
St.  Laurent — 

Gougeon,  Jos. 

NEW  BRUNSWICK. 

Petitcodiac — 

Jonah,  D  Allison. 
Welland— 

Sutherland,  G.  W. 
Woodstock — 

Van  Wart,  Jacob. 

NOVA  SCOTIA. 

Ferrona — 

Fraser,  D.  &  Co. 
iialifax — 

Snow  &  Co.,  90  Argyle  St. 
Sydney,  C.B. — 

Beaton,  A.  J.  &  Son,  374-384 
George  St. 


MANITOBA. 

Brandon — 

Vincent  &  McPherson. 

Swan  River — 
Paull,  Geo. 

Winnipeg — 
Bardal,  A.  S.,  843  Sherbrooke 
Thompson,  J.  Co.,  501  Main 
Clark-Leatherdale  Co.,  Ltd., 
232  Kennedy  St. 

SASKATCHEWAN. 
Gull  Lake — 

Morrow,  Fred.  A. 
Kamsack — 

Russell,  G.  E.  L 
Lanigan — 

Robertson,  Wm. 
Rush  Lake — 

Friesen,  John  M. 

Ppince  Albert- 
Howard,  A.  C. 


Regina — 

Speers,  George. 
Semans — 

Haygarth,  Jas. 
Welwyn — 

Leavens,  Merritt. 
Wolseley — 

Barber,  B. 

ALBERTA. 
Calgary — 

Graham  &  Buscomb,  641 
Centre  St. 
Castor — 

Winter,  W.  G. 

BRITISH  COLUMBIA. 

Hosmer — 

Cornett,  T.  A. 
Victoria — 

Hanna  &  Thompson,  827  Pan- 
dora Ave. 


For  Sale 
Wanted 


TERMS  FOR  INSERTION 

4  Cents  per  word  one  Insertion 
10  Cents  per  word  three  Insertions 

MINIMUM  50  CENTS 


FOR  SALE — White  hearse  and  black  hearse  in  good  repair. 
Apply  Mrs.  Byron  Addison,  Norwich,  Ont.  12-11-2 

PARTNER  WANTED— Undertaker  in  British  Columbia  City  is 
willing  to  take  in  partner.  State  amount  available  to  invest.  Box 
107,  Canadian  Furniture  World,  32  Colborne  St.,  Toronto.  12-10-tf. 

FOR  SALE — Undertaking  business,  in  western  coal  mining 
town,  population  2,500.  Have  stock  worth  $1,000.  Good  reasons 
for  selling.  Box  108,  Canadian  Furniture  World,  32  Colborne  St., 
Toronto.  12-10-tf. 

FOR  SALE — Undertaking  and  Furniture  business.  Doing  good 
town  and  country  trade.  No  opposition.  Everything  in  first  class 
condition,  good  reason  for  selling.  Box  102,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  St.,  Toronto.  12-12-1 

WANTED — A  line  of  Upholstered  Furniture,  Case  goods.  Iron 
Beds  and  Chairs,  for  the  West,  by  an  experience  Furniture  man  on 
Commission.  Address  Box  103,  Furniture  World  and  The  Under- 
taker, 32  Colborne  St.,  Toronto.  12-10-3 

FOR  SALE — A  good  paj'ing  Furniture  Business  in  an  Ontario 
town  of  4,000.  Will  sell  on  easy  terms  to  experienced  man  if  he  has 
a  small  capital.  Best  reasons  for  selling  the  business.  Address 
Box  109  Canadian  Furniture  World  and  The  Undertaker,  32  Colborne 
St.,  Toronto.  12-10-3 

LINES  WANTED— Traveller  calling  on  Furniture  trade  in 
Toronto  and  leading  towns  in  Ontario,  also  Montreal  and  Quebec 
City,  is  open  for  good  line  for  all  or  part  of  above  territory  for  1913. 
Address  Box  111,  Canadian  Furniture  World  and  The  Undertaker, 
32  Colborne  Street,  Toronto.  12-12-1 

FOR  SALE — A  fine  coal  black  team,  16  hands  one  inch,  five  and 
eight  years  old  mare  and  horse,  good  in  all  harness,  sound  readers 
and  good  drivers.  Will  sell  one  or  both.  Address  Box  284, 
Ingersoll,  Ont.  12-12-1 

WANTED— Experienced  Partner  with  $8,000  to  take  interest 
in  first-class  Furniture  Business  doing  from  five  to  six  thousand 
a  month.  This  is  located  in  one  of  the  best  cities  in  British 
Columbia.  Unless  you  have  the  capital  and  experience  and  mean 
business  do  not  answer  this.  Apply  Box  110,  Canadian  Furniture 
World  and  The  Undertaker,  32  Colborne  Street,  Toronto.  12-12-2 


Canadian  School  of  Embalming 

Instruction  in  Practical  Embalming  and  Funeral  Directing 
PREPARATION  FOR  EXAMINATIONS 
ENTER  AT  ANY  TIME 

R.  U.  STONE  32  Carlton  Street 

Principal  Toronto 
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BUYER'S  DIRECTORY 

When  writing  to  advertisers  kindly  mention  the 
Canadian  Furniture  World  and  the  Undertaker 


ABTS  Am>  CRAFTS  FURNITURE 

Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co.,  Elora. 

BABY  CARRIAGES. 
Gendrou  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 
BANK   AND   STORE  FIXTURES. 
Globe  Furniture  Co.,  Waterloo. 

BENT  WOOD  FURNITURE. 
John  C.  Mundell  &  Co.,  Elora. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

BOOKCASES. 
Knechtel   Furniture   Co.,  Hanover. 
Geo.     McLagan     Furniture  Co., 

Stratford. 

BUFFETS. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Orillia  Furniture  Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Victoriaville  Furniture  Co.,  Victor- 

iaville.  Que. 

BEDS  (Brass  and  Iron). 
Canada  Beds,  Ltd.,  Chesley. 
Ideal  Bedding  Co.,  Toronto. 
Ontario    Spring   Bed    &  Mattress 

Co.,  London. 

BEDS  (Modern  Wood). 
Elora  Furniture  Co.,  Elora. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Toronto  Furniture  Co.,  Toronto. 
Knechtel  Furniture   Co.,  Hanover. 

BED  SPRINGS. 
Knechtel   Furniture   Co.,  Hanover. 
Berlin  Bedding  Co.,  Berlin. 
Gold  Medal  Furniture  Co.,  Toronto 
Leggett  &  Piatt   Spring  Bed  Co., 
Windsor. 

Ontario    Spring   Bed    &  Mattress 

Co,.  London. 
Ideal  Bedding  Co.,  Toronto. 

BED  ROOM  CHAIRS. 
Bactz  Bros.,  Berlin. 
Malcolm  &  Souter  Furniture  Co., 

Hamilton. 
Lippert  Furniture  Co.,  Berlin. 

BED  ROOM  SUITES. 
Knechtel  Furniture   Co.,  Hanover. 
Dymond-Colonial  Co.'s,  Strathroy 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 
Malcolm  &  Souter,  Hamilton. 

CARD  AND  DEN  TABLES. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 

CARPETS  AND  RUGS. 
Otto  T.  E.  Veil  &  Co.,  Toronto. 

CAMP  FURNITURE. 
Stratford   Mfg.   Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

CELLARETTES. 
Dymond-Colonial  Co.'s  Strathroy. 

CHAIRS  AND  ROCKERS. 
Baetz  Bros.,  Berlin. 
Dymond-Colonial  Co.'s,  Strathroy. 
Knechtel  Furniture    Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Stratford  Chair  Co.,  Stratford. 
Waterloo  Furniture  Co.,  Waterloo. 
H.  Krug  Furniture  Co.,  Berlin. 
Canadian   Rattan    Chair   Co.,  Vic- 
toriaville. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial  Furniture   Co.,  Toronto. 
Gendron    Manufacturing    Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. 

CHAIR  BEDS. 
Kindel  Bed  Co.,  Toronto. 

CHEVALS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Toronto  Furniture  Co.,  Toronto. 

CHESTERFIELDS. 
Imperial  Furniture  Co.,  Toronto. 

CHIFFONIERS. 
Knechtel   Furniture   Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 
Victoriayille  Ftirniture  Oo.,  Victor- 
iarille,  Qne. 


CHURCH  FURNITURE. 

Globe  Furniture  Co..  Waterloo. 

COMFORTERS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

COUCHES. 

Dymond-Colonial  Co.'s,  Strathroy. 
Ellis   Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

Imperial  Furniture  Co.,  Toronto. 

COUCHES  (Sliding). 

Ideal  Bedding  Co.,  Toronto. 

Gold  Medal  Furniture  Co.,  Toronto. 

CRADLES. 
Knechtel   Furniture   Co.,  Hanover. 

CRIBS  (Iron). 
Ideal  Bedding  Co.,  Toronto. 

CUSHIONS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

DAVENPORT  BEDS. 
Dymond-Colonial   Co.'s,  Strathroy. 
Imperial  Rattan  Co.,  Stratford. 
John  C.  Mundell  &  Co.,  Elora. 
Kindel  Bed  Co..  Toronto. 

DIVANETTES. 

Kindel  Bed  Co.,  Toronto. 

DESKS. 

Knechtel  Furniture    Co.,  Hanover. 

Geo.  McLagan  Furniture  Co., 
Stratford. 

John  C.  Mundell  &  Co.,  Elora. 

Victoriaville  Furniture  Co.,  Vic- 
toriaville, Que. 

DINING  SUITES. 

Knechtel  Furniture  Co.,  Hanover. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
John  C.  Mundell  &  Co..  Elora. 
Stratford  Chair  Co.,  Stratford. 
Toronto  Furniture  Co.,  Toronto. 

DINNER  WAGONS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto  Furniture  Co.,  Toronto. 
Dymond-Colonial  Co.'s,  Strathroy. 

DRESSERS. 
Dymond-.Colonial  Co.'s,  Strathroy. 
Knechtel   Furniture   Co.,  Hanover. 
Orillia  Furniture   Co.,  Orillia. 
Stratford  Chair  Co.,  Stratford. 
Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 
Toronto  Furniture  Co.,  Toronto. 

EXPRESS  WAGONS. 
Gendron  Mfg.  Co.,  Toronto. 
Lloyd  &  Sons,  Trenton. 

FILING  DEVICES. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

FOLDING  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
Stratford  Mfg.  Co.,  Stratford. 
Ideal  Bedding  Co.,  Toronto. 

FOLDING  TABLES. 
Stratford  Mfg.  Co.,  Stratford. 

FURNITURE  POLISH. 
Domestic  Specialty  Co.,  Hamilton. 

HALL  SEATS  AND  MIRRORS. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HALL  TREES. 
Dymond-iCoIonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

HAMMO-COUCHES. 
Ideal  Beddine  Co.,  Toronto. 

INVALID  CHAIRS. 
Gendron  Mfg.  Co.,  Toronto. 
Victoriaville  Chair  Mfg.  Co.,  Vic- 
toriaville. Que. 

JARDINIERE  STANDS. 
Elora  Furniture  Co.,  Elora. 
Dymond-Oolonial  Co.'s,  Strathroy. 
Geo.     McLagan     Furniture  Co., 
Stratford. 

KITCHEN  CABINETS. 
Knechtel   Furniture  Co.,  Hanover. 
Stratford  Chair  Co..  Stratford. 

KITCHEN  TABLES. 
Knechtel   Furniture   Co.,  Hanover. 
Victoriaville  Furniture  Co.,  Victor- 
iaville. 

LAWN  SEATS  AND  SWINGS. 
Stratford  Mfg.  Co..  Stratford. 


LIBRARY  TABLES. 

Dymond-Oolonial   Co.'s,  Strathroy. 

Geo.      McLagan     Furniture  Co., 
Stratford. 

Malcolm  &  Souter,  Hamilton. 
MATTRESSES. 

Knechtel  Furniture   Co.,  Hanover. 

Berlin  Bedding  Co.,  Berlin. 

Gold    Medal    Furniture    Co.,  To- 
ronto. 

Standard  Bedding  Co.,  Toronto. 
Ontario    Spring    Bed    &  Mattress 

Co.,  London. 
Ideal  Bedding  Co..  Toronto. 
MAGAZINE   RACKS  AND 
STANDS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Geo.      McLagan     Furniture  Co., 
Stratford. 

MEDICINE  CABINETS. 
Dymond-Colonial  Co.'s,  Strathroy. 
Gendron  Mfg.  Co..  Toronto. 

MISSION  FURNITURE. 
Ellis  Furniture  Co.,  Ingersoll. 
Baetz  Bros.,  Berlin. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co.,  Waterloo. 

MORRIS  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Knechtel   Furniture   Co.,  Hanover. 
John  C.  Mundell  &  Co.,  Elora. 
Waterloo  Furniture  Co..  Waterloo. 

MUSIC  CABINETS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Malcolm  &  Souter,  Hamilton. 

OFFICE  CHAIRS. 
Knechtel   Furniture   Co.,  Hanover. 
H.   Krug  Furniture   Co.,  Berlin. 
Stratford  Chair  Co.,  Stratford. 
J.  &  J.  Kohn,  Toronto  (W.  Craig). 

OPERA  CHAIRS. 
Globe  Furniture  Co.,  Waterloo. 
PARLOR  CHAIRS  and  ROCKERS 
Ellis   Furniture   Co.,  Ingersoll. 
Waterloo  Furniture  Co.,  Waterloo. 

PARLOR  SUITES. 
Dymond-Colonial  Co.'s,  Strathroy. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel  Furniture  Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold  Medal  Furniture  Co.,  To- 
ronto. 

Lippert  Furniture  Co.,  Berlin. 

PARLOR  TABLES. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Elora  Furniture  Co.,  Elora. 
Knechtel   Furniture   Co.,  Hanover. 

PEDESTALS. 
Geo.      McLagan     Furniture  Co., 

Stratford. 
Toronto   Furniture    Co.,  Toronto. 

PILLOWS. 
Toronto  Feather  &  Down  Co.,  To- 
ronto. 

Ideal  Bedding  Co.,  Toronto. 

PILLOW  SHAM  HOLDERS. 
Tarbox  Mfg.  Co.,  Toronto. 

PICTURE  FRAMES. 
Matthews  Bros.,  Toronto. 

RAILROAD  SETTEES. 
Globe  Furniture  Co..  Waterloo. 

RATTAN  FURNITURE. 
Imperial  Rattan  Co.,  Stratford. 
Canadian   Rattan   Chair  Co.,  Vic- 
toriaville, Que. 
Gendron  Mfg.  Co.,  Toronto. 

RECLINING  CHAIRS. 
Ellis  Furniture  Co.,  Ingersoll. 
Knechtel   Furniture   Co.,  Hanover. 
RUGS. 

Otto  T.  E.  Veit  &  Co.,  Toronto. 

RUG  RACKS. 
Moncrief  Mfg.   Co.,   Central  Falls, 
R.  I. 

Reliable  Rug  Rack  Co.,  Chicago,  111. 

SCHOOL  FURNITURE. 
Globe  Furniture  Co.,  Waterloo. 

STOVES  AND  RANGES. 
Burrow,   Stewart  &  Milne,  Hamil- 
ton. 

Gait  Stove  &  Furnace  Co.,  Gait. 
SIDEBOARDS. 

Knechtel   Furniture   Co.,  Hanover. 

Stratford  Chair  Co..  Stratford. 
CHINA  CABINETS. 

Knechtel   Furniture   Co.,  Hanover. 

Geo.     McLagan     Furniture  Co., 
Stratford. 

Stratford  Chair  Co.,  Stratford. 

Toronto  Furniture  Co.,  Toronto. 
TABLES. 

Elora  Furniture  Co.,  Elora. 

Knechtel   Furniture   Co.,  Hanover. 

John  C.  Mundell  &  Co.,  Elora. 

Orillia   Furniture   Co.,  Orillia. 

Stratford  Chair  Co.,  Stratford. 

Victoriaville  Furniture  Co.,  Victor- 
iaville, Que. 


TABOURETTES. 

Elora  Furniture  Co.,  Elora. 
Toronto  Furniture  Co.,  Toronto. 

TABLE  DISPLAY  RACKS. 

Eureka  Mfg.  Co.,  Warren,  Ohio. 

TEA  TABLES. 

Toronto  Furniture  Co.,  Toronto. 

TELEPHONE  STANDS. 

DymondnCoIonial   Co.'s,  Strathroy. 

UPHOLSTERERS'  SUPPLIES 

Ellis    Furniture   Co.,  Ingersoll. 
Gold    Medal    Furniture    Co.,  To- 
ronto. 

UPHOLSTERED  FURNITURE 

Baetz  Bros.,  Berlin. 
Ellis  Furniture  Co.,  Ingersoll. 
Imperial  Rattan  Co.,  Stratford. 
Imperial  Furniture  Co.,  Toronto. 
John  C.  Mundell  &  Co.,  Elora. 
Knechtel   Furniture   Co.,  Hanover. 
Waterloo  Furniture  Co.,  Waterloo. 
Gold    Medal    Furniture    Co.,  To 
ronto. 

VACUUM  CLEANERS. 

Onward  Mfe.  Co.,  Berlin. 

VERANDAH  FURNITURE. 

Imperial   Rattan   Co.,  Stratford. 
Gendron  Mfg.  Co.,  Toronto. 
Stratford  Mfg.   Co.,  Stratford. 

WARDROBES. 

Knechtel  Furniture  Co.,  Hanover. 
Stratford  Chair  Co.,  Stratford. 

WICKER  FURNITURE. 

Imperial  Rattan  Co.,  Stratford. 
Gendron  Mfg.  Co.,  "Toronto. 

FACTORY  SUPPLIES 

CARVINGS. 

Canadian     Ornamental     &  Wood 
Carving  Co.,  Uxbridge. 

CLAMPS. 

Batavia  Clamp   Co.,  Batavia,  N.Y. 

CURLED  HAIR 
Griffin  C'lrled  Hair,  Toronto 

ENGRAVINGS. 

Legg  Bros.  Engraving  Co.,  Toronto 

i  (JRNITURE  SHOES. 

Onward  Mfg.   Co.,  Berlin. 

GLUE    JOINTING  MACHINES. 

Canadian    Liinderman    Co.,  Wood- 
stock. 

HARDWOOD  LUMBER. 

Wilcox    &    Knapp,  Conneautville, 
Pa. 

SPRINGS. 

James  Steele,  Guelph. 

Ideal  Bedding  Co.,  Toronto. 

SPANISH  LEATHER. 

Lackawanna  Leather  Co.,  Hacketts- 
town,    N.  J. 

STERILIZED  HAIR. 

Griffin  Curled  Hair  Co.,  Toronto. 

VARNISHES. 

R.  C.  Jamieson  &  Co.,  Montreal. 

VENEERS. 

Adams  &  Raymond  Veneer  Co.,  In- 
dianapolis, Ind. 

VENEER  PRESSES. 

Wm.  R.  Perrin  &  Co.,  Toronto. 

UNDERTAKERS'  SUPPLIES 

AMBULANCES. 

Mitchell  &  Co.,  Ingersoll. 

BURIAL  ROBES. 
James  S.  Elliott  &  Son,  Prescott. 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
CASKETS  AND  COFFINS. 

James  S.  Elliott  &  Sons,  Prescott. 
Evel   Casket   Co.,  Hamilton. 
Globe  Casket  Co.,  London. 
Semmens  &  Evel  Casket  Co.,  Ham- 
ilton. 

D.  W.  Thompson  Co.,  Toronto. 
CHURCH  TRUCKS. 

Bomgardner    Mfg.    Co.,  Cleveland, 
Ohio. 

EMBALMING  FLUIDS. 

Egyptian     Chemical     Co.,  Boston, 
Mass. 

HEARSES. 

Mitchell  &  Co.,  Ingersoll. 

LOWERING  DEVICES. 

Bomgardner     Mfg.    Co.,  Cleveland, 
Ohio. 

SCHOOLS   OF  EMBALMING. 

Canadian    School    of  Embalming, 
Toronto. 
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Adams  &  Raymond 
Veneer  Co. 

Mixed  Car  Shipments  in  Rotary, 
Sliced,  Sawed  Veneers,  any 
wood,  any  thickness. 


Plain  woods — All  kinds;  Domestic 
Figured  Woods — All  kinds;  Circassian 
Walnut  and  Mahagony  ;  Quartered 
White  Oak,  Red  Oak,  Sycamore, 
.  Figured  Gum. 

Quality  and  Prompt  Shipment 

Place  your  orders  with  us  and  get 
Satisfaction  and  Service. 

We  want  your  orders.  You 
want  our  Veneers. 


Same  Attention  to  Small  Order*  aM Large 


Write  Us 


Indianapolis,  Ind.,  U.S.A. 


The  Canadian  Ornamental  and 
Wood  Carving  Company,  Limited 


We  make  a  specialty  of  Machine 
and  Hand  Carvings  of  all  descrip- 
tions for  Churches,  Houses, 
Furniture,   Pianos,  etc. 

We  can  save  you  at  least  25  % 
on  your  present  prices. 

Send  us  Samples  or  Drawings 
for  a  Trial  Order 

UXBRIDGE,  ONTARIO 


PILLOW-SHAM  HOLDERS 

The  "Tarbox"  and  Old  (Folding)  Style 

$2.00  to  $4.00  per  dozen 

Itlustraled  Price  List 

Manufactured  by    TARBOX   BROS.,  TORONTO 


CONSULT  THE  BUYERS  DIRECTORY 

The  Buyers  Directory  of  CANADIAN  FURNI- 
TURE WORLD  AND  THE  UNDERTAKER 
contains  much  valuable  information. 

Sometimes  an  advertiser  makes  several  lines — and  only  ONE  line 
will  be  represented  in  his  advertisement — but  if  you  will  refer  to  the 
Directory  in  most  cases  you  will  find  just  what  you  are  looking  for. 


For  Every  Furniture  Man 


How  to  Know 
Period  Styles 
In  Furniture 


A  Helpful,  Thoroughly 
Practical  Book,  Written 
by  an  Authority— 

HOW  TO  KNOW 
PERIOD  STYLES 
IN  FURNITURE 

150  Pages       317  Illustrations 

Price,  $1.50 


Designers  will  find  illustrations  of  the  work  of  cele- 
brated designers  of  history.  Examples  are  taken  from 
the  recognized  collections  and  museums  of  the  world. 
Buyers— The  book  is  arranged  for  easy  reference  with 
the  distinguishing  features  of  each  period  clearly  shown. 
Salesmen — The  information  in  "How  to  Know  Period 
Styles"  will  enable  you  to  talk  authoritatively  on 
the  subject. 

Students — The  confusing  element  has  been  eliminated, 
but  all  necessary  information  is  included. 

Send  us  $1.50.  Keep  the  book  10  days,  and  if  it  isn't  worth  the 
price,  return  it  and  get  your  money  back. 

The  Commercial  Press 

Publishers  The  Canadian  Furniture  World  and  The  Undertaker 
32  Colborne  Street,  Toronto 
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"50" 
FLAT 
VARNISH 

Gives  the  rubbed  affect  to  perfection  and 

DOES  NOT  SHOW  BRUSH  MARKS. 

It  is  the  most  satisfactory  flat  finish  made. 

R.  C.  JAMIESON  &  COMPANY 

MONTREAL 


LIMITED 


Over  fifty  years  of  experience  Guarantees  the  high  Quality  of  our  products 


Get  Your  Order  in  Early 


for 


Veribrite  Venoil 


or  we  will  not  be  able  to  handle  it.  Thr^e 
times  the  quantity  sold  over  last  season 
shipments. 

WHY?  Because  the  Public  de- 
mands the  best.  Veribrite  Venoil  eats 
the  dirt  from  all  woodwork,  either  var- 
nished or  enamel  surface,  brings  out  the 
grain  of  the  wood  to  its  orginal  newness, 
eaving  a  beautiful  finish  that  will  surprise 
you. 

VERIBRITE  cleans  and  renews  the 
finish  on  woodwork,  furniture,  linoleum 
and  hardwood  floors,  lightens  labor, 
purifies  the  home.  Put  VERIBRITE  on 
your  duster,  it  catches  all  the  dirt.  Money 
refunded,  if  not  delighted. 


Domestic  Specialty  Co. 


Hamilton,  Ontario 


Limited 


//  has  come  to  our  notice  that 
certain  unscrupulous  jobbers 
are  offering  other  makes  of 

Spanish  Leather 

as  being  the  production  of  this 
Company.  From  this  date  on 
every  piece  of  our  leather, 
regardless  of  its  grade,  will 
bear  our  name  plainly  stamped 
on  the  butt  end  of  each  hide. 


The 


Lackawanna  Leather  Co. 

Hackettstown,  N.J. 
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